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Scythian Gold Helmet of the Fourth Century, B. C. 
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HERE is great promise for unusual 
popularity in necklaces this year seen in 


"the variety of necklaces and neck finishes in 


"all the Fall costumes. Evening gowns show 
| wide variations in the decolletage lines and 
necklaces in consequence are taking upon 
‘themselves some interesting forms new to 
‘this jewel. Day dresses are following with 
different collar finishes and even coats and 
‘wraps have altered the lapel shapes and 
fur arrangements. a" 

Some of these new coat collars and neck- 
lines are shown in the first illustration. 
A feature that is particularly prominent 
fs the opening at the throat with the fur 
thrown back onto the shoulders leaving a 


-.“V” space at the front of the neck. This 





By Isabelle M. Archer 


is a most encouraging fashion note for the 
jeweler. It means that besides the neck- 
lace, earrings and a brooch may be worn 
with the new coat or wrap still keeping the 
jewels in view. 

For the day dresses there are a great 
many neck finishes quite low in cut. For 
sport wear on these frocks there is a new 
square line that is made more becoming by 
the addition of a collarette or choker for 
the accompanying jewel. For formal day 
wear there is a new diagonal neck line that 
is particularly modish. This line crosses 
from high on the right shoulder to a low 
point to meet the left shoulder strap or 
shoulder seam. ; 


Evening gowns again show decided differ- - 


\ 


ences in the new neck lines. The surplice 
and diagonal lines, the square, deep “U” 
and the low cut “V” are all seen on the ~ 
latest evening gowns. The favorite among — 
these decolletage lines will not of course be ~ 


settled until later in the year but the lines ~ 


of the necklace and the offering made by ~ 
the jeweler in the way of accompanying 
earrings and shoulder brooches will cer- 
tainly help in making the decision for -pop- 
ularity. If a certain necklace form should — 
predominate during the Winter the gown 
finish will indicate’ its acceptance of this 
suggestion. It will be give and take 
between the two, the necklace line and the 
line of the dress. 

With the earrings and the brooch to 


FIG. 1. THE NEW COAT COLLARS ARE ADVANTAGEOUS TO ALL NECK JEWELS 
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fnish the picture we will see many inter- 
esting jewelry arrangements this year and 
not least among them will be those as we 
see them in the first illustration where the 
new high coat collars make the frame 
work. On the first figure at the left hand 
side there is shown one of the new long 
cross-over collars with the matching cuffs 


THE JEWELERS’ 


splendid chance, for the new coat lapels, 
although they are deep and unusually 
long, are to be worn with an opening at the 
front and a low closing point. The small 
brimmed hat with a high crown shown in 
the second sketch has one of the new twin 
pins for an ornament. In this case the 


pinheads are triangles of open-work in gold 
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copy of an Elizabethan ruff. Many of the 
new evening wraps follow the lines of this 
cape but some are like the sketch below it. 
This is a coat instead of a cape, but its 
collar is in ‘a long roll reaching from the 
hips, winding around the neck and finishing 
at the left-hand side of the hem: Sable is 
generally used for this collar form. 





Fic. 2. REPRESENTATIVE NECK FINISHES OF NEW AFTERNOON GOWNS 


of long fur. This surplice line makes an 
excellent opening for the necklace and the 
brooch and with the collar thrown back 
as it is worn with the new styles the ear- 
rings also have an unprecedented chance to 
show their beauty. The hair is either 
bobbed or worn close at the back, the hat 
is small and almost brimless, and the ear- 
rings for the latest designs are large and 


=_— 


“~~ 









to correspond with the ear pendants and the 
brooch. The necklace is one of the new 
jewels ranging between a choker and a 
collarette. It is really an extra deep choker 
with a small pendant at its center front. 
The remainder of the sketches in this illus- 
tration show more formal wraps with their 
latest collars. The first three are for day 
wear. Two in the new close-cropped fur 





FIG. 3. VARIETY SHOWN IN MODISH EVENING NECK-LINES 


bold in pattern. The necklace will also 
contain these features repeating the motifs 
of the earrings in the necklace pendant. 
The brooch will be worn at the center front 
with the coat having a “V” neck like this, 
and the new manner of wearing with the 
Opening at the throat and the collar thrown 
far back on the shoulders. 

; Even with the collar having the fur reach- 
ing only across the back as it is shown in 
_the second model, the jewels will have a 


are shown with high standing collars while 
the shorter one is in badger made very full 
and soft around the face. The last two 
models in this first illustration have been 
taken from Paris evening wraps. The upper 
one is in ermine with the fur following three 
different directions of line. The lower part 
of the garment hangs straight from the el- 
bows in a long sweep to the floor. From the 
elbows up to the shoulders there is a shawl 
effect, while the collar is almost a perfect 





The necklines on the day dresses will © 
also greatly favor the wearing of necklaces, 
earrings and brooches. There are a few 
high collars on the new gowns and those 
which are in the mode generally have a 
picturesque bow for their closing and an open 
space below the collar line. This gives the 
wearer a chance to use a fastening brooch at 
the point of the “V” opening and a graceful 
necklace of long length either in pearls or 
faceted baguettes. 

Besides the necklines on these afternoon 
dresses there are other features which will 
control the choice of the jewels. One of 
these is the color and the other is the 
fashion for using more than one material. 
in the gown makeup. The colors this Fall 
will include all the browns and tans from 
beige to the darkest sepia; all the greens, 
most of the blues, a deep violet and of 
course black, white and gray. 

As far as the materials are concerned 
velvet leads all other textiles this Fall for 
all formal wear. It is made up now in an 
exceptionally shear weave and is called 
transparent velvet. This is used for eve- 
ning gowns, for afternoon and theatre wear 
and in oyster white for the bridal dress. 

When velvet is combined with another 
material broadcloth is generally chosen. 
For sport wear the favorite combination is 
jersey and kashatoile. For evening wear 
velvet and chiffon combinations will be 
popular, while velvet details such as flowers 
and bows will be seen on gowns of metal 
tissue and beaded fabrics. 

In the second illustration there are shown 
seven of the new ideas in dress ‘cuts for 
afternoon formal wear. Two of these show 
the latest diagonal neck lines, one with a 
rounded form and the other extremely 
angular. This finish offers splendid induce- 
ments to the wearing of shoulder brooches. 

Thé latest in bateau neck finishes is worn 
here with a double necklace and a pair of 
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jong ear pendants. Shafts of faceted black 
‘onyx finish the necklace ‘and the earrings 
shown with the deep “U” cut neck while 
4 triple necklace and loose earrings are 
© worn with a short round neck line. 
| Other examples in handsome afternoon 
" dresses with the new neck finishes show a 
 surplice neck in cream colored georgette 
worn as a finish to a gown of bronze colored 
transparent velvet. A deep square is the 
line which finishes another blouse where 
4 there is a vestee and side lapels of flesh 
© tinted silk net used on a gown of navy 
) blue crepe satin. A fichu of- soft white 
satin is used on a gown of black velveteen 
and the Russian side fastening is used on 
another gown having a square neck line. 
"As for evening gowns, they are attempt- 
ing all manner of neckline finishes. The 
more conservative gowns are still showing 
modernized arrangements in round, square, 

“y” shape and bateau contours but far 

newer are the cross-over decorations, the 

diagonal line given the gown by its cut 
and the uneven shoulder lines of some of 
the latest evening modes. 

j The third illustration gives four sugges- 
tions of these new evening corsages. The 
first figure has a yoke of beaded lamé for 
the top finish of the full-bloused bodice. 
The second neckline is one of the latest 
draped models; the third is a surplice line 
and the last shows one of the unmatched 
shoulders. Here the left shoulder of the 
gown is topped with a wreath of finely made 
tissue flowers while over the right shoulder 
and hanging both back and front of the 
gown there is a band of gold lace. 

Further detail will be given regarding the 
mode in evening gowns a little later in the 
season; then the jeweler will find interest 
in all of these diagonal lines as they are 
decided incentives to the wearing of hand- 
some shoulder brooches and corsage orna- 
ments, The line is generally high on the 
right shoulder and lower at the left. 




















Beauty Is Labor and Service 





[X the little collection of papers on art 

and labor, by W. R. Lethaby, bound 
under the title “Form in Civilization’ 
i (London: Oxford University Press, 1922), 
occurs the following interesting paragraph 
worthy the attention of those who dedicate 
their services to beauty: 

“Modern writers try to separate the 
emotional aspects from the bases which are 
their necessary support, but in its history 
the word art has meant: workmanship. The 
outward expression of work-art cannot be 
separated from a residuum of merely brutal 
labor without beating down labor to slavery 
; and giving over free art to speedy disease 
: and dissolution. Writers on esthetics have 
not sufficiently recognized that art is service 
before it is delight; it is Jabor as well as 
emotion; it is substance as well as expres- 
sion. What they say is here and there true 
enough in its way, but it is a way that leads 
to destruction; it is concerned with appear- 
ances rather than conduct. For philosophers 
seriously to discuss the pure lyricism of art 
can only turn it towards hysteria. Beauty 
is the flowering of labor and service. There 
are things so beautiful, indeed, that you must 
always pretend you do not see them, and 
notice them out of the corner of your eye, 
as you see a linnet on a nest.” 
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Professor F nian on World’s Historical. Gems 





Translated expressly for THE JEWELERS’ CIRCULAR by ALBERT PARRY 


WE find in the Leningrad Krasnaya Ga- 

setta (“Red Newspaper’) an interest- 
ing article by Professor Fersman, the fore- 
most gem authority of Soviet Russia, deal- 
ing with the outstanding exhibits of the 
Russian gem treasuries as contrasted with 
some of the historical stones of foreign 
countries. Professor Fersman starts with 
a few paragraphs on the celebrated Russian 
diamond “Shah” saying: 

“The ‘Shah,’ at a first glance, seems to 
be quite an insignificant stone, in spite 
of its 89 carats. But it is remarkable be- 
cause it had preserved almost all of its 
natural facets. On the three of its polished 
facets we, observe engravings of inscrip- 
tions and dates of wonderful artistry, and 
the very technique of the engravings con- 
vinces us that these inscriptions were made 
at various times. Indeed, our Orientalists 
confirm that the first engraving dates back 
to 1591, while the last inscription was made 
in 1824. 

“The outstanding interest of the ‘Shah’ 
lies in several directions. Above all, 
problems of purely crystallographic nature 
are connected with the stone, which may 
be regarded as one of the most remarkable 
and yet typical Indian diamonds. 

“Secondly, the stone is very curious, 
thanks to its inscriptions which picture the 
history of the diamond on a background of 
the history of India. Finally, the gem is 
especially interesting because of the tech- 
nique of its engravings, which technique is 
altogether extraordinary in its perfection, 
also’ in sharpness and fineness of the 
execution. As regards this, there is no 
stone equal to the ‘Shah.’ 

“Not only the court of the Old Russia, 
but courts of other countries of the Old 
World had been accumulating great riches 
of precious stones, in comparison to which 
the treasures of the modern kings of the 
financial world are very small. 

“The old rulers of the world competed 
with each other in splendor and _ brilliancy 
of their gem collections. In the Orient, 
the precious stones of the state treasury 
served as the emblem of power and great- 
ness of the country. The accurate knowl- 
edge of these riches was not given to the 
man in the street. Fairy tales and 
legends had surrounded those precious 
stones with a mysterious mist. The plain 
mortals could admire the fire and brilliancy 
of those gems only from a distance; no 
savant was allowed to weigh those crystals 
en his scales and to verify or deny fairy 
tales and legends. 

“Thus it came about that not a single 
gem collection of world fame has been 
described by savants as yet. The celebrated 
stones of the English crown rest in London 
without any serious study being devoted to 
them up till now. Only a few separate 
stones of the English treasures were 
studied by sundry savants,* the new dia- 
monds mostly, such as the famous 
“Cullinan,” which was seriously and 
scientifically investigated before it was 
polished. And to think how great: the 
riches of the British crown are! How 
many masterpieces of scientific value and 


artistic beauty, known neither to science 
nor to the public at large, it contains! 

“Not much more is known to us of the 
treasures of the former court of Vienna. 
The Austrian defeat during the Great War 
as well as the subsequent revolution had 
dispersed a considerable part of those 
riches.: ‘The history will show at some 
future time just how some of those gems 
were lost and what had become of them, 
but many of them will never see the light 
of the day. 

“The riches of the French crown of the 
pre-Revolution era were beautiful and con- 
stituted a class by themselves. The task 
of collecting them took three and one-half 
centuries. There were three famous rubies, 


each weighing from 100 to 200 carats; also ni 


the celebrated. “Regent,” a 136 carat 
diamond; also a 67 carat diamond of a 
sapphire-like bluishness which was brought 
to France from India in the middle of the 
17th century; and many other riches. In 
1792, at the high peak of the French revo- 
lution, the treasures were very badly 
guarded and very easily plundered. Only — 
a few of them were returned to the French 
government subsequently. Even these rem- 
nants were sold at an auction sale in the 
latter part of the 19th century, and now 
the whilom splendor is represented by a 


limited number of stones (though of a very | ce 


high quality) in the Louvre museum and in 
the mineralogical collection of the Botanic 
Garden of Paris. a, 

“We haye almost no facts of any ac- 
curacy about the treasures of the Spanish 


and Portuguese _ courts. First-class 
Brazilian stones must be there. Also 
nothing much is known to European 


scientists regarding the gems of the Persian — 
shahs and Indian rahjas. No doubt, in those 

countries. of a thousand and one nights, in 

the yet existing atmosphere of mystical 

homage paid to a sparkling gem, some 

grandiose riches of precious stones must 

be as yet preserved. Only at times we 

see some of those treasures. On rare days 

of some solemn ceremonies the curtain is 

raised and the Oriental princes appear in 

clothes adorned with remarkable gems, 

from which the European investigator is © 
barred, unfortunately for the cause’ of 
science !” 








New Enterprises 





E. G. Seip has opened a jewelry store at 
Brillion, Wis. 

M. A. Brataud has opened a new jewelry 
store at Crookston, Minn. 

J. Lundman has engaged in the jewelry 
business at Hopkins, Minn. 

J. A. Otten will open a jewelry store at 
410 S. Burdick St., Kalamazoo, Mich. 

Ben’s Jewelry Co.,520 4th St., Sioux City, 
Ia., has been completely remodeled. 

C. M. LaLone has opened a jewelry estab- ~ 
lishment at 1409 W. Lake St., Minneapolis, 
Minn. 

Fred McKee has opened a new jewelry 
store in the Smith & McKee building: a 
S. Main and Pork Sts.; Arthur, Ill. Z 
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More and Better Advertising Is What Jewelers Need 





Hope Stones Winning 
Even Greater Recognition 


Well as the jewelry trade has known 
Hope Stones during the past two dec- 
ades, they have never enjoyed such 
- widespread recognition as has been ac- 
corded them the past year. 
_ Many important manufacturers have 
taken to illustrating Hope Stones in live 
matural colors in much of their printed 
advertising, and this advertising men- 
tions Hope by name. Other manufac- 
turers and many wholesalers are making 
it a point in their selling talk to point 
: out that their jewelry is mounted with 
Hope Stones, considered the finest in 
_ the world. 


Personal But Not Confidential 








Melvin A. Reich of Buffalo visited us 
last week. It was good to see Melvin 
again, peppy as over. Come more often. 


We are pleased to give our readers 
a special report of our own sports writer 
on the Dempsey-Tunney fight (this is 
positively an exclusive article as all 
other newspapers have already quit 
writing about the fight). Jake Levin, 
well-known Deltah enthusiast, witnessed 
the entire fight from a ringside seat with 
the aid of a powerful pair of binoculars 
and the excellent description afforded by 
the radio broadcasting. Jake writes the 
seventh round was the most exciting 
he ever witnessed. If the counting 
had started immediately, Dempsey 
would have been world’s champion 
(Jake unfortunately had some money 
on Dempsey, so we can’t blame him for 
thinking this way); furthermore, his 
judgment coincides with all the other 
important sports writers who were at the 

t. 


* * * 


The Stadium was a wonderful sight 
with 145,000 people all massed together, 
and 144,000 rooting for Dempsey. 
Dempsey received an unmerciful beat- 
ing during the ninth and tenth rounds, 
Jake says. ad 


The man who picked the winner was 
Harry Landaw of Pittsburgh. We hear 
he backed up his judgment with con- 
siderable coin of the realm. 

* * 

Bill Jones of W. J. Johnston Company, 
Pittsburgh, helped sell a bill of pearls 
for us. We hereby give Bill credit for 
the sale, as he surely convinced the 
other party. Many thanks. 


Charles Brown, Stein and Ellbocen 
Company, visited our New York office 
on one of his periodic trips. Charlie 
‘is a man among men, and a_ buyer 
among buyers. . We know of no one 
whose judgment on new pearl items can 
beat his. 








The One Color 


that remains constant at all seasons is the 
living green of the rare Emerald. 


It is this youthful color of perpetual 
spring that makes the Emerald the most 
prized of all gems. 


IT IS THIS VERY COLOR 


among other things that makes 


THE HOPE EMERALD 


stand out from amongst all other made 
Emeralds as the green gem premier. 


Compare the HOPE 


with any other manufactured Emerald 
(we vouch for its superiority in points 
not so apparent) and your decision must 


be in favor of 
THE HOPE EMERALD 


—0 


L. Heller & Son, Ine. 


15 West 47th Street 
New York 
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Precious Stones in 1926 
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By Georce FrepericK Kunz, Sc.D., Ph.D., A.M. 


(Continued from the issue of Sept. 28) 


The thirty-eighth annual report of the 
New Jagersfontein Mining and Exploration 
Co., Ltd., for the year ending Mar. 31, 1926, 
showed a production of 132,274 carats, 
valued at £645,005, a decrease of about 15 
per cent. in weight, but an increase of 6 
per cent. in value. Sales for the year 
amounted to £656,357. The balance of in- 
come over expenditures was £376,583, of 
which £233,750 was distributed in dividends 
and £101,213 carried over. 


The development of the 510-ft. level in 
the various sections of the mine was com- 
pleted during the year, and the quantity of 
blue ground now available thereby increased 
to 37,000,000 loads. The average depth of 
the mine is now 339 ft., as compared with 
325 ft. a year previous. 

The thirteenth annual report of Pniels, 
Ltd., for the year ending June 30, 1926, 
shows a production of 911 stones, weighing 
1291.5 carats, sold at £10,818, an average of 








Operations of the New Jagersfontein 


i Number of Number of Number of Carats Per Value of 

ast : Loads Hoisted Loads Washed Carats Produced 100 Loads Product 
SNM “pvdsek ae sdwo ee ss 3,316,628 4,403,383 330,524 8.90 £1,161,661 
BEG | o¢seetee ace asso phe 1,173,927 1,655,337 116,251 8.24 270,176 
BED og vigch scceaeuesesea |: " dp weses 325,366 24,588 8.57 75,101 
| SE ree So eaieecd 2,089,322 146,740 8.94 585,597 
DE) © Siievas-bavislee eee shee 115,356 2,285,949 146,596 7.47 681,286 
SE: onan ab'e ine 5 bes Si0i8 1,146,761 1,948,799 142,313 8.72 pce 
ED. caaarceaew ed vemeae 1,514,180 1,768,127 147,039 9.42 1,257,668 
GRAS Sree ne ea 1,401,173 2,101,957 167,626 9:33 1,005,597 
RN ek kg ae acetal 2,763 952,282 65,957 7.38 134,326 
ES Sutera bie wis os bic a were te 285,582 797,729 56,027 9.04 183,850 
ER ener esr rere 2 1,355,863 1,660,890 119,268 9.13 502,632 
BS. wick Geiss ce eee sews 1,403,028 1,989,198 152,507 8.35 609,216 
SE «sacks sasusearene 1,458,015 1,813,396 132,274 8.13 645,005 


The 24th annual report of the Premier 
(Transvaal) Diamond Mining Co. covers 
the year ending Oct. 31, 1926. The year’s 
output amounted to 959,124 carats, valued 
at £1,456,714, an increase of over 30 per 
cent. in weight, but only about half that in 
value. Net profits for the year were 
£765,109, of which £459,065 went to the 
Union Government, and £306,043 was ‘avail- 
able for dividends, from which £300,000 was 
distributed, 250 per cent. on the preference 
shares, and 500 per cent on the deferred 





£8 10s. 8d. .per carat. This included 4 
stones between 6.5 and 9.5. carats, 9 stones 
between 12 and 18.25 carats, and one each 
of 29.25, 60, and 100 carats. Fifteen of 
these 16 stones brought £5,160, or nearly 
one-half of the total receipts of the year. 
The year’s operations netted a loss of £911 
15s. 5d. 

The seventh annual report of the West 
End Diamonds, Ltd., for the year ending 
June 30, 1926, shows 402,000 loads washed 











Diamond Output of Premier Mine 


. of No. of Value of Yield per Value Value Cost of Profit 

Soded toa Carats Diamonds' Load in per = peep er 
Oct. 31 Washed Found £ Carats aor 2 or: - r Pe 

..- 2,988,471 899,746 1,277,740 0.301 28 4.82 8 6.61 'S S22 5 0.90 
+07. .. 6,538,669 1,889,98634 1,702,631 0.290 18 0.20 5 2.49 2 4.14 2 a 
1908... 8,058,844  2,078,825%4 1,536,720 0.258 14 9.40 3 9.75 1 10.24 1 ore 
1909... 7,517,793 1,872,136% 1,172,379 0.249 12 6.29 3 1.43 1 11.42 1 wag 
1910... 9,331,882  2,145,832% 1,496,641 0.230 13 11.39 3 2.49 2. O46 1 38 
2911... 8,325,272 1,774,206 1,433,971 0.213 16 1.97 3 .5:34 2 2.02 1 io80¢ 
1912... 9,707,098 1,992,474 2,004,943 0.205 20 1.50 4 157 2 4.79 1 8,78 
1913... 10,434,680 2,107,983 2,336,828 0.202 22 2.05 4 5.74 2 6.67 1 11.07 
1914... 7,683,943 1,417,755 1,259,643 0.185 17 9.23 3 3.34 2 5.89 9.45 
1919.3: Mining operations suspended. 
|) 1,572,521 . 419,947 475,856 0.267 22 7:35 6 0.63 y ow 3 5.01 
1917... 4,928,629 906,341 1,198,923 0.184 26 5.48 4 10.38 2 2.68 2 7.60 
1918... 4,805,851 851,573 1,203,904 0.177 28 3.29 5-632 2 2.89 2 9:33 
1919... 4,529,261 814,577 1,961,259 0.180 48 1.84 $7.92 2 10.68 5 9.24 
1920... 4,660,498 820,564 2,098,483 0.176 S$}: 1:77 9 0.06 3. 2.59 5 9.47 
oan... 1,954,236 411,981 439,626 0.211 21 4.11 4 5.99 3 4.43 i: 56 
1922... . 1,279,548 299,239 253,934 a errors. a pawes eR 0 4.30 
1923... 2,233,024 477,059 1,340,014  ~ eaect  Veaeans 3 1.34 eicbeieega 
1924... 3,544,576 694,880 1,027,110 0.196 2: 2a 2 
3925 ....... .3,7$2,737 733,068 1,271,063 0.195 BD COGS: © Valenes 
1926.. 4,982,696 959,124 1,456,714 0.192 2 . 6:55 


Total Since Beginning of Operation in 1903 








Number of loads washed............ 111,234,490 
Carats of diamonds found.......... 25,261,812 
Value of re oe ree £28,946,544 
shares. The current price on the 5s. 


preference shares is £7 10s.; there is little 
trading in deferred shares, the bulk of 
which are held by the DeBeers Consolidated 
Co. 





“Reprinted from ‘Mineral Industry,” Vol. 


xxxv, by courtesy of the publishers, the McGraw- 
Hill Book Co. 








with a yield of 37,090 carats valued at 
£109,681, as compared with 409,200 loads, 
36,280 carats, and £97,622 in the preceding 
year. This shows an increase in yield per 
100 loads during the past year from 8.87 
carats to 9.23 carats and an increase in 
value per carat from 53s. 10d. to 59s. 2d. 
Of the stones recovered, 78 per cent. were 
of good quality, 16 per cent. poor, and 6 
per cent. bort. The yield included 425 
stones from 3 to 5 carats, 174 stones from 
5 to 10 carats, 30 stones from 10 to 20 
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carats, 4 stones from 20 to 30 carats; and 7 
stones (all bort) ranging from. 31 to. 58.25 
carats. 

The report of the Koffeyfontein: Mines, 
Ltd., for the year ending June 30,: 1926, 
shows 924,876 loads of blue ground‘ washed, - 
yielding 80,988 carats, or 8.75 carats per 100 
loads. Sales amounted to £265,390, and the 
balance of income over  éxpenditure to 
£169,923, of which £30,994 ‘was: digtributed 
in dividends, and £80,026 carried’ over | 

The report of the New Eland Diamonds, 
Ltd., covering the year 1925 shows a work- 
ing profit of nearly £20,000, which was re- 
duced to about £17,000 by taxes, depreciation, 
etc. During the past year liabilities were 
reduced from £37,793 to £22,204, and it was 
expected that this remainder would be 
cleared off during 1927, leaving something 
over for dividends. During the year the 
yield increased from 18.4 carats per 100 
loads to 27.3 carats, the value per carat 
dropped from 45s. 1d. to 43s.; and the cost 
of production increased from 7s, 7.43d. to 
8s. 3.31d. 

Reports from the Crown Diamond Mining 
and Exploration Co., Ltd., covering several 
months of the year 1926, show washing at 
the rate of about 22,000 loads per month, 
with recoveries of 1,800 to 2,000 carats per 
month, the yield gradually increasing from 
8 to 10 carats per 100 loads. It is ex- 
pected eventually to wash 45,000 to 50,000 
loads per month. 

The rapid spread of alluvial production 
during the past year has led to the organi- 
zation of many new companies. -Among 
these smaller and newer companies are the 
following, most of which are still in the de- 
velopment state, or in the early stages of 
production: New Frank Smith Diamond 
Mining Co., Ltd.; Dreihoek Diamonds Mine, 
‘Ltd.; Star Diamonds Development Co., 
Ltd.; New. Norman Diamonds, Ltd.; New 
Monteleo Diamond Co.; Mooi River Dia- 
mond & Estate Co., Ltd.; Sans Souci Dia- 
monds, Ltd.; Treasure Trove Diamonds, 
Ltd.; Ebenezer Diamond Mine; Carrig 
Diamonds, Ltd.; Roodepan Diamonds, Ltd. ; 
Klipdrift Diamond Co. Ltd.; Eclipse 
Diamonds, Ltd.; Phoenix Diamonds, Ltd; 
Thereon Diamonds, Ltd.; and Prince Dia- 
monds, Ltd. 

Gold Coast——The first diamonds were 
found by the Geological Survey in February, 
1919, at Abomoso, on the Birrim River, 
eastern Akim, and since then at various 
places in the Colony and Ashanti. Two 
companies—the African Selection Trust and 
the West African Diamond Syndicate—are 
now producing diamonds, and much prospect- 
ing has been done by them and other parties 
in the Birrim and Pra basins. 

The stones are of very good quality, but 
small when compared with those from most 
other diamond fields. The largest recorded 
stone, but of poor quality, was 9 carats, 
worth £15 5s. The total number of stones 
of 1 carat and more found to April, 1926, 
is 228, varying in value from £1 10s. to 
£15 per carat. 

The total recorded production to April, 
1926, is 280,808 carats, valued at £330,900, 
the bulk of which have been sold for in- 
dustrial uses. The total quantity of gravel 
treated is not known definitely, but is sup- 
posed to be about 300,000 cu. yd. The pro- 
duction during the fiscal year 1925-1926 was 
152,148 carats, valued at 22s. 6d. per carat, 

















































































JEWELERS’ CIRCULAR 














Copyright; 1926 





























A 


7 


9m the operations of the African Selec- 
ion. Trust, which controls concessions in 


now employs about 1000 whites and 


the Birrim district amounting to 32 sq. mi., 
~ and 


~ natives. : 
© During 1926 an Illicit Diamond Buying 
| Act-was passed, patterned after similar 


Jegislation in South Africa. 
Southwest Africa—The new plant of the 


‘Consolidated Diamond Mines of South-west 
‘Africa, Ltd., which has been under con- 
| struction for’ 2 years, was brought into 
P operation during 1926. During the year the 
ee capital of the company was increased from 
e @ second dividend of 12:5 per cent. was de- 


£2,633,700 to £2,830,000, and in December 


clared, out of profits for the year amounting 


to £520,811. 


Tanganyika.—On Jan. 1, 1926, the Anglo- 
American Corp. took over the control of 
the operations and development of the 
proprety of Tanganyika Diamonds, Ltd., 
under an 18 months’ option. In February, 
1926, this option was turned over to the 
Mwanza Development Syndicate, the organi- 


zation of which was sponsored by the Anglo- 





‘over this option. 


American Corp. for the purpose of taking 
The syndicate took over 
from Tanganyika Diamonds, Ltd., at cost 
price, all mining materials and plant. It 
also undertook to work the mine to full 
capacity, and, when development warranted, 
to install a plant to treat up to 4,000 loads 
a day. Tanganyika Diamonds, Ltd., was 
entitled to one-half of the gross value of 
all diamonds won from the mine during the 


-option period less only Government duties 


and cost of transport and valuation. The 
syndicate had to defray all costs of mining 
and winning the diamonds, and was to ex- 
pend not less than £50,000 on development 
and mining work and on new plant; if this 
amount was not expended Tanganyika 
Diamonds, Ltd., was to receive the balance 
in cash. After operating the property for a 
little over a year, it was decided, early in 
1927, not to. exercise the option, and to 


allow the property to revert to the original 


owners on July 1, 1927. 


From Feb. 11, 1926, to Mar. 15, 1927, a 
yield of 10,723 carats was obtained from 
119,400 loads, or just under .09 carats per 
load. It was estimated that by the expira- 
tion of the option, a total of 17,900 carats 
would have been recovered. This leaves 
an estimated 35,100 carats in the alluvial 
deposit, and the kimberlite pipe proved to 
be so poor in stones’ as to be unpayable to 
work. Since the value of the stones in the 
unworked gravel was estimated at only 
£189,523, and since the kimberlite would not 
pay to work, there was no justification for 
the floating of a company with a capital of 
£1,200,000, as had been agreed upon in the 
option. 

The Tanganyika directors have expressed 
their intention of continuing the operation 
of the mine, and, immediately on the return 
of the property into their hands, of approxi- 
mately doubling the present scale of opera- 
tions, which is at the rate of about 600 loads 
per day. 

The ground in the vicinity of the property 
of Tanganyika Diamonds, Ltd., has been 
fully pegged for some time, although there 
Seems to be prevalent an impression that no 
diamonds are likely to be found outside of 
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: 95 per cent. of the production came. 





= ar ed of, 


that area. Only one other company, 
Equatorial Diamonds, Ltd., has been formed. 
Congo and Angola.—The latest available 
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light, cheap plant of machinery, and the 
shallow deposits are best worked as at 
present by the native diggers with the 














(e) Estimated. 


Brazil—A considerable increase in activity 
in the Brazilian diamond mines has been 
reported, as has also the discovery of a 
new deposit in Minas Geraes, which is sup- 
posed to be very rich, but the actual tenor 
of which has not yet been proven. 

British Guiana—Diamond mining in 
British Guiana is the second industry in 
importance and value of exports, ranking 
next to sugar, and far outranking the gold 
industry. Alluvial diamond mining, — the 
only method used up to the present in this 
country, was first started in the upper 
reaches of the Mazaruni River in 1890, then 
extended to the Kuribrong and Cuyuni 
rivers, and in 1925 to the Berbice River. 
The stones first found in the Mazaruni sec- 
tion were of good “water” but of small 
size, ranging from 10 to 15 to the carat. 
The stones found in the Berbice section 
are larger, but not quite so good in quality 
as those from Mazaruni. The worst setback 
in the industry, since the slump in 1920-21, 
was from late in 1925 to May, 1926, owing 
to the severe drought which restricted 
operations and output. The proved dia- 
mondiferous area of British Guiana extends 
in a northerly and southerly direction from 
the Potaro River to the Cuyuni. River, a 
distance of 150 miles, and eastward forty 
miles from the foot of the Pakaraima 
Mountains. The Mazaruni fields, now the 
most important, are in about the center of 
this area. The diamonds are accompanied 
by certain heavy minerals, such as_ tour- 
maline in the amorphous and crystalline 
forms, black sands consisting largely of 
ilmenite with some ferromagnesian minerals, 
and gold in more or less quantity. 


Most of the diamonds produced today are 
found: in shallow deposits of quartz pebbles 
of all colors. The overburden varies from 
a few inches to 3 or 4 ft., and the pay gravel 
is from 6 in. to 1 ft. thick. In the deep 
deposits the gravel is 40 to 50 ft. deep, and 
values in gold and diamonds begin 10 ft. 
from the bottom and improve in depth. Up 
to the present few of these deposits have 
been worked owing to lack of mining 
knowledge and the difficulty and expense of 
conveying even the lightest machinery to 
the diamond fields by the existing means of 
transportation. It has not been found pos- 
sible to work to a greater depth than 25 ft. 
in an open cut with manual labor, but 
wherever bedrock has been reached at this 
depth the returns have been high. The 
deep deposits can best be worked with a 


data on production of the field, in metric “slice” and “tom.’ The total quantity 
carats, are as follows: ba 
Belgian Congo 

_ “~ — Angola 

Luebo Beceka Kasai Forminiére Diamang Total 
DAW Bs kinks 925 ae kee ORY ee eles cite 23,877 23,877 
Ly be Ae te tree ee tira ie Degen teense 48,935 aio a ene 48,935 
ADIG S540 Cis cick ceccdeawee 53,940 1,300 55,240 
BORE oa tidneaeeets cool 99,907 | 4,130 104,037 
FOES) ei Sipowicla uhiaX Soak Pee 164,188 14,070 178,258 
BUR oe chrarhl vs cea bait earch edebes ee 215,489 48,504 263,993 
ee RR eC he 8,075 4,283 213,032 93,529 318,979 
POOR OMAR eae ore 15,941 7,937 150,058 106,719 280,655 
Ns eee ean sae ae 589 44,000 13,439 192,264 98,683 348,975 
1 Les Poe MOORE ER Oh Be 12,951 135,000 28,315 238,688 94,478 509,432 
oe eee PER 18,681 280,000 44,786 204,807 118,016 666,290 
ISOS Ce) <5 Adee seek 23,980 579,500 54,720 228,000 126,575 1,012,771 
gC) eae ae Spree tert ee 30,000 770,000 63,000 245,000 150,000 1,258,000 








of diamonds declared during 1925 was 
1,160,271 stones weighing 182,895 carats, 
valued at £819,816, a decrease of 2,690 
carats as compared with the 1924 production. 
The production from the different’ districts 
was as follows: 


Stones Carats 
Maxariini 005. skipawcce 938,078 149,249 
PUPUne ganic ca eset gles Us 59,070 
Ceymhe Sc osa ds Sa ein aks 8,371 1,025. <3 
ROGREG obo haieds ok bsaGienss 150,911 24,110 
EME iS ccs cleeeieeelawe’ 3,841 1,112 


As compared with 1924, there was a de- 
crease in output from the Mazaruni of 964 
carats, the Puruni of 2,192 carats, and the 
Potaro of 970 carats; while the output from 
the Cuyuni increased by 475 carats-and the 
Berbice River by 978 carats. The general 
run of the stones was practically the same — 
as in 1924, being 6.3 to the carat as against — 
6.2. The largest stones declared weighed 
2414, 20, 1654, 13 11/16, 1234, 12%, 11 7/16, 
114% 11, 934, 9%, 9%, 9%, 9, 8% carats, 
respectively. 

Output of Diamonds in British Guiana 


Weight 
Number in Carats Value 

1903-1904 ....... 164,315 10,742 £10,070 
1904-1905 ....... 175,400 10,619 9,955 
1905-1906 ....... 65,752 4,097 3,840 
I9GG+1907 © is) 0-0u 65,903 4,661 4,423 
1907-1908 (kos. 29,007 2,122 1,988 
1908-1909 ....... 63,161 5,618 9,268 
1909-1910 ....... 85,537 7,181 9,574 
1910-19133 *6...00. 26,467 3,035 6,442 
1941-1932 oh. .88 78,683 7,648 11,550 
1912-1913; So 60: 62,624 6,099 9,212 - 
ESR S-TOLS: Geis Se 93,752 11,119 21,178 
I914-19TS | S085 100,522 13,716 28,576 
April, 1915, to De- 

cember ........ 19,461 3,678 7,663 
Baio. aie eien 93,782 16,409 34,184 
BOERS ox coin 5 vila ee 102,957 17,908 37,308 
RES eT ee 77,819 14,196 29,575 
BOTS adn S os 84,466 16,706 95,710 
9000 5 eds ke 234,456 39,362 281,535 
S9BE fo de vais aeeae 507,200 102,603 329,847 
ROGAN 6 SSUES 816,857 163,640 825,285 
AE Pa a Sei 1,141,425 214,744 1,033,014 
| Bal Fes ae 1,150,255 185,585 847,726 
p 1. ERNIE Coe eo 1,160,271 182,895 819,816 

The Economic Geological Survey of 


British Guiana has recently published a re- 
port by H. J. C. Connolly (103 pp.) on 
a “Preliminary Survey of the Mazaruni and 
Puruni Diamond Fields, British Guiana.” 
The report covers field work done in 1925 
and discusses the possibilities of develop- 
ing deposits of other minerals as well as 
diamonds. Several sketch maps are in- 
cluded." 


~ 1Abstracted in Mining Mag., March, 1927. 
(Continued on page 97) 
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Results Are What Count. 


Today and for more than 
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forty years progressive 
diamond merchants in 
every section of the country : 
are profiting by our values 
and helpful co-operation. 


ARNSTEIN BROS. & CO. 


Importers and Cutiers of Diamonds 


New York - 20 West 47th Street 


CHICAGO LONDON AMSTERDAM 


31 North State St. Audrey House, Ely Place 2 Tulp Straat 
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' Platinum and Allied Metals in 1926 





A Report Prepared for the Mineral Resources of the United 
States, by James M. Hill’ 


(Continued from issue of Sept. 28) 
Stocks 
Stocks of the platinum metals in the hands 
of refiners on December 31, 1926, amounted 
to 105,571 ounces, an increase of 33 per cent 
as compared with the stocks at the begin- 
ning of the year. 


Kovaloff* has written a number of thought- 
stimulating articles that treat the important 
subject of possible future overproduction due 
to the reopening of the Russian mines and 
the new production in South Africa. His 
estimates of possible future trends of con- 








Stocks of platinum metals in the hands of refiners in the United States, December 31, 1918-1926, 
in troy ounces! 





Year Platinum Palladium Iridium Others Total 
BF os bance la-vediarvsieman asses lie 51,504 10,086 3,224 giant 64,814 
5 25:5) ie tdnkeubavennieckp nes 29,228 10,235 3,359 610 43,432 
ERS SRS Sarees ta Pei 46,747 16,565 4,196 216 67,724 
3 on ry Manse Newapdioe tp ae¥ek $4 38,514 21,042 4,991 3,113 67,660 
RIES GREP IO et ETERS. 41,900 24,975 7,559 1,583 76,017 
BM circ 5 ticte)o ass ae dss Meals Rare Stale ps 36,554 26,266 5,208 2,697 70,725 
os Scanian am cee ee re toe foun 40,464 27,400 3,622 3,053 74,539 
ERS, yc Sic ceca oa overs Xs conve lwiha & anecae we 44,024 26,740 3,720 4,609 79,093 
NN a s45 Gerke he who om Vis ORS Gna Bali 64,203 31,950 3,933 5,485 105,571 

1 Figures not available prior to 1918. 
World’s Production 
Estimated world’s production of crude platinum from placers, 1917-1925, in troy ounces 
Country 1917 1918 1919 1920 1921 1922 1923 1924 1925 
Australasia: 4 

New South Wales........... 259 607 213 796 249 80 586 646 573 

Papua (osmiridium)! ........ (2) (?) (2) 100 360 100 8145 8119 3116 

Tasmania (osmiridium) ...... soa: - 1,607. 1,670. 2,009: -.2,751>... 1,174 673 365 3,366 
Canada‘ sete eee g eter eee ee eees 80 40 30 25 15 15 10 5 ay 
A ee rere ee 32,000 35,000 35,000 35,000 35,500 40,000 42,000 46,000 62,000 
MOR MIESCINEL) is 5.5.05 3106 Yd Sai o's 4 (8) ae oe ae ae aah ee shai 
lel eyed we chap hae 127 51 155 258 231 150 224 145 189 
Philippine Islands ............. rr ate nie aa are 1 14 die a 
RIES San Paes 50,000 25,000 30,000 35,000 20,000 22,000 20,000 25,000 60,000 
ee Pee eee Pee 605 647 824 613 977 1,008 609 335 343 

1For the year ended June 30 of year stated. 
2Figures not avilable, but annual output did not exceed 10 ounces, 


8Exports. 
‘Estimated by J. M. Hill. 


ef Canada, in troy ounces, as follows: 1917, 57; 1918, 39; 


1923, 7; 1924, 5; 1925, 6. 
5Estimated by J. M. Hill. 
6Production, 0.31 ounce. 


The following table gives data by which 
the figures showing the production of crude 
platinum as given in the foregoing table can 
be reduced to terms of the refined metals 
used by the industries: 


The Dominion Bureau of Statistics Ann. Repts. give the placer output 


ISIS, 253 1980; WSF 1924; 2355-1932" 32: 








sumption are based on United States Bureau 
of Mines figures and his assumption that the 
United States consumption equals two-thirds 








Average assay of crude platinum, in per cent 


Rhodium, 
Ruthe- 
Country Platinum Palladium Iridium Osmium nium, Etc. 
Australasia: 

IN, SERTNEEEEY | WHER 9 5602 sc'< 0's. oes O's nad ovine et 75.9 ee Ls rms 1.3 
IN S65 mis Ain fins Saale is Riarwin ie ages tee ae as 58.1 33.5 3.0 
NNN ics erert yg Tm ig wept so Bie Aoshi eae ra 58.1 33.5 3.0 
MR eb Rcs akan 4b arias cen Oe Lenawee 72.1 0.2 qi ae 2.8 
INS fo Signe occas ha ra an vee oN 96.2 5 1.1 top 1.4 
Pe eR a hides US oar ae ke ples bab oak . Z on 49.8 37:3 3.9 
estas ee arias k oaeainks os aie Bk Y aside Shaan 83.5 12 1.9 3.0 6 
SS Fels ene ie Ws Pena ey Le eaey 85.5 6 ri! 1.3 1.0 


International Control 


There has been considerable discussion 
concerning future trends of the platinum 
market and prices in the technical press, 
chiefly in the South African mining jour- 
nal. Naturally the future must be forecast 
with all possible intelligence if the impor- 
tant platinum deposits of South Africa are 
to become dividend payers. 





*Helen M. Gaylord, of the Bureau of Mines, 
assisted in the preparation of this report. The 
figures on imports and exports were compiled from 
records of the Bureau of Foreign and Domestic 
Commerce by J. A. Dorsey, of the Bureau of Mines 











of the world consumption. That everyone 
does not agree with his conclusion that there 
must be world control of this commodity, 





3Kovaloff, Paul, “Platinum and the Platinoid 
Metals”: South African Min. and Eng. Jour., vol. 
36, Jan. and Feb., 1926, pp. 519-520, 537-538, 561- 
562, 585-587, 609-610; “The Economic History of 
Platinum”: South African Min. and Eng. Jour., 
vol. 37, Apr., 1926, pp. 113-115, 137-139; ‘The 
Platinum Market in the Near Future”: South 
African Min. and Eng. Jour., vol. 37, July, Aug. 
and Oct., 1926, pp. 137-140, 615-619, 641-645; 
“Platinoids”: South African Min. and Eng. Jour., 
vol. 37, Ovt. and Nov., 1926, pp. 169-170, 223- 
224, 309-310, 337-338. 







































































based on international control and govern- 
ment purchases to maintain price, is indi- 
cated by Richards,‘ who. believes that co- 
operation in marketing by the South African 
producers seems obvious. Richards does not 
believe that an international agreement is 
possible or that government purchases of a 
guaranteed quantity each year at a fixed 
price are economically feasible. Neverthe- 
less, it is evident that an attempt is being 
made to form an international cartel, for 
Charles Engelhard, of New York, was in 
Europe the greater part of 1926 on such an 
errand.® 
Legislation 


The platinum stamping law, noted in the 
1925 Mineral Resources report on Platinum 
and Allied Metals, pages 58 to 61, was finally 
adopted by the various. contending factions 
of the industry with a few minor modifica- 
tions. The provisions of this measure were 
adopted by the New York State Legisla- 
ture and signed by Governor Smith, March 
22, 1927. An exactly similar act was intro- 
duced before the New Jersey Legislature, 
but up to April 24, 1927, no published re- 
port as to its status had been noted by the 
writer. The national stamping law was 
presented to the Sixty-ninth Congress of the 
United States just before its termination on 
March 4, 1927, and will be reintroduced in 
the Seventieth Congress when it meets next 
December. 

The courts upheld the New York State 
platinum law in a test case raised in the 
Abram and Max Suderov matter. The 
Supreme Court finally ruled that to mark a 
piece of jewelry “Plat. Top—18K,” when 
in reality it is a white gold article with a 
thin top of platinum, is a violation of the 
marking law. 

At the international congress of manufac. 
turers and dealers in jewelry and silverware, 
held in Amsterdam, April 23, 1926, one of 
the resolutions passed states “It is recom- 
mended that the same standard shall apply 
to white gold as in yellow gold;” that is, 
the resolution recommends the adoption of 
the same standards by all countries. An- 
other resolution concerning platinum stated 
“It is desirable that all countries shall con- 
sider the advisability of adopting a uniform 
standard.” <A third related to “Misleading 
and fraudulent use of the denominations 
platinum, gold, and silver.” 


METALLURGY 


Several patents were granted for various 
platinum and palladium-ruthenium alloys, 
and an article by Hoke® gives some data con- 
cerning the various white alloys used as 
substitute for platinum. An article in Metal 
Industry, volume 24, pages 230-231, describes 
the Raritan electrolytic refinery of the Ana- ~ 
conda Copper Mining Co., which recovers 
the small quantities of platinum and palla- 
dium normally found in all copper ores. 


Notes on Platinum Deposits 
UNITED STATES 


The Salt Chuck mine in southeast Alaska 
was operated most ef the year and for a 





‘Richards, C. S., “The Platinum Position in 
South Africa”: South African Min. and Eng. Jour., 
vol. 37, Sept., 1926, pp. 17, 26-27. 

5 Mining Journal (London), “The Platinum Mar- 
ket”; Vol. 155, Oct. 9, 1926, pp. 813-814. 

*Hoke, Calm Morrison, “What You Ought to 
Know About White Gold’: THe Jewerers’ Cre- 
cuLaR, May 12, 1926, pp. 63-65. 
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EmERALDs—Single stones up to twenty carats in fine 
and medium qualities. 

Rusies—Single stones up to six carats in gem, medium 
and commercial qualities. Bracelet lines of exceptional 
values and calibre for all purposes. 

Sappuires—Single stones up to fifteen carats in qual- 
ities from gem pieces to those of commercial quality. 
Bracelet layouts of merit and calibre suitable for most 
requirements. 

CuineEsE JapE—A stock replete with Jade in carvings, 
also oval and navette shape stones suitable for rings, 
scarf pins, brooch, link and bracelet sets, and necklaces 
in qualities ranging from commercial to gem. 

Star SappHirEs AND Star Rusies~ Single stones for 
rings and brooches and sets for links and studs. 
CatsErEs— Exceptional gem stones. 

Szm1 Precious Stonss—Aquamarines, Tourmalines, 
Opals, Black Opals, Morganites, Topaz, Olivines, 
Amethysts and other gems in this category in a varied 
assortment of sizes and shapes. 


AMERICAN GEM @ Peart Co. 
Miners +» Cutters +» Importers 
Six West 48TH STREET 
New York 
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' qhile was milling 350 tons of palladium- 
pearing copper ore a day; the copper-palla- 
dium concentrates were shipped to Irvington, 
N. J. In November it was reported’ that 
the mine had been closed because of the fall 
in the price of palladium. 

In California mining companies reported 
the production of 269 ounces of crude plati- 
num, 89 per cent of which was produced by 
12 dredges in Yuba and Sacramento Coun- 
ties. Most of the remainder came from 
dredges at the base of the Sierras and only 
a few ounces was won by snipers in Trinity 
County. 

In Oregon the 7 ounces of crude platinum 
(reported by refiners) came almost entirely 
from beach deposits in Coos and Curry 
Counties. Three rather large plants for 
treating black sands were installed during 
1926 but did not get on a producing basis. 

No work was done at the Boss mine, 

_ Clark County, Nev., though it was rumored 
late in the year that the mine might be re- 
opened. 

Promoters of the Ruby Beach Mining Co., 
who claimed to have beach deposits carry- 
ing platinum in the State of Washington, 
were sentenced January 10, 1927, for using 
the mails to defraud. 

The sale of the Rembler mine, Albany 
County, Wyo., to the Electrolytic Copper 
Co. on a tax deed was declared to be il- 
legal by the Wyoming Supreme Coyrt.° The 
mine was not in operation in 1926. 


AUSTRALASIA 


Production of platinum metals in 1925 
was 573 ounces of platinum from New 
South Wales, 3,366 ounces of osmiridium 
from Tasmania, mostly from the new Adams 
River field, and 116 ounces of osmiridium 
reported exported from Papua. Stephens’ 
describes the occurrence of osmiridium in 
serpentine on Bold Hill, 20 miles from 
Mount Bischoff, Tasmania, and the method 
of mining and milling. The metal recovered 
carries almost no osmiridium. 

McIntosh Reid, in the February issue of 
the Mining Magazine, describes the Adams 
River osmiridium field, and in October, 1926, 
it was announced that a producers’ pool had 
been formed to market the entire output of 
osmiridium through Robert Nettleford, Pty., 
Ltd.” 

CANADA 

Production of placer platinum in Canada 
in 1925 was officially reported" at 6 ounces 
and in 1926 at 50 ounces, and the recovery 
from refining nickel matte was given as 8,- 
692 ounces of platinum and 8,288 ounces of 
palladium, rhodium, iridium, ete. in 1925 





™Mining Truth, Nov. 16, 1926, p. 28. 

Engineering and Mining Journal-Press, “Rambler 
Mines Were in Tax-sale Suit’’: Vol. 121, Feb. 27, 
1926, p. 378. 

*Stephens, F. B., “Osmiridium in situ”: Chem. 
Eng. and Min. Rev. (London), Sept., 1926. Re- 
viewed Min. Mag. (London), Dec., 1926, pp. 
378-379. 

~ Magazine (London), vol. 35, Oct., 1926, 
p. 4 

Preliminary Report on the Mineral Production 
of Canada, Dominion Bur. Statistics, Ottawa, 1927. 
_ @Engineering and Mining Journal-Press, ‘‘Plat- 
inum Reported in Northwest Territory, Canada’: 
Vol. 121, March 6, 1926, p. 415. 

Engineering and Mining Journal, “Consolidated 
Gold Fields Expands American Activities”: Vol. 
123, Jan. 1, 1927, p. 36. 

“Cranston, Robert E., “Colombian Platinum 
Placers Have Up-to-date Equipment”: Eng. and 
Min. Jour., vol. 122, Aug. 28, 1926, p. 339. 
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and at 9,471 and 10,024 ounces, respectively, 
in 1926. 

There was considerable activity on. the 
Tulameen River in 1926, and it was reported 
that a prospector named Garnet Soolheran 
mined 18 ounces of platinum from a placer 
claim near Boalmont, British Columbia, 
Platinum was also reported from the gravels 
of the Slave River near Caribou Island and 
extending to Fort Chippewayan.” 


COLOMBIA 


The South American Gold & Platinum 
Co. seems to have emerged from its legal 
difficulties in excellent condition. After 
March, 1926, all three dredges were at work 
and the hydroelectric power plant was able 
to furnish all necessary power. The No. 
1 boat will be converted to electric drive 
very shortly. The production of this com- 
pany has been increasing steadily. The out- 
put from January to September, 1926, was 
14,310 ounces; monthly operating costs on 
the No. 3 boat were 8.6 cents a yard and 
on the No. 2 boat 14 cents a yard.” 

Cranston“ gives some details concerning 
the operation of the South American Gold 
& Platinum Co. 

The British Platinum & Gold Corpora- 
tion (Ltd.)” operated its No. 1 dredge on 
the Opogodo steadily from August, 1925, 
to June, 1926, and recovered 2,902 ounces 
of platinum.. The El Salto property was not 
worked because of legal difficulties. No 
2 dredge was placed on the Cascajero prop- 
erty, was remodeled by putting in a tailings 
stacker, and dug 77,970 yards, ‘which yielded 
445 ounces of platinum. This made a total 
of 1,082 ounces recovered up to the end of 
June, 1926. Early in July No. 2 boat cap- 
sized during a flood and was not in commis- 
sion thereafter. 

The Colombian Government was consider- 
ing increasing the export tax on platinum 
from 5 to 10 per cent ad valorem,” but no 
information is in the hands of the writer on 
April 24, 1927, to indicate what action was 
taken on this proposal. 


RUSSIA 

Production cf platinum in Russia con- 
tinued to increase and is estimated to be not 
far from 93,000 ounces for 1926. The offi- 
cial Soviet figures for the last few years 
are’: 1922, 22,500 ounces; 1923, 30,000 
ounces; 1924, 40,000 ounces. The “Uralpla- 
tina,” the Soviet controlling body for the 
platinum industry, early in- the year” an- 
nounced that thereafter sales of Russian 
platinum in refined form would be conducted 
only through Edelmetalle-Vertriebs A. G. 
[Precious Metals Trading Co. (Ltd.) of 
Berlin]. 

Lipovsky,” in an interview given while 
on a visit to South Africa, gave out the in- 
formation that a body of dunite, carrying 
chromite and assaying up to 3 ounces of 
platinum a ton but averaging 1 to 2 dwt. 
a ton, was then being quarried and concen- 
trated at a cost of about 1 shilling a ton. 





15Rept. Annual Meeting, Min. Mag. (London), 
vol. 34, Jan., 1926, p. 42. 

16Boaz, William, ‘Proposed Modification of Export 
Duties”: Com. Repts., No. 36, Sept. 6, 1926, p. 627. 

17Mining Journal (London), June 26, 1926, p. 
34. 


18Mining Journal (London), Feb. 27, 1926, p. 176. 

South African Mining and Engineering Journal, 
“A Talk on Platinum”: Vol. 37, Oct. 9, 1926, p. 
155. 
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UNION OF SOUTH AFRICA 


The daily press and technical papers of 
England and South Africa have given much 
notice to the remarkably large and wide- 
spread occurrences of platinum ore in the 
Bushveld series of rocks in the Transvaal. 
Miles of reef seem to be platiniferous to 
some extent and in several places to carry 
ore of workable grade. The most accurate _ 
descriptions of the geology of these deposits 
are to be found in the published works of 
Wagner.” 

The Merensky reef of the Rustenburg 
and other districts has been described in - 


the American journals by various writers.*™ ~~ 


The Bureau of Foreign and Domestic 
Commerce, in Foreign Trade Notes 101, 
August 2, 1926, has given some of the 
economic data with regard to companies 
and production. 

Editorials in the South African Mining 
and Engineering Journal of July 24 and 
31, 1926, summarize the situation fairly 
well; there are undoubtedly large and- 
valuable platinum-metal deposits, but the 
mining and especially the metallurgical — 
problems are difficult and have not: been ~ 
satisfactorily solved as yet. There is much 
question whether the world markets could 
absorb as much of the platinum metals as — 
could be produced if all possible mines in 
the Transvaal were operating. As a mat- 
ter of fact, only four mines are producing’ © 
—the Onverivach, the Lydenburg Platinum ~ 
Areas Co., the Transvaal Platinum, and the 
Potgietersrust. The Potgietersrust is 
probably in the strongest financial hands, 
Johannesburg Consolidated Investment Co., — 
and has .a good chance of ultimate success, 
The Transvaal Platinum (Ltd.) produced 
for a while, but in October, 1926, began 
to falter, and on April 29, 1927, a meeting 
was held to liquidate the company volun-. 
tarily.” ey 

The total sales” of platinum metals in 
South Africa in 1926 were: Platinum, 4,-— 
951.347 ounces, valued at .£93,307, and 
osmiridium, 5,925.291 ounces, valued at 
£91,330. 





Wagner, Percy A., “Notes on the Platinum 
Deposits of the Bushveld Igneous Complex”: Paper 
before Geol. Soc. of South Africa; reviewed South 
African Min, and Eng. Jour., vol. 36, Jan. 30, 1926, 
pp. 601-603, “‘The Rustenburg Platinum Deposits”; 
Rept. Geol. Survey Dept. of the Union; reviewed 
South African Min. and Eng. Jour., vol. 37, May 8, 
1926, pp. 247-248. 

21Newberry, A. W., and Kemp, J. F., “Platinum ~ 
in the Transvaal and Elsewhere”: Eng. and Min. 
Jour.-Press, vol. 121, 1926, pp. 717-725, 763-768; 
“Platinum in the Rustenburg District, Transvaal”: 
Eng. and Min. Jour., vol. 123, Jan. 8, 1927, pp. 
58-59. Spurr, J. E., “Review of Occurrence of 
Platinum Metals in South Africa”: Eng. and Min, 
Jour.-Press, vol. 121, June 5, 1926, pp. 943-944, 

2THE JeweLers’ Circurar, April 13, 1927, p. 57, 

28South African Mining and Engineering Journal, 
vol. 37, Feb. 5, 1927, p. 620. 


[THE END] 








Another month or two will see the sus- © 
pension of the pearl mussel-digging activi-. 
ties along the rivers in Indiana and Illinois. 
While some shells have been gotten out this 
season, the year has not been as active as ~ 
some of the other years. The pearl button 
factories in some instances have experienced 
a hard time in getting shells to keep them 
in operation. But few pearls have been ~ 
found. 
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The News from England 








Improved Conditions in the Diamond I ndustry—T urquoise 
Ornaments Set in Silver Now in Vogue—Women Advised 
to Purchase Jewelry from Reputable Establishments— 
“Faked’ Jewelry Basis of Suit in West London Court 
—Litigation. Over Sale of a Diamond. 


Lonpon, Sept. 21—Prospects in the dia- 
mond industry are considered better than 
they have been for some time and provid- 
ing no adverse marketing factors develop in 
the meantime Fall and Winter business 
should be quite good. The market is rap- 
idly recovering from the depressing effects 
occasioned by the alluvial diamond “scare” 
and even the cheaper grade stones have stif- 
fened up a lot lately in price. The scarcity 
of the finer quality stones still 1s marked 
and buyers are scouring the European mar- 
kets for the goods they want. According 
to Backes & Strauss, the diamond merchants 
of Kimberly House, Holborn Viaduct, there 
is considerable activity on the Continent. 
The firm said yesterday: “The better de- 
mand for polished brilliants which charac- 
terized the month of August has been well 
maintained this month as well, and judging 
by the number of buyers now in Amster- 
dam and Antwerp, it looks as if the present 
activity will continue. Stocks in these mar- 
kets have diminished considerably in the last 
two months, so much so, that many articles 
are totally lacking, and it will take some 
considerable time before this can be reme- 
died owing to the restrictive policy pur- 
sued by the London Rough Diamond Syndi- 
cate. Finer goods in all sizes are particu- 
larly scarce and prices in consequence rule 
high, whilst the cheaper grades, which for 
some time have been under a cloud, have 
stiffened up a lot of late owing no doubt 
to the presence in the market of buyers 
from the far East who specialize in dark 
and blackish goods. The whole situation in 
fact is much brighter than has been the case 
for many months, and unless unforseen ad- 
verse factors arise to disturb existing con- 
ditions, there is no reason why business 
should not be very fair for the next few 
months. 

* * x 

Turquoise ornaments set in silver are 
being worn a lot here with-the new hats and 
gowns. These ornaments are of good 
quality and beautifully finished. | They 
range from earring ornamentation down to 
pendant and brooch goods, being utilized in 
the latter form both on the corsage and 
in the hat. The general motif of this tur- 
quoise-silver jewelry is restrained in line 
and treatment. It can almost be termed dis- 
creet. Its very simplicity, however, is the 
keynote of its attractiveness. 

x ok * 


Discussing the matter of women_ making 
sensible jewelry purchases a London firm 
of jewelers and goldsmiths says that while 
4 woman always knows the real value of 
a frock, shoes or stockings she is pretty 
much at sea with regard to the real worth 
of Jewelry. For this reason, the jewelers 
said, a woman should always deal with a 
_ Sood class jeweler of long standing in the 


community. She will then be protected in 
her purchases, and will have the benefit of 
the jeweler’s experience. The number of 
people who bring jewelry to the jewelers 
to be valued nowadays to find that it is worth 
perhaps only half what they paid for it, is as- 
tonishing, said the firm. It means that they 
have purchased from dealers who have sold 
them poor quality stones instead of the qual- 
ity goods they were paying for. 
x * * 


Just how “faked” jewelry is said to be 
palmed off as genuine was described last 
week at a west London court when two men 
and a woman were charged with conspir- 
ing to defraud a mercantile marine captain 
and a west London woman by selling imi- 
tation gems at the price of the real article. 
The woman introduced the other two de- 
fendants to the purchasers of the jewelry. 
She believed the jewelry to be genuine, and 
the police are giving her the benefit of the 
doubt. The marine captain parted with £1,- 
050 and the woman customer with £1,000 
for the jewelry in question. Prosecutor 
Barker, for the Commissioner of Police, 
said the jewelry was so very cleverly faked 
that only a gem expert was able to deter- 
mine the real value of it. The stones ap- 
peared to be all diamonds. In reality only 
the tops were diamonds, the greater part 
being white sapphires, practically of no 
value at all. A number of diamond men 
were subpoenaed to give evidence. Joseph 
E. Slyper, of Diamond House, Hatton Gar- 
den, said the jewelry appeared to the ordi- 
nary eye to be worth around £4000. Ac- 
tually the value was around £300. The 
magistrate asked the diamond merchant if 
the diamond was cut in half. The latter 
explained that the tops of the diamonds are 
cut and stuck on to a piece of white sap- 
phire or topaz so cleverly that only the 
trained eye can discern the fraud. A cross 
containing 11 stones was shown Mr. Sly- 
per. They were all diamond tipped sap- 
phires, he said. Their value was ahout 
£525. Had they been genuine, he said, they 
would be worth £10,000. The jewelry, 
Slyper said, under cross-examination, was 
described by defendants as “rose diamond 
and sapphire back combination,” whereas 
they should have been described as “half- 
cut brilliants with a back of sapphire or 
topaz.” Had they been rose ‘diamonds their 
value would have been much greater, he 
said. The white stones in the cross, the 
diamond merchant said, would be worth 
from £5 to £50 a carat for recutting, but as 
marketable diamonds they were ef no value 
at all. David Shackman, manufacturing 
jeweler and diamond merchant of Warwick 
St., said it is practically impossible for the 
public to know what it is buying unless a 
reputable jeweler is consulted. If all the 
jewelry in question, he said, had been bought 
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at a shop and was genuine, it would be 
worth £4,000. From his point of view, he 
said, the whole thing is done solely to de- 
fraud the public. The court, ordering a 
remand, said it appeared very difficult for 
a member of the public nowadays to know 
what he is buying in jewelry. The diamond 
experts agreed and emphasized the need of 
consulting a good jeweler before making a 
purchase. 


* * * 


Another jewel case is being tried at the 
City of London Court, L. Hill & Sons, dia- 
mond brokers of Holborn Viaduct, suing 
another Holborn man for £110 for goods 
supplied. The suit hinges around the sale 
of a diamond that was taken to be the 
famous Golden Dawn which weighed 61% 
carats and was sold at Christie’s last De- 
cember for nearly £25,000. The Holborn 
diamond dealer told the court he approached 
Hill & Sons with regard to the Golden 
Dawn gem and a day or two later was 
handed a yellow diamond supposed to have 
been obtained from Christie’s and for which 
a cash offer of £22,500 was necessary to ac- 
quire possession. The dealer could not sell 
the stone to any of his customers, and sub- 
sequently found that the stone was not the 
famous Golden Dawn. Messrs Hill’s at- 
torneys informed the dealer a mistake had 
been made due to the coincidence that an- 
other stone known as the Golden Diamond 
was in the market about the same time. 
The dealer claimed arourtd £79 for the mis- 
take. Judgment was given the diamond 
brokers. 

* * * 

The statement of David Shackman, the 
west London manufacturing jeweler ‘and 
diamond merchant, that it is impossible for 
the public to know what they are getting 
in jewelry unless they go to a _ bonafide 
jeweler (reported above) led the Star to 
invite the diamond merchant to supplement 
his court remarks, Shackman said that 
what he meant to infer is that gems can be 
so cleverly faked nowadays that only the 
experienced man can see at a glance the 
difference between a faked and a genuine 
stone. If a customer goes to a jewelry shop 
for a £250 diamond ring he will get reat 
diamonds, he said, but if he deals with the 
casual seller he can expect to get “faked” 
stuff. The jeweler sells at a fair price and 
it is the genuine article. 
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Precious Stones in 1926 





(Continued from page 91) 








An extensive report on operations in the 
diamond fields has also been published by 
J. M. Mitchiner.* 

While operations in the past have been on 
an individual basis, the latter part of 1926 
saw the flotation of the United Diamond 
Fields of British Guiana, Ltd., with 500,000 
shares of £1 each, which has been formed 
to acquire and develop five diamond areas, 
totaling over 20,000 acres. It is stated that 
the Diamond Syndicate has underwritten 10 
per cent. of the issue, and the Syndicate 
is to handle the stones produced. 


1Mining Mag., Feb., 1927. 
(To be continued.) 





































































































By buying Orientas you are assured of selling the finest artificial pearl that is made. 
As we manufacture everything from the raw material to the finished product you 
avoid secondary profits and receive standard high grade merchandise which you 
will be proud to sell. 


Strictly a Jeweler’s Pearl Sys Ceuistie Ox, 


“To the eye identical ”’ 6D Neatsan Breet Nei Sak 
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| Mancuester, Vt. Sept. 28—The New 
England Jewelers’ Golf Association held a 
> most enjoyable Fall outing and golf tourna- 
© ment here on Sept. 25 and 26 and the fame 
F of these occasions has spread to such an ex- 
‘tent that the members are always joined by 
© yisitors from other States. 


®  =The members and guests began to arrive 


| as early as two or three days in advance, 








F. R. HOLLISTER, PRESIDENT 


and even after the prizes had been awarded 
and the last dance concluded at the dinner 
dance in the ballroom of. the Worthy Inn, 
they not only proclaimed it one of the most 
wonderful times they had ever had, but de- 
cided to stay a few days longer. As one of 
the social events of New England the outing’ 
this year proved no exception. 


Upon arrival, each member’s first question 
was “Where is ‘Jack’ Hollister?” as it has 
been the custom ever since the association 
was formed to be greeted by the jovial voice 
and handclasps of Mr. Hollister. This is 
the first time he has ever missed an outing, 
as he is ill in Boston, but each and every 
one missed him very much and at the dinner 
dance Tuesday evening a standing cheer 
was given for President Hollister. 

Early Sunday morning the golfers were 


out-on the first tee, ready to start, and by 


10 o'clock most of the contestants had driven 
their first ball in the tournament. As the 
committee decided it was to be medal play 
the match was not over until late Monday 
afternoon, 

Sunday the ladies held their putting con- 
test and on Monday they participated in a 
golf match, also bridge and whist. 

At 7:30 o'clock Monday evening a din- 
ner was held and at 9 o’clock the two tables 

holding the prizes were uncovered. Among 


> the prizes were silver pitchers, a diamond 





| ‘Fall Outing at Manchester, Vt., and Tournament on Equinox 
® Course a Big Success—Prizes Awarded at Dinner Dance 
| Held at Worthy Inn 


ring, set of silver, silver platters, silver 
plates, silver flasks, silver knives, chains, 
lighters, cigarette humidors,- bar pins, 
cigarette cases, etc. After the distribution 
of prizes dancing was continued, and until 
the early hours of the morning the fun 
lasted, bringing to a close one of the most 
enjoyable tournaments held by “The Silver 
Putters” of New England, which is the 
slogan of the New England Jewelers’ Golf 
Association. 

Prizes were awarded to men as follows: 


BEST 54 GROSS 


ORR. fs Los: a Gatien oR Slang eRe 266....1st 
Bi See E 5 oa hick 4 tae tas ones seen 268. . n 
BEST 54 NET 
Pad IN cos ensceon-tsSini ocdbee pin 9 en, bs Ke 
BW AO eso p50 see Sn sew we 244....2nd 
Cs. Ry Raeetonk ee Sh ee be 244....2nd 
BEST 36 GROSS 
Bae ths VL OOUR 5 ccic sia wae scuee cena’ 175.0 dat 
Se ONE a ea ES 9a balas We eikas as 176....2nd 
BEST 36 NET 
eS Oe RING ENC td ait al sailed ote acary 163....:« tet 
DPS ES.) JGRMBOD \i:5 aceite tise ees. ovals st 163....2nd 
BEST 18 GROSS 
gs OIE Ns SB 6a od Awiek is Beebe eee 89... et 
Miss SUOOEE IONS! & eibinions HC Ce wed tate Vanek 89....2nd 
BEST 18 NET 
(RS SE S'S" NOES Va Some Learn aes 73:3. bet 
Bee PK DOMOUNOU do's. k bss sace cei tiv ac ad 82....2nd 
Prizes were awarded to ladies as follows: 


Mrs. R. H. Lewis 







Mrs. 
Mrs. 
Mrs. 


T. Sheehan 
P. A. Breglio 
Bicknell 


eee eee eee eee ee ee) 
ee 


ee ee ee ee ee eo) 


The registration list included: Mr. and 
Mrs. A. Goode, New Rochelle, N. Y.; Mr. 
and Mrs. W. A. jRobinson, Springfield, 
Mass.; Mr. and Mrs. Walter. Harris, Bos- 





ALBERT KOHN, SECRETARY 


ton, Mass.; Mr. and Mrs. H. L. Dumont, 
Greenfield, Mass.; F. H. Jackson, Jr., Bos- 
ton, Mass.; Mr. and Mrs. C. Edward Cot- 
ter, Lowell, Mass.; Henry W. Godfrey, 
Newton, Mass.; Mr. and Mrs. Thomas 
Sheehan, Newton, Mass.; Mr. and Mrs, Ben 
Wyman, Brookline, Mass.; E. U. Wyman, 
Brookline, Mass.; D. H. Johnson, Boston, 








RRS teem 


— 


A GROUP OF NEW ENGLAND GOLFERS 
LEFT TO RIGHT—R. H. LEWIS, A, KOHN, W. A. ROBINSON, A. E. WOODFORD 


Mises Ws BARS Si fase ehEbS eee aOR Saeed 2nd 
WEG6.; ERNE COO 72s caine Solace a 3S a0 be 3rd 
PUTTING CONTEST 
Mise . Constance Soeathe~ 5.00 6 Sock sc 05s eee co Ist 
Dares, Albert: Haliin 5? oslo poise ck doe aww 2nd 
AUCTION BRIDGE 
Beses WE. A ROMO FI Ss aso Sie eee teens 1st 
eres S). Ay Re oe Fe tis A ate ba cane a 2nd 
pT ew pe a ye), Ee a er ae 3rd 


Mass.; H. K. Clery, Providence, R. I. 
Mr. and Mrs. R.- H. Lewis, Hartford, 
Conn.; Elmer M. Harrison, Newark, N. J.; 
Mr. and Mrs. H. A. Allen, Hartford, Conn. ; 
Mr. and Mrs. A. Woodford, Hartford, 
Conn.; Mr. and Mrs. Albert Kohn, Hart- 
ford, Conn.; Miss Constance Speath, Hart- 
ford. Conn.; Miss Madelyn Balentine, Provi- 
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Unusual Designs in Wheeler Merchandise 





When you examine our original and unusual designs in Platinum Diamond 
Jewelry you will readily understand how you can satisfy your most discrim- 
inating customers. They want the exclusiveness suggested in all Wheeler 
Jewelry. The woman who loves fine things recognizes Quality, and if you 
are a “Quality” jeweler she will instinctively come to you and send her 


friends to you as well. 


One sale of WHEELER QUALITY JEWELRY.makes you many friends. 


ESTABLISHED 1852 


Wheeler Trade Mark ° uality- — Service 
age et Shiney Gi) Fe Qu Sakedion. 


‘TRADE MARK 
REGISTERED 





The Wheeler Watch belongs in the Quality category—the guaranteed 
watch—and it costs no more. Our casings are most attractive. 


CHaydenW. Wheeler & Co.Inc 


OFFICE AND FACTORY 


* 458 West 40th Street - New Vork« 
Telephone Longacre 7300 ane 
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dence, R. I.; Mr. and Mrs. P. A. Breglio, 
Springfield, Mass.; E. E. Franks, Worces- 
ter, Mass.; T. G. Tarantino, Shelton, Conn. ; 
T. McCorrick, Shelton, Conn.; R. A. Bene- 
dict, Norwalk, Conn.; Dr. Kilbourn, Spring- 
field, Mass.; W. W. Davis, Springfield, 
Mass.; Herman Rice, Fitchburg, Mass. ; 
Mr. and Mrs. C. F. Lawton, Brookline, 
Mass.; Fred Stark, Providence, R. I. 








Prominent Jewelry Designer 
Working on Clay Model of 
One of His Daughters 





> ry accompanying illustration shows one 
of the foremost designers of the jewelry 
trade, working on a handsome clay model of 
one of his daughters. The designer is C. A. 
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studied sculpturing, after which he took 
up jewelry designing and for many years 
acted as a designer for many of the leading 
high grade jewelry manufacturers. For 
some years past he has been associated with 
B. Stark & Co, It is the intention of Mr. 
Jakobb to enter the statue in some of the 
large exhibits to be held in New York this 
Winter. 








Petition Filed with Interstate Com- 
merce Commission Requesting That 
Atlanta Be Placed in Eastern 
Time Zone 


WasHINcTON, D. C., Sept. 29.—A petition 
requesting that Atlanta, Ga., be placed in the 
eastern time zone was filed with the Inter- 
state Commerce Commission today by the At- 
lanta Chamber of Commerce, Atlanta Clear- 








CLAY MODEL OF ONE OF HIS DAUGHTERS MADE BY C. A. JAKOBB 


Jakobb, of B. Stark & Co., 10 John St., 
New York. Mr. Jakobb got the inspiration 
for the statue from his 17- year-old daugh- 
ter, Ira Jakobb, who recently won three 
swimming championships in three consecu- 
tive weeks, winning the Metropolitan Junior 
and National Junior championships and also 
the Metropolitan Senior for 100 meters. 
Mr. Jakobb in his early training first 


ing House Association, Atlanta Traffic Club 
and Atlanta Forward Commission. Atlanta is 
in the Central Standard Time Zone. ' Ex- 
plaining that the line dividing Atlanta from 
eastern time lies just east of the city and 
that trains leaving Atlanta for northern, 
eastern and southeastern points change to 
eastern time immediately after leaving At- 
lanta, the petitioners declare that “it is to 
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the best interest of the citizens of Atlanta 
and the business interest of said city that 
Atlanta be placed in the eastern time zone.” 
The petition submitted to the Interstate 
Commerce Commission continues : 

“Your petitioners have made an extensive 
canvass of merchants, professional men, 
manufacturers, bankers, railroad and trans- 
portation companies, real estate and insur- 
ance organizations, public utilities and per- 
sons and companies engaged in miscellaneous 
business and the vast majority of those 
persons and companies interviewed are in 
favor of the change from central to eastern 
time, not only from the standpoint of the 
transaction of their business but for the 
welfare of the individuals engaged in the 
conduct of the same. 

“At present eastern offices are closed be- 
fore Atlanta ceases to transact business and 
communications between Atlanta .and these 
eastern offices and houses when transmitted 
in the afternoon by Atlanta cannot receive 
attention before the following day, and, 
again, the employes of Atlanta concerns are 
deprived of daylight hours for recreation 
during most of the calendar year. 

“Wherefor, petitioners pray that this 
honorable Commission will cause this peti- 
tion to be filed, taken under consideration 
and investigated and that the prayers there- 
of be granted, and that Atlanta be given 
Eastern Time.” 








Jewelers Cater to Women 


Who Smoke* 


ARISIAN jewelers seem to specialize in 

fascinating forms of women smokers’ 
accessories. Their cases abound with ciga- 
rette cases, bricquets, boxes for matches and 
holders for cigarettes. No design is too 
delicate, no jewel too fine to be used for 
cigarette cases today. The care that was 
once lavished on coronets is today applied 
to cigarette cases, apparently. 

Some of the jewelers are showing dis- 
tinctive cases of platinum with jeweled in- 
itial set in a square of enamel. Enamel is 
extensively used by all houses for jewelry 
of this type, although they all show too 
the costly jeweled boxes, some of them 
fairly crusted with small diamonds. A fa- 
vorite form is jeweled bars placed horizon- 
tally or diagonally. Black stripes on gold, 
with a square of gold left for a jeweled in- 
itial is an ornate form being displayed by 
Fouquet. 

Cigarette holders of ivory with a narrow 
band of onyx circled with chip diamonds 
are pretty additions to any woman smoker’s 
evening accessories. Dainty holders are also 
much seen in colors to match frocks, the 
mouthpieces of ivory and a circle of dia- 
monds, or several circles if the holder ‘is 
long, along the length of the tube. 

One Parisian, whose rubies are as well- 
known as she is, has recently had the stone 
from a ruby ring set in a platinum ciga- 
rette case exactly in the center. She has a 
hobby of having her name engraved on 
everything she owns and the new box 
is engraved on the back side in large square 
letters. 








*From National Jewelers Publicity Association, 
Newark, N. J. 
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Design as a Selling Point 





A Note on Museums and Current Jewelry and Silverware 
Design 
By Ricuarp F; Bacu, of The Metropolitan Museum of Art 


RITICS tell us—and ‘some not properly 

so classed but gifted with rare common 
sense have themselves concluded—that de- 
signers need especially three qualities: abili- 
ty, industry and taste. Such a formidable 
array of qualifications is almost equivalent 
to that other triad, health, wealth and happi- 

















NECKLACE OF FINE PLAITED WIRE 
GREEK. IV AND III CENTURIES, B. C. 


ness, and about as generally possessed among 
us. 

Without ability the jewelry or silver de- 
signer remains but a handler of metal; with- 
out ability the composer’s efforts do not 
outlive the month; without ability the furni- 
ture craftsman remains a carpenter—and 
there’s a difference. But ability may be ac- 


quired, granted that there are schools or a _ 


careful apprentice system. 

Our first qualification, then, depends upon, 
is based upon, the second. To acquire 
ability, industry and diligence and the will- 
ingness to take pains are prerequisite. In- 
dustry implies readiness to work, to risk 
mistakes in the quest for information, to risk 
pride in the search for the wisdom that 
comes and the knowledge that lingers. In- 
dustry means perseverance and infinite ca- 
pacity for work, and satisfaction only when 
the goal has been reached and the best pos- 
sible production realized. 

Ability and industry together have pro- 
duced most objects of art which are pre- 
served or recorded. But the outstanding 


pieces, the finest products in all fields de- 
pending upon design for success, whether 
rugs or buildings, jewelry or furniture, stone 
or silver, have had a liberal admixture of 
our third qualification, namely, taste. 

Taste, we have been told, is the essence 
of genius, a gift from the high gods which 
may make precious metal out of dross. It is 
the beginning and end of successful design; 
it is the measure of success in every type of 
design. All designers may learn how to ac- 
quire ability; they may by force of circum- 
stance be obliged to become industrious; but 
they cannot buy taste or make. it out of 
whole cloth, ° 

Yet taste is present in the character of 
every designer or that field of effort would 
never have gained his attention. Education 








will not burn brightly in all, but it can 
achieve more: than a glow of warmth in 
many. 

There is no royal road to taste. But there 

















STRING OF PENDANTS. EGYPTIAN 

are aids and helps which will make our gifts 
in that direction, however meagre, greater or 
more effective. It has been said that taste is 
discrimination many times exercised. It may 
be said facetiously that in some quarters that 








SUGAR BOWL. CREAM PITCHER AND SLOP BOWL. AMERICAN. 


and hard work, constructive thinking and 
consistent correction of mistakes according 
to always higher standards will in the end 
fan that spark of taste to greater heat. It 
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discrimination ‘can stand considerable exer- 
cise. 
over-development, for design is not a fact 
but a potentiality; it is susceptible to end- 


At any rate, there need be no fear of. 

















GOLD NECKLACE WITH PEARLS AND GLASS BEADS. 


ROMAN. EARLY IMPERIAL PERIOD 





























































THE JEWELERS’ 


October 5, 1927 





















ee Established 1860 
EICHBERG & CO. Dy 


Cutters and Importers of 


DIAMONDS 








CUTTING WORKS: OFFICE: 


155-157 Summit Street 


| NEWARK, N. J. NEW YORK | 








511 Fifth Avenue 


% FOeaeSRRBBSEES 






























Him. S. Hedges & Cn. 


IMPORTERS OF 


DIAMONDS 


20 West 47th Street 
NEW YORK 


FRANK JEANNE, President 

c, L. BLEECKER, Vice-President 
DANIEL PRICE, Secretary 

WM. C. GRUNER, Treasurer 


ESTABLISHED 1878 
INCORPORATED 1911 









































— ——SST$ —¥=“—= 
cS eee —= 
a SS 





FREDERICK W. RAUCH 
522 Fifth Ave. New York 


Pearl NecKlaces 


Loose Pearls for Additions 
Pearl Ropes BlacK Pearls Button Pearls 
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“Ness improvement commensurate directly with 
‘the culture of any given time and place. 
The chief aid for the cultivation of taste 
© js the museum of art. There are shown in 
these pages illustrations of but a few items 
" in one selected field that can offer assistance 
Eto the designer of jewelry, of silver and of 
gold, and these items constitute but a small 
part of the list of articles that such an art 
® museum as the Metropolitan can offer: In 
the field of decorative arts fifty thousand ob- 
jects are shown and of these a large per- 
centage are in the fields represented by pre- 
cious metals, gems, silversmiths’ work and 
the like. 

Design is fundamental in all the arts; they 
all subscribe to its principles, though each 
approaches these principles through the 
avenues of different material or usage or 
mode of manufacture or possibly “period” of 
art. Jewelry and buildings, jewelry and 
furniture, Jewelry and hats, jewelry and 
paintings, jewelry and ironwork—throughout 
we could point the parallel in art principles, 
rhythm, symmetry, sound structure, propor- 
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deal of design and in like degree their taste 
becomes part of their daily stock in trade. 
Design is the chief selling point; without it 
the jewelers’ stock has only the value of 
scrap. 

The photographs used with this article are 
reproduced by the courtesy of the Metro- 
politan Museum of Art. 








Boston Jewelers Start Free Motor 
Bus Service for Customers 
Boston, Mass., Oct. 1—Free motor bus 
service by a fleet of three de luxe coaches 
has been arranged for by leading jewelers 
in this city, including Shreve, Crump & Low 
Co., Bigelow, Kennard & Co: and the Smith 
Patterson Co. The coaches will run on a 
10-minute schedule from 8 a. M. until 6 P. M. 
each day, frequent stops being made along 
a route traversing the main shopping dis- 

tricts. 

One of the objects is to lessen traffic con- 
gestion in the shopping region. Governor 
Fuller and many leading business men were 
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FRENCH GOLD AND ENAMELED SNUFF BOX OF THE 18TH CENTURY 


tion, serviceability, color harmony, reasonable 
use of material and all other qualities. apply 
to oak as they do to marble, to gold watch 
cases as they do to gem settings. 
fundamentals can be studied at first hand in 
our great museums. Out of the study will 
grow an appreciation for forms and for 
colors which will lead to always fresh ideas, 
new motives will be discovered, style possi- 
bilities discerned and the horizon of the de- 
signer so broadened that he can look over 
and beyond his weaker brothers toward 
greater markets based on an offering of finer 
products of his imagination as well as of his 
skill. 

In the furniture and textile fields, in the 
advertising field and in various others, wide- 
awake manufacturers and designers have 
come to regard the museum as an adjunct of 
their designing rooms, as part of their legiti- 
mate resources, in short, as their own labor- 
atories ; they use its facilities freely and they 
Tfeap the harvest in increased sales due to 
better designs, realizing that design sells as 
nothing else can, that design makes the 
Profits that are written in their books, that 
Successful pieces that have been preserved 
down the centuries and are now shown us in 
Museum galleries as ideals to emulate, were 
found good in their own day and ever since 
only because they gave pleasure to the 
beholder and aroused in him an emotional re- 
sponse. Through the constant study of 

Originals of proven quality they learn a great 


These’ 


invited to ride the opening day of the 
service. 








D. Buchanan, trading as Buchanan & Son, 
jewelers, 3rd and Broad Sts., Richmond, 
Va., has lost his appeal from judgment 
of the circuit court of the city of Richmond 
awarding Harry Ewell the sum of $1,686, 
the special court of appeals of Virginia 


having affirmed judgment of the lower 
court. Mr. Ewell was with the firm for 12 
years as a salesman and buyer. Alleging 


that he was wrongfully discharged August 
13, 1925, by Mr. Buchanan, he sued for re- 
covery of the amount claimed to be due 
him for services up to January 1, 1926, and 
was awarded the full amount asked. The 
immediate cause of severance of his rela- 
tions with the firm grew out of a contro- 
versy between him and his employer in 
regard. to collection of a bill for goods which 
he had previously sold to the Virginia Boat 
Club. According to records in the case, 
the contract of employment called for the 
payment of $250 a month to Mr. Ewell for 
his services. In addition he was to receive 
a bonus of $1,200 at the end of each year. 
Judgment in favor of Mr. Ewell was entered 
in city circuit court February 18, 1926. 
Ewell is now with Kohler’s jewelry store, 
having obtained a position there as salesman 
soon after his relations with Buchanan’s 
was severed, 
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Alleged Thief Caught 


Loot Said to Have Been Stolen in Several 
Jewelry Store Robberies Found on Man 
Arrested in Lynn, Mass. 


Boston, Mass., Sept. 28—George Mor- 
timer, giving his address as Cambridge, was 
caught by the police, it is alleged, in the 
act of stealing jewelry from the store win- 
dow of the Gordon jewelry store, Lynn, last 
Saturday. A crash of glass attracted the 
attention of Patrolman Bessom, who ran up 
to see Mortimer in the act of rifling the win- 
dow. 

A large stone had been thrown through 
the window, and through the opening the 
arrested man was reaching his hand. He 
turned on the officer and struck him a blow 
and the two went to the silkwalk in a grap- 
ple. Mortimer got his hands on the officer’s 
throat and began to choke him, but the pa- 
trolman reached for his club and struck the 
alleged window smasher, finally rendering 
him powerless. At the hospital it was neces- 
sary to put 11 stitches in Mr. Mortimer’s 
head. 

The prisoner was booked on two charges 
of breaking and entering. Shortly before, 
John J. Finnegan’s jewelry store, a block 
away from: Gordon’s, was entered. Finne- 
gan, according to the police, identified some 
of the articles which it is charged were 
found in Mortimer’s pockets as having come 
from his showcases. The previous Tuesday 
$700 in jewelry was stolen from the store of 
W. F. Newhall, 14 Market St. Seven of - 
Mr. Newhall’s rings, it is also claimed, were © 
in Mortimer’s pockets, but the police saw 
none of the jewelry taken. 
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Charlotte, N. C. Jewelry Store 
Robbed of Articles Valued 
at $5,000 


Cuar.orte, N. C., Sept. 28—The jewelry 
store of Manuel Berger, Inc., 15 S. Tryon 
St., was robbed during the past week of 
jewels and watches valued at approximately 
$5,000. ‘With bold hands, the thieves cleaned 
the show windows of all trinkets of high 
value, but left the silverware. 

Only expensive rings and watches wefe 
taken, store officials said. Boxes which had 
contained them were left scattered over the 
floor, and the cheaper watches strewn here 
and there. The loss was estimated by store 
officials to be 50 per cent covered by insur- 
ance. Police were notified soon after the 
robbery and began a thorough investigation 
of the case. 

The store breakers entered the building 
through a skylight, prying loose steel bars 
under the skylight, it was stated. 











Market Prices for Silver Bars 
The following are the quotations for silver 
tars in London and New York as reported 
for the past week: 
Selling Price 


London U.S. Gov't New York 

Date Official Assay Bars Official 
ST, SRR” +. SR a 25% 58 555% 

4 See clash 25% 58 55% 

nitty’ > Ft 25% 58% 55% 

- 6 a ee 2544 58% 5534 
Oets Beans 25% 58 55% 

RS (RN 25% 57% 55% 
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European Diamond Markets 








Lonpon, Sept. 20.—With the closing of 
the Summer season and the opening of Fall, 
a revival in business has been noted but the 
reaction from the Summer period in the 
local market has not been very pronounced 
as yet. Merchants are still inclined to buy 
only for immediate needs and are not pur- 
chasing stock for later in the season to any 
extent. On the other hand, the big firms 
which for the most part are buying for 
export and which obtain goods direct from 
the industrial cutting centers of Antwerp 
and Amsterdam, report that both these 
markets are busy. The market for rough 
diamonds has, of late, shown considerable 
activity and many consignments of South 
West African diamonds as well as _ ship- 
ments from the DeBeers mines were sold 
by the diamond syndicate during the latter 
part of August and thus far this month. 
The Syndicate early in the year contemplat- 
ed showing only limited consignments but 
the revival of the American market which 
eventually reflected on the business condi- 
tions in Antwerp and Amsterdam, changed 
the policy. Good quality rough diamonds 
have become firmer in price recently and 
there is every indication that there will be 
an added increase in price shortly, as there 
are reports reaching this center regarding 
the forming of a powerful syndicate at 
Amsterdam to buy the meélée and second 
cleavages and the spotted goods of the dif- 
ferent shipments. It has been learned from 
an authoritative source that a large sum 
of money is at the disposal of that body to 
carry out the plan. This plan if carried 
through, will undoubtedly have a strong 
tendency to make the market for rough 
higher and will also force up the price of 
polished stones. The price of the common 
goods and industrial diamonds, including 
crushing bort, is subject to a certain extent, 
to the passing of the Precious Stones Bill, 
which will be introduced again next month 
in the South African Parliament. 

x * * 

AMSTERDAM, Sept. 21.—The diamond 
market here has been active during the 
entire month and buying particularly by 
American dealers has served to improve 
conditions, From America there has been 
a fair demand for the better qualities of 
diamonds, especially those ranging from two 
grainers upward which, providing cutting 
and quality are satisfactory, are meeting 
With a ready market, and will evidently be- 
come difficult to obtain because of the fact 
that the large sizes in high-grade stones 
are in the hands of strong financial firms. 
Conditions have improved considerably dur- 
ing the past month. Although it was an- 
ticipated that during the holiday season, 
foreign merchants would try and _ take 
advantage of market conditions, the per- 
Sistency displayed by manufacturers here 
compelled buyers to agree to the higher 
Prices asked and there is no danger of a 
decrease. Reports coming from the London 
rough diamond market indicate that during 
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the past month, business has been active and 
that transactions with this market and the 
Antwerp market by London dealers as well 
as American importers have been numerous 
and that considerable rivalry is shown in 
obtaining consignments. As group buying 
is continually growing stronger, the middle- 
men are finding it more difficult to make 
business profitable. A combination of in- 
fluential firms in the rough market was 
recently formed with the object of obtain- 
ing possession of mélée and second cleavages 
shown by the Syndicate, according to re- 
ports reaching this city, and it is further 
reported that transactions involving a con- 
siderable amount have been carried through 
the past few weeks. With the revival in 
business conditions here, some of the manu- 
facturers have increased their staff of dia- 
mond polishers. 
* *k x 

Paris, Sept. 20.—A brief outline of busi- 
ness conditions as far as the diamond trade 
in this market is concerned, may be described 
as being “slow but steady.” The demand 
is especially for fancy shaped stones in the 
larger sizes which are hard to obtain and 
some of the leading firms are specializing 
in this branch of the industry. It is un- 
necessary to state that these gems bring 
high prices. On the diamond bourse, con- 
siderable business has been done in small 
sizes and capes and light brown diamonds, 
for the most part of medium quality, in 
which class of goods the Antwerp market is 
today a big competitor, It must, however, 
not be overlooked that the weekly produc- 
tion of the Antwerp market far exceeds that 
of Paris when one considers that Antwerp 
already has about 6,000 or more diamond 
workers. A better business is noticeable in 
pearls and prices for these gems in all 
qualities are on the increase. 








Policeman Thwarts Yeggs 





Veteran Officer of Altoona, Pa. Interrupts 
Burglars Blowing Safe in Jewelry 
Store 


Attoona, Pa., Oct. 4—A policeman, 72 
years old, a veteran of the Altoona force 
and still actively on duty every night, 
thwarted a gang of burglars who were rob- 
bing the jewelry store of I. Marcus, here, 
the “yeggs’” escaping arrest but fleeing with- 
out loot and leaving a valuable kit behind. 

T. I. Miller, the policeman, was patrolling 
the business district when he smelled smoke 
and traced it to the Marcus store. He was 
unable at first to see into the interior, but 
using his flashlight, he discovered three men 
at work on the big safe, the smoke having 
been caused by an acetylene torch with which 
the burglars were burning the safe door. 

One of the burglars happened to look to- 
wards the window and saw Miller’s flash- 
light gleam, and while the policeman was 
summoning aid, the thieves fled through a 
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rear door, by which they had effected an 
entrance. They got no booty, but abandoned 
the torch, an oxygen tank and a kit of bur- 
glars’ tools, which police said were of the 
finest make. 

The gang had burned their way through 
the rear door and another door inside the 
store to get at the safe. Examination 
showed the torch had almost cut its way 
through the safe lock and its opening was 
only a matter of a few moments had not the 
policeman interfered. 

Miller was publicly thanked by the police 
bureau for his vigilance. The veteran was 
instrumental recently in capturing two bur- 
glars who were looting stores in the busi- 
ness district. 








Is the Mystery Solved? 





Salesman’s Sister-in-Law Tells Philadelphia 
Police He was Not Victim of Robbery, 
But Later Withdraws Her Charge 


PHILADELPHIA, Pa., Oct. 4.—The mystery 
of the theft of a sample case containing 
jewelry valued at $4,500, reported stolen 
over a year ago from a salesman’s automo- 
bile in this city, has been solved, at least to 
the satisfaction of the Department of Public 
Safety and detectives assigned to the jewel- 
ry trade, but there will be no prosecution. 

The theft as reported at the time was a 
bold one, as reports to the police and the 
salesman’s employer indicated the sample 
case was taken while the car was parked in 
a busy district, with scores of persons pass- 
ing by. However, no trace of the thief or 
the case was found and detectives had given 
it up, when a family quarrel brought it to 
police notice again. 

According to the Detective Bureau here, 
the salesman who had reported the theft be- 
came involved in a family quarrel. His sis- 
ter-in-law became so indignant at the affair 
that she told the man’s employers he had 
taken the jewelry and that she had seen the 
sample case in his home the day after it had 
been reported stolen. She was taken to a 
police station and there made an affidavit to 
her charge, the arrest of the salesman fol- 
lowing on a warrant. He was taken before 
a magistrate and held in bail of $2,500 for 
a hearing. 

On the day set, however, the sister-in-law 
retracted her charges and said she had made 
them in the heat of resentment against her 
brother-in-law. The police tried to get her 
to stand by her affidavit, but she refused to 
be a witness, and while this argument was 
going on, counsel for the prisoner and the 
jewelry firm got together, the result being 
the firm did not push the prosecution and 
the magistrate had no option but to dis- 
charge the prisoner. 








Hop: I’ll guarantee I’ve got the funniest 
second-hand car you ever saw. 

Prom: Don’t doubt it, but then, why? 

Hop: It runs. : 
—Middlebury Blue Baboon. 





He: Say, you’re quite an amateur at 
kissing. 
She: You think so? Well, it took a 


lot of practice to get that first time effect. 
—Cornell Widow. 
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Retailers Hold Great Convention 


Twenty-Second Annual Meeting of the American National Retail Jewelers’ Association a 
Milwaukee Auditorium, Sept. 27, 28, 29 and 30 — President Brotherly Unanimously 
Re-elected for a Fourth Term—Secretary Anderson, Treasurer Evans and Vice-Presi- 
dents Coburn and Frasier Also Chosen Again—Proposal to Take in Manufacturers 
to Be Acted on Next Year—Interesting Program and Fine Entertainment 
Enjoyed by Delegates—Affair a Real Success Despite Handicaps 


MILWAUKEE, Wis., Sept. 30.—The 22nd 
annual convention of the American National 
Retail Jewelers’ Association which has been 
in session here since Tuesday morning 
ended today, and before the delegates de- 
parted for their homes in various parts of 
the country the Milwaukee jewelers were 
recipients of thanks and congratulations for 
their work in making the stay in this city 
most enjoyable. And these felicitations were 
well deserved, for the local jewelers, their 
wives and the officials of the State organiza- 
tion had worked hard to make the gathering 
a success in every way. They had provided 
excellent yet dignified entertainment for 
both the delegates and their wives, and as 
far as possible had perfected the arrange- 
ments from the time of registration through 
to the end of the session in a way to make 
everyone feel at home, know just what he 
or she had to do to take advantage of the 
entertainment and enjoy him or herself to 
the utmost. 

Despite several handicaps and the fact 
that the opening days were Jewish holidays, 
the affair was a real success. The attend- 
ance, which continued to increase for the 
first three days, was not as large as that of 
some of the previous conventions, but the 
really active members of the association 
were there from all parts of the United 
States, and the assembly hall was well filled 
at all sessions. In fact, the proceedings 
were attended by a greater proportion of 
delegates and visitors than is usual at these 
annual meetings. 

The entertainment program was also en- 
joyable, particularly the performance and 
buffet luncheon Wednesday night and the 
banquet, followed by a cotillion dance. Thurs- 
day evening, while the visit to the vocationa! 
school by the sight-seeing trip, helped to 
give the out-of-town visitors an excellent 
idea of Milwaukee. For this last the local 
jewelers and their families lent their auto- 
mobiles and many drove the visitors them- 
selves. The ladies also paid a special visit to 
to Art Museum, and enjoyed luncheons, 
card parties and other entertainment. 

As to the convention itself, it will be re- 
membered not only for the work accom- 
plished, but for the fact that it broke two 
precedents. For the first time steps were 
taken looking to the opening of the mem- 
bership rolls to wholesalers, manufacturers 
and importers, and this will be taken up by 
the various State associations during the 
year and acted on at the next convention. 
The second precedent broken came with the 
election of a president for a fourth term, 
President Brotherly being chosen to succeed 
himself again, though he had already served 
three times. Another innovation was the 





changing of the by-laws to permit the elec- 
tion of six regional vice-presidents instead 
of five, as heretofore, a new zone being 
established in the west central States. 

The proposal to admit wholesalers, manu- 
facturers and others to membership is born 
of the idea that steps should be taken to 
have one organization in the trade that would 
be representative of the entire industry, as 
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is the association of the Canadian jewelers 
today, in order that it can speak for the 
industry in connection with legislation or 
other matters where the jewelry trade must 
act as a unit. Whether this can be accom- 
plished by plans proposed, or whether it 
should be done through a co-operating body 
representing the various associations now in 
the industry is a question on which many 
opinions were expressed, but all seemed will- 
ing to have the matter threshed out during 
the year at the State conventions and de- 
cide the question at the next annual con- 
clave. 

The question of a fourth continuous term 
for the executive almost caused a contest 
for the office, something the association has 
not seen in years, and talk of various nomi- 
nations for president continued almost up 
until the election. However, when the rea- 
sons why President Brotherly had been 
asked to serve another term were made 
known to the delegates, the opposition dis- 
appeared, and he was again chosen unani- 
mously. Mr. Brotherly, because of the ill- 


ness of his son, was not in a Position ‘to 
continue except at an extreme sacrifice to 
himself, his family and his business, and 
had fully intended to refuse all overtures to 
be a candidate. However, some matters vital 
to the life of the association, of which he 
alone is familiar, are still in abeyance, and 
it was believed that he of all others could 
best bring them to a successful settlement. 
Under these circumstances he reluctantly 
consented to take another term but only if 
elected unanimously. He was chosen to suc- 
ceed himself by acclamation, and with him 
were re-elected both Secretary Anderson and 
Treasurer Evans as well as Regional Vice- 
presidents Coburn and Frasier. Other 
regional vice-presidents chosen were Ralph 
Roessler, Arthur A. Everts, Albert Jones 
and (for the new zone) Tinley L. Combs, 
The exhibits were fully up to the stand- 
ard set by previous conventions and though 
some were at the Auditorium and some at 
the hotels all were well attended and proved 
interesting to the visiting jewelers. 


The Convention Day by Day 


As told in the telegraphic report published 
in the last issue of THE JEWELERS’ CIRCULAR 
the business session Tuesday morning was 
opened by the singing of America, led by 
“Big Bill” Buech. The lusty voices of the 
visiting delegates mingling with those of 
the ladies in the audience filled the large 
hall, bringing those jewelers who were still 
lingering in the exhibit room or at the 
registration desk into the convention hall 
in time for the invocation which was pro- 
nounced by Dr. Robert B. Stansell, of the 
First Methodist Church of Milwaukee. 


MAYOR HOAN WELCOMES THE JEWELERS 


President Brotherly then introduced the 
Honorable D. W. Hoan, Mayor of Mil- 
waukee. Mayor Hoan, in his talk before 
the jewelers did not trouble to boost Mil- 
waukee as the beautiful city it is, but rather 
pointed out to the jewelers that the city has 
less crime than any other large city in the 
country, and that it is the only city that has 
had recent reductions in burglary insurance. 
Mayor Hoan then proceeded to give rea- 
sons why this is so, 

One of the reasons, he said, is that ade- 
quate salaries and pensions are paid in Mil- 
waukee, and the other is that the police 
department in the city is run on the merit 
system, so that each man on the department 
is rewarded for the work he has done. The 
Milwaukee police department, Mayor Hoan 
said, gives every one of its men an equal 
opportunity to locate a criminal. The police 
department has instituted a system of bulle- 
tins upon which is entered the name of ea 
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criminal wanted and each day this bulletin 
is given to each policeman, enabling him to 
“get a crack at the criminal.” Mayor Hoan 
also pointed out that a card system is kept 
of the records of the policemen so that each 
man is rewarded according to his merit. 
“This is the reason why Milwaukee jewel- 
ers have been able to get a 50 per cent 
reduction on their jewelry insurance,” he 
said. “We have here an efficient and sys- 
tematic police system. Our people feel as 
though the members of the police department 
are their friends. There is no fear installed 
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into them by seeing the ‘clubbing’ of 
criminals, or of principals in a strike. And 
yet every crook in Christendom knows that 
if he gets caught in Milwaukee he is likely 
to be on his way to prison inside of 24 
hours. No transient criminal caught in Mil- 
waukee can ever hope to get away and this 
fact has kept a great many criminals away 
from the city with the consequent lessen- 
ing of burglary insurance and a consequent 
feeling of safety on the part of merchants 
and of citizens of the city.” 

Mayor Hoan, in closing, called the atten- 
tion of the jewelers to Milwaukee’s con- 
tinuation school, which is one of the few 
in the country and certainly one of the best 
of its kind in the world. He told the jewel- 
ers about the system upon which the school 
is run, how employers who have young men 
and women working for them between the 
ages of 14 and 17 are required to pay their 
salary for.one day a week while they go 
to school, thereby making intelligent citizens 
out of what otherwise would be uneducated 
peonle, perhans with a tendency to crime. 

Following Mayor Hoan’s speech, during 
which it would have been possible to hear 
a pin drop, A. C. Hentschel, president of the 
Wisconsin Retail Jewelers’ Association wel- 
comed the jewelers. His speech was pub- 
lished in full in the last issue as was that 
of Arthur A. Everts. past nresident of the 
American National Retail Jewelers’ Asso- 





ciation, Dallas, Tex., who responded to Mr. 
Hentschel’s address in a humorous vein. 

When the round of hearty applause and 
laughter had subsided, following Mr. Everts’ 
talk, Conrad J. Brotherly, president of the 
Association addressed the audience as fol- 
lows: 

ADDRESS OF PRESIDENT BROTHERLY 


It is a great pleasure to come to Wisconsin, the 
home State of Secretary Anderson, and again bid 
you welcome to our convention. Wisconsin has 
contributed a great deal to the success of our asso- 
ciation, but until now, as an organization, we have 
never had the opportunity of enjoying the fine hos- 
pitality for which the State is famous. I am sure 
that when this convention shall have terminated, 
we shall have unanimously agreed that this was 
the best occasion of its kind that the association 
has ever held. 

My report must be necessarily brief, as time 
permits me to deal with only the major issues that 
we have undertaken, as well as some recommenda- 
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tions which, after lengthy discussion with our execu- 
tive committee, will, if put into effect, be of mate- 
rial assistance in the development of our organi- 
zation and in the progress of the trade as a whole. 
Our regional vice-presidents and committee chair- 
men will report to you, what has been accomplished 
in other directions. 

At former conventions, considerable stress has 
been placed upon the desirability for maintaining 
close contacts and harmonicus relationships with 
other branches of our industry. At the present 
time, our association is very fortunate in that such 
admirable conditions prevail. Our relations with 
organized and unorganized branches of the trade, 
have never been so fine as they are now. During 
the past three years, whenever a movement of any 
importance has been initiated by the other branches, 
representatives of our association have been in- 
vited to participate in the preliminary confer- 
ences, and ample opportunity has been afforded for 
a presentation of the retailers’ viewpoints. I 
consider this of much importance, and I am most 
appreciative of the consideration, courtesy and 
cordial spirit of the helpfulness that have been ex- 
tended to me personally on many of these occa- 
sions, 

It is my belief that the changing trend of busi- 
ness conditions requires a greater development of 
these relations. Upon simple analysis, we find that 
in our industry, our problems, with very few ex- 
ceptions, are very much alike, in the main. Our 
greatest problem is that of distribution, which 
must be solved by all the branches of the trade 


acting together. In no other retail industry is 
the average cost of doing business so high, nor the 
average rate of turnover so slow, nor the average 
volume. of sales so proportionately small. This 
condition is one that will be exceedingly difficult 
to overcome, due to :the increasing cost of rents, 
real property, labor, machinery, and raw materials. 
Our cost of doing business is perhaps the para- 
mount factor that has resulted in many trade 
abuses, and its effects are to be found in indiscrimi- 
nate distribution of our merchandise among retail 
outlets, such as the department store,: chain store, 
mail order house, premium houses, and so forth. 
Until the time comes, therefore, that the retailer, 
manufacturer, wholtsaler and importer: come to a 
common understanding of each other’s problems, we 
shall be retarded in making our industry the pro- 
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gressive, profitable enterprise that we expect it to 
be. 

Each branch of our industry is now represented 
by its own trade association, but there are many 
divisions of these branches that have no organiza- 
tion. Consequently, whenever it becomes necessary 
to start a beneficial movement of any kind, we not 
only find that each branch must depend upon the 
other for the success of its undertakings, but that 
in most cases, where no organizations exist, it is 
impossible to secure united action because it is 
exceedingly difficult to reach so many individuals 
and acquire their co-operative support. 

Because of these conditions, a great deal of 
time, effort and money is being wasted, and there 
is a duplication of activities on the part of more 
than one organized group. In the final analysis, 
each must call upon the other for assistance, but 
this is usually not done until mistakes or mis- 
understandings have crept in. 

Our association has many successes to its credit, 
as have other organizations. We have established 
the retail jeweler as a potent factor in the scheme 
of production and distribution. We have many 
things to look forward to, and many things which 
must be done. However, we cannot do these things 
alone. 

Personally, I have always felt that very little 
good could be accomplished by exercising force or 
threats of force against anyone in the trade 
toward whom we should maintain an attitude of 
tolerance, or to whom we must look for assistance 
in the solution of our problems. I believe that to 
be aggressive toward others, is a great mistake, 
except where no other means exists. It is my 
opinion, after three years of. experience and care- 
ful study of the needs of our association, that the 
time has arrived when we. should take advantage 
of the opportunities that lie before us, and strive 
to make greater progress by. uniting all branches 
in the necessary endeavors. for the upbuilding of 
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cur industry and the full development of our trade. 

I believe that the time has arrived, and that the 
need exists, for an organization which will be all- 
inclusive; which will have retailers, manufacturers, 
wholesalers and importers as its members, all of 
whom can and will work together harmoniously for 
the welfare of the trade as a whole. Our problems, 
such as stamping laws, taxation, legislation, crimes 
against the trade, production and distribution, and 
many others, are alike, and affect each branch 
equally. We now have a number of organizations 
handling one or more of these problems, but be- 
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cause of lack of unity, progress is very slow in- 
deed. It is my opinion that our objects can be 
attained much quicker, much more effectively, and 
efficiently, and alse with much less expense, if re- 
tailers, manufacturers, wholesalers and importers 
will join in one all-inclusive organization, and take 
the necessary, united action for relieving the trade 
of many evils. My suggestion is, that the A. N. 
R. J. A. open its membership to members of all 
the other branches of the trade. 

Our executive committee feels that if this asso- 
ciation will consider the plan, it will be of much 
benefit to the trade as a whole, as well as to our 
organization. If this is done, no branch need lose 
its identity, nor need its interests. be jeopardized in 
any way whatever. No person or persons will 
dominate any given field, yet all will share aiike in 
the good that can be accomplished. Many of you 
probably know that the Canadian Jewelers Asso- 
ciation is made up along these all-inclusive lines. 
It has been my privilege to represent our asso- 
ciation at the last three annual conventions of the 
Canadian organization, and on each occasion, I 
have been greatly impressed by the manner in which 
these progressive people handle their problems so 
much more efficiently and effectively than we are 
able to do, by reason of their willingness and 
ability to function as one united group, aiming to 
solve difficulties that beset them all. If we will 
all come together, under the auspices of one central, 
representative organization, we can determine more 
intelligently and efficiently what activities need to 
be carried on for the benefit of the trade as a 
whole. 

We now have the goodwill of the trade, and 
we are in the position where we can call upon 
its various branches for the joining of their hands 
with ours. We naturaly want as members every 
firm in every branch of our industry whose atti- 
tude is one of helpfulness, vision, and _ broad- 
mindness in the consideration and solution of trade 
problems. 

If we will extend our membership in the man- 
ner suggested, it will probably mean a change in 
the name of our association, and some changes in 
our administrative machinery, or at least. some 





additions to it. We can be called the American 
National Jewelers Association, and under that name 
truly represent the jewelry industry of the United 
States. It will mean a strengthening of the ties 
between our several branches; it will. mean the 
assured success of our undertakings; it will mean 
the elimination of many vexatious situations which 
now exist because many of us take a sectional, 
biased view of our individual problems, instead of 
considering them from the broader viewpoint of 
what is best for the industry as a whole. 

Our State associations need in no way sacrifice 
their identity, nor need there be any change what- 
ever in the present 

Our State associations need in no way sacrifice 
their identity nor need there be any change what- 
ever in the system of our affiliated organizations 
of retail jewelers. In fact, these organizations 
could look to the national association for a much 
quicker solution of their problems than has been 
heretofore possible. The executive committee recom- 
mends this plan, with th: proviso that before action 
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is taken, the question shall be submitted to each 
State convention during the coming year, and, if 
a majority of States approve the change, the matter 
shall be presented to the next anual convention of 
the A.N.R.J.A. for final action. 


PUBLICITY 


What has been accomplished by our publicity 
movement is both gratifying and disappointing. So 
far, approximately $825,000 have been subscribed 
to our four-year fund. This is truly an insignifi- 
cant amount in comparison to the needs of our 
industry and as compared to the funds raised by 
other industries. We cannot expect the public to 
become jewelry conscious if we continue to remain 
indifferent to our opportunities, and permit the 
intensive competition by other industries for the 
consumer’s dollar to so far overshadow us. 


During the rapid advance of other industries 
which promptly adjusted themselves to modern 
methods of merchandising, by increasing the con- 
sumer-demand for their products through national 
advertising and publicity propaganda, most of the 
branches of our industry have stood still; and are 
consequently far in the rear of the vanguard of 
the progressives. 

The amount subscribed by the manufacturing, 
wholesaling and importing branches of our in- 
dustry is so out of proportion. to that subscribed 
by the retailers, that we cannot help but wonder 
why they were—and still remain—so apathetic 
toward our industry’s needs. Unfortunately, the 
longer our apathy continues, the more effort and 
expense will be required to again reach and resume 
our,. proper. place. 


It is fair to assume that with the very limited 
number of lines that are still active in the retailer’s 
stock, he cannot continue to meet the increasing 
overhead and conduct his business profitably, unless 
the other branches of the industry which depend 
upon him for an outlet for their wares, soon real. 
ize the need of joining with him to create a greater 
consumer-demand, as is done in practically every 
other industry today; unless such a condition of 
unison on this matter takes place, thousands of 
retailers will very likely be compelled to forsake 
the jewelry business as a means of livelihood. 

It is a significant fact that the really active and 
successful lines in our industry today are those 
for which a demand has been created through the 
national advertising of the manufacturers, and the 
lines that other manufacturers expected to keep 
active through the sole medium of the retailer’s 
efforts and his local advertising, lie dormant in 
every stock today, and their inactivity is reflected 
in idle factories. 

It is true that many articles in our industry do 
not lend themselves to national advertising as do, 
for instance, specific makes of watches or silver- 
ware; but they can and should be advertised in a 
general way—as were flowers and products of a 
similar general nature—and this can unquestionably 
be done with equally satisfactory results. 

In the face of the very urgent need for a greater 
demand for most of our lines, and in view of the 
gratifying results attained by other industries, it 
is surprising, to say the least, that so many manu- 
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facturers, wholesalers and importers are seem- 


ingly totally indifferent to their own interests. To 
the credit of the national advertisers among our 
manufacturers, it may be said that they realize 
that the retailers cannot continue to furnish an out- 
let for their wares unless all their lines are made 
profitable; and they have consequently supported the 
Publicity Association in addition to their own ad- 
vertising. 

That such a creditable showing has been made 
in our national advertising and publicity, in spite 
of the indifference of so many of the others, and 
with a totally inadequate fund, is very gratifying. 

About a quarter of a million dollars’ worth of 
paid space has been used in magazines so far, and 
over a million dollars’ worth of free space has 
been secured otherwise. But this is very inade- 
quate compared with the effort required to over- 
come the tremendous lead of other industries, and 
the enormous handicap which our industry has al- 
lowed to accumulate against itself. 

Since we have a Publicity Association to rep- 
resent and defend our industry, the sensational 
writers of magazine and newspaper articles—who 
have heretofore misrepresented and defamed our 
industry and its products at will—do not find the 
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ready acceptance cf their articles that they for- 
merly enjoyed, because our many protests have put 
editors on their guard, and many of them are now 
accepting—in the place of the formerly injurious 
articles—the truthful and instructive articles that 
we are furnishing. I will not go further into a 
detailed review of the work that has been done, be- 
cause Mr. Millis, who has been handling much of 
this work, will address this convention, and give 
you his comprehensive report. I merely wish to 
add that until our industry fully recognizes the 
fact that the consumer’s dollar is the battleground 
of business, and until it goes after its share with 
the same determination that is shown by other in- 
dustries, it cannot hope to realize its possibilities, 
and secure its proper share of prosperity. What 
is most gratifying to me is, that the retailers who 
are so often and so unjustly blamed for most of 
the ills of our business, have demonstrated, by 
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their subscriptions, that they are actually far 
more progressive and foresighted than many of 
their critics. 


HARVARD FUND CAMPAIGN 


Last year our members were urged to con- 
tribute to the campaign that we have been con- 
ducting for replenishing the exhausted research 
funds. Secretary Anderson will make his report 
showing the amount that has been realized from 
this campaign. Although a number of our mem- 
bers have come forward, there still remains a large 
portion of the needed funds as uncollected, and we 
must look to every.one of our members who have 
as yet not subscribed, for his financial support. 
Our research work is vitally necessary for every 
member of the organization, and we cannot pos- 
sibly allow it to lapse for want of the means with 
which to carry it on. Our surveys are the basis 
of practically every movement that is carried on 
for the benefit of our membership; it demonstrated 
its value in the elimination of excise taxes and 
other equally important activities. Its usefulness 
becomes greater as each year passes. Again, each 
member of the association is urged to contribute 
some amount toward the continuation of these sur- 
veys as an expression of his appreciation for tax 
elimination. 


BIRTHSTONE LIST 


We still have, as a matter that must be brought 
to a final and successful conclusion, the proposition 
of compiling a list ef birthstones, the present list 
having been subjected to much criticism because 
i several instances, it is incorrect. It is neces- 
sary that this list should be revised, so that for 
once and all time it will accurately represent the 
Proper assignment of the precious and semi-precious 
Stones to the various months of the year in accord- 





ance with strictly scientific principles, long-estab- 
lished tradition and legend. 

Last year the jewelers of England published a 
list of birthstones which was at variance to the 
American list. Actually, such a list should be 
so compiled that it will be acceptable throughout 
the world, whereas now there is a confusion among 
the peoples of nations as to what birthstones really 
‘belong’ to each month. 

I believe that as soon as possible our association 
should take the proper action to formulate a 
birthstone list that will not only be founded upon 
scientific and historical research, but which can be 
made readily acceptable to the jewelers of Canada, 
the United States, England, and other nations as 
universally correct. 

It is my opinion that we should appoint a com- 
mittee for this purpose, the members of which shall 
be experts, and the most learned men available in 
our industry who have the experience and knowledge 
required for a task of this character. Such a com- 
mittee should be augmented when and where neces- 
sary or desirable, by individuals prominent in the 
fields of astrology, astronomy, and the _ historical 
Icre of precious and semi-precious stones, whose 
advice and experience would be invaluable. 

We cannot afford to undertake a movement of 
this nature and magnitude from any motives of 
commercialism or self interest, for to do so would 
meet with the instant disapproval of the public of 
all nations, and thus the good which might other- 
wise have been accomplished would be immediately 
defeated. Any attempt to interfere or tamper with 
long established traditions with which the _his- 
torical lore of birthstones are so closely interwoven 
would in my opinion. be an irretrievable mistake. 
I believe that if .this work is undertaken in a 
scientific manner, that the public will be quick to 
appreciate its value, that it would cooperate with 
us wholeheartedly in what we would be trying to 
do, and consider the result a real contribution 
by the ancient and honorable craft of jewelers. 

I would therefore recommend to this convention 
that it authorize the national association to appoint 
the kind of committee that has been suggested; 
that the members of such a committee be asked to 
devote as much time as will be necessary to a most 
careful and thorough research of the fields in- 
volved; that upon the termination of its study, it 
report back to a subsequent convention its recom- 
mendations, which can then be adopted by the 
jewelers of the United States as final and correct, 
and which can be advocated to other nations of 
the world for adoption. 


ADMINISTRATION 


In addition to the recommendations made for 
opening our membership to other branches of the 
industry, each retail jeweler is requested to sup- 
port our association by arousing the interest of 
his fellow jewelers at home, with a view to mak- 
ing them members. It is suggested that officers of 
the State associations assist in this direction, also. 
The more members we have, the more we can 
accomplish. It is reasonable to expect that in view 
of our accomplishments of the past, every retail 
jeweler in the country should give his support to 
this association by active membership. I believe 
that if properly approached, ‘the vast majority of 
those who are not yet members can be induced to 
join. 

I would again like to recommend that the sec- 
retaries of the State associations of the five regional 
zones covered by our association, get in touch as 
quickly as possible after this convention, with their 
respective regional vice presidents, and fix conven- 
tion dates for next years conventions that will not 
conflict. This past year we had one occasion 
where six State conventions were held in the same 
region on practically the same dates. As a conse- 
quence of such a policy, it is physically impossible 
for any regional vice president to attend all of the 
conventions in his region. It is also impossible in 
most cases, for the national association to send 
some other officers as a substitute, as each of our 
officers has similar duties to perform in his own 
region. If the States will co-operate in this matter, 
it would also reduce the amount of traveling neces- 
sary to cover the conventions, and thus result in a 
saving of funds that could be used for other 
purposes. I also consider it a duty to call atten- 
tion to a criticism that has been voiced repeatedly, 
and that is, that more attention should be given 
to the instructive and helpful features of State 
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corivention ‘programs instead of devoting the main 
effort to the social features and entertainment. It 
is felt that unless conventions are made very help- 
ful in a business ‘way, the attendance will decrease 
rather than increase. 


CONCLUSION 


In conclusion at the termination of three years 
of service as your President, I would like to ex- 
press my appreciation for the honor that has been 
bestowed upon me by your having elected me to 
this office. I can truthfully say that it is one of 
the finest experiences that can befall a man whose 
lifework has been devoted to the jewelry business. 
The holding of office is broadening and educational 
in every way; particularly it affords unexcelled 
opportunities for gaining a clearer conception of 
the needs of our industry, and for coming into 
close contact with those men in the trade who are 
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constantly and conscientiously working for the up- 
building of our craft. It paves the way for mak- 
ing such friendship as a man will cherish for the 
remainder of his life. It unequivocally demon- 
strates what must be and what can be accomplished 
by organized strength and united effort. In this 
regard, I want to add that the future of our asso- 
ciation is both encouraging and interesting. The 
United States Department of Commerce has inter- 
ested itself in the progress of trade associations, 
and has been most helpful. Nearly all trade or- 
ganizations are in some way affiliating with each 
other, regardless of the industries they represent, 
as they realize that not only are their problems very 
similar, but that in co-operation there lies great 
power to do good. It may be that there is one 
fact that an officer of a trade association has diffi- 
culty in impressing upon the members of an 
organization, and that is the vital importance, first, 
of their organization itself, and, second, the great 
part that is played in organization development by 
the individual member. [ wish that I could give 
you as vivid a picture of the possibilities and 
opportunities that lie before the A.N.R.J.A. as 
that which I retain as the result of my experience 
in office. I wish that I could conclude my duties 
teeling that I had left with you a message upon 
which each of you will hereafter act wholeheartedly, 
and which convinces you of the need for every 
member of our association taking a personal, active, 
co-operative interest in the association at all times. 
It is a duty that each of us owes to the associa- 
tion, and to the industry in which we are engaged 
and from which we derive our livelihood. If each 
of us will contribute his share of time and effort— 
and money when required—toward the progress 
of our craft, we will indeed grow strong and go 
far. 

I would like at this time, and in this way, to 
express my deeply felt gratitude to the officers of 
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our executive committee for the splendid support 
that they have rendered to me at all times. They 
have always responded: promptly and nobly to all 
calls made upon them; not only those that are 
of the usual nature, but those of trying emergen- 
cies. Our regional vice presidents have shown a 
remarkable willingness to fulfill their duties toward 
both the national and State associations. They 
have served us unselfishly and well. Secretary 
Anderson has always evinced those qualities for 
which he is so well known—his readiness to at all 
times serve our assocation without any complaint, 
and in a spirit of cheerfulness and a desire to be 
of real help to the organization. It is a genuine 
tribute to him to say that no matter what question 
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might arise, we could always depend upon the un- 
failing support of. “Andy,” and feel assured that 
we would receive his immediate and unqualified 
cooperation. 

I cannot let the opportunity pass without men- 
tioning the appreciation that I have for the won- 
derful cordiality, and hospitality which have been 
accorded to me whenever it has been my good 
fortune to attend the conventions of our state 
associations. On these occasions I have found a 
sincere interest in the welfare of our association, 
which is most encouraging. I feel a debt of grati- 
tude to those states which have, in the past three 
years, invited me to participate in their annual 
meetings, because it is only in this way that a 
president of our association can obtain a practical 
working knowledge of local problems, and of State 
organization activities. 

I should be neglectful if I failed to mention 
the splendid assistance that has always been ex- 
tended to us by the men who are responsible for 
our excellent trade journals. They are as keenly 
interested in the welfare of our trade, as anyone 
else in the industry, and our association particu- 
larly owes them its appreciation for the prompt, 
intelligent, and understanding co-operation that 
they have invariably rendered. Our trade journals 
actually are potent factors in our own businesses, 
and those of us who may possibly be lax in perus- 
ing the trade organs will benefit much if they will 
read and practice many of the good store-helps set 
forth in these publications. 

I would like to leave: with you the thought that 
despite handicaps and obstacles which seem to beset 
us at times, ours is, nevertheless, a wonderful in- 
dustry in which to be engaged. From the most 
ancient of times there have been handed down to 
us traditions so well-established and of so honor- 
able a nature that the mind of man runneth not 
to the contrary. The wares with which we deal 
have always symbolized, and will always perpetu- 
ate, the finest sentiments of human nature, when 
thousands of other symbols fail, 








By virtue of our occupation, we are able to ful- 
fill the most artistic desires of each succeeding 
generation. Who can deny that we have given 
happiness, comfort and satisfaction to millions of 
people whose innate desires are to possess things 
that are rare, beautiful, and capable of perpetuating 
the romance of the passing years? 

Let us believe in, and have faith in the work that 
our hands have been given to do. Let us so live, 
and conduct our businesses that we will become 
enabled to render more and better service to others. 
Let us each of us realize that he is one of a group 
of human beings who has his part to perform, and 
whose efforts really count in the scheme of things. 

At this convention let us pledge ourselves to re- 
newing interest in our association, and in making 
of it the still better organization that it deserves 
to become—a humanitarian institution devoted to 
service; a body of men working in harmony for 
the better understanding of our own and others’ 
problems; a potent medium that ties us to one 
another in bonds of common interest and lasting 
friendship. If we will do this, we will realize a 
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higher sense of the better things of life; we will 
progress in our individual careers; and we will 
come into those rewards which are aptly expressed 
by the words: ‘“‘He who serves best, profits most.’’ 

The morning sessions of the convention 
adjourned quite promptly at 12 o’clock and 
the visitors retired to the Auditorium 
cafeteria where luncheon was __ served 
in the basement dining hall. During 
the luncheon Alexander Vincent, secretary 
of the Sterling Silversmith’s Guild of Amer- 
ica, New York City, talked on “Increasing 
the Sales of Sterling Silverware.” His ad- 
dress was published in full in the last issue 
of THE JEWELERS’ CircuLar. It was a care- 
fully arranged and interesting discussion of 
the work of his association, dwelling par- 
ticularly on the educational course on selling 
sterling silver. 


Tuesday Afternoon Session 


The afternoon session on Tuesday was 
opened by singing led this time by the in- 
imitable “Joe” Mazer, formerly vice-president 
of the American National Retail Jewelers’ 
Association. All the ladies by this time had 
gathered together for their afternoon trip 
to the Museum, and it was only men’s 
voices that rang out to the tune of “Sweet 


Adeline” and “Show Me The Way To Go 
Home.” By the time Secretary A, W, 
Anderson was ready to read his report the 
crowd was in thoroughly good humor and 
were prepared to give all their attention to 
the business in hand. 

Two telegrams were received at this 
time which were read by President Brotherly, 
One was from August Loch of Pittsburgh, 
Pa., who expressed regret because he was 
unable to attend the convention and who also 
expressed the hope and belief that the con- 
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vention being held in Milwaukee would be 
thoroughly successful. Mr. Loch was at 
home because of serious illness in the family. 
A message was also received from Paul 
Moore of the Horological Institute of Amer- 
ica in which Mr. Moore wished the jewelers 
all success at their convention. 
Following the reading of the telegrams, 
Secretary Anderson read his report. 


REPORT OF SECRETARY ANDERSON 


The American National Retail Jewelers Associa- 
tion is 21 years old at this time. This in itself is 
an achievement for these 21 years have seen many 
similar trade organizations either quit entirely or 
forced to radical reorganization. 

Therefore it speaks well for our organization to 
be able to say of it that it still has the support of 
these who have seen it grow from infancy until 
this time at its coming of age. 

These times are the best test for an association 
such as ours. For some time we have been rid of 
the excise tax on jewelry and have not had that 
great incentive to membership. It is a well known 
fact that in times of great stress or need it is com- 
paratively easy to get support from those most 
affected by the adverse ccnditions, but in times of 
comparative auiet it may be just as hard to interest 
them, even though they may have had a recent ac- 
quaintance with trouble. 

The intense membership activity experienced dur- 
ing the excise tax period perhaps may not be dupli- 
cated until some similar great need for organiza- 
tion help presents itself. In other words too many 
jewelers can be aroused only by some unusual need, 
some near-catastrophe that threatens their imme- 
diate profits. Then they are willing and anxious 


that all jewelers get together for protection, but 
they fail to hear the call in times when they feel 
that, in their opinion, the association can do noth- 
ing that will immediately save them a lot of money. 
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Thus they fail to support the organization that 
should be ready at all times to go into action when 
the unusual situations arise. They fail also to ap- 
preciate the fact that at all times there are dangers 
threatening the business against which determined 
battle should be waged, and this lack of apprecia- 
tion is no doubt due to the fact that such ‘dangers 
do not levy an immediate monthly visible tax on 
the profits of a business, though we all know that 
the tax is there just the same and may be 
taking a toll from the average jeweler full as 
heavy as any paid on account of war. 


A WORD FCR THE LOYAL MEMBERS 


On the other hand we have many members who 
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stand loyally by the organization, year in and year 
out. They are glad to support the work in good 
years or in lean years, in days when there is com- 
parative quiet in the trade just as well as in 
times of great stress and danger. Such members 
appreciate what the organization means, what it 
stands for and what it aims to accomplish, They 
appreciate the work done in the average year just 
as much as that done in abnormal times. and these 
meinbers are the backbone of the A, N. R. J. A. 


OUR STATE ORGANIZATIONS 


Without thriving and agressive State organiza- 
tions there would be no national association today, 
for as you know, the national association does not 
get its membership directly from the individual 
jewelry stores but by affiliation of State organiza- 
tions in a body. Therefore the national association 
is just as strong as the combined individual States. 
We have about 40 organizations, some small, some 
large, some very much alive and others much in 
need of stimulation. The officers are changed fre- 
quently in some of these associations and it will be 
noted that in the main the most prosperous of the 
State associations are those having, in part at least, 
the same officers over a period of several years. 

State officers all too often are not in position to 
carry on their association work effectively. They 
have their own business to attend to and they have 
no stenographic help and perhaps little office 
equipment. Because of these conditions your na- 
tional secretary three years ago offered to take 
over the work of the collection of dues in such 
States where the officers might feel that this would 
be a help. Fifteen states accepted this assistance 
and in the main have been satisfied with the re- 
sults. Such service will gladly be continued by 
the National if the States desire it. 


STATE OFFICERS DESERVE THANKS 


The men who head the State organizations de- 
Serve the thanks of the jewelry trade for their 





unselfish work. These are not salaried positions. 
All too often the officers may find themselves 
taking an actual financial loss because they have 
accepted office, have worked hard at it and have 
necessarily neglected their own affairs. Therefore 
I say that State officers certainly earn the thanks 
of their fellow. members for carrying on this work, 
and such States as can possibly do it should see 
to it that the active officers are not put in a posi- 
tion of financial loss as well as hard work. Compen- 
sation of scme kind should be given wherever pos- 
sible, and this is the case now in a number of 
States, though as stated before we cannot consider 
the small amounts as salaries, and in such states 
as have no money with which to recognize, partly 
at least, the good work rendered an effort to rem- 
edy the condition should be made, for no organiza- 
tion can do any work on an empty treasury. 

Some States have complained that the national 
association gets too much in the way of per capita 
dues, too large a share of the State income, but our 
auditors will show that the national officers ' are 
hard put to make: the finances, meet the héavy re- 
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quirements of the very extensive work in which 
it is engaged. 
OUTSIDE FUNDS HELP NATIONAL 

The national association could not meet its bud- 
get on the income derived from dues. We have 
always found it necessary to go outside for addi- 
tional money. The manufacturers and wholesalers 
support our pre-convention Bulletin by advertising 
and they likewise support our convention exhibits. 
The profit on these two ventures have always 
helped us in a financial way. I state this in order 
that you may know that the $5 per capita dues 
fall short of meeting the national’s requirements 
and there can be no possible consideration of the 
suggestion that the national dues are too high. 

The credentials committee will report on the ac- 
tual membership by States and the treasurer’s re- 
port will tell you of our finances. while President 
Brotherly’s very comprehensive address covered the 
work of the organization, so I will not burden you 
with a repetition of what has been said or try to 
give you advance information on what will be said, 
but will just give you a few figures to show that 
even in quiet times the national secretary’s office 
is a busy place. 


HEAVY MAIL AT NATIONAL SECRETARY'S OFFICE 


The work incident to helping the various State 
associations naturally increased the work at the 
secretary’s office, and I find that the number of 
circular letters, printed notices, etc., sent out since 
the 1926 convention amount to 57,508. This does 
not include the monthly Bulletin, of which 42,000 
copies went out, nor does it include the regular 
typewritten letters of which we have a large num- 
ber every day. 


Thousands of these letters advertised our con- 
vention, and by the way, this is the best adver- 
tised convention, I believe, that we have ever held. 
A total of 13,892 of the above multigraphed letters 
were written in helping the various State secre- 
taries who accept assistance from us, carry on 
their work. 

As usual the trade papers have treated us gen- 
erously in the matter of writing up our conven- 
tions. Splendid publicity has been given this pres- 
ent gathering. The jewelry business should be 
proud of its trade publications. I read many jour- 
nals printed in the interest of other lines of busi- 
ness. Our own journals equal them all and surpass 
most of them. Our trade journals are getting still 
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better all the time. Articles of value to jewelers 
in their every day business are continually appear- 
ing. Every issue has something of value and in 
the monthly A. N. R. J. A. Bulletin your secretary 
sometimes calls attention to special articles that he 
feels no jeweler should by any chance miss. I 
know that every jeweler can get a profit out of 
every issue of our trade papers. More power to 
them. One cf the things your secretary is 
determined to stress in the future is a closer study 
of the jewelry trade journals, and this includes the 
advertising as well as the general reading matter. 


OUR EXHIBITS 


We have the greatest number of exhibits here at 
Milwaukee of any year'in the past decade. Be 
sure to call on them. They spend a good deal of 
money in bringing.their displays to you and they 
deserve your presence and patronage. Not only at 
this auditorium but also at the Plankinton Hotel 
may extensive displays be found and I urge you 
to visit them all. The third and fourth floors of 
the Piankinton Hotel will be well worth visiting, 
and your directories will tell you who is there and 
whe-e to locate them. Remember they are all on 
the third and fourth floors, easy to reach and all 
quite close together. 


PRE-CONVENTION BULLETIN 


We issued a very handsome Bulletin advertising 
this convention. I hope you read it through, in- 
cluding the advertising, At this time it is fitting 
that your secretary should express the thanks of 
the association to our advertisers and exhibitors 
for their generous support and I am glad to do so. 

The attention of members is being continually 
called to the possibilities of getting back much 
mcre than their annual dues through the National 
Jewelers Mutual Fire Insurance Company, savings 
on automobile and plate glass insurance taken 
through that Company and savings on the wholesale 
life insurance policies issued by the Metropolitan 
Life Insurance Company to our members. 
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SAVINGS ARE CONSIDERABLE 


These savings have reached large proportions. 
In 1927 alone policyholders in the National Jew- 
elers Mutual Fire Insurance Company will receive 
dividends of over $50,000. On automobile and plate 
glass policies they will get dividends of over 
$10,000, and while savings on the life policies are 
extensive it is not possible to figure them accu- 
rately at the secretary’s office. Something like 
1,500 individuals now have the Metropolitan Life 
policies, and the wonder to me is that a majority 
of our members and employes are not insured. 
The insurance is cheap, the requirements extremely 
easy, no medical examination except in States 
where the law requires it, and anyone over 15 
years of age can get the insurance. 

If all of our members would patronize these 
various kinds of insurance offered by their own 
organizations they would find them among the most 
profitable investments they have ever made. 

Let every member accept these advantages and 
get cash dividends on the small sum he pays in 
association dues. 


The report of the treasurer, Charles T. 
Evans of Buffalo, N. Y., was not quite 
ready so his message to the visitors was 
postponed to a little later period during the 
convention. 


President Brotherly at this juncture of the 
meeting saw an old friend sitting in the 
audience and he called him to the platform 
to be introduced to the rest of the jewelers. 
The man was Stewart H. Lees, special dele- 
gate of the Canadian Jewelers’ Association 
to this convention. 


ADDRESS OF STEWART H. LEES 


Mr. Lees expressed pleasure at having 
an opportunity to visit the convention hall, 
hear the speakers and see the wonderful 
exhibits. He said he wished to extend the 
greetings of the Canadian association to the 
members of the American National Retail 
Jewelers’ Association and to say that the 
jewelers of Canada are more than anxious 
to co-operate with the men in the trade in 
this country. 

“Many people get the idea that we in 
Canada are in the backwoods,” said Mr. 
Lees. “That, of course, is not so. We, 
too, are endeavoring to advance our business 
both co-operatively and individually. We 
have profited many times by hearing from 
various men in your association, President 
Brotherly, Arthur Everts, and others whom 
I may not recall at the moment. We, like 
the jewelers of this country, as well as men 
in every other trade, are realizing the value 
of working together and of lending a help- 
ing hand and we wish the jewelers here to 
know that we are with them in all efforts 
made for the advancement of the jewelry 
interests, and that we appreciate the help 
that we have gotten from them at various 
times in the way of good merchandising 
ideas from your speakers as well as from 
the inspiration of such gatherings as this.” 

Following Mr. Lees’ introduction and 
speech William G. Frasier, vice-nresident 
of the southeastern region, read his report 
as follows: 


REPCRT OF REGIONAL VICE PRESIDENT 


WILLIAM G. FRASIER 


Immediately after my election I proceeded to 
get in touch with all presidents and secretaries 
in the several States in my territory, by letter. 
I expressed my appreciation for the honor and 
trust which the association had seen fit to bestow 





upon me in electing me Regional Vice President 
at the Philadelphia ccnvention, and I offered any 
assistance to the various State officers which they 
might feel I could render them, or at any time 
during my term of office. I tried in every way 
to impress them with the fact that I was anxious 
to be of the greatest possible aid and that I 
was very desirous of making this our banner 
year in asscciation activities. 

Through the year I feel that I have had most 
unusual support from the State officers. I did 
find at first some lack which appeared to be neg- 
ligence or oversight on the part of the officers 
in the answering of my correspondence. I think 
at first they thought I was perhaps joking about 
the activities I desired to bring about, but after 
continuous and persistent assurance of my honest 
endeavors they warmed up to me in a very whole 
hearted way and I wish to commend each and 
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every one of them for the interest they are taking 
in their association activities. 

In most of my States I have cooperated with 
the State president and secretary by writing per- 
sonal letters to their membership. Especially at 
convention times I have done everything which 
appeared possible to assist in getting good attend- 
ance at the various conventions. In all instances 
when I have been requested by the proper officers 
I have sent personal letters to each member and 
have done so in several cases on my own re- 
sponsibility. The officers in the various States 
have assured me that these letters in their opinion 
have been well worth while and have been of 
much assistance in the stimulation of interest. 

It has been my very great pleasure to be able 
to attend every State convention in my territory 
with the exception of one, and that one was that 
of Virginia. This State, it appeared, had trouble 
in arriving at the date and place of their meeting. 
I signed up early in the year to go to West 
Virginia to attend their convention at Clarksburg, 
June 20 and 21. Finally, Virginia arranged for 
their convention on June 20, at Virginia Beach 
and, quite naturally, I was unable to attend. I 
haven’t words to express my disappointment for 
being unable to be present. This is one of my im- 
mediate sister States and she has many most ex- 
cellent jewelers, most of whom I have the honor 
of calling my personal friends. 

E. H. Quigley attended the Virginia convention 
for me, most efficiently representing the National 
Association, which both they and myself greatly 
appreciate, and with this every convention in my 
territory was attended officially on the part of 
the National Association. 

I have exerted every effort to convey to the 
various States the important issues of The Amer- 
ican National Retail Jewelers Association, viz.— 
Harvard Research, Nat‘onal Publicity, The Horo- 


logical Institute and The Jewelers Mutual Fire 
Insurance. 

I have called particular attention to the Sherman 
Anti-Trust Law, in order that this law may not 
be violated through any careless oversight or mis- 
understanding of the act. I have also brought 
before the members the importance of the proposed 
Platinum Stamping Law, and explained why the 
National Association believes it necessary—as mych 
so as the stamping of the quality of gold and 
silver. 

These topics were given careful consideration 
and close attention by all of my audience and | 
feel fully assured that I have left a clear-cut 
understanding, while formerly there has been some 
confusion between the issues of Harvard Re- 
search and National Publicity. Many have 
looked upon this as one and the same, believing 
their pledges and donations to one fund covered 
also the other. I have requested the president 
of every State association in my territory to ap- 
point committees on Research, also on National 
advertising, looking toward continued effcrt to 
raise funds for the support of these two all- 
important measures, In many States these com- 
mittees have been appointed and I believe they 
will function. In the remaining States I have 
the promise of the presidents to appoint these 
committees at a very near future date. 

I have endeavored to show the importance of 
cooperation and a friendly affiliation among all 
jewelers. I find in many of the States and in 
the larger cities they have their local organiza- 
tions wherein they meet quite frequently and 
show every effort to be on good friendly terms 
with each other, such as cooperative advertising 
locally, and a general exchange of ideas wherein 
more business may be created in that particular 
city. I wish to make special mention cf Atlanta, 
Nashville, Clarksburg, etc., having local organiza- 
tions. I have never seen a more intent and 
earnest lot of jewelers than I found in these cities, 

I found in attendance at the various conventions 
the most representative jewelers in their respective 
States, and many pledges were made to bring 
into the association within the year all jewelers 
worthy of membership. In many cases field sec- 
retaries were appointed, aside from each’ member 
faithfully promising to bring in at least one new 
member before another convention would be held. 

In the past there has been much confusion in 
the arranging of ccnvention dates, rendering it 
impossible for a _ representative of the national 
or the regional vice president arranging an itinerary 
in order that he may be able to attend all con- 
ventions in his _ territory. I have purposely 
requested the associations in my territcry to fix 
no dates until after the meeting of the national 
association, at which time representatives of the 
several States will be present and then conven- 
tion dates can be arranged in such order that 
there will be no conflict. 

Kentucky has had no conventicn. June 22 
was appointed, and Louisville the place. The 
president of the association, after careful investiga- 
tion, concluded that a sufficient number of jewelers 
could not be interested in holding a_ meeting, 
consequently it was called off. I have ccmmuni- 
cated with the jewelers of that State by letter, 
endeavoring to convey to them the importance 
of their association, and appealing to them to 
take more interest in the work. I recommend that 
the National Association do everything in its power 
to bring about more enthusiasm in Kentucky and 
if the president of that association feels that a 
canvass among the jewelers, by a_ representative 
of the naticnal, would be of any material benefit, 
that such action be taken or any other assistance 
rendered which the president may consider of 
advantage. 

Mississippi, I regret to state, is still unorganized 
as a State, though many of its prominent jewelers 
are members of the national association direct. 
No request has been made of me to organize 
that State, and I don’t know that such duty 
would be incumbent upon the regional vice presi- 
dent; however, I would like vers much to see an 
organization there. 

The members in several of the States in my ter- 
ritory feel that the suggested resale prices on 
silverware is too low and have requested that 
[I bring this matter to the attention of the 
national association, asking that we give this 
careful consideration and thought, looking to the 
advisability of bringing this before the manufac- 
turers for their consideration; and in their be 
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half I am asking this association to refer the 
matter to the executive committee for such action 
as it may be possible and legal to take. 
I find in many of the larger towns a specific 
charge for engraving and boxing is made, even 
though competitors in the same town offer this 
service at no additional charge on the suggested 
retail price. It seems impossible for the jewelers 
as a whole to have any intelligent. plan which 
would work to the advantage of all parties con- 
cerned in the matter of making a specific charge 
for engraving, which is, in my opinion, most un- 
fortunate. 
It has been a very great pleasure to me to work 
with such a fine body of jewelers as those who 
live and do business in my teritory. I feel that 
I have had their full support, and the officers 
of the several States have done all possible to 
bring about the desired results. Some of them 
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appear to be a bit discouraged, but in my long 
years cf experience in association work I can 
see no reason for any such feeling. In all the 
States they have elected to office for the ensuing 
year some of their very best and most repre- 
sentative men—men who I believe will take a 
most active interest in affairs, and who intend 
to see to it that their associaticns are brought 
up to a most enviable standard before the close 
of another year. I believe the jewelers are 
awakening to the importance of their respective 
associations and fully realize that if we expect 
to ccntinue to exist in this time honored industry 
much depends upon—in fact, all depends upon— 
this organization, both State and national. I have 
endeavored to point out the progress and develop- 
ment other industries have made through their 
respective trade and professional associations and 
I am unable to believe that we are any different 
from them. I believe others see it as I do. 

With every appreciation to the splendid jewelers 
throughout the several States over which I have 
permitted to serve as Regional Vice President, 

thank them for the excellent support and co- 
operaticn they have given me during my term 
of office and T also extend the same gratitude to the 
officers of the National Association. 


An address by Sidney A. Swensrud, super- 
visor of research of the Harvard Bureau of 
Business Research, Soldiers’ Field, Mass., 
was then delivered. Mr. Swensrud’s talk 
was on “Operating Expenses in Retail 
Jewelry Stores in 1926.” This address ap- 
Pears in full on pages 181, 183 and 185 of 
this issue of THE JEWELERS’ CIRCULAR. 
An interesting talk was then given by 
L. A. Rogers on “The Scientific Principles 





of Window Display.” Mr. Rogers is secre- 
tary of the International Association of 
Display Men of Chicago, Ill. His address 
will be published in a forthcoming issue of 
THE JEWELERS’ CIRCULAR, 

Following his address Mr. Rogers called 
for questions relating to window displays. 
“Do you believe in putting price tags on 
merchandise?” Mr. Rogers was asked. Said 
Mr. Rogers: 

“I do believe that at certain times of the 
year merchandise should be priced. How- 
ever, I do not believe that in the ordinary 
case it is advisable to tag high priced 
merchandise. People in ready-to-wear stores 
will readily subscribe to this opinion and I, 
personally, believe that it also applies to 
jewelry displays. The customer may be 
scared away by too high-priced merchan- 
dise.”” 

“How often do you recommend a window 
change?” he was asked. 

“That depends on the location of the store. 
Some windows should be changed two or 
three times a week. Certainly every jewelry 
window should be changed once a week.” 

In the ensuing questions and answers Mr. 
Rogers stressed the fact that jewelers often 
put too much merchandise in their windows. 

He said it was entirely permissible to 
divide a good sized window into units, and 
that it was permissible at certain seasons to 
display a variety of merchandise in a win- 
dow. Generally, however, he believes that 
it is better to err on the side of too little 
merchandise than too much. 

Emil Scheer, Rochester, N. Y., brought 
up the question at this point as to whether 
or not it is advisable to carry window cards 
describing the article in a window as being 
sterling silver, for instance, thereby dispel- 
ling any doubt in the mind of the customer 
as to what the article really is. 

Mr. Rogers expressed himself as being 
heartily in favor of nicely lettered display 
cards of this kind. He said that the show 
card was the spokesman for the display, as 
the jeweler, of course, had no other way of 
speaking to the customer. He expressed his 
hearty approval of the show cards made by 
the Standard Show Card Co., of Chicago. 

A report was then given by H. L. 
Coburn of Manchester, N. H., vice-president 
of the northeastern region. It follows: 


REPORT OF H. L. COBURN, VICE-PRESIDENT FOR 
NORTHEASTERN REGION 

Agreeable to my duties as Regional Vice-Presi- 

dent of the first district. I attended five State 
Conventions, or rather. four. as the State of Maine 
had only an execut’ve meeting and not a conven- 
tion. 
The fi-st convention was on March 22 and 23 
of the Massachusetts and Rhode Island Associa- 
tion which was held at Boston and was fairly 
well attended, but not as well as it should be for 
the number of jewelers in the States. 

On the 22nd I gave a talk on the Harvard Re- 
search work and on the 23rd on the national pub- 
licity. The associations voted to support both the 
work of Harvard Research and publicity campaign. 

During the business meetings a committee known 
as the Ladies Entertainment Committee, composed 
of the wholesalers of Boston, had a very fine pro- 
gram for the two days which included a theater 
party at the Metropolitan Theatre in the afterncon, 
and in the evening attended the Shubert Theatre 
where the “Vagabond Kine” was enjoyed. 

On the second day the late Thomas Lawson 
estate, ‘“‘Dreamwold,” was visited and luncheon 


was served, and in the evening a banquet and 
dance ended a very delightful two-day ccnvention. 

The next convention I attended was the Con- 
necticut, held at the Shuttle Meadow Club at New 
Britain on May 5 and from their report the at- 
tendance was much larger than the year pre- 
vious, and great credit is due their very able 
President, Mr. Dyson, and also the officers for the 
co-operation and help for a bigger and better asso- 
ciation, 

During the afternoon session Bartley J. Doyle of 
Philadelphia gave a very interesting talk on some 
of the problems of the jewelry industry which de- 
veloped into a very helpful discussion for the 
benefit of the jewelers. 

I also explained the work of the Harvard Re- 
search Bureau, and the association voted to support 
the work as soon as they were financially able to 
do so. 











EARLE L. MIDDLETON, PRESIDENT OF THE 
FLORIDA ASSOCIATION 


On May 17 and 18 the New Hampshire Asso- 
ciation held its annual convention at Manchester, 
N. H., and we had the exceptional honor of hav- 
ing with us our National President, Mr. Brotherly, 
and also Mr. P. J. Coffey, President of the Na- 
tional Jewelers Publicity Association and of the 
National Jewelers’ Board of Trade who gave a very 
fine talk on the work of the National Jewelers’ 
Board of Trade. 

The talk given by Fresident Brotherly on Har- 
vard Research work and the National Publicity 
movement was without exception the finest address 
our association has had the privilege of listening 
to. 

The meeting ended at noon of the second day 
and the afternoon was given over to sports and 
golf at the Manchester Country Club and in the 
evening we returned to the Carpenter Hotel for 
a banquet and dance. 

On May 23 I visited the Maine Associaticn 
meeting at the Augusta House, Augusta, Me. 

Instead of having a convention they only had 
a meeting of the officers of the association. The 
conventions that had been held for two or three 
years previous had not been very well attended; 
so they decided that this year a meeting of this 
kind would be held to talk over what would be best 
to do. Maine is a large State and the membership 
is made up largely of stores of only one man and 
in order to attend a convention it meant closing 
their stores and being away three or four days 
and in consequence they did nct turn out. 

This association hopes in the future that a plan 
can be worked out to have a joint convention of 
New England where a general meeting can be held 
and in so doing a more varied program can be had 
than is possible to each State. 

This joint meeting does not mean a consolida- 
tion of the State associations, but that all States 
gather at cne time at the most central place for 
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all, have the regular program of speakers, etc., 
and at scme specified time the different State asso- 
ciations members gather separately and elect their 
officers and transact whatever business .is most 
essential for their own State. . ) : 

The Vermont Retail Jewelers’ Association held 
its 12th annual convention at Camp _ Elizabeth, 
Newport, Vt., on June 22 and 23. I am_ only 
making this mention in my report so that I can 
have an opportunity to congratulate the association 
on the wenderful turnout of the membership, which 
ig without exception the best in New England; also, 
to say how- fortunate they -were in. having our 
National President, Mr. Brotherly, and also P. J. 
Coffey, as their principal speakers. 

As there are several national officers in the 
Northeastern Region, and as the distances between 
States are not great, it was possible to make sub- 
stitution at conventions to which I could not go 
because of pressure of business. 

The conventions in Maryland and New Jersey 
President Bvotherly, Pennsyl- 


were attended by 





E H. 
A. N. 
THE NOMINATING COMMITTEE 


HUFNAGEL, EX-PRESIDENT OF 
R. J. A. AND CHAIRMAN OF 


vania, by Treasurer Evans, and New York State 
by Mr. Quigley, Assistant to the President. 
I understand that in each of those cases there 
. Were goodly numbers of. members, and that the 
meetings were most successful in every way. 
Then Past President E. H. Hufnagel, 
chairman of the nominating committee, took 
the chair and asked the convention to act’as 
a committee as a whole and make suggestions 
lor nominations. The delegates were asked 
to divide into groups according to zones, as 
follows: 


Zone 1. Maine, New Hampshire, Connec- 
ticut, Massachusetts, Rhode Is- 
land, Vermont, New York, New 
Jersey, Pennsylvania, Maryland, 
Delaware, and District of Co- 
lumbia. 

Virginia, West Virginia, Ken- 
tucky, Tennessee, North Carolina, 
South Carolina, Georgia, Florida, 
Alabama and Mississippi. 

Ohio, Indiana, Illinois, lowa, Min- 
nesota, Wisconsin, Michigan. 
Oklahoma, Texas, Louisiana, Ar- 
kansas, New Mexico. 

California, Oregon, Washington, 
Montana. 
(New zone 


Zone 2. 


Zone 3. 
Zone 4. 
Zone 5. 

North 


Zone 6, suggested ) 





Dakota, South Dakota, Nebraska? 
Colorado, Kansas and Missouri.’ 


Each. zone made suggestions for nomina- 
tions and-the ‘names were -handed to the 
nominating. committee consisting of Mr. Huf- 
nagel, Mt., Vernon, chairman; J; E. Stiles, 
Wells, Minn. ; E. H. Murray, Pulaski, Tenn. ; 
A. U. Burque, Nashua, N. H.; Albert Kamp, 
Ossining, N. -Y,, ‘and “Albert B.--Jones, 
Seattle, Wash. 

After the nominations attendance prizes 
were given in the form of money. Those 
receiving prizes included: first ‘prize $5— 
Louis F. Smith, Beverly, Mass. ; “second prize 
$3—H. F. Vanderbie, Eau Claire, Wis.; 
third prize $2—S. Weinberg, Montgomery, 
Ala., and fourth: prize $1—Wm.. Endlich, 
Kewas-Kum, Wis. . 


Wednesday Morning Session 


The meeting Wednesday morning was 
called to. order by President Brotherly at 
10 o'clock, although it had been scheduled for 
9:25 a. mM. The fact that a great many of 
the jewelers were not present at the sched- 
uled time was due, no doubt to the amount 
of buying that was going on in the exhibit 
hall. Retailers from all over the country 
took the opportunity to place holiday orders 
at this time, and this delayed the business 
meeting to quite an extent. 

The first speaker on the program was 
Armand Jessop, San Diego, Cal., vice- 
president for the western region. Mr. Jes- 
sop urged the jewelers to join with other 
retailers and have one mammoth organiza- 
tion and he also stressed the advisability of 
having licensed watchmakers. His address 
follows: 

REPORT OF ARMAND JESSOP, REGIONAL VICE- 
PRESIDENT WESTERN REGION 


The jewelers of California, Oregon and Wash- 
ington all held very successful conventions. To 
those of sou who did not read the speech of Pro- 
fessor J. L. Fairbanks on “Art in the Jewelry 
Industry” at the Oregon convention, let me com- 
mend it to you as be‘ng worthy of very careful 
study. It forecasts in a remarkable way the preb- 
able trend of artistic development. This was only 
one ef the many excellent and instructive articles 
and speeches, all printed in our trade papers. 

I am. glad to be able to tell you that the case 
between some of the leading jewelers of California 
and the United States Government has finally been 
settled. ‘Bhis case has hurig like a wet blanket éver 
the affa'rs of the California Retail Jewelers Asso- 
Giation for a number of years. It demonstrates 
more than ever the need for stronger organization 
among business men. Our legislators should be 
ecnvinced that modern business has developed to the 
point where it can operate sanely and without dis- 
ruption of industry only if some form of effective 
price legislation is in force. 

‘The Sherman Anti-Trust Act has been a useful 
measure for preventing the formation of large 
trusts and combinations which probably would 
otherwise restrain trade by controlling prices, and 
thus interfere with the production and distribution 
of almost every line of commodity. For these pur- 
poses it is unquestionably a gocd law. However, it 
is so broad in its scope that it has never been sus- 
ceptible of clear, definite, and uniform interpreta- 
tions by the courts. It is impossible to reconcile 
the various decisions that have been handed dcwn, 
and until these shall have been eventually clarified 
we must remain in the dark as to the rights of 
business men. 

While the Sherman law fulfills its purposes, there 
have been, during the more recent years, great 
changes in the methods and processes of business. 
In proportion to the growth of cur various re- 
sources, business has gone ahead by leaps and 
bouhds.. When the Sherman Act was passed, re- 
tailing was nct the scientific proposition that it has 


since become. The public has learned to demand 
and receive mre and better service; the cost of 
rents, real property, raw material, machinery and 
labor,. have all advanced tremendously. The retail 
merchant. is obliged to meet his portion of all these 
increased costs and yet he able to deliver service 
and quality merchandise to the satisfaction of pub-- 
lic demand, 
Coincident with the development of national busi- 
ness, there has crept in the practice of price cut- 
ting on a majority of commodities of almost every’ 
nature. I think that we can reasonably state that 
price cutti is one of .the .greatest curses. of mod- 
ern fbydindes. 4In’ nearly every case, of this abuse, 
we-can say ‘as a gerféraf pr: position, that either 
quality or quantity is sacrificed for the sake of 
price. Generally, the public is hoodwinked into be: 
lieving that it is receiving maximum expected 


value fer its money, and that those merchants who 
operate-their stores on price lines that are only 
with their cost of doing business are 
In other cases, the mar- 


consistent 
unconscionable préfiteers. 





ARMAND JESSCP, RETIRING REGIONAL VICE- 
PRESIDENT OF THE FAR WEST 


ket is flooded with inferior merchandise. In still 
others, where reliable goods meet with price cutting, 
the output of that same type of gocds is slowed up 
because the public is hesitant to buy from other 


retailers who are not price cutters. 


The great value of our Harvard research work. 
has been that it has definitely proven that no mer: 
chant can cut prices cn his merchandise without 
correspondingly lowering his ‘just living profit to 
which he is entitled. Conversely, he adds to his 
cost of doing business for which the public must 
pay in other ways or else the’ retailer must go out 
of business. In our business which has such 4’ 
slow turnover and small volume of sales, we must 
figure very closely’ and carefully to be sure that 
we will not be forced to take a Icss. Any jeweler 
who has determined his cost of doing business will 
readily see’ that price cutting is a method that is 
opposed to all dictates of economic reascning and 
common sense. 

In these modern times, we find that the merchant 
who wises to remain in business in the jewelry 
industry and operate on scientific principles, is 
greatly harassed by the evil of price cutting, and 
he has reached the point at which he feels that 
something must be done for his relief. 

I am making these statements as an individual 
jeweler who maintairtis his establishment in accord: 
ance with the rights extended by the law. I would 
not recommend any action that is contrary to the 
provisions of the Sherman Act, for any such action 
would be illegal. But I do believe that the time 
has come when the Government should be apprised 
of actual conditions, and when resale price legic- 
lation, such as advecated by the Capper-Kelly Bill, 
should be enacted. 

Our Government as organized listens to the voices 











118 THE JEWELERS’ CIRCULAR "October 5, 1927 









LILILILLL LALLA LLL LLAMAS LLLLL LIL PLLLLLLLLLLLLLLLL LLL LLL ELL ELLLLLLELLLLLLL ELLE LALA EL LI IR 


RUBIES KMEBERALDS SAPPHIRES 


Commercial Quality Single Stones and All Qualities of Calibre 






LLL 


NS ore PIII DIP O OPED SSSSSSSESSSASASSSSSSASSSSSSS SSAA 








We Maintain Our Own Lapidary Shop 





Expert Setting If Desired 


BLACK OPALS FANCY STONES 
STAR SAPPHIRES 


J. L. WARNER CO., Inc. 


(Late of BENEDICT & WARNER) 


36 West 47th St. New York 


WZ LLL LL LLL LLL LLL LLLLLLLLLLLLLLLLLLLLLLLL LLL LLL LLL LLL LLL LLAMA AMMA MAMMAL LLL 





SILISISISISTSSSSSTTSSSTLESEPTALSSSEAAASSSSTTASSTTSASTSSSSTSSTTTTT SIS 














LLLLLLL 





~~ LM LB LO LE LE LM ly. ty ey, eB he. My, Le. Me Be A 


6 DMP PM. gy 


* 
ot 


MAYBAUM BROS... 


NEw YORK 


Ri RMS # Boy 


3 





be 2-8 oe Od 9 9S DOD ay 
9°99 9°9:9'°2:9'9°% 





























The Gift to The — Demand 


| STAR SAPPHIRES 


is merely a natural tribute to the most 
beautiful and entrancing of Gems. 


THE STAR SAPPHIRE 


is selling itself to Lovers of Fine Jewelry. 


Louis N. MARX 


rhe ca | 551 FIFTH AVE., NEW YORK 
nee Telephone Murray Hill 8838 
























































October 5, 1927 


THE JEWELERS’ 


CIRCULAR 


_— 
4 


Full Report of the A. N. R. J. A. Convention 


of the majority or the organized few. For in- 
the railroads generally manage to secure 
the legislation they need. Our Government does 
not pass laws in advance of their need. I remem- 
ber well when it was a wrong for an auto to speed 
at 20 miles an hour; now there is serious talk of 
arresting a person who blocks traffic by driv:ng his 
car at such slow speed. While these are matters 
regulated by state laws, nevertheless the need for 
new laws always exceeds the pace of the laws 
themselves. At present there are Federal laws 
which prohibit any attempts at regulating prices, 
and I maintain that these laws are 10 years behind 
the times; or rather, that our crganization and 
others like ours are in arrears for not having en- 
acted corrective laws years ago, through the me- 
dium of Congress. 

It is not because we have not tried, but it is 
because we are not strong en ugh. I therefore 
would recommend that the matter of securing resale 


stance, 





DAVID C. THE CREDENTIALS 


NELSON, OF 
COM MITTEE 


price legislation be referred to our National Ex- 
ecutive Committee, for such action as it may be 
possible and legal for it to take, in crder that some 
relief may be afforded to us. If the association 
can take such remedial steps, it would behoove each 
of us to support our national asscciation and State 
organizations, so that our vo'ces may be heard in 
Washington. 


In the States of Oregon and Washington, thev 
have a splendid system of retail crganization which 
we could well copy and organize into a national 
force. In each of these States some 25 different 
retail organizaticns have engaged a man—a very 
able man—to act as secretary for all retail trade 
associations, with cne head office. Strange to say, 
their problems are all alike. For instance, the 
druggists, hardware men, sporting goods dealers, 
etc., all want a resale price maintenance bill, and 
their State secretary, representing as he does prac- 
tically all of the retail trades, has no difficulty in 
getting the support of both Congressmen and Sena- 
tors in these States fcr this measure. They attend 
the retailers’ meetings and come out openly in 
their addresses for it. If all other States were so 
organized we should have no trouble with the pas- 
sage of a resale price maintenat.ce bill, or any other 
bll so favcrable to retail trade and to the public. 
I suggest to you that when you arrive at home, 
you take steps to have all State retail trade associa- 
tions organized under one head secretary, the best 
man you can find. 

One of the most needed improvements in the 
West Ccast States is a higher standard of watch- 
makers and watchmaking. You know the evils of 
the business as well as I do. The remedy lies in 
the Horological Institute of America, but our prog- 
ress is too slow. The few good men think that 
they do not need it, and the poor ones will not ‘take 





advantage of it, even though it is free and the 
whole business is held down to the standard of the 
poor average workman. 

At the next California convention, I intend to 
propose that we pass a State law licens:ng every 
watchmaker, and requiring all applicants to pass a 
required standard test befcre they are allowed to 
practice. The opticians, druggists, and many others 
are doing it now. The public is entitled to this 
protection, and a guarantee of ability. It will 
eliminate the tinker and will elevate the craft to a 
respectable standard and standing, and will cover 
the field in a way that cannot be done otherwise. 
I earnestly submit these two propcsitions for your 
consideration: First, that you organize all your 
State reta‘l associations under one competent head 
for political influence. Second, that your State as- 
soc aticns work fo: a State law which will license 
all watchmakers alcng the lines of the optical and 
drug associations’ activities. 


Because of the lateness in getting started 
it was necessary to change the program for 
Wednesday to some extent. Therefore, fol- 
lowing Mr. Jessop, Emil J. Scheer, Roches- 
ter, N. Y., chairman of the Silverware 
committee, who was scheduled to appear on 
Thursday, made his report. It follows: 


REPORT OF SILVERWARE COMMITTEE BY EMIL J. 
SCHEER 


The Silverware Committee submits the following 
report: . 

We are pleased that progress is being made in the 
silver industry, due to the friendly ccoperation by 
all branches from the miners to the smelters, and 
the finished product by the manufacturers and its 
distribution by the retailers. Each branch is de- 
pendent on the other. 

As retailers, we are naturally most interested in 
the welfare of the retailer. The problems that 
confrcnt us are many, and call for the closest co- 
operaticn on the part of all legitimate dealers. 

The Sterling Silversmiths Guild of America is 
directing the way to increase the sales of silver- 
ware. In the past year, the simplified practice 
schedule, making a reduction in the number of 
Sterling flatware patterns, and number of pieces, 
and weights to each pattern, was put into effect. 

At the first meeting of the industry, held under 
the auspices of the U. S. Department of Commerce 
at Washington, March 2, 1926, a standing commit- 
tee was appointed to make revisions that may be 
deemed desirable in the simplified practice schedule. 
This committee again met on June 22, 1927, to con- 
sider a uniform practice fcr supplying discontinued 
patterns. A common formula, to be applied to all 
was suggested at this meeting, and it met with 
the approval of all present, but at the suggestion 
of an official present, no action was taken by the 
committee. It was the cpinion of all that a plan, 
similar to the one suggested, if adopted by the 
manufacturers, would be of great assistance to the 
retailers and fair to the manufacturers, retailers 
and consumers. 

The following formula was recommended, which 
explains its advantages: 

Manufacturers will supply articles in discontinued 
flatware patterns at the regular wholesale price ot 
similar articles of similar weight in the current ac- 
tive patterns of their own manufacture, plus a flat 
dié-service charge covering the actual expenses of 
setting up the dies. This flat sum will apply 
whether the order calls for one, two, three, six, 12, 
or more similar pieces of a particular article. If 
different articles of the same pattern are ordered, 
a similar die-charge will be made fcr each different 
article requiring the setting of different dies. Re- 
tailers, likewise, will supply their customers with 
articles in discontinued patterns, at the regular re- 
tail price of similar articles of similar weight in 
current active patterns of the manufacturer, plus a 
flat die-charge, as billed by the manufacturer. This 
flat sum will apply whether the order calls for one, 
-wo, three, six, 12, or more similar pieces of a 
particular article. If different articles of the same 
pattern are crdered, a similar die charge will be 
made for each different article requiring the setting 
of different dies by the manufacturer. No orders 
for articles in discontinued patterns will be accepted 
during the months of November and December. 

There is no price mentioned in this recommen- 
dation as to die-service charge, but it seems to be 
the opinion of several manufacturers that a charge 


of about $6 for this service would cover the cost, 
and be satisfactory to the manufacturers, and be 
an inducement to the public to order more than 
one piece, inasmuch as the cost for die-service: is 
the same. 

The Salesmanship Course, and ‘“‘How to Handle 
and Sell Sterling Silverware,” is the latest venture 
of the Guild to increase the sales of sterling silver. 
It is expected that every dealer and his sales- 
people will enroll in this Course. It is claimed by 
the Guild that ‘this is the mcst important forward 
step ever made in the industry.’’ The entire in- 
dustry has its eyes fixed on the retailer; he is the 
star actor of the drama. 

With all the preparation made for us, we must 
join whole-heartedly with the other branches of the 
trade and play our part successfully. Our slogan 
should be “Every Jeweler a Better Jeweler; Every 
Salesman or Saleslady a Better Salesman or Sales- 
lady.” With this in mind, we are sure to win, and 





EMIL SCHEER, CHAIRMAN OF THE SILVERWARE 
COM MITTEE 


will prcve to the trade that the retailers are doing 
their part to develop the industry to the limit. 

The manufacturers can supply promptly all the 
goods that can be consumed, The expansion of the 
industry depends upon the retailer and his organi- 
zation of salespeople. It is now up to the retailers 
to show their ability as business men seeking to 
enlarge their business and increase their value to 
the entire industry by developing a higher degree 
of salesmanship, to the end that more sterling silver 
will be sold in every community. All the known 
successful means cf advertising to create the de- 
mand for more silverware in the homes must be 
employed. * 

The sales course will train all who are engaged 
in the fine art of salesmanship to be able to sell 
more and better silverware, as well as other lines 
of goods sold by the jewelers. 

In this repcrt there is one outstand’ng fact that 
we wish to bring forcibly to the attention of our 
members, and that is: It is said that the sterling 
silverware business is 95 per cent in the hands of 
the established legitimate jewelers; it being a high 
grade line requiring knowledge and service that 
only better jewelers can give. While the mark-up 
on sterling silverware is very modest, and leaves 
but a small net profit to even the best managed 
stores, it is, however, a very important part of the 
jewelers’ business, and should be developed to the 
highest degree in order to get the best results. 

Silverware is the supreme wedding gift, and wed- 
dings and all that is required before and after, con- 
stitute the jeweler’s principal business, and make 
him a necessity to the community. 

There was never a time in the histcry of our 
country when it was possible for so many people 
to enjoy luxuries as they do today. However, it is 
a well-known fact that in many homes that are 
beautifully furn‘shed, silverware of the proper kind 








120 THE JEWELERS’ CIRCULAR October 5, 1923 





{ \ TY) 
} | 
y \ 


Marquise Emerald 
Cuts and Rounds 


ina large selectiow. 





8) 
0 


) ( C. can,’ mma “oni 
\ | a) ™ 
RIH 
Ny S e; 
a patina! 


fuss 
> | a 


aT; SIE PE pPrEET I 


ee ~~ cementite” 
DIRECT IMPORTERS 


2 West 467 Street — New York. 


ANTWERP: 1086 RUE OU PELICAN PARIS: it2 RUE DE LA VICTOIRE AMSTERDAM: 2 TULPSTRAAT 























The World is large, but we cover it well. European Star Sapphires Direct from 
agents keep us in close contact with important stone O Mi 
markets. Send us your stone requirements. We ie clatenil ur : 0 is 
either have the stones in stock, or can quickly get ainda 5 yall veg P annlgag = a Mee 
them for you. Order stones on memorandum. orders promptly attended to. 
Cables “GENUINE” COLOMBO. 
Diamonds, Pearls, Precious, Synthetic & Imitation Stones P. A. Keerthiratna & Bros. 


86 Chatham Street 
P. O. Box 294, Colombo, Ceylon 











S. NATHAN @& CO., inc. 


Cc. CULMAN 


is stamped on the best 
Caliper Jewel Setting Cutters 
aN Pallet Jewel Setter 
Na Balance Chuck Staytrue Clamp 
3 Automatic Pivot Polisher 
jm Send for ‘‘The Bracelet Watch’; 
it will help you. 


Cie, £25" st. 


The BUYERS’ DIRECTORY 


Price One Dollar 
The Jewelers Publishing Corp., 11 John St., New York 





Importers and Cutters 
71-73 NASSAU STREET, NEW YORK 



























































October 5, 1927 


THE JEWELERS’ 


CIRCULAR 


121 


Full Report of the A. N. R. J. A. Convention 


is lacking. We owe it to the public to acquaint 
them with the beauty, service, and enduring quali- 


ties of sterling silverware, as well as its permanent 


value. ied ee 
: The ever-changing conditions of retail distribu- 


tion have reached the jewelry business to a degree 
that much unfair competition is felt by the legiti- 
mate, established dealer. The protected suggested 
resale price on standard makes of silverware, and 
the distribution of the same by what we may term 
legitimate retail dealers who have established a 
reputation for honest business methods, maintain 
retail stores, have their capital invested in a repre- 
sentative stock of goods, and are prepared to render 
complete, intelligent. and satisfactory service to the 
public. The legitimate dealer is entitled to protect 
himself from unfair competition by those who carry 
no stock, have no investment of capital, and as a 
result, undersell the legitimate dealer whenever the 
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WORKER 


B. J. HAGAMAN, 


opportunity presents itself to compete in such man- 
ner. 

We are in a fair way to be relieved from much 
cf this unfair competition through the Capper-Kelly 
sill or some other similar bill legalizing price es- 
tablishment, which no doubt will be introduced in 
the next Congress. We urge all our members to 
reach their Senators and Representatives in their 
respective districts, and urge them to support this 
bill when it is again presented. 

The elimination of waste in the silverware indus- 
try, as now in effect, has proven very satisfactory, 
and further elimination is hoped for. The recom- 
mendation made at our last convention relative to 
sterling silver toiletwaré pattefn& is again made. at 
this time. This — recommends that the manu- 
facturers make the sume effort to.reduce the number 
cf toilet-ware patterns as has been made to reduce 
flatware, and thereby effect a saving in duplication 
and consequent waste. The great number of patterns 
on the market of which there is but a limited num- 
ber of calls, are a burden to the retailers, who seem 
to feel obliged to carry these patterns as long as 
the manufacturers, and create a slight demand for 
them. This department would show a much better 
turnover, and be a satisfactory one, if fewer pat- 
terns were on the market. 

This committee is cooperating with the other 
branches of the industry in every way, to enlarge 
the- field for the use of more silverware. We ap- 
Preciate the efforts being made by the combined 
interests of miners, smelters, and manufacturers of 
silver and sterling silverware in their three- 
year advertising campaign, which was begun in 
March, ‘1926; also the efforts of the National Jewel- 
ers Publicity Association and the advertising done 
by the individual manufacturers. 

_ The results of all this advertising are now show- 
ing returns in a steady increase in the sales of 
sterling silverware. 

We summarize this report with the knowledge 








that what has been acomplished has been primarily 
in the interests of the public, has been uplifting the 
standards of the industry and the ethics in the 
trade, and a mutual benefit is enjoyed by co- 
operaticn of all. 

With these high ideals, th future is bright, and 
every wideawake jeweler should be interested in 
the advancement of the industry, which offers 
greater opportunities for all of us, and to the extent 
of what we make it. 


Emit J. ScHeer, Chairman, 
Rochester, N. Y. 
R. E. Bricuam, 
Oneonta, N. Y. 
Epwarp H. HuFnacEL, 
Mt. Vernon, N. Y. 
Cuartes T. Evans, 
Buffalo, N. Y. 
Etxis GIFForD, 
Fall River, Mass. 


Mr. Scheer received his usual ovation on 
the conclusion of his remarks. 

The third address on the program was 
that of B. Christianson, Stevens Point, Wis., 
secretary of the Wisconsin Retail Hardware 
Association. Mr. Christianson used charts 
to illustrate the various points in his talk 
and in order to better give the jewelers an 
opportunity to carry the methods of figuring 
away with them. His talk entitled, ‘“Mer- 
chandise, Facts and Figures” was published 
in part in the last issue of THE JEWELERS’ 
CIRCULAR and is continued this week on 
page 187. 

Mr. Brotherly, as chairman, made a ‘few 
remarks following Mr. Christianson’s speech. 
“T am sure,” he said, “that everyone not 
present at this meeting missed an opportunity 
to hear something that would have been of 
immense practical value to them in the opera- 
tion of their business.” 

“T am now going to bring forward another 
speaker whom I introduced te you yesterday, 
Stewart Lees of the Canadian Jewelers’ As- 
sociation, In my annual address made to 
you yesterday, I made a suggestion that 
would revolutionize the jewelry trade. I 
suggested that all persons connected with 
the jewelry business get together and form 
one huge association. Mr. Lees, last night, 
told members of the executive committee 
that it is under such a plan that the Canadian 
association has been organized, and I have 
therefore invited him to tell us something 
about it.” 

Mr. Lees, in his talk went straight to the 
heart of the matter in hand. He said: 


ADDRESS. OF STEWART Hi. LEES 


“To us, in Canada, it, séethg.cthe most. 


natural thing in the world that we should all 
be together under one head rather than to be 
assembled in branches. We think it a most 
natural thing that we should all work in 
one united body for the betterment of the 
industry asa whole. I frequently attend 
meetings of the hundred and one separate 
organizations of: the jewelry trade of the 
world all engaged in the jewelry business 
and I wonder why those bodies have not 
organized as one unit.” He cited the various 
organizations he had to see at different times 
in connection with different activities. 

“The government of our association is con- 
trolled, of course, by officers and executives,” 
he continued. “The president holds office for 
a year only. One year the president elected 
is a manufacturer, the next year a whole- 
saler and the next a retailer, so that each 


trade is represented in each three consecutive 
years. There is a vice president and a second 
vice president, as well as an executive com- 
mittee consisting of seven wholesalers, seven 
manufacturers and 14 retailers, The original 
executive committee consisted of seven manu- 
facturers, seven wholesalers and seven re- 
tailers, but the retailers scented trouble from 
this arrangement and the plan was revised. 
If the president elected for a given year is 
a manufacturer, the first vice-president is a 
wholesaler, and the second vice-president is 
a retailer; if the president is a wholesaler 
the vice presidents elected must be a retailer 








STILES, OF THE MINNESOTA 


ASSOCIATION 


ji £. 


and a manufacturer; and if the president is 
a retailer the vice presidents must be a 
wholesaler and a manufacturer, thereby keep- 
ing the balance even at all times. 

The execttives, he said, meet once a month 
im. some central place, usually at Toronto, 


“and once a year at least at Montreal and 


\Winnipeg. “We always have an average 
attendance at this time of fifteen or twenty 
people and every man pays his own expenses. 

“At these meetings we sit together, and 
there is never any one resenting a suggestion 


- from any member because he happens to be 


a retailer or a wholesaler or a manufacturer. 
We all work together. Because of this fact 
we have been enabled to get legislation when 
we want it and we get more attention from 
the government than we could have if we 
had separate meetings. We have never 
regretted the step we have taken and every- 
one knows that we are operating success- 
fully. I want to say that if there is any- 
thing that our association can do to aid 


. you in getting together in the same manner, 


we will be very glad to help. We will send 
a representative and will give you any op- 
portunity you might wish to study our organ- 
ization.” 

Questions were then called for by Presi- 
dent Brotherly, in which a number of vital 
points relating to the unit organization plan 
were further brought out. Mr. Lees ex- 
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plained, in answer to a question, that dues 
are assessed to a member according to the 
number of employes he has. The minimum 
js $3 a year for men who have no employes. 
Out of that $3 the national association gets 
$1, the provincial $1 and the district $1. 
This is the rate for the retailer. ‘The whole- 
saler, however, Mr. Lees pointed out, is re- 
quired to pay more and the manufacturer 
still more, the amount, however, always 
being computed by the number of persons 
employed. 

Mr. Lees said that practically every manu- 
facturer and wholesaler in Canada was a 
member of the organization. He pointed 
out that there are about 2,200 retailers in 
Canada, only between 600 and 800 of them, 
however, being good credit risks. Out of 
this number almost 700 are members of the 
association. 

In answer to questions Mr. Lees explained 
the manner in which the national meetings 
convene. At the first day of the convention 
sectional meetings are held, according to Mr. 
Lees. Manufacturers hold their separate 
meetings ; wholesalers theirs; retailers theirs, 
and the jewelry travelers, who while not 
paid members of the association and who 
have no vote, also hold a meeting. 

On the second day of the convention the 
various groups get together and discuss 
problems as a committee as a whole. No 
one group out of the organization can do 
anything until it has been approved by the 
other groups. However, if the retailers, for 
instance, get together and decide that the 
price on a certain article is not right. they 
can recommend to the national association 
that the matter be looked into and it is 
taken up promptly with the manufacturer in 
auestion, 

The advantages of having all of these 
various groups together in this way are 
numerous, Mr. Lees pointed out. In the 
first place it gives the retailers an opportunity 
to meet the heads of the firms with whom 
they are doing business and it makes for a 
feeling of good will and understanding 
between the various groups. Wholesalers 
and manufacturers are represented at the 
conventions 90 per cent, Mr. Lees said, 
and the live. wide-awake retailers—the 
money-makers of the country—are members 
and attend the organization meetings. 

Mr. Lees was.asked if the diamond and 
gem importer is a member of the unit organ- 
ization in Canada. He replied that the 
wholesaler in Canada is practically what 1s 
known in the United States as an importer. 
He is therefore allied with the association as 
being in the jewelry business. However, 
Mr. Lees emphasized the fact that each man 
must prove that he is connected with the 
jewelry business before he can becorre a 
member. 

The speaker said that in Canada members 
were not particularly troubled by whole- 
salers selling direct, although of course it 
was done to some extent. He said that there 
was no feeling of hostility toward the unit 
organization in the beginning. ; 

In case of controversy between the various 
units the vote is referred to the executive 
committee. Mr. Lees said. but un to the 
present time no particularly drastic meas- 








ures have come to the attention of the men. 
Mr. Lees pointed out that the retailers, be- 
ing so much in the majority, could easily 
swing the votes in their direction, but be- 
cause of the fact that they do not turn out 
extensively at the conventions nothing of 
the sort has been done up to the present 
time. 

“The manufacturers and wholesalers are 
the biggest boosters for the combined asso- 
ciation,’ said Mr. Lees, in spite of the 
fact that they are far outnumbered by the 
retailers and their dues, naturally, are much 
more heavy.” 

The combined association does not in 
any way touch upon credit, Mr. Lees said, 





STEWART H. LEES, SPECIAL DELEGATE FROM 
THE CANADIAN JEWELERS’ ASSOCIATION 


in answer to a question with regard to this. 
Credit in Canada, as in this country, is a 
great deal too cheap, Mr. Lees said. 

It was necessary at this juncture for 
President Brotherly to call a halt to the 
questions, as the morning session had already 
gone beyond the pre-arranged hour. Mr. 
Brotherly announced the next speaker, John 
W. Young, of Pittsburgh, Pa., who spoke 
on “Modern Methods of Life and Property.” 
Mr. Young said in part: 


ADDRESS OF J. W. YOUNG 


The increased activity of the criminals during 
the past few years has been paralleled by the 
wonderful advances made in the development of 
modern systems cf protection. ‘ : 

Some people, I am afraid, think we still live 
in the good old days, when one watchman carry- 
ing a sword and a pistol that might go off—was 
sufficient guard for the United States Mint and 
all the treasure it contained. That is, if we are 
to judge them by the protecticn they use, but 
that was the protection of a hundred years ago. 

The youth could satisfy his adventurous spirit 
on the frontier, fighting Indians or prospecting 
for gold, back when good roads, high-powered 
automobiles, crowded streets and other accessories 
for a quick getaway were unknown. 

Now the lure of easy money and the insistent 
demand for a thrill stirs the imaginat‘on of idle 


ycuth to acts of desperation, until last year we’ 


had 12,000 murders, over 300 policemen died 
trying to preserve law and righteousness. Several 
more were jewelers ruthlessly shot down because 
they stood in the way of a covetous dope fiend, 


an eighteen 
father. 

Through the Department of Justice we learn that 
we have 6,000,000 criminals to centend with to- 
day. Think of it, practically one out of every 
20 people on our streets today is classed as a 
criminal. They are not all locked up in the 
penal institutions, most of them are free. They 
are not old men who will soon die off, they are 
for the most part boys from the ages of 17 to 
21 years. We will have them to deal with for 
another generation. 

The jeweler has come in for more than his 
share of losses from the bandits. First, because 
he has the coveted valuables and second because 
of the difficulties encountered in developing pro- 
tection that meets the need. And third, because 
the jeweler is mct organized as well as other 
associations to prevent a holdup by meeting the 
bandit with physical resistance on his premises. 
You have no partitions like the banker, that stand 
as a shield between you and the bandit. You 
are for the most part open and exposed. But that 
is no reascn why the jeweler should not have: 
sufficient protection. 

As a result the jeweler has been penalized with 
an insurance premium of two percent. This is 
just 20 times the rate a banker is required to 
pay in most States. Now there is no reason why 
the jeweler should have to pay anywhere from 
$500 to $2,000 of his annual profits in this non- 
productive fund any more than any other class 
of merchants and this present high rate which is 
sapping the profits from your business can be 
substantially reduced when the jewelers unitedly 
organize to drive the bandits out of ther field. 

Install a system of protecticn that is sufficient 
to stop a holdup and capture the bandits so that 
the next six or eight holdups staged on jewelers 
result in the bandits’ arrest on the premises and 
see how quickly the bandit fraternity lays off 
the jewelers. There is such a protection now 
available. 

Most of the efforts have been to capture the 
criminal after the offence, and some _ excellent 
work has been done. The way to take the “kick’” 
out of the holdup is to have protection so 
thoroughly worked out that you will discourage 
any attempt when an advance scout of a bandit 
gang looks you over. 

Don’t make your store a temptation to the 
misguided youth who wanders through your city 
streets. 

Among the fatal holdups last year, was cne 
on a crowded section of Broadway, where Aaron 
Redack was shot and killed and his clerk, Sidney 
Friefield, seriously wounded. This was the third 
attempt on Rodack’s store. 

Many jewelers are living daily in the fear 
of just such a catastrophe happening to them 
and do not know how to remove the temptation. 

Now worry is sapping the energy that you 
need to develcp your business. It is robbing you 
of your greatest asset. It is doing more harm 
than the bandits themselves. How can you get 
rid of it? Certainly not like the ostrich. It is 
nothing to close your eyes to. 

Give attention to the protection of your store. 
Remember, all protection is relative. Have your. 
protection just a little better than your neighbor’s. 
Advertise it, then go about your other business 
with a free mind. 

In the same vicinity of the Rodack store is 
another store owned by Mr. Nockin. Mr. Nockin 
appreciated the value of a carefree mind in his 
business and he had built into his store a series 
of gas guns or ejectors to shoot this new Federal 
Gas, a development of the Government. The guns 
were placed to cover the entire floor space in 
front of the counters. They were controlled elec- 
trically from stations well distributed throughout 
his store. Just a touch and the entire store was 
instantly filled with the blinding fumes. Three 
young men walked into his store one day and 
after loitering a bit, walked out and on the street 
in front of his store held up a jewelry salesman. 
The next morning Mr. Nockin received a post card 
in the mail, reading ‘“‘We got some jewels in 
spite of your dam gas. The Gang.” But they 
didn’t get Nockin. It was later learned that these 
men were part of the Whittemore gang. 

I will give you two other neighborhood cases 
in Detroit. Mrs. Knack was walking down the 
street when she noticed a piece of jewelry in the 
window of Alzofon’s store, she entered to price 
it, only to find the store was in the process of 


year old son «f some mother and 
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being held up. “Keep quiet and get back in that 
room,” came the command, but she was hysterical 
and could nct resist the impulse to scream, This 
cost her life from the bullet of the bandit and 
cast a blight over that unfortunate store which 
js hard to live down. 

In contrast with this we have two bandits 
walking into Commonwealth Federal Bank, with 
the usual command “Stick ’em up!’ The next 
instant fcund the bandits crawling along the 
floor, blind as moles, hunting the door, their 
guns useless in their hands. The cashier had 
touched his control station and in four tenths of 
a second had filled that lobby with gas. Those 
two young men are today in the Michigan State 
penitentiary serving 10 years each. Miss Standley, 
a customer who also got gassed, says it was 
a great experience when she was again able to 
see, fifteen minutes afterwards. Since then over 
50 banks in that city have installed this protec- 
tion. 

Insurance companies are anxious to co-operate 
with the jewelers to reduce the existing hazard, 
and make this a more desirable risk. At present 
most insurance companies consider the jeweler 
about their worst risk. The Jewelers Block Con- 
ference at their meeting last Tuesday made a 
review of the situation and in order to encourage 
the use of physical protection cn the premises, 
have offered a 10 per cent reduction in holdup 
rates where a proprietor will install an approved 
system of gas in his store. 

The National Bureau passed a similar ruling 
some months ago so that now all insurance com- 
panies are interested in its adoption. This means 
that the insurance companies are practically financ- 
ing your protection for with this discount you 
can pay for your protecticn in three to five 
years, depending of course, on the amount of 
insurance you carry. The manufacturers are co- 
operating further by offering terms of payment. 

Now perhaps sonfe cf you would like to know 
a little more about the gas. 

First, it is perfectly harmless—the effect is 
to blind one for a period of 15 to 20 minutes. 
It is somewhat similar to having your eyes filled 
with soap. The effect gradually wearing off 
after entering the clear air, leaving no after 
effects whatsoever. Installations are made so that 
employes have from one-half minute to one minute 


to retreat to a rear room before being much 
affected from the gas. The gas can be cleared 
out and business resumed usually in_ thirty 


minutes to an hour. 

Extended investigations have been made by the 
Underwriters Laboratories and American Institute 
and it is only necessary for you to be sure 
that your equipment has the laboratories’ approval. 

Gas masks and gcggles afford the bandit no 
protection against th’s gas. Since it is harmless, 
you can use it without fear of your customers 
or of injuring pedestrians out on the sidewalk, 
such as would occur from the use of bullets. The 
bandit knows this and it is one reason why he 
avoids places where it is in use. He has re- 
ceived a liberal -education in its effectiveness 
through the police and penal institutions. He 
knows he cannot combat it. 

Usually an attractive sign is used both on your 
door and in your store-rcoms advertising that you 
have this latest form of protection. Attacks have 
been made where the sign was not displayed and 
the gas used with complete success. 

Equipment is also available for installation on 
safes and vaults. I think there have been to 
date 22 burglaries frustrated by the use of gas 
installed on the vault doors. 

There are many little things that if given atten: 
tion, will also reduce the present temptation to 
the bandit. 

Don’t fill your windows up with a large display 
of valuable ‘jewelry. 

Don’t fill.and- empty your diamond cases while 
the front doors are open. 

Show only one case of jewels at a time. If 
you wish a second tray put the first tray back 
in the showcase. 

Do not take strangers into your diamond room. 

Make it a habit when waiting upon a customer 
to always stand near an alarm control station. 

Do not depend entirely on a siren alarm or 
even a silent alarm. Response to these by police 
usually means a gun battle staged in your store. 
Gas will render the bandit in a condition that 
he cannot shoot back. 

Don’t put too much dependence on having a 





traffic policeman on ycur corner or in front of 
your store. There are times when he cannot be 
there and several successful holdups have been 
staged under just such circumstances. 

I think the time has come when the jewelers 
from the standpoint of self preservation must 
organize to make their business unattractive to the 
bandit. 

The crime wave is not cver by any means, in 
fact, many believe it to be increasing. It will 
continue for a number of years to come and 
the only way you can stop from supporting crime 
is by increasing the protection above the average 
of your neighbors and remove the temptation. 
The bandit is hunting the easiest job he can find. 


Following Mr. Young’s speech a number 
of novel ideas in window dressing were 
given by Raymond Hay, of Coshocton, O. 
Mr. Hay stressed the use of a little humor 
and originality in jewelry windows, to help 
break down the formality that often scares 
people out of jewelry stores. His plan was 
to build a display with some certain idea 
back of it and then to hook up the merchan- 
dise with the idea. 

In part, he said: 


REMARKS OF RAYMOND HAY 


“It isn’t hard to see the difference in the 
selling value of a whole window jammed 
full of glassware, with pitchers—and a dis- 
play with an idea back of it. For instance, 
put in a tall pitcher and six ice tea glasses 
on a little table, some long spoons, a half 
dozen lemons, a vase, flowers, and a cool 
green porch shade at the back of your win- 
dow. You would lose no prestige with a 
display like that. 

“Sometime this Fall, borrow a small chair, 
throw a vest over the seat, lay a watch, knife 
and chain over the vest, and you have a con- 
centrated display that needs only the sign, 
“This Winter, a pocket watch will be a 
good in-vest-ment.” 

“How long has it been since you have had 
an exclusive display of lodge emblems? 
Borrow a goat (of the wooden initiation 
variety) from a local lodge, and use that 
as the center attraction for your general 
emblem showing. 

“Lots of times a common pin stuck in the 
floor of your window, will serve as a display 
stand for diamond dinner rings. 

“Did you ever borrow an old spinningwheel 
or a paisley shawl for your display of Early 
American Silverware? 

“Mechanical or moving displays are good 
only if the passerby can get a direct hook-up 
with the goods you are selling. Here is one 
featuring the lowly alarm clock, A miniature 
bed surrounded by clocks is occupied by a 
small doll sound asleep. A bell rings, the 
doll sits up. As soon as the ringing stops, 
the doll falls back asleep. This action con- 
tinues indefinitely. Motive power is applied 
hv the tug of a revolving fan, concealed be- 
hind the display. When the fan turns, 
contact is made with an electric bell, as it 
moves back. a wire pulls the doll up in bed. 

‘Don’t forget the kiddies. Make a play- 
ground scene for them. using grass mats for 
your disnlay of cups, silver sets, lockets and 
rings. Two dolls on a see-saw at the rear 
of your window can be made to move slow- 
ly up and down, by use of the same fan.” 
"Following Mr. Hay’s talk, attendance 
prizes were again given. Sylvan Weinberg. 
winner of the third prize on Tuesday was 


again fortunate. He won the first prize of 
$5. Other prize winners included I, J. C. 
Holland, of San Angelo, Tex.; E. H. 
Murray, Pulaski, Tenn., and E. A. Morgan, 
Atlanta, Ga. 

The Wednesday morning business session 
was then adjourned, preparatory to a visit 
to the Milwaukee Vocational School at 2 
P, M. 

Following the inspection of this institution 
the visitors and their wives enjoyed a sight- 
seeing tour of Milwaukee that proved very 
enjoyable. About 50 automobiles of the 
Milwaukee jewelers and their wives met at 
the school and carried the visitors on a long 
tour through all the finer parts of the city 
and particularly through beautiful Lake 
Park. The drive which started at 4 Pp. Mo., 
lasted for an hour and a half. The auto 
procession was under a special police escort 
and had the right of way in all traffic. It 
was one of the many instances of the courtesy 
extended delegates by the city administration 
which had even put an electric sign reading 
“Welcome Jewelers” on the City Hall. 


Wednesday Night 


The entertainment features of Wednesday 
night were unusual and a little bit aside 
from the program. Instead of the simple 
question box session, it began at 8 o’clock in 
the convention hall with a most interesting 
moving picture supplied by the Gorham Mfg. 
Co., which first showed the work of manu- 
facturing in the bronze ecclesiastical and 
silver departments and later showed in de- 
tail the designing and making of flat ware 
and hollow-ware as well as the lines of hand- 
wrought silver in which the craftsmen are 
still following the methods of the early 
silversmiths. 

The question box came later, and it was 
conducted in Indiana style by Walter Mel- 
lor, whose expert handling of the affair ex- 
cited admiration everywhere. First of all, 
the questions were collected from each of 
the members as well as slips showing the 
names of every member present. These were 
kept in separate silver containers, and as 
the question was drawn and propounded the 
name of a delegate was drawn to answer. 

The questions were of all: kinds of varie- 
ties, touching not only every subject of the 
jeweler’s business but other questions as 
well—many humorous. many serious and 
many controversial. 

But interest was kept up at a high point 
throughout the whole session, and. the ad- 
mirable handling of the chairman prevented 
too much time being taken in discussion. 

This was hard in some of the questions, 
such as that relating to charging for watch 
repairing, where most of the information 
was given by those taking different sides as 
to the amount to be charged. Louis Haus- 
mann cf New Orleans made the strongest 
plea for a charge that would pay the full 
cost of the work, and suggested a price of 
from $6 to $7.50 on any watch, 

Another question of perpetual inventory 
brought an interesting discourse from Presi- 
dent Brotherly. 


THE ENTERTAINMENT 
Then followed the entertainment which 
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was of most unusual character, it being a 
musical performance in which the partici- 
pants were all children ranging from six 
years up. But so skillful were they as 
musicians, so capable as dancers and singers 
that it was hard to realize that these tots 
had not had years of training on ‘the stage. 
The entertainers were furnished by one of 
the local dancing schools here which special- 
izes in teaching children who have shown 
a particular aptitude or talent for any given 
on the end of the performance a buffet 
luncheon was served and a general reception 
followed which lasted until midnight. 


Thursday’s Sessions 

Though the rain continued all through 
Thursday morning, nevertheless, the jewelers 
began to come in from all sections of the 
country, and before the opening of the ses- 
sions the attendance showed a registration 
of about 720, of which 187 were ladies; 325 
retailers and 181 manufacturers and whole- 
salers’ representatives with the known regis- 
tered jewelers and those coming in over the 
city it was estimated that the general at- 
tendance at the convention had reached 1,000 
people. The morning session started a little 
late according to the program scheduled, and 
the usual singing was dispensed with, the 
first call being for the report of Arthur A. 
Everts, Dallas, Tex., vice-president, Western 
Central Region. : 

Following Mr. Everts, Ed O. Little, Au- 
burn, Ind., vice-president of the Eastern 
Central Region, was called upon. Before 
reading his report Mr. Little expressed his 
hearty approval of one idea indorsed by 
President Brotherly, namely, that of incor- 
porating all branches of the jewelry trade 
into the organization. Mr. Little also said 
he liked the new method of electing officers. 
He said he believed that next year this plan 
should be carried even farther and should 
be made even more interesting, instead of 
the routine affair that it has always been at 
previous conventions. 

“Elections ought to be made a feature of 
the convention and should be participated in 
by everyone present at the convention,” said 
Mr. Little. “It should not be put off until 
the last minute when many of the delegates 
have had to go home and the remaining few 
are anxious and eager to get on their way.” 

Mr. Little then read his report for his 
tegion, as follows: 


REPORT OF ED. 0. LITTLE, REGIONAL VICE- 
PRESIDENT, EASTERN CENTRAL REGION 


The following is my report of the activities of the 
office of Regional Vice President of the Eastern 
Central Zone during the past year. As in former 
years, I have kept in as close touch as possible 
with the various state organizations in this zone, 
also with the national officers, and have tried, to 
the best of my ability, to carry out the programs 
and policies of President Brotherly, and to cooper- 
ate with all the activities of the national officers, so 
far as they relate to the retail end of the industry, 
at least. 

There has been nothing of very great importance 
to which we could lend our assistance during the 
past year, except to attend the various State con- 
ventions as a representative of the national asso- 
ciation, and help promote the publicity campaign, 
Harvard research, and other national movements. 
So I will first try to give you an outline of my 
visits to the various State conventions, and then 


‘touch upon some observations that I have made. 





The first convention I attended this year was 
that of Iowa in Sioux City, in April. This was 
the longest trip I made during the year, and was 
undertaken on April 26th. The Iowa convention 
was a splendid meeting, with some 125 registered, 
and was a success from every angle except that 
every jeweler in the State should have been present. 
Iowa has been pretty hard hit by bank failures, 
crop shortages, etc., and the jewelers out there 
haven’t been burdened with any too much business. 
However, they haven’t lost heart, but still have 
faith in their association. The business sessions 
were well attended, and the entertainment features 
were exceptional, as all will testify who were 
present. 

Elmo Roper, one of the best, one of the hardest 
working and one of the most interested secretaries 





DAY, PROMINENT MEMBER OF THE 
SOUTHERN DELEGATION 


FRED N. 


in the whole United States, was rewarded with the 
presidency for his past efforts, and Harry Clark of 
Sioux City was made secretary. Iowa has appointed 
a scope and plan committee, whose duty it will be to 
re-draft their by-laws and formulate a plan for their 
association to follow looking to the enlistment of 
every jeweler in the State in association work. We 
predict for Iowa an unparalled growth and interest 
during the coming year under the able leadership 
of President Roper and Secretary Clark. 

Our next convention was at Grand Rapids, Mich., 
on May 12. This convention was also well at- 
tended, and those present were deeply interested in 
the convention and association activities. At Grand 
Rapids, I had the pleasure of meeting our Treas- 
urer, Charles T. Evans, who dropped in on the 
Michigan convention unexpectedly, and who made 
a most excellent extemporaneous talk. Charlie 
and I had the pleasure of a most enjoyable talk 
with Ben Steelman, secretary of the Michigan 
association, and it is our honest opinion that Michi- 
gan will show even greater progress and accom- 
plishments during the coming year than it has ever 
shown. Ben Steelman is a real secretary. He 
knows the association, the needs of the jewelers, and 
the jewelers of Michigan themselves as no other 
man does, and there is no doubt about Michigan’s 
progress, growth, and co-operation during the com- 
ing year with such men as President Williams of 
South Haven, and Ben Steelman of Kalamazoo at 
its head. 

The next convention we attended was our In- 
diana meeting which was held at West Baden on 
June 28, 29 and 30, and while this convention was 
not so well attended on the first day, yet the total 
registration showed but one less than in 1926. 
We had the good fortune and honor of having 
President Brotherly at the Indiana convention 
which relieved your regional vice president of the 
necessity of making a speech, which relief we wel- 
comed very much. The business sessions of the 


Indiana convention were exceptionally good, and 
President Brotherly’s address was worth traveling 
many miles to hear had there been no business of 
any other kind. Golf was the predominating enter- 
tainment activity and was participated in by prac- 
tically everyone. 

Indiana has this year elected as_ president, 
Ernest Lamy of Lafayette, a newcomer to our 
State, and one of the livest wires I have ever 
come in contact with at any convention. For his 
running mate, we chose Miss Ida L. Koor, secretary 
to Harper Ransburg, glass manufacturer of Indian- 
apolis, and a mighty capable young lady who has 
had a lot of contact with jewelers through her posi- 
tion with Mr. Ransburg. Although not a jeweler 
herself, she understands the problems of the retail 
jewelers as well as the jewelers themselves. Mr. 
Lamy and Miss Koor are full of pep, new ideas, 
and plans for the betterment of the Indiana Re- 
tail Jewelers’ Association and are “raring to go,” 
and I predict that the rest of the States will have 
to go some to keep up with Indiana this year, 
“Watch Indiana grow” will be the slogan for 
1927-28. 

On June 18, we journeyed to Cedar Point, O., 
to meet with the Ohio jewelers. Here we found 
that President Chamberlin and Secretary Moore had 
prepared a most excellent program, but were much 
disappointed at the number of jewelers registered. 
However, in my opinion, they had no reason to 
feel badly, for the attendance turned out to be very 
good after all, and there is no use denying the fact 
that those who did attend not only reaped a lot of 
good in a business way, but enjoyed a most won- 
derful time. 

The feature address at this convention was made 
by B. J. Doyle, who certainly endeared him- 
self to all present, with a forceful, straight-from- 
the-shoulder handling of his subject, and all who 
heard him were certainly with him in his efforts 
to ascertain ‘“‘What is wrong with the jewelry in- 
dustry.” 

I did not attend the South Dakota, the North 
Dakota, or the Illinois conventions because “Andy” 
Anderson was kind enough to relieve me of those 
trips. Neither did I attend the Minnesota conven- 
tion, because President Brotherly did so as a 
tribute to President Stiles, who was retiring after 
serving the Minnesota association for four years as 
its president. The Wisconsin convention was held 
the same week as the Michigan convention, and I 
did not see how it was possible for me to be at 
two places at the same time. None of these con- 
ventions ‘‘suffered” because of my absence, for all 
of them had much better and more able substitutes. 

This concludes my report of attendance at con- 
ventions, except that I want to say that this year I 
resolved to do what I had not done in former 
years, namely, stay through each convention from 
the opening to the close, and I did so, and enjoyed 
every minute of each meeting. My reason for 
doing this was because I considered that I was 
on a sort of “farewell tour’? and wanted to wind 
up my career as regional vice-president by doing 
my duty to the limit. 


I believe that three years as regional vice-presi- 
dent is long enough to impose a job on any indi- 
vidual, and too long for an individual to impose 
himself on an organization, There is a lot of work, 
a lot of sacrifice of both time and money in carry- 
ing on the duties of organization office. I feel that 
the honor bestowed upon one elected to the office of 
regional vice-president is one that should be avail- 
able to all and that there are just as good men—in 
my opinion, far better ones—than myself, in the 
Eastern Central Zone and they should be given an 
opportunity for service, consequently I would not 
“‘choose”’ to accept the office of regional vice presi- 
dent for another term. 

Now, despite the fact that each convention in the 
Eastern Central Zone was a success as a business 
meeting, and the time, effort and expense of stag- 
ing these conventions could have resulted in far 
greater benefit had more jewelers taken advantage 
of the opportunity to-attend, yet the truth con- 
fronts us that none of them were attended as well 
as they should have been. I have attended con- 
ventions in other lines which were wonderful in 
their attendance, interest, and results, and I hope to 
live long enough to see the jewelers of the United 
States so interested in their own calling, that they 
will hold such a convention, and that I shall be 
present. 

We can look at conventions in whatever light we 
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Legitimate retail jewelers may now avail them- 
selves of the most unique display of pearl styles 
ever shown. The Navarre Pearl exhibit in- 
cludes twelve new and original novelty strands 
—all authentic interpretations of the newest 
mode. 

To properly display these fashionable creations, 
the importers of Navarre Pearls have designed 
a window exhibit of startling beauty. There is 
a polychrome finished, satin top display table, 
measuring 14 by 25 inches, a handsome mirror 
frame with space in the center for a picture 
which may be changed every day, name-plate 
easels and twelve original photographs of popu- 
lar motion picture stars who wear and praise 
Navarre Pearls. 

The Navarre Pearl line is distinctively the retail 


jeweler’s line. These importations are not sold 


in department stores, drug stores, chain stores or 
mail order houses. They are furnished direct to 
retail jewelers only and widely advertised. 

Navarre Pearls instantly capture the fancy ot 
woman who sees them. They are exact 
replicas of the costliest Orientals 
strand is carefully matched as to size and color. 
A guarantee bond, backed by a surety company, 


insures protection to the dealer as well as. to 


every 


and each 


the purchaser. 

The retail value of the twelve strands 
of Navarre Pearls in this display is 
$150. The cost to you, including 

ail display material, is only 
$49.50. Send your order now, 

direct to 


Blauer-Goldstone Company, Inc. 


5 NORTH WABASH AVE. 
CHICAGO, ILLINOIS 
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choose, but until we arrive at a point where every 
jeweler is enough interested in his own calling to 
support the organization which was formed for the 
sole purpose of benefiting him, we are not going to 
cémmand. the prestige we could, and should, com- 

land. True, the American National Retail, Jewel- 
ets Association has. done. a lot of good in the past, 
and ‘we are enjoying many benefits’ which would 
not be possible today had there been no such or- 
ganization. It is right now engaged in movements 
that ate wonderful in their conception, but these 
movements, require the unselfish and _ unstinted 
support of all jewelers, not just a few loyal asso- 
ciation members. 

Unfortunately, it is the jeweler who is not here 
who is mast in need of the association, and whom 
the association needs. The sad part of it is, that 
there is no way to reach and impress him unless 
we can reorganize our association in such manner 
and along such lines as to make him want to be a 


part of it. 

To: make myself clear, we should proceed along 
such lines as service clubs and other organizations, 
membership in which is deemed an honor and a 
privilege by its members. We must make a 
membership in our association so valuable and so 
attractive that the individual will apply for mem- 
bership and consider himself lucky if he is admitted. 
Did you ever hear of anyone turning down a 
chance to get into an exclusive club, where the 
membership was limited, and composed of the 
highest type of citizens? Did you ever hear of a 
jeweler declining the honor and privilege of mem- 
bership in his local Rotary, or other service club? 
Well, that’s what I mean. Let’s make the Ameri- 
can National Retail Jewelers Association so attrac- 
tive, so interesting, so valuable, that every jeweler 
will consider himself fortunate to get in—and I 
mean just that. I would strongly urge that every 
State association make the requirements for mem- 
bership so high, that ethical jewelers will want to 
belong. As a matter of fact, a jeweler who is 
unfair, unethical, and questionable in character, is 
a detriment to any association, and the association 
is better off without him. I say, make every 
applicant for membership measure up to a fair 
standard in every way before we take him on 
with open arms. Make him deem it a privilege to 
associate with our membership, and we will have 
no trouble attracting and holding members. 

Three years as regional vice president, and my 
talks with various jewelers at conventions and else- 
where, have confirmed the opinion expressed in my 
last year’s report, namely, that the American public 
is conventioned to death, and the solution to the 
problem of better attendance and more interest, is— 
fewer and better conventions. My _ observations 
have also given me what I believe to be the solu- 
tion to the question: “What is the matter with 
the retail jeweler that he does not take more interest 
in his association, and attend its conventions?” 


Tngthe first place, I firmly believe. that a large 
number of the smaller jewelers—by this I mean 
jewelers living in small towns and doing a business 
under $20,000 a year, are so everlastingly in need 
of funds to meet obligations that they feel they 
cannot: afford the expense of attending a conven- 
tion. Many of these stores are one-man establish- 
ments, or at best employ but little help, and in 
addition to the cash. outlay necessary to attend a 
convention the imagined loss of business from their 
absence from their stores, is a deterrent factor. It 
is surprising what wonderful excuses a jeweler can 
manufacture for not attending a convention. If he 
would apply an equal amount of energy to making 
plans for attending conventions, he would be there. 

The medium-sized stores—those doing a business 
of $20,000 to $100,000, are generally run by 
jewelers who are progressive, and who support 
their organizations and attend conventions, although 
there are some in this class who imagine that they 
are outstanding men in their communities, and who 
consider it a waste of time to mingle with the 
common herd, in fact we find such men in all 
classes of jewelers, from the largest to the smallest, 
their number is limited. 

Among the large stores, we find that the reason 
for non-membership .and non-attendance is chiefly 
because an organization that does not charge a 
reasonable rate of dues, does not interest them. 
An organization membership which is only $5 a 
year 1s incapable of accomplishing much good, and 
these men are right in a measure, but wrong in 
that they. do not join anyway, and lend their in- 
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fluence and efforts to making the organization the 
valuable institution that it should be. The national 
association is unable to promote many beneficial 
activities because of a constant lack of funds, and 
it deserves a lot of credit for what it has been able 
to accomplish on its pitifully small amount. of 
revenue, |Many large establishments, and small ones 
too, would gladly pay more if the privilegé of 
membership were made more valuable to them. 
Still ‘another class of. jewelers belong to so many 
other organizations that the experise of keeping 
them up, the time required, 46 attend meetings, 
serve on committees, etc., leaves no time or money 
for the organization in their own calling which they 
think they know all about anyway, and consider it 
the easiest to get along without; consequently they 
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support almost every organization in their com- 
munities, except their own. 

These, in my opinion, are reasons—not all the 
reasons, but the principal ones—for lack of interest 
in our association, lack of attendance at conven- 
tions, and lack of support of worthy enterprises 
fostered and’ promoted by the association. What is 
the remedy? 

Well, in the first place, if we must continue to 
hold numerous conventions, let’s have them at 
points where the hotel rates are reasonable to the 
smaller jeweler, and where he can attend his con- 
vention at a2 minimum of expense, and feel that. he 
is not out of his element. As to the jeweler who 
knows it all, I have no suggestion of a remedy. He 
thinks that he can live unto himself, so let him 
have his delusion ‘and time will take care of him, 
and pass him out of the picture. A sliding scale 
of dues, in keeping with the benefits derived by the 
large and small jeweler, Harvard Research in 
simplified form to make merchants out of watch- 
makers, and last but not least, the elimination of 
all State conventions, and in their place five to 
seven big regional conventions in proper geographi- 
cal locations, will, I am sure, attract more jewelers 
to our association and insure real attendance at 
conventions. 

I want to say again in all sincerity, and as em- 
phatically as I know how, that I am optimistic 
about our association, and am deeply interested in 
its work and welfare and its future growth. How- 
ever, I am stating facts as I see them; facts which 
most of you will admit but hesitate to give voice to. 
Anyone in the association has a perfect right to 
disagree with me in part or whole, and I will re- 
spect his opinion; on the other hand, I insist on 
the privilege of my own ideas and convictions. 

T am not so presumptuous as to think that my 
ideas and suggestions if carried out would solve 
ow problems. Withont a doubt many others in 
the association have ideas and suggestions with 
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more merit than those I have advanced. But I 
do firmly believe that with all the glorious past 
history of the American National Retail Jewelers’ 
Association before us, with the ‘inspiration of those 
wonder ful men who have led us out of ‘the wilder- 
ness into a better land and a brighter day; with 
all the effort, time, work, and’ money expended by 
loyal workers. whose. faith. has- never faltered, but 
who have carried on despite discouragements -and 
reverses and failures, we still find ourselves *far 
from a perfect organization, whether we choose to. 
believe it or not. And the time to cast’ aside old 
customs, old traditions, and old ways: of doing 
things and adopt new and modern, ideas and ‘meth- 
ols, is here. ‘ Surely with all the brains we ‘have 
in the jewelry industry, a plan can be worked out 
\ that will hold the attention, interest and loyalty: of 
‘everyone connected with: the industry, and: I ‘sin- 
cerely hope that this convention will take’ steps. 
looking to the formulation and adoption of ‘such a 
plan of organization. 

At this juncture it was announced. by 
President Brotherly that through some mis- 
understanding W. H. Rudemachiner, illumi- 
nating engineer of the Edison Lamp Works, 
Chicago, Ill., could not be present to; make 

5 Seen asi s se A 
his talk on “Utilizing Electricity in the 
Jewelry Store Window.” However, Mr. 
3rotherly announced that A. J. Van Berg, 
of the same company, would favor the dele- 
gates with a talk on the same subject. 


ADDRESS OF A. J. VAN BERG 

Mr. Van Berg in his talk told of some 
tests that had been conducted by the Edison 
Lamp Works showing the relationship be- 
tween the number of people who stop at a 
window and the number of people who actu- 
ally go into a store. He said that it had 
been found that as the intensity of light was 
increased more people stopped. He showed 
how the ability to see detail depends on light, 
and he also pointed out that the effect of 
light on motion in the window was to slow 
down the moving object. Colored lighting, 
he said, increased the power of windows 40 
per cent, if used properly. 

“Tt must always be remembered,” said Mr. 
Van Berg, “that there must be a sufficient 
intensity of light to attract people to a win- 
dow no matter what the environment may be. 
If your window is in a brightly lighted street 
the intensity of light must, of course, be 
greater than if it were in a block where 
there are no other lights. Also, always re- 
member that the intensity of light indoors 
must compare favorably with the light out- 
doors; in other words, a man: coming into 
your store from a brightly lighted street or 
out of the daylight, must immediately be 
made to think of your store subconsciously, 
of course, as being brighter than that place 
from which he came.” 

Mr. Van Berg pointed out to jewelers that 
the Edison Lamp works have lighting en- 
sineers who will recommend proper lighting 
for the store window of any jeweler free 
of charge. 

Before announcing the next speaker Presi- 
dent Brotherly recommended that jewelers 
trv the lighting plans suggested by the en- 
gineers of the lamp works. He said that he 
believed most jewelers left it to the electric 
companv in their citv to put in the proper 
lights, instead of planning their window 
lighting, and he told the jewelers that he 
(Brotherly) has tried the plan suggested by 
an engineer of the Edison Lamp Works. and 
that it worked out extremely well and re- 
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sulted in his windows having a, “at deal 
more drawing power. >: 

The next speaker on the program was to 
have been H. Biow of New York, but for 
some reason Mr. Biow was detained and 
could not speak. In his place James Fisk, 
merchandise manager of Schusters’ Stores 
of Milwaukee, gave a talk on “Practical Re- 
tail Advertising.” 

ADDRESS OF JAMES FISK 

“Try to know what people want and play 
it up in your advertising copy,” said Mr. 
Fisk. “The public has certain preferences. 
Find out what those preferences are and 
plan your advertising accordingly. The 
Christmas period, when you do 35 per cent. 
of your business, is near at hand. Remem- 
ber that although people are presumably 
buying at that time to please somebody else, 
in reality they are buying to please them- 
selves. They buy what they like and say 
to themselves that if John or Henry don’t 
like it they can “lump it,” or words to that 
effect. 

“Most advertisers,” continued Mr. Fisk, 
“do not visualize the immense audience to 
whom they are talking.” They do not realize 
that they are selling, besides their product, 
an impression of their store as a store.” 

“A selection of the proper things to ad- 
vertise is the first thing to do. Then place 
your advertising copy where it will be most 
seen’ and of most value. Tell something 
about the merchandise. Be accurate and 
sincere and as simple and straightforward as 
you would be if you were selling directly to 
a man. And by all means makws: the actual 
reading copy brief, because in this busy day 
and age with the competition of the motor 
car, other attractive reading matter, and all 
the other modern things to amuse people, 
prospective customers have no time to mull 
over your copy in order to find out your 
meaning and digest it properly. 

“Last, but not least, remember that the 
people you employ in your store either 
weaken or strengthen your ads. Your em- 
ployes should know what you have adver- 
tised, and something about the article, and 
they should, of course, be prepared to give 
the courteous treatment to customers that 
your advertisement led them to expect that 
they would get if they came into your estab- 
lishment.” 

In closing Mr, Fisk emphasized the im- 
portance to the business men of participating 
in civic affairs. He pointed out that even 
though no direct credit may be gained for 
doing a great deal of work in civic organiza- 
tions, the contact established and the con- 
fidence and esteem built up in this manner 
are of immense value to any organization, 
whether it be a small jewelry store or a large 
department store. 


ADDRESS OF FRED MILLIS 

The next speaker on the program was 
Fred Millis. advertising counsel for the Na- 
tional Jewelers’ Publicity Association. Mr. 
Millis said that “in modern merchandising 
today advertising should be directed to sell- 
ing the use of a product rather than the in- 
trinsic merit of the product itself.” He 
Pointed out that the ginger-ale people, the 
florists, the autmobile salesmen, do not sell 





the merchandise itself, but rather the use 
that can be made by the customer of that 
article. 

He said that the average family is forced 
to spend 70 cents out of every dollar for the 
needs of life, and that the other 30 cents 
could be spent for luxuries. As soon as 
jewelers begin to sell customers on the “use” 
of jewelry and can prove to them that it is 
of as much good to them as a car or a 
beautiful piece of furniture, they will re- 
ceive some part of that 30 cents, and not 
much before, according to Mr. Millis. 

“The diamond at one time signified finan- 
cial prosperity,” said Mr. Millis. “Now, 





FRED MILLIS, ADVERTISING COUNSEL OF THE 
NATIONAL JEWELERS’ PUBLICITY ASSOCIATION 


however, when diamonds can ve bought at 
five dollars down and five dollars a month, 
they do not signify anything of the kind. 
Now, it is more customary for a man to 
buy his wife a car than to buy diamonds for 
her. This can all be changed, however, if 
jewelers will begin to sell the beauty and 
use of good jewelry as men in other trades 
sell their products.” Mr. Millis then told 
the jewelers something about the National 
Jewelers’ Publicity Association. (Mr. Millis’ 
address will be published later.) 

Right after Mr. Millis’ speech President 
Brotherly took the opportunity to call the at- 
tention of the men to the fact that money 
was needed for the Harvard research work 
and to ask their support of the project. 
President Brotherly pointed out that the 
jewelers are the beneficiaries of this re- 
search work and that money was needed to 
carry it on, and it was up to the jewelers to 
see that it was forthcoming. 

He told the jewelers that pledge cards 
would be passed out and that jewelers would 
be expected to heln the good work. 

His talk was followed by a few remarks 


from William G. Frasier, who also recom- 
mended that the jewelers support the project. 
Attendance prizes were then drawn for 
the morning session. Winners included B. 
J. Hagemann, Chicago; John Konrad, Osh- 
kosh, and C. J. Frantz, Darlington, Wis. 
The Luncheon Conference 
The morning session then adjourned for 
the luncheon held in the Auditorium cafe- 
teria, at which time Louis Hausmann of New 
Orleans, La., spoke of his “Experiences as a 
Lifetime Jeweler.” 
LOUIS HAUSMANN’S ADDRESS 


The first thing Mr. Hausmann recom- 
mended was that Dallas be selected as the 
convention city for 1928. Then he proceeded 
to give some idea of his “experiences.” 

He told of his early training in the craft 
and of the struggles of himself and his three 
brothers to succeed. 

“Tt is the fault of the man in business 
if he does not make money,” said Mr. 
Hausmann. “If a man charges what he is 
entitled to, and if his goods and his service 
is O K he cannot help but make money. 

“I do not think that jewelers need worry 
about the competition of installment selling. 
You do not seek the trade that pays five dol- 
lars down and five dollars a week anyway. 
Credit, of course, is different. Credit should 
be extended when you are sure that the cus- 
tomer is a good risk, but by all means be 
sure and then see to it that he pays promptly. 
Sometimes customers get angry when they 
are reminded to pay a bill, but they will al- 
ways come back if it is pointed out to them 
that you, too, need your money so that you 
can pay your bills and get your cash dis- 
count and make a profit. 

Mr. Hausmann then told of some of his 
methods for creating business. “When we 
hear of a young lady in our town getting 
engaged we immediately make every effort 
to get her trade and that of her friends,” he 
said. “As soon as we get her we make 
every possible effort, of course, to keep her 
and at proper intervals we send cards to her 
husband and friends so that they are re- 
minded of the proper anniversaries. If a 
woman comes into our store with an old- 
fashioned diamond ring that she wants re- 
set we suggest to her, immediately, that she 
buy a new setting. ‘You don’t want to be 
old-fashioned,’ we say to her. ‘Nobody is 
wearing a stone like that any more.’ And 
then we take her into a room and show her 
the best setting in the house, and we make 
her believe that we think that is none too 
good for her and that it is just what she is 
likely to want. It always works, my friends, 
if you don’t believe it, try it when you get 
back home.” 

The installation of gift departments in 
jewelry store has resulted in many cases in 
a quicker stock turn-over than the sale of 
all the silver and diamonds in a jewelry store 
combined, in the opinion of Mr. Hausmann. 
“The department stores installed jewelry de- 
partments,” said Mr. Hausmann, “and it is 
only fair that the jeweler should get some 
business outside of that in the regular 
jewelry channels. Gift departments have 
proved of immense value to a great many 
jewelers.” 

In conclusion Mr. Hausmann advised the 
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retail jewelers to “always give a glad hand 
to the traveling salesman.” “The traveling 
salesman is your friend,” he said, “and should 
not be met with a grouch. He has a hard 
enough time of it as it is, and every jeweler 
ought to welcome him in a completely cor- 
dial manner.” 

Following Mr. Hausmann’s speech, which 
was heartily applauded, Alexander Vincent 
was given an opportunity to say a few more 
words to the delegates with regard to en- 
rolling in the course about which he had 





LOUIS HAUSMANN, WHO ADDRESSED THE 
JEWELERS 


talked in his address on Tuesday. Mr. Vin- 
cent said that he had not received nearly as 
many subscriptions to the course as the at- 
tendance at the convention warranted, and 
he suggested that some of the jewelers pres- 
ent at the dinner who had not signed up, do 
so at that time. A number of the men com- 
plied and the delegates again made their 
way to the convention hall to prepare for the 
aftefnoon business sessions. 


Thursday Afternoon 
The Thursday afternoon session was 
opened by singing, led by Joe Mazer. After 
the crowd had all been gathered W. L. 
Jones, Martinsburg, W. Va., read the report 
of the watch committee, as follows: 


INSPECTION COMMITTEE. 
JONES, CHAIRMAN 


REPORT OF WATCH 
MR, W. L. 


To the officers and members of the American Na- 
tional Retail Jewelers Association: 
We, the members of your Committee on Watch 
Inspection, beg to submit the following report: 
Another year has passed and we are reminded 
that it is again time to make a report of our ac- 
tivities and observations for the year 1927. 


During the last 12 months, so little has happened" 


that was disagreeable- in watch inspection circles 
that we shall not be able to make our report in- 
structive, ncr even interesting. 

We have canvassed the entire country and have 
learned of only two causes for complaint. One of 
them has already been adjusted, and both were evi- 
dently matters of contract between the inspectors 
and the railroads. Therefore we could see no just 
reason why your committee or the American ‘Na- 





tional Retail Jewelers Association should interfere. 

The most noticeable tendency seems to be* the 
inclination of the larger railroad systems to co- 
operate with the Watch Inspector to maintain the 
high grade standard of watches. 

It is wonderful, when you stop to think of it, 
that a vision which had its birth in the mind of 
one man has grown until it covers the entire coun- 
try and includes nearly every railway system and 
its employes covering thousands of miles as well as 
thousands of men. Even the inspectors, who are 
in the very center of things, seem to be unable to 
estimate the number cf lives that have been saved, 
and the value of the property safeguarded. It is 
also surprising that we can glide over the week? 
and months of the past year without a serious jar 
or complaint. 

It shows that the railroad officials and the men 
under them are entirely satisfied with the present 
conditions, which is a strong argument against any 
change in the present arrangement. 

What a wonderful prospect it opens for the con- 
tinued sale of high priced watches. Are you get- 
ting your share? Remember that what the rail- 
road man must have, the other people want. Go 
after this business. 

Respectfully submitted, 
W. L. Jones, Chairman. 
Martinsburg, W. Va. 
W. C. DOoNNeELLy, 
Supervisor of Time Service, B. & O. Rwy., 
Baltimore, Md. 
Wm. G. FRASIER, 
Durham, N. C. 
GustaF SyYLvAN, 
Columbia, S. C. 
Atvin Macnon, 
Tampa, Fla. 


It was moved and seconded that his re- 
port be received and made a record of the 
convention. 

The second report of the afternoon to be 
read was that of the legislative commit- 
tee. Wilson A. Streeter, Mt. Vernon, N. 
Y., who is chairman of that committee, 
was unable to be present, so the report was 
made by E. H. Quigley. Mr. Quigley, 
speaking for Mr, Streeter, urged all jewel- 
ers to support the Platinum Stamping bills 
in their State legislatures and to take meas- 
ures with regard to this as soon as they 
went home. This report appears on page 147. 

It was again moved and seconded that this 
report be received and made a record of the 
convention. 

The report of the national treasurer, 
Charles R. T. Evans, of Buffalo, N. Y., was 
then read and was as follows: 


REPORT OF TREASURER EVANS 


Balance on hand, last report...........- $17,616.05 
RECEIPTS 
General Funds: 
Membership dues .......seeeeeeeee 15,006.00 
Interest on securities and bank de- 

DO. Kcacicaies ckeieswseweeetee 577.76 
Convention exhibit space........... 5,230.46 
Convention bulletin advertising...... 4,930.00 
National Jewelers Mutual Fire Ins, 

ne (ap aaa ee 500.00 
Form letters, research bulletins, etc. 44.82 
Refunds convention expense........ 133.00 


Total general fund receipts... .$26,422.04 


Research Fund: 
Refund from Research Com- 


SONI pik os 0b adie hens 6 $-.322:35 

Special contributions....... 7,636.50 
—_ 7,958.85 

State Association Dues: 

Collections for State Association.... 7,561.00 
Total receipts, all funds........ $41,941.89 

Total amount to be accounted for by 
RIES 2 Sine hace ets enter caseoaekes $59,557.94 


CasH DISBURSEMENTS 
For Fiscal Year Ended Sept. 20, 1927. 


General Fund: 


Administrative: 
Office of the President: 
President’s office allowance....... $10,000.00 
Office of the Secretary: 
MMII odin wccccweecenes $6,375.00 
DN sins ci0t cn caguewen ts 466.70 
Postage, telegraph, etc...... 1,570.55 
Stationery, printing and mis- 
cellaneous supplies and ex- 
WOE cana ckacans Gans 1,246.37 
Office equipment..... 358.00 





W. L. JONES, CHAIRMAN 


OF THE WATCH 





INSPECTION COM MITTEE 
By” ae ee ear 165.00 
oa 10,182.42 
Office of the Treasurer: 
IGNORE 6.65 iteck reietde Raees $100.00 
Postage, telegraph, etc...... 27.50 


127.50 








Miscellaneous administrative disburse- 
ments: 

Traveling expenses, executive 
committee and sundry of- 


ficers and committee mem- 


ROE: 6 ctviaiadesaasie> sak $1,335.80 
Atterney feo ccacssccecee 100.00 
Officers’ bonds ............ 35.00 
U. S. Chamber of Commerce 

Cs carne Etosnwaweses 80.00 
Legal fees and expenses.... 35.28 
Audit for year 1925-26..... 63.18 
Gift to chairman Ralph 

ee 516.20 
PRMGE boss cs:cn daccnsaas 10.00 
Dues refunds and N. S. F. 

CR ec ciuciciwan dcwnuiws 50.00 
Trade papers and magazines 86.10 
Membership signs.......... 228.83 
Membership campaign dona- 

WN cccicdinditucneaune 100.00 


Total administration 
disbursements. .. . $2,640.39 22,950.31 
Special activities: 


National convention expenses .$3,451.08 
Exhibit expenses.......... 1,693.77 
Convention bulletin expenses 1,617.59 


Total special activity dis- 
bursements 


General Fund: 
Total disbursements (brought forward) $29,712.75 
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When you come face to face with the necessity of making 
more Sales of Men’s Diamond Rings, a Suderov mounting 
will help you materially in overcoming the closest scrutiny 
without fear or trembling. 


Keeping abreast with modern ideas, our authentic mounting 
designs are the natural result of craftsmen’s skill whose work 
has become highly individualized through long years of 
specialization. This is the skill that insures profitable sales 
for you. 


The modern man cannot be served with something that is just 
good enough or a little better than pretty good. Serving him 
with the quality he wants is worth more than cash. The 
wanted mountings in your possession represent cash plus a 
profit. 


In choosing mountings that win more sales with men, keen 
dealers select Suderov quality, because they are convinced 
that these are mountings that sell and sell at a profit. And 
that is a matter of first importance in your—and our own— 
business progress. 


See Your Jobber and look at mountings bearing the 
symbol depicted in the corners of this advertisement. 


A. SUDEROV 


‘Mountings That Mount to Greater Achievement’ 
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IMPORTER OF DIAMONDS 


NEW YORK 
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Research F und: ; 
Harvard University, Bureau of Busi- 


iaeey RRESERTC: 25.02 ccccccsccccccves 7,326.00 
State Association Dues: 
Payments to state associations...... 7,561.00 


Total disbursements all funds... .$44,599.75 


Total cash and securities on hand.....$14,958.19 


This National Treasurer’s report was audited by 
Reilly, Penner & Benton, certified public account- 
ants of Milwaukee, Wis. 


This report was also made a part of the 
record of the convention. 

Following the reading of the treasurer’s 
report, President Brotherly called on Ralph 
Roessler, Marion, Ind., formerly chairman 





WHO REPRESENTED THE 
ASSOCIATION 


LOUIS S. SMITH, 
MASSACHUSETTS 


of the National Jewelers’ Excise Tax 
Elimination Committee to say a few words 
to the delegates. Mr. Roessler had not ex- 
pected to be able to be present at the con- 
vention as he had recently been held up and 
beaten on the head three times by bandits. 
Mr. Roessler, after extending his greetings 
to the jewelers and telling them how glad 
he was to be able to be present, counseled 
jewelers to have a perpetual inventory sys- 
tem as he said that the time was bound to 
come when these records would be of vital 
necessity to the jeweler. 

After Mr, Roessler’s talk the report of 
the credentials committee was read by Sec- 
retary A. W. Anderson. 


REPORT OF THE CREDENTIALS COM MITTEE 


The credentials committee reports the fol- 
lowing membership in the various States for 
1927 and the number of votes entitled to be 
cast by each State association, according to 
the records of the secretary at Milwaukee, 
Sept. 27, 1927: 


Number of 
State Members Votes 
A ho ine Pcie ie 1 1 
NS eee oe 8 1 
ero eres 45 3 
ee See 0 0 





Number of 

State Members Votes 
CAMONRUA Sodio eie-c.cd ok eisioiens 0 0 
ES OC (re 17 1 
CORRGETICHE oo 65.005 bccseseees 32 2 
District of Columbia......... 2 1 
01 re 43 r, 
Oo ae 36 2 
RN in cic 5a hewn d sei acees 4 1 
RTROSE e io:a ads ova ata idvarnie\n'ecrn'siere 161 9 
EN iat irate oes aie xis de sin 90 5 
[a 77 4 
ee ene are 71 4 
I igus pinta ease ye 27 2 
A, SA ee ee era 23 2 
Maryland and Delaware...... 41 3 
Massachusetts & Rhode Island 107 6 
ia eckKcnrnek axed 35 2 
MINMESOIA .0.. i 5 kscccccgees ce 134 7 
ED hcg hin ss hadlK aha ea 10 1 
Lo a ee 66 4 
MOMENI 566.59 a:c¥iixie scars eoae% 10 1 
er 100 5 
IE RAR gr soci ana aS ec eatin epee a 1 
New Hampshire ............ 39 2 
DVOW MORICO 6.5.5 so secscdiecwaee Z 1 
RS Cv snr tae cee ces 85 5 
oh) ar 232 12 
North Carolina .........<00% 86 5 
NORE DaROta) .ccesacesessee 33 2 
ee re cc nwakkinwaene de 128 7 
MOON | dsicak xs 0s oboe 33 2 
IN o05 chi sernrnimeia eases 63 4 
Be Ce 173 9 
BOuUCH CarOHhd® ......66.000- 31 Z 
South Dakota... .6c2 250.00 15 1 
Gh CCC i rr 44 3 
MEMAG HG AG Ss oot a.ckshetie 84 5 
hc ere ee 4 1 
Nee MOPED farale sce sce RiarelS scalars 32 2 
a ere 68 4 
WeasiMMtON .6k6ciossccseees 64 4 
WESE Vir@ilia isicccsicccccce 40 2 
WISCONSIN 6 ii00/siciecsee scieecce 220 11 
WORDS |. iiaeisisine ies ORaaeyns 7 1 
TROEIG) Bis hie manteniesianes 2,623 156 
a | er ere 1 
Vice=Pres:. EB: (Oh Esttle>.iccivesccccs 1 
Vice=-Pres. Hi. Li; ‘COBH... .6% 2c cece 1 
Vice-Pres. Wm. G. Frasier ........... 1 
Vice-Pres. Arthur A. Everts .......... 1 
Vice-Pres. Armand Jessop ............ 1 
"Tréass. Chass 1%, TEVAGS  sicssieccsccacs 1 
Sec: A. W., AMGersOn ...2cccicescgees 1 
Mem. Exe. Com. E. H. Hufnagel .... 1 


Total number of votes 


We find that according to the secretary’s 
records the various States have member- 
ships as above and are entitled to the num- 
ber of votes in this convention set opposite 
their State name. 

Respectfully submitted, 
I. J. C. HoLcann, Davin C. NELSon, 

San Angelo, Tex. Chicago. 

W. D. NELson, 
Pierre, S. Dak. 

Following the report of the credentials 
committee President Brotherly announced to 
the convention delegates that the executive 
committee approved the plan made in his 
address, namely, that of having six zones 


instead of five and electing six regional vice- 
presidents instead of five. He suggested 
that the plan be put up for voting, and it 
was therefore moved, seconded and voted 
affirmatively that the by-laws be amended to 
that effect. 

The reports of a number of the State Sec- 
retaries were then read. Those read at this 
time included New York, Alabama, Iowa, 
North Carolina, Texas-Louisiana, Minne- 
sota and South Dakota. Each of the secre- 
taries reported on their membership and on 
their State meetings. The Texas-Louisiana 
Association has found their consolidation, 
which has been in effect for three years, en- 
tirely beneficial, according to the report 





A. U. BURQUE, MEMBER OF THE NOMINATING 
COM MITTEE 
read. All of the State association secre- 


taries reported their organization in good 
condition financially, but said that in many 
cases they would like to have more mem- 
bers. 

Two telegrams were then read by Presi- 
dent Brotherly. One was from George A. 
Brock of Los Angeles, who extended hearti- 
est greetings to the association and urged 
that they continue to “stick together.” The 
other was from J. P. Archibald, ex-presi- 
dent of the National Association, who ex- 
pressed regret at not being able to attend 
the convention and offered heartiest greet- 
ings and good wishes to the delegates at- 
tending. 

The next speaker on the program was C. 
G. Pendill, representing the Sterling Silver- 
smiths’ Guild, who talked on “The Proper 
Display of Silver.” 


ADDRESS OF MR. PENDILL 


He told the jewelers that the best way 
to sell any merchandise was to sell an idea 
plus the merchandise. “Most successful ad- 
vertisers in the business have followed that 
principle,” said Mr. Pendill. “The reason 
why the Palmolive Co. of Milwaukee does 
such a splendid business is because they sell 
‘beauty’ rather than ‘soap.’ Other compa- 
nies sell ‘health’ and other ideas of like na- 
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for Popular Priced Pocket Lighters with MEB & 
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POCKET LIGHTER 


U. S. Patent 1,022,140 


Popular Priced Pocket Lighter with Every Feature of the a Priced ie 


The Diplomat is a new addition to the large 
line of MEB Lighters and offers a worthwhile 


margin to jobber and dealer at the low con- 


sumer price of $2.50 and up. 


The Diplomat is presented in the 


finishes : 
To 


Dealer 
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Dozen 
No. 225 Nickel, Highly 
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226 Nickel, En gi ine 
ce 25.20 
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Gloss, Plain As- 
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Assorted colors. 25.20 

229 Leather Covered, 
Ass’t’d Leathers 25.20 


following 


Piece 
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3.50 


3.50 
3.50 
3.50 


Packed in individual gold boxes with instruction slips. 


Each ™% dozen in gold carton. 


U. S. Patent 1,022,140 
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ture. The best way to sell silver is to push 
the idea of matching the silver. Most 
jewelers, I believe, do nat appreciate the 
notion of selling their customers on the idea 
of matching silver properly. A card in the 
window with several pieces of silverware 
calling attention to the fact that they all 
match immediately puts the idea into the 
head of the customer and makes for more 
sales.” 

Following Mr. Pendill’s talk, President 
Brotherly announced that the next speaker 
on the program, who was to have been 








E. LEININGER, PRESIDENT OF THE NEW YORK 
STATE ASSOCIATION 


James Wallen, advertising advisor to J. R. 
Wood & Sons, New York city, had sud- 
denly been taken ill and had to submit to 
an operation. A telegram had been received 
from him, however, in which he outlined the 
general nature of his talk, and this was read 
to the delegates by Mr. Brotherly. 


ADVERTISING SUGGESTIONS BY MR. WALLEN 


The subject of Mr. Wallen’s talk was 
“Jewelry Advertising That Sells Today and 
Assures Tomorrow.” This was the point 
emphasized in Mr. Wallen’s address. He 
said that in planning advertising it was al- 
ways advisable to examine it to see how it 
would re-act toward the business of the 
future. Mr, Wallen also advised continuous 
advertising. To advertise only at various 
seasons, is poor business in the opinion of 
Mr. Wallen. “Remember there is never 
closed season for the reading of advertising,” 
he said. Another thing Mr. Wallen empha- 
sized in his outline was that jewelers must 
increase their sales through the style ele- 
ment, and that they must emphasize the fact 
that to wear jewelry is “to be in the mode.” 

Following the reading of Mr. Wallen’s 
talk by President Brotherly the matter of 
Harvard research subscriptions was again 
brought up. Mr. Brotherly said that there 
had been mighty few subscriptions turned 
in, in answer to his appeal of the morning, 
and he requested that the members of the 





American National Retail Jewelers’ Asso- 
ciation try to remember that this work 
could not be conducted without any money. 
A number of the delegates, the first of whom 
was Mr. Scheer of the New York Associa- 
tion, raised the amount of their subscriptions 
to the Harvard research work, and _ several 
other delegates expressed their intention of 
bringing the matter before their State asso- 
ciations when they arrived home. 

Mr. Brotherly said that the amount sub- 
scribed was not nearly enough, and that he 
would have to ask much more co-operation 
of the jewelers in this matter if the work 
of Harvard research was to be continued. 

Attendance prizes for the afternoon session 
were chosen at this time. They were award- 
ed to Phineas Peters of Brooklyn, N* Y.; 
Albert B. Jones, Seattle; J. H. Sunne, Ne- 
gaunee, Mich., and John J. Speer, Danville, 
Va. 


The Banquet and Dance 


The jewelers and their wives and ladies 
turned out in full regalia for the entertain- 
ment Thursday night, which consisted of a 
banquet in the convention hall and a cotil- 
lion dance upstairs. Five hundred and six- 
teen people attended the banquet, according 
to Secretary A. W. Anderson, and it was 
estimated that about 250 more attended the 
cotillion dance. 

Milwaukee wholesalers furnished the 
prizes for the banquet. Each person at- 
tending had a number at his plate which was 
duplicated on the platform and the num- 
bers were drawn until “the prizes gave out.” 
The only speaker at the banquet was Presi- 
dent Brotherly, whose remarks were of a 
humorous character and included a number 
of funny stories. Joe Mazer led the singing 
with great success. 

The cotillion dance was everything that 
had been expected of it. Dozens and dozens 
of favors were given to the participants, and 
the crowd was thrown together in such a 
fashion that there was no opportunity for 
stiff formality. After the second dance piece 
had been played: the. electric lights were 
turned off and a lighting system furnished 
by the Elgin National Watch Co., consisting 
of colored lights. in white balloons was 
turned on, amid a chorus of “ohs” and 
“ahs.” It was by far the most beautiful 
sight that many in the crowd had ever 
seen, and the bright and colorful costumes 
of the ladies of the party, who had been 
given colored aprons and colored hats, com- 
pletely set off the gorgeous spectacle. 

A “Hula” dance by retail jewelers was 
one of the features of the evening. About 
six of the men (who were chosen because 
they could not jump the rope swung by a 
ringmaster ) were chosen to put on the dance, 
being given ‘hula skirts” made of crépe 
paper. 

A relay race on “Kiddie cars” was another 
one of the entertainment features. President 
Brotherly was among those who was given 
an opportunity to display ‘his talent on the 
difficult business of riding on a “Kiddie Kar.” 

The evening’s entertainment: ended in a 
chorus of “Home, Sweet Home,” wailed out 
in doleful tones. by the visiting and home 


jewelers, who plainly showed that they 
would have preferred to “stay the whole 
night through.” 


Friday’s Session 


Thursday night and Friday morning there 
were reports of a contest being likely for 
various offices from the president down 
and the atmosphere around the hotel and 
auditorium seemed “charged” with suspense 
and suppressed excitement. Some delegates 
left Thursday evening but the remainder 
waited rather anxiously for that part of the 





A. W. JOHANSON, MEMBER OF THE CHICAGO 
DELEGATION 


session which would take up the election and 
the discussions on the by-laws and other 
topics. Fortunately, however, the predic- 
tions of the “wiseacres” proved unfounded 
and the proceedings went off with harmony 
and dispatch, the officers being chosen and 
the resolutions being adopted unanimously. 
The final session opened shortly after 
10 a. M. with Joe Mazer pepping up the 
delegates by leading old songs paraphrased 
to be appropriate to the jewelry business. 
The attendance was small to begin with but 
increased aS morning wore on. The report 
of resolutions committee was postponed 
until after the address of William H. 
Groeschell, superintendent of the Pinkerton 
National Detective Agency. He said: 


ADDRESS OF SUPT. W. H. GROESCHELL OF THE 
PINKERTON DETECTIVE AGENCY 


I assure you that the officers and executive com- 
mittee of the Jewelers’ Security Alliance appreciate 
very highly this opportunity of sending a repre- 
sentative to your annual convention in order to 
give you, if possible. a better idea of the work 
which they have been carrying on for more than 
40 years, and which is of much greater benefit and 
importance to the whole- jewelry industry than is 
generally understood by the jewelry trade. 

No doubt all of you have read at sometime with 
a great deal of intarest accounts of the frontier 
days in the western part of the country and on 
the Mississippi River steamboats and other places, 
which described the conditions existing while that 
part of the United States was in the process of 
development and settlement. These: stories told 
of the streets lined with saloons, every one of 
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which was not only equipped to supply liquid re- 
freshments of the most stimulating type but also 
had every known device for gambling, which would 
be in full play from early evening to almost morn- 
ing. Hundreds of thousands of dollars were risked 
and lost cr gained in these places and the men, 
and sometimes women, who frequented them were 
considered gamblers of the extremest type. 

In the course of our investigations for the 
Jewelers’ Security Alliance the superintendents of 
the Pinkerton Agencies at the various offices might 
almost come to the conclusion that in the amount of 
money risked and lost every year and the chances 
taken by the jewelry trade they might be con- 
sidered gamblers to a larger degree than even these 
desperadoes of old days. 

The professional gambler took his life in his 
hand and knew if he was detected in any crooked 
practices that his customers were armed and ready 
to shcot without hesitation and as a matter of fact 
nearly every one of the experts in that line died 
“with his boots on” because of some false move 
which revealed his fixing of the game. The jeweler 
in these days is the one who risks not only his 
property, but very frequently his life, and the 
chances are all in favor of the robbers whose attack 
is well planned and usually pulled off without 
error or much risk on their part. 

It is the work of the Jewelers’ Security Alliance 
to reduce the chances taken by the jeweler as much 
as possible, and to provide him with a remedy and 
a “comeback” after a successful attack has been 
made upon him, One of the outstanding chances 
which the jewelry trade takes is in the fact that 
such a large number of the individual jewelers do 
not avail themselves of the benefits which they 
might derive from joining this very useful organ- 
ization. 

I want to give you some idea of the great dif- 
ficulties under which both the Pinkerton Agency 
and the police are laboring in their efforts to 
capture the criminals who attack jewelers in these 
days and to recover the property which they have 
stolen. In times past crooks could readily be 
identified by their appearance; their dress, and 
their membership of various gangs who had regular 
places of resort where they could be found; also 
they were obliged to use public conveyances or 
other means to come to and go from the scene 
of their crime which gave opportunity to note their 
presence and reveal their identity. 

The coming of the automobile has changed all 
that especially as regards burglary. The actual 
burglars do not make the preliminary visit to the 
scene, and usually are not observed by anybody, 
coming late at night in an automobile, and depart- 
ing in the same way after their work is done. Even 
if the automobile is observed, it usually is a stolen 
one or has stolen license plates and does not give 
any real clue which can be followed up. 

The sneak thief and holdup man of today is a 
well dressed young fellow who might readily be 
taken for a student or business man; he usually 
lives in a good location and presents a fine appear- 
ance which would naturally put the jeweler off his 
guard. The great majority of the holdups take 
place either in the early morning when the stock 
is being taken out of the safe for display in the 
show cases or show window, or at night when 
arrangements are being made for closing the store 
and we strongly advise all jewelers to keep their 
doors locked at these times and admit no one whom 
they do not know well under any pretext whatever. 
It is also advisable never to be alone in the store 
as this is an invitation to a robber, which is fre- 
quently taken advantage of. 

It is generally known that there are in existence 
thousands of photographs of criminals and suspected 
criminals, who have been apprehended by law en- 
forcement officers throughout the world. Ycu can- 
not tell how scon one of you gentlemen will be 
called upon to examine a gallery of such photo- 
graphs for the purpose of trying to identity some 
criminal. 

Many witnesses in looking over criminals’ photo- 
graphs are confused by the large number displayed 
and hecome careless in their examination. If they 
would examine carefully each individual photo- 
graph; study the eyes, the location of the ears 
and facial expression, more* criminals would be 
identified. In a recent holdup the victims ex- 
amined galleries, but no identifications were made. 
Some two months later a band of notorious holdup 
men were arrested. Included in this band were 
men who took an active part in the holdup of the 
two who previously viewed the galleries. They 








looked exactly like the photographs when arrested, 
and their photographs had been seen and examined 
by the victims, but they could not pick them out of 
a line cf eight men. We had information that they 
were the ones who participated in the actual holdup 
and we prevailed upon the criminals to pick out the 
victims from a group of other people, which they 
did without hesitating a minute. 

A jeweler in another district was held up by two 
men and $10,000 in diamond rings taken. The 
holdup men overlooked a revolver kept by the 
jeweler in a secret place and after the holdup men 
left the store he secured his revolver, ran out and 
fired several shots at the speeding automobile in 
which the holdup men escaped. A policeman was 
attracted by the shooting. He also fired several 
shots but was unable to catch up with the auto- 
mobile. We secured information as to the probable 
identity of one of the bandits who was an ex- 
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convict and had served time in several prisons. 
Because of the fact that he had been photographed 
and finger printed, he selected that part of the 
work during the holdup that would not get him in 
contact with the jeweler—that of the driver of the 
automobile. His photograph was secured. It was 
exhibited with others who had formerly associated 
with him, to all witnesses who could be found, but 
no identifications were made. We did not expect 
the jeweler to be able to identify the driver of the 
automobile because the automobile was not parked 
directly in front of the place held up but some few 
hundred feet away, in a convenient location for a 
quick get-a-way. An automobile parked in a busy 
section, with a man at the wheel, will not ordinarily 
attract attention. It is too commonplace, so we 
did not expect to secure an identification. 

Our next move was to arrange with the police 
authcrities for assistance which was willingly given. 
They supplied an automobile and two detectives to 
work with two of our men. The only clue we had 
to the suspect was that he loitered on a certain 
corner in this large city, but fortunately on the day 
we started work we located him on this corner and 
placed him under surveillance with the view of 
learning the identity of his associates. 

Place yourself in the position of one of these 
detectives on a corner of two busy thoroughfares 
in a large city. You cannot remain with any of 
the others in a group which wculd attract attention. 
You must act natural. You must make it appear 
to those who are standing around; to the trades- 
people in the vicinity; to the traffic officer on the 
corner and to the beat officer, that you are there 
for a legitimate purrose. Now, how are you going 
to do this? You might say, it would not be dif- 
ficult to disclose your identity to some of the 
tradespeople, or to the officers, and thereby not be 
molested by them. but this is a dangerous pro- 
cedure. The tradespeople or the police officer, no 


doubt, are honest and would not intentionally do 
anything to hamper your work. On the other hand 
someone might see you talking to them and will ask 
the question. ‘‘WHo is that fellow? He has been 
standing around here for three or four hours,” The 
tradesman or the officer, believing the person who 
questioned him to be alright, might tell him your 
identity. Thus it would travel and might eventually 
reach the ears of the person you are trying to keep 
under surveillance. You must keep on moving 
about; walking into a cigar store, later to a drug 
store, and have the appearance of a person engaged 
in some business in the vicinity, but must at all 
times carefully watch the suspect or the place that 
he enters. He may be on the north-east corner of 
the intersection. You may be on the south-west 
corner. He and a companion may suddenly decide 
to enter a cab. What would you do? The police 
car necessarily would be parked a few blocks away, 
They are usually known and cannot be used for 
close surveillance except possibly at night. It would 
require a quick move on your part to get to the 
south-west corner, hail a cab and follow them. 
This must be done in a natural way, so as not to 
excite the suspicions of those standing around. We 
must always remember that if the suspect is in the 
habit of loitering on the corner, we cannot tell who 
his friends are. Any person standing there might 
be a close associate of his and if they saw a quick 
move on your part, with directions to a driver to 
follow a certain car, the chances are that you would 
only be successful the first day. 

This particular suspect visited five different large 
apartment buildings in the city referred to. He 
frequently visited a certain house in the middle of 
a long block around 5 p.m. and because all the 
houses were alike it was necessary to get quite 
clese or the suspect could not be seen when he 
left. Across the street from this house was a 
vacant apartment. We were obliged to make 
arrangements to rent this place to maintain the 
proper surveillance on the particular address in 
question. 

One of the apartments visited by this man was so 
located that it was necessary to keep constantly 
moving around—no parking was allowed in the 
vicinity and owing to certain construction work 
going on, and labor troubles, the police were active 
in keeping every person moving. Frequently, the 
suspect would come out of the different apartment 
buildings with women, take them to notorious 
restaurants having several entrances, where it was 
necessary for one man to enter with them, note 
where they were seated—if possible, get close 
enough to overhear conversations—to see whether 
or not any jewelry was passed or spoken of, etc. 
Cabs were used in nearly every instance and it is a 
difficult thing to hail a cab, direct the driver and 
ret started; all arrangements have to be made after 
the suspect has entered his cab with his party, and 
is well on his way. Then, you have the traffic 
signals to contend with. It is not advisable to 
follow a cab, unless in a heavily congested district, 
closer than a block. Frequently just about the time 
your driver gets to the next street the traffic light 
is against him and he is held up. The person you 
are following may have reached the corner’s head 
and turned west in a west'bound street. Naturally, 
the street where you are standing at is an eastbound 
street, and you cannot make a quick left hand 
turn. You must wait for the signal. Frequently 
the subject is lost this way or a taxi driver is a 
timid driver, has bad brakes and cannot keep up 
with the cab or car used by the subject. Re- 
member, you cannot leave to the driver of your 
cab the responsibility of the shadow. He must drive 
the car. It is up to you to watch the cab in which 
the suspects are riding. There are so many cabs 
tcday that look alike, that you must quickly memor- 
ize the license number so as to be sure that you 
are following the right cab. You must direct your 
driver. Reaching your destination, you must pay 
him off and at the same time watch where your 
subject goes. Supposing it is at night, which is 
frequently the case. They seldom get up before two 
er three in the afternoon and remain out until three 
or four in the morning. They enter a long block 
where street lights are few. It is difficult to 
determine the number of the house that they entef, 
without arousing suspicion. 

In this particular case, this suspect was kept 
under surveillance for a period of one month when 
we arrested him and four others. Along with them, 
four women were arrested. The jeweler positively 
identified two of the men as entering his store— 
two merchants positively identified the same two 
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men; then, by careful questioning and further in- 
yestigating, a piece of jewelry was recovered from 
a woman, who confessed that she secured it from 
the first suspect we shadowed, which positively 
laced on him sufficient evidence to connect him 
with the holdup. he driver of the car was 
identified by the owner of a garage in another 
city where he had stopped for gas; he admitted 
being implicated in the robbery after close examina- 
tion. We located the automobile used by them in 
another city and in the back thereof were several 
bulletmarks, Indicating that either the jeweler or 
the police officer, or both, were good marksmen. 
Our greatest difficulty is the failure to identify. 
It is only natural that when a person is held up, 
he is excited—he is not, of the normal state of 
mind. If you can educate yourselves to expect a 
holdup at any minute, and be prepared to make a 
mental photograph of the holdup men, it is likely 
that there will be less difficulty in capturing them, 
as in many instances they have been arrested before 
and photographs of them are in existence, The 
detective, knowing the identity of the person who 
committed the crime, finds it easier to locate him. 
An important thing to all concerned in connection 
with a loss is the effort to recover the stolen 
property. It is so seldom that the property can 
be fully recovered that it should be interesting to 
you gentlemen, to know something of the reason 
therefore. A band of criminals arranging to com- 
mit a robbery on a jeweler, select one man to get 
the merchandise and get away with it. This man 
is fully protected by his associates from the time 
he enters the store until he leaves his associates. 
In most cases advance arrangements have been made 
with a certain ‘fence’? to purchase the goods. The 
“fence” is the silent member of the band and the 
most difficult to convict under the existing laws. 
His identity is known to the one man selected only. 
When the band of criminals have completed their 
work and withdraw from the scene, even though 
it be a holdup, this man, with the goods, is dropped 
as soon as the first safety spot is reached. That 
might be two blocks from the scene, or two miles, 
depending upon the conditions, but it is reasonable 
to state that in less than an hour after the 
criminal act has been committed the “fence”? and the 
one bandit are going over the jewelry destroying 
its identity. Diamonds are removed from settings. 
Metals are melted up. Under these conditions, 
what could anyone do to recover the goods? This is 
not true in every case. We have some good cases 
where prudent jewelers have gone to the time and 
expense of putting a private scratch mark on every 
piece of jewelry in their establishment, and it has 
proven the most important thing afterwards. Many 
jewelers believe that a “trade mark’? is a means of 
identification. It is to a certain extent. It is some- 
thing placed thereon by the man who lost the 
goods, and it has resulted in the past in being a 
most important factor in the conviction of criminals. 
You will be interested to know that the sneak 
thieves who have visited Alliance members are not 
having a happy time this summer. For instance;— 
There is young George Fielder of Chicago who 
needed some ready money about a year ago so he 
called on a wholesale jeweler and looked at diamond 
tings, dividing his attention between two valued at 
$400 and $600 respectively. He asked some ques- 
tions about the exact weight of the stones and the 
jeweler left him for a moment to get his record 
book and was surprised .on coming back again to 
find that he had departed taking the rings with 
him. After a few months he needed money again 
so he called on a manufacturing jeweler this time 
and selected the mounting fcr a ring worth about 
$500 but wanted a larger stone than the one which 
was shown to him, so the salesman turned to the 
safe to get it and on coming back was surprisea 
to find George gone with the ring valued at $600 
and a loose diamond worth about $1,000. Several 
months later he went to a retail store and while 
looking at diamond rings succeeded in diverting the 
attention of the salesman for a moment so that he 
could run out of the store with two diamond rings 
valued at more than $2,000. Early this Spring he 
again called at one of the fine stores in Chicago 
and played the same trick, getting away with two 
diamonds valued at $2,300. . One of the stolen 
tings was located in a pawn shop and through this 
clue he was arrested but being employed in some 
kind of a political position he thought he had pull 
enough to get off and threatened the lieutenant, 
who examined him, with dismissal from the Depart- 
ment if he did not let up. Several of these 
victims were Alliance members and the Pinkerton 





Agency took an interest in the matter and soon 
convinced George that he would have to answer for 
his crime, whereupon he weakened; confessed all 
the thefts; told what he had done with the stolen 
property, most of which has been or will be re- 
covered, and he is awaiting trial under bond of 
$30,000 and will be prosecuted to the limit by all 
the jewelers interested. 
* * * 

In the first place think of the preventive work 
which the Alliance has been doing for years in the 
capture, conviction and punishment of thousands 
of crooks who specialized in attacks upon jewelry 
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stores and would have continued to find victims 
and pile up losses to almost an unlimited extent if 
their operations had not been suddenly curtailed by 
arrest and a sentence which kept them out of 
mischief for many years. 

One of the very useful things which the Alliance 
is doing is to record the sentence of all thieves and 
robbers who are convicted of attacks upon its 
members and protest at the proper time against any 
leniency being shown to them, either by parole, 
probation or suspended sentence, and in the great 
majority of instances these protests prove effectual 
and the robber is compelled to remain in confine- 
ment up to the end of his sentence, less only such 
reduction as is provided by law for good behavior. 

* * * 


How many of you jewelers are risking thousands 
of dollars of valuable property every day in show 
windows with nothing but a pane of glass between 
them and a prospective robber? Do you ever con- 
sider how easy it is for a thief to drive up in an 
automobile, smash your window, snatch a large 
amount of valuable property, which often is put in 
a tray and thus helps him with his work, and 
dash off again before anybody can interfere, fre- 
quently with a confederate holding off pursuers 
with a gun. You cannot expect the police to be 
always on the spot and such a robber has no 
difficulty in choosing a time when the officer is at 
some other part of his beat. This is even more 
true of a night display. 

The breaking into stores through rear doors and 
windows is a crime which is growing rapidly and 
results in Jarge lossés. How many of you have 
bars or other sufficient safeguards at these points, 
or what is a great deal better electric burglar 
alarms, which would prevent a very large per- 
centage of these attacks? These alarms are inex- 
pensive and ought to be a part of every jewelry 
store. Do you ever think of the chances of some 
burglar getting into a room over your store and 
cutting through the ceiling or through the wall of 
the store adjoining yours? It is being done fre- 
quently. 

Sneak thefts account for an extremely large pro- 
portion of the losses which occur and numerous 


crooks have adopted this means of making a living. 
It would be interesting to know how many jewelers 
are playing into the hands of these thieves by the 
neglect to have locks on the doors of their show- 
cases and show windows; by leaving openings be- 
tween the show-cases through which a thief can get 
behind them and abstract goods from the cases, 
or from shelves along the wall; how many times 
a jeweler leaves goods on the counter before a cus- 
tomer and goes to some other part of the store, 
enabling the thief to take some article or to sub- 
stitute a cheap ring for a fine one, which is not 
discovered until too late. This class of thieves dress 
well, present a good appearance and only eternal 
vigilance will enable a jeweler to avoid lossés from 
their operations. 

In ccnclusion it is my belief that if the jewelry 
trade would take more interest in learning the 
true facts concerning the difficulties. encountered, 
they would have a better understanding of de- 
tective work and would sacrifice more of their ttme 
to assisting the detectives than they do now. I 
hope that my address has given you a better un- 
derstanding of some of the obstacles met with, and 
that you. are convinced that the Alliance, which 
finances the’ work, ought to be supported by every 
jeweler in active business. 


When Mr. Groeschell had concluded 
President Brotherly emphasized the impor- 
tance of all jewelers belonging to the 
Alliance and said that membership in the 
Alliance brought a reduction in premiums 
on “block” policies which more than paid 
the cost of the Alliance dues. Mr. Smith, 
of Massachusetts, told of some good work 
the Alliance did in Boston that saved the 
jewelers there severe losses. 

Mr. Hagamann then suggested a change 
im the by-laws that would permit the elec- 
tion of the additional member of the execu- 
tive committee from the floor of the con- 
vention instead of having the office go auto- 
matically. to the retiring president. -After 
a discussion a motion to table this until 
next convention was carried. 

Charles T. Evans, chairman of resolutions 
committee, read the report of that body 
which was as follows: 


Report of Resolutions Committee 
by Chas. T. Evans, Chairman 


1. The welcome: address of Mayor Hoan was a 
message of joyful news. His statement that in 
Milwaukee the police administration is developed 
to such efficiency that crime in this City is least 
in proportion to that of any other City in the 
United States, and that burglaries are so few that 
the Burglary Insurance rates have been reduced 
greatly in Milwaukee, in contrast to the sfartling 
increase in all other large cities. In consequence 
of this hopeful experience in Milwaukee, be it 

RESOLVED: That the A.N.R.J.A. highly commend 
the City government of Milwatkee on their Crime 
and Burglary Reduction Campaign, and congratu- 
late our fellow jewelers in this City upon the en- 
viable burglary rates that they enjoy. 

* * * 


2. We have heard the recommendation of Presi- 
dent Brotherly that the A.N.R.J.A. open its mem- 
bership to manufacturers, wholesalers and importers 
of the jewelry and allied industries, and that our 
National Association be made the nucleus of an 
all-inclusive organization which will truly . repre- 
sent the jewelry industry of the United States; and 
that if this is done, the problems of our jndustry 
which cannot now be solved-by-any“oneé existing 
organization 6r branch of the trade, will Be solved 
much more effectively, efficiently and economically 
by the harmonious co-operation of all branches of 
the trade acting under the auspices of one central,; 
representative organization, be it 
' REsotvep: That we recommend this plan to our 
membership for consideration, with the proviso, 
however, that before any action is taken, the ques- 
tion shall be submitted to each State convention 
during the coming year, and if a majority of the 
States approve the change, the matter shall be pre- 
sented to the next annual convention of the 
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No. 102-M Crumb Sweeper, Nickel 
Plated, Bright Finish, Engraved 
Cover, with Octagonal Metal 
Handle—Retails at $3.75. 





No. 107-M Crumb Sweeper, Silver 
Plated, Platinum, finish, Ham- 
mered Cover design with Octag- 
onal Metal Handle—Retails at 
$5.00. 





Ne. 125 Silver Plated Acme 
Crumber, Engraved Cover, with 
Ebony Handle. This Crumber 
incorporates all the well-known 
Wilmort patented. features. Can 

be retailed at $1.75. 





It’s Harvest Time! 


The Fall Season is Harvest Time for the 


Jeweler Featuring 


Wilmort Products 


For ten years Wilmort Crumb Sweepers have 





been. steadily increasing in popularity as utility 
Gifts, until to-day no jeweler’s stock is complete 
without an assortment of these fast sellers. 


Wilmort Hollowware meets a specific demand for 
quality at popular prices. 


Be prepared to reap your share of this year’s 
harvest by featuring Wilmort Products. 


If your jobber cannot serve you, write direct for 
catalog. 


WILMORT MANUFACTURING CO. 


430 South Green St., Chicago, Illinois 





No. 5775 Casserole, 8” - Square, 
French Gray finish, all-over 
etched wild rose and daisy design, 
genuine Pyrex insert with en- 
graved cover. 
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AN.R.J.A. for final action, by a vote of the 


states. 
* * 


3. We wish to express to the Canadian Jewelers’ 
Association our sincere appreciation of the cordial 
greetings brought to our convention by their genial 
representative, Stuart H. Lees of Hamilton, On- 
tario, and to reciprocate the kindly feelings which 
his presence indicated. We also desired to accord 
our thanks to Mr. Lees for the clear, direct, and 
interesting description of the workings of the 
Canadian Jewelers Association, many features of 
which are worthy of emulation, and to assure him 





MRS. A. C. HENTSCHEL, PRESIDENT OF THE 
WISCONSIN LADIES’ AUXILIARY AND 
GENERAL CHAIRMAN 


of the valuable service he has rendered to us, as an 
association, by his presence and advice. 


* * * 


4. Resotvep: That we authorize the National 
Association to appoint a Committee that shall re- 
vise the present list of birthstones, so that the 
assignment to the months of the year of precious, 
semi-precious stones and gems shall be accurately 
based upon principles of science, ancient tradi- 
tions, and historic lore. It is recommended that 
the work of such a Committee be augmented when 
and where necessary by experts in the fields in- 
volved; that it shall be free of any suspicion of 
commercialism or self-interest, and that at the 
termination of this Committee’s studies, the results 
be submitted to a subsequent convention of the 
A.N.R.J.A. for our adoption and advocation to other 
nations. 

* * ° 

5. Resotvep that the Constitution and by-laws 
of the A.NjR.J.A. be amended so as to provide for 
a sixth territorial administrative region, to consist 
of North Dakota, South Dakota, Nebraska, Colo- 
rado, Kansas, and Missouri, and that provision 
shall be made for the election of a Vice President 
who shall preside over such region, the election to 
be made in the manner now provided for. 

o 7 * 


6. Believing that a more comprehensive knowl- 
edge of repairing will be of vast benefit in elevating 
the Prestige of any jewelry store and that it is 
Possible for any jewelry store to acquire such 
comprehensive knowledge through the medium of 
the Horological Institute of America, we again 
heartily endorse the work of this independent in- 
stitution, and commend it, without reserve to every 
Jeweler and his repair staff. We urge both the 
moral and financial support of the Horological In- 
Stitute of America 

* * * 

7, Recognizing that a great many of the jewel- 
¢rs throughout the country do not yet realize the 
saving they may enjoy by insuring in the Jewelers 





Mutual Fire Insurance €o., and that it is possible 
to save enough in premiums to pay their dues in 
the National Association by such saving, which 
privilege is open to members of the association 
only, we urge a wider publicity relative to this 
fact, and again urge members to place at least 
a part of their insurance with the Jewelers Mutual 
Fire Insurance Co., and we recommend to non- 
members to join the association that they too may 
profit by the saving afforded. 
* * ~ 
8. We feel that the action of the Sterling Silver- 
smiths Guild of America in limiting the number 
of flatware patterns has been very beneficial to both 
the manufacturer and retailer, and that action look- 
ing to the limitation of Sterling toilet-ware would 
result in the same benefits, and we urge the Sterling 
Silversmiths Guild of America to give careful con- 
sideration to this matter. 
* * * 
9. Appreciating the great benefits which have 
resulted from the information gathered by the Re- 





MRS. H. 
RECEPTION AND REGISTRATION COM MITTEE 


F, STECHER, CHAIRMAN OF LADIES’ 


search Bureau of Harvard University, we submit 
the necessity of continuing same according to the 
plans outlined at the Philadelphia convention. In- 
asmuch as it is necessary to finance this work by 
special subscription, we have repeatedly urged our 
membership to support the work by contributions; 
and we appreciate most sincerely the support ac- 
corded the proposition by many of our loyal mem- 
bers. However, the funds thus far subscribed are 
insufficient to carry this work to its completion, 
and we urge the prompt action by those in all 
branches of the trade who have not individually 
subscribed; and we also ask the state associations 
to provide in their annual budgets for substantial 
contributions to this special Research Fund. We 
further urged our members to avail themselves of 
the facilities offered by the Research Bureau, and 
to assist in making the Bureau’s reports even more 
comprehensive by annually submitting details of 
sales and expenses on blanks provided by the 
Bureau. 
* * * 

10. Conditions of the retail jewelry industry are 
such that because of slow turnover and small volume 
of sales on many of our lines, we are obliged to 
sustain a loss by reason of prevailing markups, 
and inasmuch as existing laws make it impossible 
for a trade association as such, to correct this. situ- 
ation, be it 

REsoLveD that the members of this association be 
urged to actively support the movement to pass 
the Capper-Kelly Bill through the United States 
Congress at the earliest possible moment, so that 
equitable and practical adjustments in our economic 
conditions shall be made. 


11. Resotvep, that the report of the Legislative 
Committee be approved, and that each member of 
the A.N.R.J.A. be urged to render his personal 
assistance in every way, to secure the passage of 
the new Platinum Stamping Law, both in Congress 
and in his own state. 

ReEso_vep that the Legislative Committee be re- 
quested to secure the immediate completion of 
Stamping Laws for gold, silver, and platings of 
same. 

RESOLVED that the present practices used by plac- 
ing a karat stamp on filled and plated watchcases 
be disapproved, and that the watch case manufac- 
turers be requested to discontinue same at once, 
and also 

RESOLVED that this convention go on record as 
requiring that in any new stamping laws the Karat 
mark shall not be used on other than solid gold at 
least 10 karat in quality, and if used on platings of 
any kind, it must be preceded by a decimal or 
fraction, indicating the exact amount of gold used 
in said article. 

RESoLveED that this association formulate a Code 
of correct terminologies: to be used by the retail 
jewelers which will discourage the use of misrepre- 
sentative, misleading, or false advertising of Dia- 
monds, precious and semi-precious stones, and imi- 
tations thereof. 

* * * 

12. The American National Retail Jewelers Asso- 
ciation, in 22nd annual convention assembled in 
Milwaukee, Wisconsin, recognizing the splendid 





MAAS, CHAIRMAN OF WEDNESDAY’S 
ENTERTAINMENT COM MITTEE 


MRS. EP. 


services rendered by our National officers and all 
other officials who labored so faithfully, including 
our State officers who have also worked most 
zealously for the advancement of the best interests 
of our association, do hereby express to each and 
all of these men our heartfelt thanks and apprecia- 
tion of their endeavors. Gratitude and appreciation 
is also expressed to the trade press for the 
splendid support given the association during the 
past year. Special acknowledgment is made for the 
extra publicity given the 22nd annual convention 
of our association by THE JEWELERS’ CIRCULAR. 
* * 7. 


13. We record our appreciation of the following 
for having made this convention so interesting, in- 
structive, and enjoyable: 

All speakers at the convention. 

Professor L. R. Cooley and associates for 
their kind reception and instructive address 
at the Milwaukee Vocational School. 

The Ladies Auxiliary of the Wisconsin Re- 
tail Jewelers Association. 

The Wisconsin Retail Jewelers Association. 

The Milwaukee District Jewelers Club. 

The Milwaukee Association of Commerce. 
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Feature Douglasses 


these models 


for largest holiday profits 





The nickel plated model, 
leather covered, appeals to 
many who want uglass 
features and style at a low 
price. It retails for $7.50 


HE heavy buying season 

is on; gifts are being select- 
ed; the holidays are just around 
the corner and you can make 
this season doubly profitable by 
wise selection and thoughtful 
selling methods. 


Douglass Lighters, as an ex- 
ample, are being advertised in- 
tensively. They are 
easily sold because of 
their unique automatic 
action. A new Silhou- 
ette model—thin—is 


New! Slender! The Silhou- 

ette Douglass conforms to 

the current mode. You'll find 

it one of the biggest sellers 

of the season. Prices start 
at $10 





This is the most moder- 

ately priced Douglass. In 

sturdy nickel plate, it re- 
tails at $5.00 


smoker more and thousands of 
them will get Douglasses as 
gifts this year. 


Carefully checking buying 
habits, Hargraft & Sons have 
listed three assortments in the 
nextcolumn.Thesegroupsmay 
be varied to suit your needs and, 
of course, you can buy single 
lighters in special leath- 
ers or precious metals 
for customers who 
want them. Write or 
wire Hargraft & Sons, 





extremely popular. xeywwindshicidat. Wrigley Bldg.,Chicago 


Nothing could pleasea ‘<“menis total for full information. 


All these national magazines are carrying Douglass 
Lighter advertising this fall and winter 








The Douglass Lighter 


Hargraft & Sons, Wrigley Building, Chane, National Distributors 
SPONSORED BY HARGRAFT 





These assortments 
are sure to sell 
for you 
ASSORTMENT NO.1 


Standard Models 
Retail price 
each 


3 nickel plated .... .$ 5.00 
3 nickel plated, leather cov- 


ered ba ee ee ce 
(Display board included) © 


ASSORTMENT NO. 2 
Silhouette Models 


1 silyer plated . . . . . 10.00 


1 silver plated,engineturned 106.00 
1 silver plated, leather cov- 


SREO.. 66.5.8. &. KB. o%, 0 
Standard Models 
1 silver plated .. . . . $10.00 


silver plated,engine turned 10.00 
silver plated, leather cov- 


—_— 


reg «ss se se 6 
ASSORTMENT NO. 3 
Standard Models 
3 nickel plated ... . .$ 5.00 

3 nickel plated, leather cov- 
a a 
1 silver plated .... . 16.00 


silver plated,engineturned 106.00 


silver plated, leather cov- 
Oe «ee 6s oo oe OO 


Silhouette Models 
silver plated ... . . $10.00 
silver plated,engineturned 10.00 


silver plated, leather cov- 
ae « *«& + es a» & 
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Press the trigger —there’s your light 


AUTOMA 
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The exhibitors, both at the Auditorium and 
at the Plankinton hotel. 

The Milwaukee Auditorium Company. 

The Plankinton Hotel Co., The Elgin Natl. 
Watch Co., and all others, who have in any 
way contributed toward the success of this con- 
vention. We beg to thank in special manner 
the Milwaukee Police Department for the serv- 
ice rendered in protecting the exhibits and look- 
ing out for the welfare of all attending the 
convention. 

* * * 

14. The problem of local financing for the en- 
tertainment of delegates and visitors to our annual 
conventions would be forever solved by the estab- 
lishment of a registration fee at all subsequent 
conventions and therefore we recommend that at all 
future conventions a registration fee be charged 
hy the National Executive Committee after, the 





MRS, THOMAS CHAIRMAN OF 


PLATZER, 
THURSDAYS ENTERTAINMENT COM MITTEE 


plans of the local committee shall have been pre- 
sented and approved. 
* * 

15. We have heard of the success with which 
the Baumes laws have met in the prevention of 
crime, since their passage, and with particular re- 
ference to crimes that have been committed against 
jewelers and others of the jewelry industry. We 
suggest that where possible, members of our asso- 
ciation should take steps looking toward the enact- 
ment of legislation of this or similar character in 
their States, so that the citizens’ rights of safety 
of life and property may be better assured. 

* c * 


16. The progress made by our National Jewelers 
Publicity Association and the splendid returns al- 
ready obtained with the very limited funds avail- 
able, are hereby highly commended, and this or- 
ganization heartily approves their past programs, 
and recommends that they consider on their future 
Programs a national billboard campaign on a basis 
that will enable the local jewelers to tie up their 
local billboard campaigns with it. In further ap- 
Preciation of the importance of our National Pub- 
licity, we urge all the present non-subscribing mem- 
bers of all branches of our trade to become sub- 
scribers to this fund at once. 

* * * 


17. REsoLvep, that we approve the work being 
done by the Jewelers Security Alliance and that we 
recommend to our members that they take mem- 
bership in the Alliance without delay. 


_As the resolutions were read one by one, 
discussion was called for, some slight 
changes in phraseology being suggested that 
Were adopted at once by the chairman. 





Among these was one to include the word 
“trade-mark” in resolution number 11 so 
that the association went on record as 
favoring legislation compelling all articles 
with a quality mark to also have a trade- 
mark as well. 

Joseph Mazer then asked for an additional 
resolution dealing with the “fence” or re- 
ceiver of stolen property, telling of the 
fight made by the New York World against 
those legislators in New York who had de- 
feated the so-called Fence Law last year. 
At his suggestion a resolution in favor of 
proper laws to prosecute “fences” was 


adopted as well.as one approving the fight 


made by the H’orld as follows: 


ResoLtvep: That we commend the New York 
World for its publication of the “Dishonor Roll” 
containing the names of all those assemblymen who 
failed to support the bill having for its object. the 
successful prosecution of the ‘‘fence’’ or receiver 
of stolen goods. 

“We recognize the need of the passage of such 
legislation and heartily thank the Evening World 
for its endeavors to have so desirable a law placed 
upon the statute books of the State. We hope this 
example will be followed by newspapers in other 
cities to the end that “fence” laws will become 
rational in their scope ‘and result in the entire 
elimination of the receiver of stolen goods without 
which existence hold-ups would not be. 

“RESOLVED: Further that a copy of this resolu- 
tion be forwarded to the editor of the Evening 
World, to each candidate for election to the New 
York State legislature and to each retail jeweler 
in New York State.” 


On motion of Mr. Middleton the resolu- 
tions were all adopted. 

Emil Scheer, past president of the New 
York State Association, took the chair dur- 
ing the election of officers and called atten- 
tion to the plan followed this year in getting 
suggestions for nomination from the various 
groups of delegates. Tellers were approved 
before the report of the nominating com- 
mittee consisting of Iouis Hausmann, Ray 
Stouthamer and Max Jennings. 

Mr. Hufnagel, chairman of the nominat- 
ing committee, having been called home, Mr. 
Stiles, who succeeded him, reported for the 
committee, saying that after careful con- 
sideration of all names suggested the com- 
mittee recommended the re-election of 
President Conrad Brotherly, Secretary A. 
W. Anderson, and Treasurer Charles T. 
Evans, and for regional vice-presidents sug- 
gested the following for the six zones now 
in effect: 

New England Section—H. R. Coburn, 
Manchester, N. H. 


South Eastern Section—William  G. 
Frasier, Durham, N. C. 
East Central Section—Ralph Roessler, 


Marion, Ind. 

South Western Section—Arthur A. Everts, 
Dallas, Tex. 

Far Western 
Seattle, Wash. 

West Central Section—Tinley L. Combs, 
Omaha, Neb. 

Chairman Scheer called for other nomina- 
tions. Mr. Jones moved that names recom- 
mended be accepted and the secretary cast one 
ballot for the ticket, and discussion then 
came up on his motion. 

Mr. Jessop spoke for the ticket, saying 
that he was originally a booster for Ralph 
Roessler, whom he wanted to nominate some 


Section—Albert Jones, 


years ago and would do so now but for the 
conditions which have arisen in the organi- 
zation. This related to the government’s 
action against the California Association 
which has wrecked that association and has 
involved the national association to some 
extent. This was a serious situation not 
yet settled and those who were conducting 
this fight and familiar with the facts 
should be continued in office. 

After Mr. Jessop had spoken the motion of 
Mr. Jones was carried unanimously and 


the officers elected escorted to the platform 
amid applause. 
President 


Brotherly when called on to 





MRS, OSCAR KNOBLA, MEMBER OF THURSDAY'S 
ENTERTAINMENT COM MITTEE 


speak said he had accepted the office 
originally with reluctance and had come 
here with the strict. intention of retiring. 
He told of the family reasons why he should 
retire but the nominating committee had in- 
sisted that he continue owing to the Cali- 
fornia situation and other work that had 
yet to be completed. He felt that he had 
to accept but would not have done so had 
there been any division, or had he been 
chosen by a majority vote. He told of the 
arduous work done by the retiring officers 
and thanked them for their work. He also 
thanked the convention for the high 
character of the men now elected to carry 
on with him the work of the association. 
He spoke on the sacrifice made by men who 
had to serve the association and paid high 
tribute to those who had made it. 

Secretary Anderson read invitations for 
the convention to come to Indianapolis, 
Seattle, Memphis, Kansas City and Dallas. 
All invitations were most urgent and par- 
ticularly that of Texas. 


The President of Texas association ex- 
tended the invitation in person, making a 
strong plea for Dallas. Louis Hausmann, 
representing the Louisiana Jewelers, seconded 
the plea to go to Dallas. Arthur Evarts 
also made a plea and delighted the conven- 
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Practical Course in Adjusting 


a review of the laws governing the motion of the balance and balance spring 
in watches and chronometers, and application of the principles 
deduced therefrom in the correction of variations of rate 
arising from want of isochronism, change of position 
and variation of temperature. 


Elucidated and Demonstrated 


by original experimental researches in the actual problem, showing the 
causes that are operative in the variation of rate, and leading to 
correct remedies. To which have been added chapters on 


HOW TO MAKE A BALANCE ARBOR WITH MODERN APPLI- 


ANCES; HOW TO CLEAN A WATCH PROPERLY; AND, THE 


me Re 






LEVER ESCAPEMENT—SOME CURRENT DEFECTS IN IT AND 
HOW TO REMEDY THEM. 


By THEO. GRIBI 
Price $1.50 





d JEWELERS PUBLISHING CORPORATION 
bs oT Bt i John St., New York 

















TIP-LITE 


The Aristocrat of Lighters 


Lights only when you turn it upside down 


Something New: ‘iter from 


This handsome, practical cigar and cigarette lighter 


cannot break. It’s made of Bakelite in many colors. 


There’s no switch—no button—no danger—entirely auto- 


matic in operation. 


The Ideal Gift for Everyone 


Repeat sales come quickly, for whoever sees TIP-LITE 
in homes or offices wants to own one. 
New York’s leading stores are now selling TIP-LITE. 


SEND US YOUR ORDER NOW 


Retail price $5.00 each. Dealer’s price $3.00 each in 
half dozen lots. Less than six $3.50 each. Attractive 
display card sent with each order. 


The Tip-Lite Corporation 


52 Vanderbilt Avenue, New York City 


Salesmen wanted in a few territories 
































TWO SHOWROOMS 


For your convenience we have estab- 
lished a centrally located showroom in 
addition to our regular downtown 
salesrooms wi.h our newly augmented 
stock of fine Silverware, Toiletware 
and Clocks. You will be pleased wit) 
the service and courtesy rendered at 
either address. An inspection of our 
places at this time with our recent ac- 
quisitions will be most enjoyable. 
























YEBLON & MAHLER. 


15 MAIDEN LANE-20 WEST 47th STREET 


New YorR City 
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tion with his many reasons to adopt Dallas 
as the next meeting place. 

Mr. Jessop also urged. Dallas.as did Ed. 
Little, who wanted the convention in Indiana 
and had hoped it would go to his State last 
year but had stepped aside for the Sesqui- 
Centennial celebration in Philadelphia, and 
also stepped aside to let the Wisconsin boys 
have it this year. He said they did want 
the convention in 1929 and would urge that 
1928 convention go to Dallas. Ralph 
Roessler also spoke for Dallas, which was 
chosen. 


REPORT OF WILSON A. STREETER, CHAIRMAN OF 
THE LEGISLATIVE COMMITTEE 


Your legislative committee has spent several years 
in conjunction with other trade committees on the 








SAMUEI. FELDMAN, PRESIDENT OF THE BROOK- 
LYN RETAIL JEWELERS’ ASSOCIATION 


preparation of stamping laws, and (as reported at 
Richmond and Philadelphia), we finally decided to 
endeavor to have a separate platinum law passed 
without awaiting the gold and silver sections upon 
which it has been most difficult to get the various 
trade bodi-s to agree. 


The final details of the platinum law—those re- 


ferring specifically to platinum and white gold in, 


combination—were fully agreed upon at a mass 
meeting held at the National Jewelers Board of 
Trade Nov. 4, 1926, and the law was printed and 
presented to the short session of Congress, but it did 
not reach a vote in the House of Representatives. 

Similar bills were presented to the legislatures 
of New York, New Jersey and Ilinois. Two of 
these were passed—in New York and Illinois—and 
will become operative on July 1, 1928. Your com- 
mittee will make every effort in its power to have 
the national law passed and become effective on the 
same date. 


To make sure that this law is enacted by bcth 
the Federal Congress and your State legislatures, 
it will be necessary that you as jewelers and citi- 
zens shall interest yourselves in its passage by 
consulting your Representatives and Senators. 
Don’t fail the association or neglect to take imme- 
diate action when you receive nctice that it is time 
for you to work for the passage of this law. Your 
officers cannot do this work for you, and ycu can- 
not expect those who pass these laws to do so, 
unless you explain to them the reasons why you 
require such a law, and exactly what it means to 
your industry. A small jeweler in a remote town 
frequently has more influence than the larger one, 
because he knows his Representative personally, 
and sometimes intimately. 





For the benefit of those who are not familiar with 
the new platinum law we give a brief outline of 
the standards established by it: 

A—An article consisting of at least 985/1000ths 
parts of Plat:num, Iridium, Palladium, Ruth- 
enium, Rhodium, and/or Osmium, where no 
solder is used, and 950/1000ths parts of these 
same six metals solder is used, may be stamped 
“Platinum.” 

B—An article containing the same amount as 
specified of the six metals as in section A, 
750/1000ths parts of which are pure Platinum, 
may be marked “Platinum,” but must have the 
name of the other metals used in the alloy marked 
before the word Platinum, viz., “Iridium Plat- 
inum.,” 

C—An article containing the same amount as 
specified of the six metals as in section A, 
500/1000ths parts of which are pure Platinum, 
may be marked “Platinum,” but must show the 
exact ccntent of each metals used, viz., 600 Plat- 
inum, 350 Pall., etc. 

D—An article containing the same amount as 
specified, of the six metals as in section A, that 
contains less than 500/1000ths of pure Platinum 
may not be stamped ‘“‘Platinum.” It may, how- 
ever, he marked with the name of the other metal 
in the article, such mark to show the amount 
used, viz., .650 Palladium. 

E—Platinum and White Gold in combination 
may be marked with the karat stamp, and “Plati- 
num,” provided that: 

1—The Platinum is 985/1000ths pure Platinum. 

2—The percentage of Platinum is at least 5 
per cent. of the total weight. 

3—The karat mark shall precede the Platinum 
mark, viz., “18K & Plat.”, “14K and Plat.,”’ etc. 
A further, and most important feature of this 

bill provides that where any of these qualities marks 
ate’ used on the article, the article must bear the 
registered trade mark of the maker, wholesaler, or 
retailer who guarantees the quality of such article. 

Many of these standards of this act, and the 
various legal requirements of same, have been the 
storm center of various groups, and it has only 
been possible to formulate them into a workable 
law by patient, careful study and conferences; no 
small share of success of this accomplishment is 
due to the Stamping Committee of the Vigilance 
Committee, and the Jewelry Crafts Association, to 
whom we wish to give the fullest credit. 

In conclusion, ycur committee again desires to 
call attention to the continued agitation which comes 
to it from the retail trade for better stamping laws 
for gold, silver and platings of the same metals. 
As in the past, your committee favors permitting 
those who have been working on these problems, 
completing their work, rather than starting the 
formulation of a new law cn the part of the associa- 
tion. But we do feel very stronugly that the time 
has arrived when the formulation of these laws 
should be completed, and when they should be en- 
acted. We therefore request this convention to 
adopt a resolution, requesting the various trade com- 
mittees to complete their work and present their 
laws this year. 

Respectfully Submitted, 


Witson A, STREETER, Chairman, 

Mt. Vernon, N. Y. 
Emit W. Koun, New York City. 
Wo. F. Setters, Altoona, Penn. 
RicHarp P, HartTDEGEN, 

Newark, N. J. 

Geo. A. Fatrcuitp, Bridgeport, Conn. 
Cuas. M. Banks, Wilmington, Del. 


ALABAMA REPORT 


Alabama greets you on this 22nd Annual Na- 
tional Convention, and wishes to submit this brief 
report on our activities throughout the past year. 

On June 8 and 9, the Alabama Retail Jewelers 
Association held their eighth annual convention in 
Birmingham. We had a splendid attendance and a 
very enthusiastic and instructive meeting ensued. 
It was our extreme pleasure to have had with us 
on this occasion our beloved Regional Vice-Presi- 
dent Frasier and his wife. His presence together 
with the many splendid suggestions which he gave 
us, were certainly an inspiration. 

The Alabama Jewelers regretted the absence of 
our National President Conrad J. Brotherly from 
their convention. <A letter from him, which was 
read by the secretary of the State Association dwelt 
at length upon the National Advertising movement, 
and urged ail Alabama members to subscribe to this 


* 


publicity fund. The letter met with the hearty ap- 
proval of the members of the Association. 

The Question Box, which always proves an in- 
teresting feature, was ably , handled by Regional 
Vice-President “Bill” Frasier which resulted in 
many live, interesting and profitable discussions. 
One of the questions which caused considerable 
comment and discussion was the national slogan of 
sterling silver. “IT IS STERLING, MORE 
CANNOT BE SAID.” The Alabama jewelers de- 
bating upon this subject, said that it was not a 
FAIR SLOGAN, for sterling depends upon the 
weight rather than upon the goods. Some sterling 
silver is so light in weight that it is practically 
equivalent to “tissue paper,” and in such cases 
proved to be a reflection upon the sterling silver 
guild’s national, slogan, It is a good slogan, pro- 
viding all silver was made in medium or heavy 
weights, but fnfortunately there is so much light 
weight silver sold which naturally would come un- 
der the National Silver Guilds Slogan, that the 
Alabama Retail Jewelers Association wishes to take 





P. -PETERS, OF THE BROOKLYN 


SECRETARY 
RETAIL J EWELERS’ ASSOCIATION 


the matter up nationally and see if there cannot be 
some change made, which will show the weight of 
sterling silver and its workmanship. 

We wish to make special mention, and assure the 
Gorham Silver Company of our sincere apprecia- 
tion upon the presentation of their moving picture 
showing the making of silverware and bronze. 

Before the Alabama Legislature convened in the 
early part of the spring, there was a rumor abroad 
that there would be various nuisance taxes im- 
posed, in order to derive revenue, as well as a bur- 
densome excise tax on the jewelers of Alabama. 
The Alabama Retail Jewelers Association officers 
immediately called a special meeting and raised a 
special fund with which to fight this proposed tax. 
Fortunately the proposed tax did not materialize. - 

The Alabama Retail Jewelers Association go on 
record to inviting National Association to Memphis 
for the 1928 convention. 

Respectfully submitted, 
J. L. Scuerrer, Secretary. 


REPORT FOR MAINE 

The Maine Retail Jewelers Association has for 
the past five years been confronted with the prob- 
lem of small attendance at annual conventions. 

The directors gave this problem very careful 
study and recommended changes to the Constitu- 
tion and By-Laws (a copy of which is attached 
hereto), which changes were adopted at the An- 
nual Meeting of the membership. 

In taking this action we retain the working ad- 
vantage of our State Association, and overcome 
the necessity of the large expense of the annual 
convention which is altogether out of proportion to 
the attendance. 

The Maine Association also felt in taking this 
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Diamond Balance No. 100 


Diamond Balance No. 100 | 


CAPACITY — 500 Carats 
SENSIBILITY — 1/500 Carat 


Knife edges and bearings—selected agates 


Stirrups—Nickel Silver, controlled by our improved 
Centering Device (Patented.) 

Releasing Mechanism—Fallaway type, improved pan 
arrest, which eliminates sudden jarring of knife 
edges. 

Extra pans supplied. 

Furnished with slide weight for weighing from 1 Carat 
to zero, and set of weights from 100 Carats to 
1 Carat, in covered mahogany block. 

Dimensions of Case—16%2 inches long, 9% deep, 18% 


Diamond Balance No. 101 


Similar construction to, and embodying all the 
features of our No. 100 Balance. 


CAPACITY — 300 Carats 
SENSIBILITY — 1/500 Carat 


Furnished with slide weight, and set of weights from — 
50 Carats to 1 Carat, in covered mahogany block. 

Dimensions of Case—15 inches long, 7% deep, 13% high. 

Catalogue and Price List of our full line of Diamond 
Balances and Jewelers’ Scales, sent upon request. 


Seederer-Kohlbusch, Inc. 


OFFICE AND SHOWROOM 
149 New York: Ave. Jersey City, N. J. . 
FACTORIES: 
149 New York Ave. 
Jersey City, N. J. 


23 Pine St. 
New Rochelle, N. Y. 
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“The Best for the Least’ 





PLATINUM 
MOUNTINGS 


nd 


MOUNTED GOODS 


Chains 
Pins 
Brooches 


Bracelets 
Rings 
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Call, Write or Telephone 


RUBIN & PASKOW 


Manufacturers of Diamond Jewelry 


36 West 47th St. NEW YORK 
Telephone Bryant 2994 








S.S. White G& 
Gold Alloys and Solders 
and 


Platinum Solders 


Sotpers for white, green and yellow 
gold; strong, easy flowing and hold 
their colors. @, All solders put up in 
one-pennyweight pieces, marked dis- 
tinctly to avoid mistakes at the 


bench; also marked with Trade BY 
Mark as a guarantee of reliability. 






Write for description and prices. 


THE S.S. WHITE DENTAL MFG. CO. 
INDUSTRIAL DIVISION 


152 W. 42nd Street New York, N. Y. 





FACTORY ADDRESS | 
Prince Bay, Staten Island, N. Y. 





We Buy Sweeps, Scraps and Waste Materials 
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action that they might be paving the way for a 
general New England Joint Convention. : 

The idea of a joint convention must not be in 
any way construed as a suggestion of a New Eng- 
land Jewelers Association, as the Maine Associa- 
tion would never consent to merging itself into any 
such organization, but merely a general convention 
attended by all New England jewelers. The local 
State organizations holding separate husiness meet- 
ings and conducting their affairs in the same man- 
ner as at present, with the exception of the Gen- 
eral District Convention, which would be held 
jointly. ; 

The directors of the Maine Association are sur- 
prised at the lack of interest shown in this plan 
by certain of the State organizations, as it appears 
to them that a larger convention with better and 
more speakers, and such an interesting and varied 
program as could be offered, would attract larger 
attendance and result in greater Association in- 
terest. 

Again, taking into consideration the fact that the 
area of the entire New England States is less than 
many single States, the matter of distance to travel 
to conventions need not be a hindrance. 

This report has been largely occupied with a 
statement of our position on the usbject of Joint 
Conventions for the New England Associations. 
This is due to two reasons. First, the legislative 
year was very quiet, and the Association has not 
been called upon to correct any abuses in the trade. 
Second, the idea of the joint convention is very 
popular with our membership, and any move to 
bring it about will have their hearty co-operation. 


AMENDMENT F, 
ArTICLE 3, SECTION 1 AND OTHERS 


The officers of the Association shall consist of a 
Board of ten Governors, who shall be elected by 
mail ballots, said ballots to be distributed on or 
before April 15 and returnable before May 1 of 
each year. Ballots shall contain not less than ten 
names nominated by the Board of Governors. Any 
names shall also be added upon the written request 
of ten members received by the Secretary of the 
Board not later than April 1. 

The Governors shall hold office for two years 
and shall be elected five each year. 

The Board of Governors shall elect from their 
members at a meeting held during the month of 
May a Chairman who shall also act as President 
of the Association with all powers delegated to that 
office. 

The Board of Governors shall also select a 
Secretary-Treasurer who shall act in the capacity as 
described in Article 8, Section 4, of the Constitu- 
tion. Said officer may or may not be a member of 
the Board. The Governors are empowered to make 
the selection of Secretary-Treasurer entirely outside 
the membership of the Association if deemed ex- 
pedient and shall fix compensation for such officer. 
The Board of Governors shall serve without any 
pay, but all expenses incurred by them in attend- 
ing. meetings or other business of the Association 
shall be borne by the Association. 

The Board of Governors shall exercise entire con- 
trol over all Association matters, and have all pow- 
ers exercised by the Association assembled in ses- 
sion, except the election of their own membership. 
They may, however, fill a vacancy on the Board 
occurring between regular elections. 

Any provisions in the Constitution and By-Laws 
conflicting with this amendment are hereby re- 
pealed. 


REporT FOR Missouri 


During the year of 1927 there has not been a 
great deal accomplished in the way of securing new 
members. This is probably due to the fact that 
the former secretary-treasurer was absent from the 
Sttae during the early part of the year and the 
‘cords not reaching the new secretary-treasurer 
until about the middle of the year. 

During June, July and August a direct mail cam- 
Paign of threé letters and two post cards was put 
on with the view of securing new members. This 
campaign was somewhat disappointing in that it did 
not produce the new members expected, but it did 
help to stimulate interest in some of the delinquent 
members. Our experience has been that letters and 
mail campaigns for new members will in some cases 
interest the prospects, but they put off signing up 
and sending their check. The Missouri Association 
Strongly favors the field secretary idea and is will- 
ing to co-operate in any way to work out this plan 








so that the State Associations can afford to aid in 
the financial support of some such a plan. 

At the time of making this report we have 61 
members who have paid their 1927 dues and eight 
who still owe their 1927 dues. 

Frep Sanps, Secretary-Treasurer. 


Report FoR NortH CAROLINA 


The North Carolina Retail Jewelers Association 
held its 22nd convention in Sanford, N. C., Marcn 
22 and 23, 1927. 

There were present throughout this convention 77 
members and visitors. The convention, we con- 
sider, was well attended and many matters of im- 
portance were brought out. 

It was the sense of the convention that we do 
everything possible to aid in the all-important issues 
of the National Association in the undertaking of 
the continued financing of the Harvard Research 














R. E. BRIGHAM, MEMBER OF THE NEW YORK 
STATE DELEGATION 


plan and national advertising. Committees were 
duly appointed to make every effort during the 
year to bring North Carolina up to her full quota. 

Regional Vice-President William G. Frasier was 
present and explained fully the issues of the Na:- 
tional Association and made an appeal to the mem- 
bers to give these matters their full support. 

The question of local organization was discussed 
at considerable length and it was urged that upon 
the return home of the members that they organize 
such locals in their respective cities and towns. I 
know of one town where this resolution has been 
carried out, that town is Durham; they now have 
every member of the trade in their local associa- 
tion meeting once a month, 

The Executive Committee has authorized the Se- 
cretary and Treasurer to make a pledge of $200 
for the support of the Harvard Research Fund, to 
be paid $50 annually covering over a period of 
four years. This contribution to have no bearing 
and not to conflict with any individual voluntary 
subscription or any subscription which may be 
secured by the committee whose duty it is to con- 
tinue its canvass in the interests of this fund. 

It was decided that some effort should be made 
to perpetuate the name and records of the Associa- 
tion, whereupon a committee consisting of Mr. and 
Mrs. R. C. Bernau of Greensboro were duly ap- 
pointed to write up the history of the Association 
from its beginning up to the present date and a 
copy is to be filed in the Department of History 
and Records of our State University. We would 
like to recommend this action to other associations 
who have not already done so. 

It is regretted that the Association has shown a 
slight falling off in members since our last con- 
vention. This has been caused by several going out 
of business and some few by failure. Seven new 
members were enrolled at the convention. We have 


in good standing at this writing 76 members with 
18 in arrears. 

Too much cannot be said of our Field Secretary, 
Fred N. Day, for his untiring efforts to see that 
every recognized jeweler in the State is brought 
into the Association and that every delinquent ul- 
timately pays his dues. 

The Association further goes on record in its 
most hearty approval, appreciation and gratitude 
for the efforts on the part of the National Asso- 
ciation in’ its issues. _We endorse everything they 
are attempting to do and pledge our full support 
to all its uridertakings. 

We wish to thank its most efficient and splendid 
officers ‘for their untiring efforts in behalf of the 
Retail Jewelry Business of America. ~ 

Wm. G. Frasier, Secretary and Treasurer. 


Report NEw York State ASSOCIATION 


To the President and Members of ‘the American 
National,’ Retail Jewelers’ Association: the New 
York State Retail Jewelers’ Association extend 
greetings. Their message to all Brother Jewelers is 
to stand united for the mutual protectiem and up- 
lifting of the Retail Jewelry Business. 

The past few years have proven beyond question 
the value of organization to our members and the 
trade at large. Our prosperity is largely due to 
the efforts of the American National Retail Jewel- 
ers’ Association in securing the entire elimination 
of the excise tax. So don’t neglect te pay your 
1927 Association dues. 

Next in value to the saving of the tax, is the 
valuable co-operation given us by many of the lead- 
ing manufacturers in the establishing of a sug- 
gestive resale price and distributing their ware 
through the legitimate dealers. 

The New York State Retail Jewelers Convention 
held in Buffalo, N. Y., April 25, 26 and 27, 1927, 
with headquarters at Hotel Statler, was the most 
successful convention that we have ever held. 

Fifty lines of merchandise used in retail Jewelry 
stores were on exhibition. Three hundred retail 
jewelers, manufacturers, wholesalers and their fami- 
lies were in attendance. We plan the next conven- 
tion to be held in Syracuse, N. Y., in April of next 
year, will attract more retail jewelers as we expect 
to have more sample lines on exhibition, 

We recommend that every jeweler take out a fire 
insurance policy with the Jewelers Mutual Fire In- 
surance Co., and save 40 per cent of their fire 
insurance premiums, thereby saving their Associa- 
tion dues many times over. 

It is most important that you read the trade 
journals and keep posted regarding the different 
methods of flim-flamming the jewelry trade, through 
hold-ups and pennyweighters. 

We suggest that every retail jeweler send a check 
to the National Jewelers Publicity Association, Bel- 
mont and Springfield Avenues, Newark, N. J., and 
to the Harvard Research Bureau, Cambridge, Mass. 
Also for your own protection you should be a 
member of the Jewelers’ Security Alliance. 

To Sept. 1, 202 members have paid their 1927 
dues in the New York State Retail Jewelers’ Asso- 
ciation. 

Respectfully submitted, 
CuHartes E. Sunpertin, Secretary. 


Report FoR NEw HAMPSHIRE 


We closed the year 1926 with 44 paid up mem- 
bers for the year 1926. New Hampshire Associa- 
tion, while not large in number, represents in its 
membership about 90% of all the jewelers of our 
State who are eligible as members of the National 
Association. 

We held our Annual Convention in Manchester, 
N. H., May 17 and 18, and was well attended by 
our State jewelers and others of the industry. We 
had the honor of having as our guests our National 
President, Conrad J. Brotherly, and Netional Presi- 
dent Jewelers Board of Trade, P. J. Coffey, who 
helped greatly in making our Convention a _ big 
success. 

Resolutions were adopted: Urging the support 
of the National Publicity Association. Favoring 
the continuation of the Harvard Research Work 
(for which the sum of $100 was voted at the meet- 
ing). Favoring the Capper-Kelley resale price bills. 
Urging the wearing of more jewelry by jewelers 
and their families. Favoring the combining of all 
present trade Associations for more united efforts 
in behalf of the jewelry industry. 

(Signed) A. U. Burgue, Secretary. 
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Always in Style-~ 
R 
AMEO Brooches are now the best selling item in ‘ 
New York and the demand is rapidly spreading : 
over the entire country. ‘ 
Have you a good selection? F 
We can supply you with fine, selected Cameo Brooches in onyx, " 
also carnelian shell, mounted in white gold and silver. To retail : 
from $4.00 upward. ‘ 
Send for a selection on memo, 0 
The Cameo is b 
the True “Jeweler’s Gift” CAHN & KORN BRODT, Inc. : 
of Lasting Beauty Successors to MORRIS WEIL , 
and Lasting Value. 3 37 MAIDEN LANE NEW YORK,N. Y. 
t 























SEGMAN & ABRAHAMS 


102-104 Fulton Street — | 
New York 


Manufacturers of 


Fine Diamond Jewelry 




















Build Your Business with The Factory P. Tieche 
the Aid of Fairy Stones WATCH REPAIR DEPARTMENT 


93-95 Nassau St New York 
. e 66 . e 
The kind that JUNE wore im The Trail of Will take care of all your watch repairs, furnishing new move- 
the Lonesome Pine’’ ments or new parts. Work guaranteed. Send us your repairs 
a r ‘ 4 today and we will send estimate before proceeding with work, 
They are Nature’s mysteries. No one knows what makes awaiting your approval. 


them; ‘but they are found, perfectly formed into Roman and 
Maltese Crosses, in Patrick County, Virginia. 


See teeters of Cea, “Daeg are axpeted $0 * ITALIAN JEWELRY - 
































bring great good luck to those who wear them. Filigree Silver — Florentine Silver — Venetian Beads 
Certainly they will bring good luck to the premium user CORALS—CAMEOS—MOSAICS 
who features them in his lists, for everyone is anxious to At Lowest Manufacturers’ Prices 
have a true Patrick Co. Fairy or Luck Stone. 
Write today for the interesting story that’s told of the - — FRANK (CORSI ss 
origin of these naturally-formed crosses, and for a more uying Agent for Italian Specialties 
interesting tale of the way you may profit from them. Correspondence invited. FLORENCE (Italy) 
Patrick County, Virginia, Fairy or 
Lucky Stone Co., Inc. PRACTICAL COURSE IN ADJUSTING 
BOX 1133, RICHMOND, VA. 
Dealers and Salesmen Wanted Price $1.50 


“The Traii of the Lonesome Pine’ will be produced in moving 
pictures soon. Order now. 








JEWELERS PUBLISHING CORPORATION, 11 John St., New York 
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SoutH CAROLINA REPORT 


Mr. President, Members National Retail Jewelers 
Association: ‘ 
South Carolina sends greetings to the National 
Retail Jewelers Association and begs to submit the 

following report: x ce 

The South Carolina Association | is in a healthy 
condition, but where the depression has been as 
severe as in our State, it requires hard.and earnest 
work to keep it in shape. 

While we who attend the conventions can see the 
necessity of the continuance of the work, those who 
do not go get careless about joining, particularly 
when we call for a check, no matter how small 
, I will say we have had, for the last five years, 
a good attendance at our State conventions, and 
our last, or rather this year’s convention, was very 
unusual, in this respect, that all measures sponsored 
by the officers were passed without any hesitancy, 
which was largely due to Bill Frasier being present, 
as National Vice-President. ; i 

We. are going to try joint conventions with 
North Carolina and probably with Georgia in the 
next three «years. We have accomplished some 
things. - 

First, we have a State Auction Law; rather a 
law making if legal for each city to pass auction 
laws for theirzcity. We have tried for several 
years to pass sifth a law, but were not successful 
until this year. We expect to try co-operative ad- 
vertising this fall and are doing our share towards 
the four-year program of continuance of Harvard 
Research Bureau. ; 

I really consider our State organization in good 
shape, and doing all that can be expected of a 
small state. I still hepe to be able to report at 
least 75% membership, ‘and I believe I will, when 
our State gets in better financial shape. We have 
had the seven lean years the good book speaks of, 
and are looking forward to the seven fat ones, 
from this year on. 

Respectfully submitted, 
JoHaNNES B. SyYLVAN, 
Sec. and Treas., S. C. R. J. A. 


RADIO TALK OF T. L. COMBS OVER STATION 
WTMJ ON WEDNESDAY AFTERNCON 


The retail jewelers of all America are assembled 
in Milwaukee in their 22nd annual convention to- 
day. We are here to perpetuate the traditions, the 
craftsmanship and the lore of this time honored 
profession through the channels of modern artistry 
and organization, as well as to enjoy the hospitality 
of Milwaukee, the city that is now famous for 
harmless hospitality and more safety from crime 
than any large city in America and we are sure 
happy in Milwaukee. Our annual conventions are 
the occasions for constructive conferences and com- 
mercial love feasts, for the jewelers love their 
callings and their colleagues, and, realizing their 
responsibility to the public as well as their im- 
portance to the nation and their community, they 
meet to make each other better craftsmen and more 
efficient to serve the generation of their day. 

The romance of “jewelry” is coincident with 
creation: It’s spoken of in the Scriptures; It’s 
glorified in verse and song; It links itself with 
the life and love of the Royalty as well as the 
throng. The visit of the Wise Men of the East to 
the Babe of Bethlehem in the manger made the 
very first Christmas a ‘Jewelry Christmas” and 
all down through the ages the jewelers’ products 
have been the most coveted and most treasured 
gifts known to the human family. 

But for the jeweler we would have no engage- 
ment rings, but for the jeweler we would have no 
wedding rings and but for the weddings that the 
jewelers’ rings symbolize the sacredness of, we 
would have scanty use for the baby rings that we 
love to see and love to save and show. 

What else marks so beautifully and so enduringly 
the love for mother and the esteem for father upon 
all occasions of remembrance or celebration as some 
gift from the Jeweler? 

All along the path of life, from the very cradle 
to the encasement for the grave; in all the fields of 
contest, of culture or of valor; in all the marks of 
merit, the medals of reward or jewels of apprecia- 
tion, the Jewelers art and genius supplies the token 
that befits the occasion and oft becomes the treas- 
ured heirloom, priceless and replaceless. 

But for the jewels of Queen Isabella, pawned to 








finance Columbus, America might not have been 
discovered yet and without America what would 
the rest of the world do when they wanted to bor- 
row money. Past President Arthur Everts said 
today, ‘How would the men of the world today 
get along without a collar button and how would 
the dear Mothers of olden times have gotten along 
without a thimble,’’ and the jewelers say, “How 
could the world of the past or the world of today 
follow any programs of construction or progress 
without the time pieces of the jewelers’ craft.” 

Just think folks how many, many ways the 
jeweler contributes to the dignity, artistry and 
stability of your community, just think how many 
things that you naturally go to and depend upon 
the jeweler for. and then think of how many 
things you buy from some other kind of a store 
that you really cught to buy from the jeweler, who 
devotes his life and talents to seeing how good 
merchandise he can sell you regardless of the price 
and who shares in the civic pride, the civic duties, 
taxes and responsibilities and whose name on the 
package means much to your pride and protection. 

The jeweler does not meddle with or dabble in 
other merchants lines and, therefore, he is entitled 
to have your jewelry patronage and the jeweler 
who joins in with his fellows to uphold the tradi- 
tional standard and who goes to our convention to 
get all the new ideas, is the merchant who will 
never betray your trust. 

Apparent prosperity seems to be dispelling the 
clouds of depression and out in Nebraska, where 
I come from, the farmers’ cold is symbolized by 
giant grains of wheat and oats and by ears of 
corn 12 to 18 inches long, our ‘“‘spuds” are so big 
they’re hard to dig. Our hogs and cows and garden 
“chows”’ are the envy of the world and we have 
a hen in Omaha who holds the world’s record for 
laying eggs. These and other sectional products 
over our land are the present indications of better 
times, which in turn make better feelings, warmer 
loves and more generous impulses and as we 
think of giving let us give the better things for— 


‘‘What is more highly prized by Mother, 

What is shown by Dad with more glee, 

What is cherished more dearly by Sis or 
Brother, 

By Sweetheart or friend from you or from me, 
Than a beautiful gift of Jewelry.” 


My friendly advice to all you folks who have 
been cheating yourselves out of the things you’ve 
needed and the things you’ve needed from the 
jeweler’s for several years is “get religion’ and 
make this coming Christmas a ‘‘Jewelry Christ- 


” 


mas, 


Convention Notes 


Henry Williams, president. and Ben Steelman 
arrived Tuesday night. ‘Big Ben’’ was present 
only one day but Mr. Williams remained until the 
finish. 


* * * 


S. F. Heuer, of Heuer Bros., Newark, came up 
from Chicago Thursday to see how a National con- 
vention of retail jewelers functions and was pleased 
with his visit. 

* * * 

Ben Teitelman, representing Henry Rufeisen, 
Inc., Newark, N. J., was prominent among the 
visitors but reported no sales equal to the one he 
made at the Chicago show. 


* * * 


Ralph Roessler, Marion, Ind., appeared on the 
scene rather late. showing no ill effects from his 
recent encounter with a bandit, and took an active 
interest in the convention affairs. 


* * * 


Con Dungan, dean of the jewelry trade in Chi- 
cago and manager of the International Silver Co., 
Chicago office, spent a few days at the convention 
meeting old friends and making new ones. 


* * * 


James Eppenstein, vice-president of the Illinois 
Watch Case Co., Elgin, drove up to the convention 
to help the “boys” get started with the exhibit. 
He was accompanied by Mrs. Eppenstein. 


* * * 


John Deitrich, the well-known wholesaler of sil- 
verware, Chicago, spent one day looking over the 


convention and left Edward L. Jensen, his Chicago 
representative, to take care of his interests. 
* * * 

That the sun can shine in Milwaukee was de- 
monstrated on Friday. Those who remained until 
late in the afternoon actually saw sunshine. 

* * * 


One entertainment, not on the program, came on 
Wednesday afternoon when Wm. Upmeyer, of 
Bunde & Upmeyer Co., Milwaukee, entertained 
President Brotherly and a number of other friends 
at the Athletic Club. 

* * * 

‘Artie’ (A. H.) Pisal, of the Howard division 
of Keystone Watch Case Co., was of considerable 
assistance on Thursday night when the silver mesh 
dress made by Whiting & Davis Co. was being 
shown on a live model. 

* * * 

E. P. Lindquist, recently named as general sales- 
manager of the Dirigold Corporation and to whom 
much credit is given for the success of this com- 
pany, spent one day at the convention assisting 
D. W. Bergstrom at their booth. 


* * * 


For a time it seemed the real national atmosphere 
of the convention would be lacking but W. L. 
Jones, of ‘West Virginia, arrived Wednesday night. 
He was detained attending the 100th anniversary 
Baltimore & Ohio celebration in Baltimore. 


* * * 


Archie Harte, Evansville, Wisc., and Mrs, Harte 
were among the early arrivals. Mr. Harte has 
been secretary of the Wisconsin State Society of 
Optometry for eight years and says Mrs. Harte is 
responsible for their wonderful jewelry business. 

+ 7 * 

A. T. Westlake, of Bradley Polytechnic Insti- 
tute, Peoria, Ill., and his convention chum, B. J. 
Hagamann, Chicago, arrived Sunday and were 
among the last to leave. Mrs. Westlake and Mrs. 
Hagamann came along to take care of these boys. 

— * * 

Norvert Bertl, Newark, N. J., was among the 
earliest arrivals. He brought along a large assort- 
ment of fine diamond jewelry from his stock which 
was used in the model window displays at the con- 
vention and also in the Todd Display Shade Corp. 
exhibit. 

* * * 

George Herring, president of the Associated Sil- 
ver *Co., Chicago, was well chaperoned. Not only 
Mrs. Herring, but his daughter, Helen, for whom 
one of his best patterns was named, accompanied 
him to the convention. George can never trust 
himself alone in an automobile. 

* _ » 


W. H. Galloupe—plain “Bill” to his many 
friends—of the material department of Keystone 
Watch Case Co., said he had no good reason for 
being at the convention. A convenient stop re- 
turning from Minneapolis and wanted to see his 
many friends who attend the convention. 

* * 


Gustave Keller, Appleton, Wis., could not resist 
the temptation and came to Milwaukee to enjoy the 
convention. For many years Mr. Keller was one 
of the most prominent and active association 
workers and even since he retired from the retail 
jewelry business he never fails to hear the call of 
the faithful. 

* * * 

Al Bruckner, C. H. Knights-Thearle Co., Chi- 
cago, now knows how to value his scores of friends 
in the jewelry trade. When he purchased his ticket 
in Chicago he generously left his wallet with about 
$100 in it on the ticket window ledge and only 
when his generous nature prompted a “treat’’ in 
Milwaukee did he discover his loss. Friends vied 
with one another in coming to his rescue and his 
distress was quickly alleviated. 

* * * 


Max Jennings, Saint Clair, Mich., one of the or- 
ganizers of the old Michigan Retail Jewelers Asso- 
ciation, which preceded the organization of the 
American National Retail Jewelers Association in 
Rochester, N. Y., in 1906, at which time he was 
elected president of the organization, now honorary 
life member of both the Michigan and National 
organizations, still maintains an active interest in 
the conventions. He and Mrs. Jennings are al- 
ways present. 
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You can be sure of the 
color of a B. & H. 18 Kt. 
white gold wedding ring 
blank. It’s white. It’s 
always white. Its color 
is guaranteed. A special 
manufacturing process 
prevents it from 
tarnishing. 


And B. @ H. 18 Kt. white 
gold wedding ring 
blanks are seamless, 











uniform and finely 
finished. Over a million 
wedding ring blanks 
have been sold, made 
from the B. & H. metal. 
That’s quite a record. 


Send for a sample on 
memorandum, or write 
for our salesman to call. 
You'll find our prices no 
more than those quoted 
for inferior blanks. 


I. STERN & CO. 


218 West 40th St. 


New York City 


October 5, 1927 
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Notes of the Exhibits Made During the Great 
A. N. R. J. A. Convention 














— 


HE exhibits at the 22nd annual conven- 

tion of the American National Retail 
Jewelers Association were divided this year, 
gome of them in the exhibit hall of the 
Auditorium and in the lobby between this 
hall and the convention room. Others were 
in rooms on the third and fourth. floors of 
the Plankington Hotel, convention head- 
quarters. Taken altogether the exhibits 


were more numerous than at many of the 
annual conventions and a great variety of 
shown 


merchandise ‘was including most 








HENRY F. STECHER, DIRECTOR OF EXHIBITS 
every line carried in a retail jewelry store. 
Quite a number, of manufacturers and whole- 
salers were tepfesented at the conventions 
by personal attendance only and others were 
showing their lines in other hotels which 
they visit upon their regular calls upon the 
trade in Milwankee. 

The exhibits sin the main exhibit room 
were arnazigdd fin booths arranged around 
the walls| and? fhrough the center of the 
room. , Gizes! of the individual exhibits 
ranged, frpm faysingle unit to as many as 
eight. Fojfé ing are brief descriptions of 
the exhibjts‘mhagle under the auspices of the 
stort 


neida Community 


One of the very attractive displays of the 
exhibits was that of the Onieda Community, 
Oneida, N. Y. The display was arranged 
in a two unit booth with deep blue velvet 
background in which was arranged chairs, 
floor lamps and plants. In the center at the 
back of the space was a display unit repre- 
senting a show window in Spanish garden 
effect with iron grill and small lights in the 
back. Oneida silver was shown in cases 
and on the velvet trim. Two samples of 
the new Colonial cabinets were shown in 


this window display, fitted with flatware. 
This case is very effective in design and 
coloring. An appealing feature of this case 
is that it can also be used as a sewing box 
as well as a case for silver. On each side 
of this window display was a Colonial 
table, combination of table and silver con- 





B. O’Brien, manager of the sterling silver 
factories, Wm. B. Griffin, advertising man- 
ager Holmes & Edwards, C. P. Dungan, 
manager Chicago office, H. D. Wilcox, 
Frank Thompson, E, L. Perry, Don J. Dor- 
sey, L. R: Harris, C. C. Gabel, assistant 
sales promotion manager, of 1847 factory, 








EXHIBIT OF THE ONEIDA COMMUNITY LTD. 


tainer. Tea services were shown on these 
tables. The tables are of very attractive 
early American design and one of them is 
an exact reproduction of a table in the art 
museum of New York city. The company 
was represented by H. H. Noyes, sales man- 
ager; G. Wayland Smith, director of sales; 
W. T. Earl, J. N. Milnes, of Oneida, R. R. 
Colway, Wisconsin representative and R. 
S. Hulbert, R. E. Aiken, and A. J. Led- 
with, of the Chicago office. 


International Silver Co. 


The International Silver Co., of Meridan, 
Toronto and Chicago, as usual had one ot 
the largest and finest displays at the con- 
vention. Much time and thought is put into 
the display and the result is always beau- 
tiful. This company’s display occupied a 
great deal of space at the entrance of the 
exhibit hall. The entire decoration and 
backgrounds were in royal blue velvet and 
gold. One of the features was the table 
showing the complete dinner service of 
1847” quality heavily gold plated. It was 
covered with beautiful Italian drawn work 
linen on which was placed the plates, vases, 
candlesticks, center pieces and complete 
service of Plate D’Or. On the tables around 
the entire space were arranged samples of 
the entire International line of plated and 
sterling hollow-ware and flatware. A new 
display case showing. flatware that caused 
a great deal of enthusiasm was the new 
vanity chest. The flatware is arranged on 
a velvet pad. This ._pad can be removed and 
placed in the buffet drawer and the vanity 
chest can be used in the boudoir as a make- 
up box. These come in various colors. H. 


R. F. Jacobson, I. D. Davis, Craig D. Mun- 
son, sales manager sterling silver lines, C. C, 
Robinson, Harry Hansman, Chas. Weis- 
bauer, T. J. O’Connell, represented the 
various factories at the booth. 


R. Wallace & Sons ‘Mfg. Co. 


The R.* Wallace & Sons Mfg. Co., Wall- 
ingford, Conn., and Chicago, had its exhibit 
on the third floor of the Plankinton Hotel. 
The concern displayed and featured their 
new Princess Ann sterling silver dinner 
service, as well as THe Antique pattern. 
Other articles in sterling silver were shown, 
such as flat and hollow-ware, toilet sets, and 
novelties. A large line of silver plated hol- 
low and flat-ware was also shown, and in 
the plate their Nancy Dean pattern was 
featured in their new gay lacquered trays. 
H. FE. Reich, Chicago manager was in 
charge and he was assisted by Wm. Barker, 
Ivan Ogilvie, representatives and H. A. 
Norton, salesmanager. 


Whiting & Davis Co. 
Whiting & Davis Chain Co. 

The .Whiting & Davis Co. and the Whit- 
ing & Davis Chain Co., Plainville, Mass., 
and Chicago, occupied joint space on the 
fourth floor of the Plankinton Hotel. Clif- 
ford Whiting and Frank Whiting of the 
Chicago office were in charge and enter- 
tained all comers. On the table around the 
entire suite of rooms a large assortment. of 
mesh bags were shown. Many were in fine 
sterling silver mesh, some decorated in 
Dresden enamel designs, others were in fish 
scale enamel type in both gold and silver. 
A large line of silver and gold mesh com- 
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hinations were also shown. In the Whiting 
& Davis Chain Co., display, the new straw 
pracelet sets in various colored stones were 
shown, as well as attractive stone set pen- 
dants and ear drop combinations, baby 
“necks,” rosaries, Waldemars and coin purses. 
Walls were decorated in handsome hangings 





the booth hung two rich banners on which 
the names of the companies were printed in 
silver. Cases showing many new designs 
and shapes produced by the Illinois Watch 
Case Co. were shown but the greater part 
of the booth was devoted to showing the 
elaborate line of silver holloware and nov- 




















PART OF THE BOOTH OF THE INTERNATIONAL SILVER CO. 


made of tine mesh in silver and gold and 
woven into gorgeous designs. 


J. R. Wood & Sons 


The display of J. R. Wood & Sons, New 
York and Chicago, was in charge of V. 
M. Feltus, Chicago manager, assisted by 
Wm. Berry of the diamond department, and 
W. H. Buckmaster, representative. William 
Schwab, general manager of the company, 
New York, arrived on Thursday and re- 
mained until the close of the convention. 


The booth, which was a corner booth, had 


show cases on two sides and the back of 
the booth was draped with dark blue vel- 
vet. In the show cases were shown diamond 
rings and diamond jewelry ranging from 
the most inexpensive piece to those valued 
at many thousand dollars. The most valu- 
able piece shown was a very rich brace- 
let, not large and: gaudy but beautiful of 
design. In this were mounted two large 
marquise cut, one large emerald cut and 
two triangle shape diamonds. It also con- 
tained many other diamonds of various 
size and just to add a little color emeralds 
were added. Pearls, chains and other gold 
jewelry were shown. They were featuring 
their new catalog for retail jewelers printed 
in colors and illustrating many lines in ad- 
dition to their own and furnished the re- 
tailer at a minimum cost. 


Illinois Watch Case Co—Elgin American 
Mfg. Co. 


A large double unit booth was arranged 
for the display of the Illinois Watch Case 
Co. and the Elgin American Mfg. Co. of 
Elgin, Ill. The decorations of the booth 
were of gray and red velvet with palms 
and ferns banked around. At the back of 


elties produced by the Elgin American Mfg. 
Co. An attractive feature of the holloware 
display consisted of sterling plates of dif- 
ferent sizes with a band of colored enamel 
around the rim. A very beautiful assort- 
ment of Elgin American desk clocks fitted 





this company in both solid gold and sterling 
silver, plain, engraved and enameled. Hun- 
dreds of designs were shown. The most 
outstanding feature of this line is the minia- 
ture portrait decorations. This work is done 
by two miniature portrait painters secured 
in this country and Europe. This service 
is soon to be available for special order 
work enabling a jeweler to have reproduced 
on one of these beautiful pieces the por- 
trait of any member of a customer’s family 
or loved one. James Eppenstein, vice presi- 
dent, Edward Edelstein, Walter Taylor and 
Howard Purdy were, present to represent 
the two companies. and greet the visitors to 
this booth. 


Bulova Watch Ce. 


The Bulova Watch Co., with home offices 
at New York city, and with branch offices 
at 31 N.. State St., Chicago, and Toronto, 
Canada, had a large display in an attractive 
Arabian background. In addition to its booth 
at the Auditorium the company occupied a 
suite of three rooms on the seventh floor of 
the Plankinton Hotel where guests were 
greeted and entertained. The men in charge 
of the displays were Wm. Scheibel, sales 
promotion manager from the home offices 
at New York; William Selberg, Chicago 
manager; A. L. Falk, representative travel- 
ing through Wisconsin, Minnesota and 
Iowa, and M. Sorenson, Illinois, Indiana, 
Kentucky and Iowa traveler. The large 
booth was decorated in purple and gold and 
from the purple tufted ceiling three beauti- 
ful crystal lighting fixtures were suspended.. 
Enlarged pictures of Col. Lindbergh, Cham- 
berlain and “Miss America” were arranged 
in the background on easels. Bronze 
torchers and decorated wicker furniture 





PLATED WARE SECTION OF INTERNATIONAL SILVER -CO. 


with Waltham movements was shown. 
Many of these cases were enameled and the 
movements were all eight day movements. 
The features of the Adonis watch bracelet 
were explained to visitors. It would be 
difficult to describe the line of novelties, 
cigarette cases, vanities, etc. produced by 


completed the setting. In the center of the 
large display case the smallest watch in the 
world was shown. This watch is about one 
half the size of a 10 cent piece, is 15 jewel, 
platinum and has 24 diamonds set in the 
case. The crystal on the back of the watch 
shows the wonderful construction of the 
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QUICKSET 


Patented in U. 8. and Canada 


QUICKSET RINGS ARE BUSINESS BUILDERS! 
We Guarantee They Are Easier to Set Than Thin Prong Rings 
IF YOU CAN SET THIN PRONG RINGS 


there is no reason why you cannot use Quickset Rings profitably 





No. 305—18K White No. 320—18K White No. ae Sapphire No. 260—18K White 
e ° ides e 
13.50 List 7.80 List 14.20 List 16.90 List 
15 to 60 Points 10 to 35 Points 15 to 60 Points 15 to 50 Points 


Over 200 Patterns to Select From—Send for Memorandum Package Today 


KIRCHNER & RENICH 
DIAMONDS AND MOUNTINGS 
416 Nicollet Avenue Minneapolis, Minn. 
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PLACE YOUR ORDER NOW FOR... 


FULLER'S LEGION STRAPS 


The Public is quickly realizing the advantages of Comfort, 
Appearance, Adjustability and the Sanitary features. 


The LEGIONETTE Sales have greatly exceeded our anticipations and necessitate The STROKMETER 


FOR LADIES ‘ncreasing production. Orders must be placed in advance to FOR GOLFERS 


insure your having stock on hand to meet the further demands 
which our future National Publicity Advertising will bring. 





The Perfect Watch Strap 
YOUR JOBBER IS AT YOUR SERVICE 





Established 1858 
GEO. H. FULLER & SON CO. 


CHICAGO OFFICE Manufacturers NEW YORK OFFICE 
29 E. MADISON ST. PAWTUCKET, R. I. 2 MAIDEN LANE 
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movement. Another remarkable watch was 
a man’s pocket size, in platinum, thinner 
than a silver dollar, and with 60 square cut 
diamonds around the rim and stem. The 
company also showed the exact duplicate 
ef the watches presented to Col. Chas. A. 
Lindbergh, Chamberlain, and. ‘Miss 
America,” as well as the regular line of 








to the visitors. Among the many mantel 
clocks displayed was a Gothic type case in 
bronze made by the Gorham Co., with the 
electrical wound clock. The company also 
showed the “Act of Parliament” clock. This 
is a reproduction of the 18th century crafts- 
man. It is lacquered in a rusty black back- 
ground with gold raised ornaments of singu- 





EXHIBIT OF J. R. WOOD & SONS 


platinum and diamond set watches for both 
men and women. 


The New Haven Clock Co. 

The New Haven Clock Co., with factory 
and general offices at New Haven, Conn., 
and a large attractive office and display room 
in the Clock building, Chicago, was well in 
evidence at the convention. The moment 
you came to the booth you could see the 
beautiful banjo clocks used as a background. 
The largest clock was placed in the center 
and on each side they graduated in size 
until you arrived at the smallest one. These 
are also in odd shapes and designs and come 
in either walnut or mahogany. The com- 
pany also had a large display of fine chime 
clocks in the mantel style in both tambou- 
rine and Gothic type, as well as a line of 
“Little Nifty’ and “Artlarm” clocks in 
various shapes and sizes. They featured 
their “House Beautiful” selection showing 
a clock suitable for each room in the house. 
This selection has been gotten up as a win- 
dow display for the retail jeweler. They 
also furnish photos in colors showing the 
different rooms in a home and showing the 
appropriate clock for the particular room. 
There are eight clocks in this selection. F. 
L. Bradley, Chicago manager was in charge 
of the display and he was assisted by his 
Chieago associates Julius Aschermann, Leo 
Katzman, and J. G. Shapley, northwestern 
representative, 


Sangamo Electric Co. 

The Sangamo Electric Co.. Springfield. 
Ill., had its display at the Plankinton Hotel, 
and R. A. Reiner, from the factory had 
charge of the display and was always anx- 
lous to explain the merits of the clocks 





larly happy design. The new wall clocks 
created a great deal of enthusiasm among 
the retail jewelers. These are cased in 
either mahogany or oak and have a three- 
inch second hand used by jewelers for tim- 
ing and for railroad watch inspectors. The 


Waltham Watch Co. ; 

The Waltham Watch Co., Waltham, 
Mass., was showing in its booth a complete 
line of its watches both in pocket and wrist 
styles. Also a full line of library clocks, 
wall clocks and Willards manufactured by 
the company. The exhibit was presided 
over by H. Page Brown, sales manager, 
assisted by A. A. Colvin, eastern represen- 
tative, William Martin, middle west, and 
A. Bagge, of the Chicago office. The booth 
was draped with velvet and set with wicker 
furniture. Along the front was a show case 
in which the watches were displayed. 

Towle Mfg. Co. 

Right in front of the entrance to the ex- 
hibit hall was the attractive booth of Towle 
Mig. Co., Newburyport, Mass. The silver 
products of this company were displayed in 
show cases, on display stands, and in com- 
bination table cases. The floor of the booth 
was carpeted with a velvet rug, the back 
was draped with velvet and the booth was 
furnished with inviting leather and over- 
stuffed furniture with floor lamps and cut 
flowers to ornament. In the front part was 
one of the company’s silver display cabinets 
with glass top through which the fancy 
pieces of the service may be seen. Drawers 
held the dozen pieces. 
net, the customer sits at one side and the 
salesman on the other. On a console serv- 
ing table was displayed a Seville tea serv- 


This is a sales cabi- : 


ice of five pieces and tray, an exact dupli- 


cate of the service recently presented to the 
King of Spain, and which has been gra- 
ciously received and accepted. 
of holloware were shown on a display stand 
of several shelves. 
pany in the booth were Claud Pendill, sales 


Other pieces ' 


Representing the com- . 


manager, Newburyport; A. L. Fuller, man- | 


CHICAGO 





DISPLAY OF THE WILLIAM L, GILBERT CLOCK CO. 


new movement for the striking clock was 
also on display. This shows an additional 
motor which operates the striking device. 
The use of the motor instead of a spring 
for operating the hour strike makes “rac- 
ing” impossible thus insuring an even strike. 
These striking clocks are now in process. 


ager, and C. E. Bartling, assistant manager, © 


Chicago office, and C. M. Simpson, repre- 
sentative. 


Rogers, Lunt & Bowlen Co. 


Rogers, Lunt & Bowlen Co., Greénfield, 
Mass., and Chicago, had a very attractive | 
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THE HOUSE THAT JACK BUILT 


We occupy the whole building. We are serving about half the 
Jewelers of the United States with reliable merchandise. The name of 
is known from coast to coast as a house of 
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reliable makes. 








J. H. Mednikow & Co. 
quality merchandise. 

We cater to the legitimate retail trade only—no department stores 
nor fake auction jewelry houses. 

We are today the largest and most complete Genuine Material 
House in the country. 

We handle only the Genuine Watch Material. We supply com- 
plete refills for Elgin, Hamilton and Illinois cabinets. We are head- 
quarters for the W. B. & Co. and Crown glasses, also the B. B. and 
K. K. fancy finished glasses—as well as the G.-S. unbreakable. 

We have the K. & D. and Oliver tools—complete line of R. F. Sim- 
mons products; the Bates & Bacon, Smith & Crosby, and other 


Our prices are right. 


Our motto is Quality, Reliability, and Courtesy. 


Mail Orders Solicited. New Accounts Especially Invited. Our Holiday Jewelry Stock is Most Complete. 


J. H. MEDNIKOW & CO. 


83 South Second Street, 


Memphis, Tenn. 
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RING MOUNTINGS 


No. 2175 
18 Kt. White Gold 
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Mounting 





A DISTINCTIVE CREATION 
ESPECIALLY ADAPTED FOR 
SMALL DIAMONDS 


DATTELBAUM & FRIEDMAN 


Makers of Good Rings for Over 50 Years 
1 West 47th Street, New York City 











Do you buy, sell or use gems 
and gem materials? 


This new book should be in the hands of everyone who 
has an interest in gems and gem materials. 

It describes practically every important gem and gem 
material, classifies the materials according to various prop- 
erties, includes tables of comparative gem material charac- 
teristics and gives the latest available information on manu- 
factured stones. 


Kraus and Holden’s 
Gems and Gem Materials 


By Epwarp Henry Kraus, Professor of Crystallography and 
Mineralogy and_ Director ‘of the Mineralogical Laboratory, 
University of Michigan, and Epwarp F. Hoxrpen, Late 
Instructor in Mineralogy, University of Michigan. 
222 pages, 6x9, 256 illustrations, $3.00. 
Postage Additional. 

The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems 
such as crystal forms, physical, optical and chemical prop- 
erties, formation, occurrence, cutting, polishing and naming 
of gems. 

The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Six Features of the New Gem Book 


Valuable statistics on production and occurrence. 

Full discussion of cut and polishing of gems. 

Full treatment of manufactured stones, including detailed dis 
cussions of artificial rubies and sapphires, glass imitations, 
bakelite, etc. 

4. Numerous tables of gems arranged according to various 

properties. 

5. Map showing world occurrence of gem minerals. 

6. Summary Table for ready reference. 


Order your copy to-day from 
Jewelers Publishing Corporation 
11 John Street, New York City 
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display on the fourth floor of the Plankin- 
ton Hotel. This concern featured an entire 
dinner service of its Early American pat- 
tern and displayed this in the new “High 
Boy” chest. The “Low Boy” chest held the 
Mary II pattern and this was very hand- 
some in its arrangement. George. C. Lunt, 











Wisconsin Hotel where the concern occupied 
a suite ot rooms. J. D. Grassick, the Chi- 
cago manager and Fred Clark, Wisconsin 
representative entertained visitors when 
they called. The company showed a com- 
plete line of its new Della Robbia holloware 
as well as this pattern in flatware. They 








THE BOOTH THAT SHOWED THE BULOVA WATCHES 


treasurer, and George H. Davis, salesman- 
ager from the home office and factory were 
present as well as M. J. Kelly, Chicago 
manager; H. H. Kelly, northwest represen- 
tative, and J, J. Hackett, southern traveler. 


Sheets-Rockford Silver Co. 


The first display to the right of the en- 
trance of the exhibit hall was that of the 
Sheets-Rockford Silver Co., Rockford, IIl. 
Visitors to this booth were greeted by J. A. 
Gulbrandsen, general salesmanager, assisted 
by Paul Bennet. The shelves around three 
sides of this space were covered with ma- 
roon velvet and the walls draped with lav- 
ender satin. The complete line of “Rock- 
ford Quality for 50 Years” was being 
shown, including both holloware and flat- 
ware. The flatware patterns which were 
featured consisted of the Bradford and the 
Claybourne in all the staple and fancy 
pieces. A complete service of holloware 
to match the Bradford was shown. Their 
most recent success, a line of trophies for 
all athletic events both indoor and outdoor, 
occupied prominent space and attracted the 
attention of all visitors. On the trophies, 
which consist of cups, pitchers, bowls and 
other pieces of holloware, is etched and 
oxydized designs appropriate for the various 
events. This attractive method of applying 
the etching as perfected by the Sheets-Rock- 
ford Co. enables it to apply it to either flat 
or oval surfaces. This company also main- 
tained headquarters in a suite of rooms at 
the Wisconsin Hotel where R. W. Sheets, 
“gaa of the company, presided as genial 
ost. 

The Alvin Silver Co. 

The Alvin Silver Co., Sag Harbor, N. Y., 

and Chicago, had an immense display at the 





also showed their regular line of toilet-ware 
and dinner services and a large line of plated 
flatware. 
Wm. L. Gilbert Clock Co. 
One of the most beautiful booths at the 
convention was that of the Wm. L. Gilbert 


few weeks they have been shown to the 
trade they have gone over big. The clocks 
come in various shades and colors in duco 
that will blend with any living room color 
scheme and are hand decorated in different 
period designs. 

Reliance Silver Co. 

The Reliance Silver Co., of Milwaukee, 
Wis., is a wholesaler in silver plated ware 
in both hollow and flat as well as ivory 
goods and novelties. Ed M. Wals, secre- 
tary, and J. T. Montgomery, Wisconsin and 
Minnesota representative, had charge of the 
booth and took good care of their visitors. 
The color scheme for the background was 
yellow and white. They showed a complete 
line of silverplated hollowware, salt and pep- 
pers, atomizers, white gold plated toilet sets 
in engraved and cloisonne decorated styles. 
They featured the Pageant pattern of flat- 
ware and displayed this in the beautiful wal- 
nut console table. A large: line of com- 
pacts, cigarette cases, lighters and novelties 
were also shown. 


Dirigold Corporation 

A booth lined with dark blue velvet 
formed a very good setting for the display 
of the products of the Dirigold Corporation, 
Kokomo, Ind., and Chicago.. D. W. Berg- 
strom, Chicago, represented the company 
and explained the metal from which their 
products are made. The merits of this metpl 
which are stressed are its color, its sus- 
ceptibility to high polish and wearing qual- 
ity. Dirigold metal which was first made in 
Sweden resists nearly all metal corroding 
elements, and articles made from this. are 
not plated but the same all the way through, 
A complete line of table flatware and hollow 
ware was shown. In addition samples of 
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EXHIBIT OF THE ILLINOIS WATCH CASE CO. AND ELGIN AMERICAN MFG. CO. 


Clock Co., Winsted, Conn. and 10 S. 
Wabash Ave., Chicago. N. L. Stevens, 
sales manager from the home office and 
Fred E. Bleuher, manager of the Chicago 
office welcomed visitors to the booth, and 
were kept busy showing the new colored 
line of exquisite hand decorated boudoir, 
mantel, wall and banjo styles. For almost 
two years designers and artists have. been 
busy creating these. numbers and: during the 





candlesticks, vases and trophies were .ex- 
hibited. Special attention was directed to 
a new fruit bowl and their salt and pepper 
sets. Salt will not corrode this metal. A 
complete tea service is the latest addition to 
the line. An exact duplicate, including all 
signatures, of a life membership .card’ pre- 
sented to Col. Lindbergh by one of the clubs 
in Chicago was shown. The company has 
recently received several orders from lodges 
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and clubs for life membership cards made 
of Dirigold. They report that Dirigold 
tableware is being well received in the trade, 
not alone for presentation purposes but for 
regular services. 


Seth Thomas Clock Co. 


The Seth Thomas Clock Co., Thomaston, 
Conn., featured in its booth its latest Co- 
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Hotel. More than 2,000 loose precious 
stones were shown as well as semi-precious 
gems. The concern featured the Mascot 
ring for men. This is a bethrothal ring for 
men and comes in odd cut precious stone 
sets, Among other attractions were the 
woman's engraved crystal dinner rings, sur- 
rounded by pearls and diamond set. A large 
and complete line of women’s and men’s 





SETH THOMAS CLOCK ©0.’§ EXHIBIT 


lonial reproductions in Tambours, upright 
mantels and banjo designs. Particular at- 
tention was called to the new line of four 
jewel lever escapement with compensating 
balance, strike clocks. One of the Colonial 
series, the Cambridge, attracted unusual at- 
tention. It is patterned from an early day 
Seth Thomas, and has hand-painted dial 
and lower panel. The case is of mahogany 
and stands 25 inches high. This booth was 
completely lined and draped with Monk’s 
cloth. The company was represented by G. 
Spencer Brown and R. A. Bailey, both of 
the Chicago office. 


Times Watch Co. 

The Times Watch Co., of Bienne, Switz- 
erland, and with United States distributing 
offices and service plant at 87 Nassau St., 
New York, had a display at the Plankinton 
Hotel. Attractive green cases containing 
platinum and diamond wrist watches for the 
ladies were cleverly displayed on a back- 
ground of black. Times movements encased 
in Wadsworth engraved and plain strap cases 
were also shown in white, green and yellow 
gold. One of the features of the Times 
watch is the winding stem, that is dust and 
moisture proof and will not pull out or 
break off. G. F. Connell, who makes his 
headquarters in Minneapolis and travels 
through the northwest and west as far as 
the Pacific Coast, had charge of the display. 

The Leo Jewelry Co. 

The Leo Jewelry Co., Buffalo, N. Y., had 
excellent representation at the convention. 
Leo M. Levy and Ben Tannanbaum were in 
charge and always ready to assist visitors in 
looking at the display at the Plankinton 


ers and material assortments. 


aquamarine, sapphire, emerald and ruby set 
rings were also displayed. 
Wm. F. Gollberg Co. 


William F. Gollberg Co., wholesaler of 
materials and supplies, located at 209 Wis- 
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Gollberg, president; William J. Kilb, vice- 
president, and L. C. Beck, secretary-treas- 
urer, represented this firm at the convention 
and looked after their display. 


Koch’s Patented Lamp Shade Co. 

Koch’s Patented Lamp Shade Co., Minne- 
apolis, Minn., attracted the jewelers to its 
display rooms at the Plankinton Hotel. The 
lamps with their beautiful various shaped 
shades in parchment, oil painted with at- 
tractive decorations and colors rotated on 
different colored bases. The slogan “Make 
the Passer Buy” was well in order. F, M. 
Schouweiler, from the home office and fac- 
tory was in charge. 


Kirchner & Renich 

Kirchner & Renich are prominent manu- 
facturing jewelers of Minneapolis, Minn. 
They showed their complete line of mount- 
ings and diamond set rings and brooches in 
platinum, white, green and yellow gold. They 
featured their new patented “Quick Set” 
mountings. This was originated by E. A. 
Kirchner, a member of the firm. Any flat 
top ring in either men or ladies’ style can 
be made into a “Quick Set.” Many of the 
rings were shown in window display fix- 
tures exhibited by the Roy Mfg. Co., of 


Chicago. E, A. Kirchner and R. S. Belter, 
Wisconsin, northern Michigan, Iowa and 
southern Minnesota representatives, had 


charge of their display at the Plankinton 
Hotel. 
Electric City Box Co. 

The Electric City Box Co., Buffalo, N. Y., 
also had a display at the Plankinton Hotel. 
This concern manufactures and imports vel- 
vet and leatherette boxes and window dis- 
plays. In its display the concern showed all 
the new colors in various shaped boxes, and 





BOOTH OF THE WALTHAM WATCH & CLOCK CO. 


consin Ave., Milwaukee, Wis., displayed its 
complete line of jewelers’ needs. The con- 
cern showed a fine line of window displays, 
as well as boxes for display purposes, brace- 
lets in’ both leather and metal, cigar light- 
William F. 


featured a genuine mother of pearl ring 
box. Leon B, Strauss, the middle western 
representative, had charge. 
O.:H. Bingenheimer : Co. 
O. H. Bingheimer Co., of the Enterprise 
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building, Milwaukee, Wis., wholesaler of 
jewelers’ supplies, was well represented at 
the display at the Plankinton Hotel by A. 
F. Weckerle, Wisconsin and northern Michi- 
gan representative. This concern showed 
an immense line of gay colored display 
boxes, window displays, bracelets, steel 





well located at the left of the entrance. The 
company displayed a complete line of rings, 
diamond and precious stone sets in fancy 
and plain mountings as well as a fine line of 
dinner rings. An attractive line of watches 
for both men and women, white gold and 
platinum brooches, and a large line of attrac- 








EXHIBIT OF THE SHEETS-ROCKFORD SILVER CO. 


beaded bags for women, supplies and ma- 
terials. The company featured the War- 
wick watch for women and men. 


The Dowd-Rodgers Co. 
J. C. Dowd & Co. 


The Dowd-Rodgers Co. and J. C. Dowd 
& Co., Wallingford, Conn., and New York 
city, exhibited jointly in a suite of rooms 
on the third floor of the Plankinton Hotel. 
L. B. Sanders, their northwest representa- 
tive, had charge of the displays. The 
Dowd-Rodgers Co. manufactures a high 
grade line of silver-plated hollow-ware. 
They displayed their popular-priced line of 
sugars and creamers, water pitchers, flasks, 
salts and peppers and novelties. J. C. Dowd 
& Co. manufacture ivory goods, and they 
showed their new manicure racks, in pearl 
and ivory combinations in jade, blue, pink 
and maize colors. They also showed a com- 
plete line of atomizers, dresser sets, toilet 
sets, handy-kit equipped with manicure 
pieces, boudoir clocks, vanity cases, men’s 
sets and shaving stands. 


E. & J. Bass, Inc. 


E. & J. Bass., Inc., with home offices and 
factory at New York, exhibited their large 
and attractive line at the Plankinton Hotel. 
‘Harold Charmack, well known to the trade 
through the entire middle west, was in 
charge. On display they had a line of silver- 
plated hollow-ware, atomizers, jeweled toilet 
sets, dresser sets and photo frames in sil- 
ver and gold finish, flasks, toilet sets in 
cloisonné, glass table ware in rich gold band 
decorations, and novelties. 


Boszhardt-Possin Co. 


Boszhardt-Possin Co., wholesale jeweler 
at Milwaukee, Wis., had an attractive booth, 


tive necklaces was shown. Several sets of 
decorated Pyralin Ivory were shown and sev- 
eral styles of the Sangamo electric clock. 
The booth was beautiful in its orchid and 
green decorations and the green and red 
wicker chairs completed the background. A. 
C. Possin, a member of the firm, was at 


Robeson-Rochester Corp. 

The Robeson-Rochester Corp., manufac- 
turer, Rochester, N, Y., was well represented 
at the convention by H. N. Brown, middle 
western representative. This concern dis- 
played a large line of their Royalite, hand- 
decorated, heat-proof china. Many of the 
interesting pieces were percolators, nickel 
trimmed casseroles, pie plates and sugar and 
creamers. The corporation also displayed a 
large line of nickel trays, percolators, waffle 
irons and other table appliances, decorated 
in either ivory or blue caseine handles. Moss 
green velvet made a beautiful background 
for this attractive display. 


Kuesel Bros. Co. 

The Kuesel Bros. Co. is a wholesaler of 
clocks and silverware, with headquarters at 
Milwaukee, Wis. A. C. Kuesel was always 
about the booth to welcome out-of-town re- 
tailers, and he was ably assisted by the 
traveling representatives, S. T, Whitnall and 
C. Wittbrot. This concern featured a large 
line of imported’ chime clocks in the tam- 
borine and upright styles, as well as a com- 
plete line of banjo, alarm and bungalow hall 
clocks. 

A. Axt Co. 


A. Axt, of A. Axt Co., Milwaukee, dia- 
mond importers, represented his company in 
room 409 of the Plankinton Hotel. This 
company handles only loose diamonds, and 
while he had no display in his room was 
prepared to show those interested an assort- 
ment of loose diamonds valued at more than 
$500,000. 

Farber Bros. 

One of the large displays in rooms at the 
Plankinton Hotel was that of Farber Bros., 
New York. Glen S. Dennis, Chicago rep- 





BOOTH OF THE S. 0. BIGNEY CO. 


hand all of the time to greet the many visit- 
ors, and he was assisted by L. H. Gollberg, 
who represents this firm, through southern 
and part of northern Wisconsin, and R. F. 


Weckerle, northern Wisconsin and Lake 
Shore’ district representative of the 
company. 


resentative, was in charge of this large ex- 
hibit of plated hollow-ware, etc. The line 
is complete in trays, platters, bowls, pitchers, 
vases, comports, trophies, candlesticks and 
servers. These were of various finish, 
bright, satin, plain and hammered, and with 
raised ornaments. A number of the largest 
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and finest pieces were shown in gold plate. 
Several designs of picture frames were 
shown. A very attractive item in this line 
is their toilet sets. These are finished both 


in dark silver and gold plate and are set 
with jewels of many colors. 








boxes, bracelets and general line of jewelers’ 
supplies. The company featured its own im- 
portation of women’s and men’s watches, 
known as the Marshall. Lewis DeHart, 
sales manager; Gus J. Brauer, assistant sales 
manager; A. N. Harrod, Wisconsin traveler, 








TOWLE MFG. CO.’S EXHIBIT 


Otto Young & Co. 


Otto Young & Co., Chicago, were repre- 
sented in the exhibit hall by H. J. Eberie, 
who calls on the trade of this section and 
the territory immediately around Chicago. 
In their booth Mr. Eberle was showing a 
very complete line of American and Swiss 
watches, French steel bead bags and novel- 
ties consisting of lighters, compacts, ciga- 
rette cases, etc. The decorations of this 
booth were carried out in rich dark blue 
velvet. 

S. O. Bigney Co. 

Robert Sherman, middle western repre- 
sentative for the S, O. Bigney Co., Attle- 
boro, Mass., was in charge of the display. 
The background for this display consisted 
of white and purple arranged in sun ray ef- 
fect with palms and ferns tastily arranged 
about the booth. A complete line of Bigney 
products were shown, including chains, 
knives, buckles, bracelets, “Wéindshield” 
lighters, watch straps and personal novelties 
for men and women. The watch strap, an 
expansion metal strap, equipped with the 
aeroplane hook, which fits all sizes of watch 
lugs, was featured as was the famous Bigney 
soldered Boston link chain. 

Norris, Alister-Ball-Bridges Co. 

Norris, Alister-Ball, Bridges Co., whole- 
sale jeweler, occupying the 10th floor of the 
Garland building, Chicago, was represented 
at the convention by W. E. Ruthhart and 
Ed Boes. The company showed a large line 
of Ball watches, as well as the Cyma watch, 
and complete line of diamond rings. 


C. & E. Marshall Co. 


The C. & E. Marshall Co., of Chicago, 
was on hand with an attractive display of 
its drapery materials, window display sets, 





and M. M. Staley, Minnesota representative, 
were in charge of the booth. 
Herman Tautz 

Herman Tautz, Milwaukee, Wis., showed 

his line of window display fixtures. These 

are made in nickel, and come in individual 

stands, as well as racks for the displaying 


interesting display. He showed a complete 
line of clocks, in the mantel, boudoir, alarm 
and wall types, as well as a nice line of 
women’s and men’s strap watches. My 
Mench, who travels Wisconsin, northern Il. 
linois, upper Michigan and southern Minne. 
sota, greeted his many friends when they 
visited his booth and presented each Visitor 
with a pound of cheese manufactured in his 
home town. He was. assisted by his wife. 


Harper J. Ransburg Co. 


The Harper J. Ransburg Co., Indianapolis 
Ind., had one of the largest and finest dis. 
plays at the convention, Harper Ransburg 
who is known by almost every jeweler in 
the country, was a busy man welcoming the 
visitors. He was ably assisted by George 
F, Smith, representative. The entire booth 
was decorated in white, which made a beauti- 
ful background for the handsome merchan- 
dise shown. Some of the interesting items 
shown were bridge sets in different colored 
glass, refreshment sets in two tones, show- 
ing the handle and cover of the pitcher, as 
well as the coasters and sippers in a darker 
shade than the glasses and pitcher, giving it 
a striking contrast. The company featured 
its Goldenrod and Springgreen stem ware 
line. The Goldenrod is in light and dark 
amber, and the Springgreen in a delicate 
rose and green. A large line of cut stem 
ware, as well as a complete table service, 
was shown, and any number of off-pieces, 
such as jeweled ware, vanity dresser sets, 
bonbons, console sets, wall pockets, vases, 
ladies’ cigarette sets, candles, and a com- 
plete line of the new Arte’ Venenzia deco- 
rated tableware. Gay-colored trays, with 
imported butterflies, mildweed and_ wild 
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of chinaware, bread trays, etc. Herman 
Tautz was at hand all the time and he was 


assisted by his daughter, Mrs. E. Tautz 


Wallact. 
E. C. Mench & Co. 


E. C. Mench & Co., Beaver Dam, Wis., 


wholesaler of clocks and watches, had a very 


flowers under the glass, were shown, as well 
as hand-embroidered, needle-point centers 
for trays. These trays come in all sizes. 


Hardware Mutual Casualty Company 


The Hardware Mutual Casualty Co., Ste 
vens Point, Wis., were well represented a 
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the convention by John B. Pfiffner, Milwau- 
kee branch manager. This concern co-op- 
erates with jewelers throughout the country 
on casualty, automobile and plate glass in- 
surance. 
National Jewelers Mutual Fire Insurance Co. 
The National Jewelers’ Mutual Fire In- 
surance Co., Neenah, Wis., sponsored by the 
American National Retail Jewelers’ Associa- 
tion, had headquarters at the convention. 
Policyholders in this company, while having 
the utmost safety and surety, enjoy a saving 
of about 40 per cent. in cost of annual pre- 
miums. 

Benjamin Allen & Co. 
Benjamin Allen & Co., wholesale jewelers 
at Chicago, occupied a suite of rooms on the 
fourth floor of the Plankinton Hotel. J. F. 
Wadelton, sales manager, and P. L, Pendle- 


a 





A. Hirsch & Co. 

One of the most extensive lines of watches, 
both American and Swiss, was shown by A. 
Hirsch & Co., Chicago. Herman Hirsch, 
vice-president, and Samuel Newman, repre- 
sentative for Wisconsin, Minnesota and 
northern Michigan, represented this watch 
house of Chicago at the convention. The 
display was shown in a showcase across the 
front of the booth, which was draped, in the 
back and on both sides, with rich velvet. 
Two items being featured by this company 
were their line of Hirco watches, their own 
importation, and the new enameled sautoir 
watches. A very attractive line of desk 
clocks in assorted cases was also shown. 


Mulholland Silver Co. 


The Mulholland Silver Co. Aurora, III, 
was represented by J. H. White, president, 





DISPLAY OF THE HARPER J. RANSBURG CO. 


ton, Wisconsin representative, had charge of 
the display. They showed a large and com- 
plete line of Hamilton pocket and strap 
watches for the men and wrist watches for 
the women, watch bracelets in leather and 
gold plate, as well as stone-set flexible brace- 
lets ; cigar lighters, cigarette cases, Waldemar 
chains, plain and stone set cameo brooches, 
mosaic jewelry, rosaries, clocks and novel- 
ties. A large and complete line of mount- 
ings and diamond set rings and jewelry was 
also shown. A complete line of La Tusca 
pearls, showing the new styles, were on dis- 
play and this was in charge of J. M. Ritter, 
Chicago manager for the Karpeles Co. 


United Jewelers of New York 

The United Jewelers of New York, known 
as the Hallmark Jewelers, had an attractive 
display at the Plankinton Hotel. They 
showed a complete line of ladies’ and men’s 
Strap watches, pearl necklaces, cameos, 
brooches of all descriptions, Waldemar 
chains, cuff-links, cigar lighters, bracelets 
and diamond set jewelry. A large line of 
silver-plated hollow ware was also shown. 
C. P. Donahue, eastern representative, and 
John H. Kohler, western traveler, were in 


“charge. 


and Everett Baker, Aurora. This company 
had a very attractive and inclusive display 
of hard metal silver-plated hollow ware. 
The line consisted of all table pieces, plat- 
ters, dishes, bowls, plates, pitchers and, in 
addition, candlesticks, vases and cocktail sets. 
In addition to the regular silver-plated line, 
they had on display a large number of pieces 
for the table,-which were heavily plated with 
gold. 
Associated Silver Co. 


George Herring, president of the Asso- 
ciated Silver Co., Chicago, was present to 
greet the many friends of Yourex flatware. 
No attempt was made toward an elaborate 
display. He was showing two complete 
chests of their most recent successful pat- 
terns, Lady Washington and Lady Frances. 


Swartchild & Co. 


C. A, Feuer, Wisconsin and northern 
Michigan representative for Swartchild & 
Co., Chicago, was in charge of the display 
made for this company. The background of 
this booth was arranged of assorted samples 
of jewelers’ drapery cloth in a variety of 
colors, A line of boxes, watch-glass assort- 
ments, display fixtures, and specialties in ma- 


terials and tools were shown. Mr. Feuer 
was calling particular attention to the Rosen 
Bros.’ fancy shape watch-glass assortment 
and the Speedster grinder for sizing odd and 
fancy shape watch-glasses. 


Todd Display Shade Corp. 


Frank M. Todd was present to personally 
demonstrate the “Sparklerite.” From the 
top of a booth representing a jeweler’s show 
window, lined with black velvet, was hung 
a Sparklerite unit, manufactured by the Todd 
Display Shade Corp., of Bridgeport, Conn. 
Mr. Todd claims that this is the greatest 
improvement in jewelry display lighting ever 
advanced and its merit was evident from the 
attention it received by all visitors. With 
the six lights revolving in the Sparklerite 
life is given to the diamonds displayed. 


S. Wechter Co, 


One of the most extensive displays of 
rings and mountings shown at the conven- 
tion was made by S. Wechter Co., Chicago. 
Nander Wechter, of Chicago, and Lawson 
Jaffe, middle western representative, were 
present to greet visitors. In the front part 
of the booth was a showcase in which was 
arranged the rings and mountings, and the 
back of the booth was draped with gold 
color velvet. Platinum mountings, fancy 
diamond rings, wedding rings, fancy stone 
rings, brooches and pendants were shown. 
In addition to the platinum mountings and 
jewelry, this company had on display more 
than 1,500 samples of white gold ring mount- 
ings, 


Protex Cerporation 


An exhibit which was of interest to many 
jewelers was that of the Protex Corporation, 
Chicago. In their booth in the lobby they 
had a safe door showing how a door is 
wired to set off tear gas when either the 
lock is tampered with or the door is drilled. 
They also demonstrated other tear gas appli- 
ances for different parts of a store. 


The Window Displays 


The educational window displays which 
were shown each day at a specially con- 
structed booth at the side of the stage of the 
convention hall were in charge of John 
Drake, the executive secretary of the Na- 
tional Jewelers Publicity Association. Each 
day the display was changed and a dif- 
ferent line of merchandise exhibited. 

Tuesday morning there was a typical dis- 
play of silver plated flatware supplied by 
the International Silver Co., while the after- 
noon display showed silver hollow ware. 

Wednesday morning was a diamond win- 
dow with merchandise supplied by J. R. 
Wood & Sons, while in the afternoon the 
window was given over to watches. The 
articles in this display were products of the 
Elgin National Watch Co., Waltham Watch 
Co., Bulova Watch Co., Seth Thomas Clock 
Co., and A. Hirsch & Co. 

Thursday’s. window was given up to 
sterling hollowware furnished by members 
of the. Sterling Silversmiths Guild which 
illustrated the window trim talk of Mr. 
Pendell, sales manager of the Towle Mfg. 
Co. 
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Death of T. F. Hathaway 


Pioneer Watch Case Maker and General 
Superintendent of Illinois Watch 
Case Co. Passes On 


Earn, Ill., Sept. 28.—Today T. F. Hatha- 
way, for 36 years an employe and executive 
of the Illinois Watch Case Co., terminated 
an exemplary career in death. Mr. Hatha- 
way succumbed at his home, 850 N. Spring 
St., at 7:30 o’clock this morning from the 
effects of a heart attack which culminated 
two years of failing health. 

Just two weeks ago Mr. Hathaway had 
started on his vacation, and had made plans 
to follow his favorite hobby, angling, in 
Green, Lake, Wis. Slight indisposition com- 
pelled him to alter his plans for the fishing 
trip and remain at home. His condition 
the past week, however, had not caused alarm 
among members of his family or close 
friends. Early this morning he remarked to 
Mrs. Hathaway that he was feeling fine, and 
just a few minutes later the fatal attack 
occurred. 

Thomas Floyd Hathaway was born in 
Brooklyn, N. Y., in 1862, and had been 
intimately identified with the watch case 
industry from early boyhood, following di- 
rectly in his father’s footsteps. He was first 
employed by the Joseph Fahys & Co., New 
York, about 50 years ago, and after working 
for several years with different concerns in 
the east, came to Elgin in 1891 to become 
associated with the Illinois Watch Case Co., 
then in the stages of initial organization. 


Mr. Hathaway held various positions in 
the Elgin plant advancing steadily, and 25 
years ago he was appointed to the responsible 
post of general superintendent, an executive 
office which he had since filled with consum- 
mate skill and unfailing ability. 

Business associates, from executives of the 
Illinois Watch Case Co. to employes at the 
bench, friends about the city, and acquain- 
tances, joined in expressing a most sincere 
tribute to Mr. Hathaway’s memory. He was 
an outstanding executive, a true friend, a 
man of unusual character, and above all a 
gentleman, they said. 

Company officials declared that Mr. Hatha- 
way enjoyed the good will of their entire 
organization possessed a lovable disposition 
. which made him a personal favorite, and 
had always been most amiable in his contact 
with employes. 

Mr. Hathaway was a recognized pioneer 
in the watch case trade, enjoying a national 
reputation in this respect. He was a master 
watch case craftsman, and his 50 years of 
close association with the industry had won 
for him the title of an authority in the trade. 

By nature, Mr. Hathaway, was of a re- 
tiring disposition, had always applied him- 
self closely to his business, and had never 
taken an overly active part in the civic 
and social life of the community. He was 
a .member of the First Congregational 

Church of this city. 

’” He is survived by his widow, Helen Bowen 
Hathaway, two brothers, W. H. Hathaway 
of Nutley, N. J., Charles Hathaway of New 
York, N. Y., both engaged in the watch 
‘ ease industry, and two sisters, Mrs. Charles 
Tennant of Brooklyn, N. Y:, and Hattie, of 
* Brooklyn, N. Y. There were no children. 
Funeral services, it was announced this 
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afternoon, will be held from the Norris 
chapel Friday afternoon, Sept. 30, at 2 
o’clock, the Rev. Paul H. Yourd of the 
First Congregational Church officiating. In- 
terment will be in Bluff City Cemetery. 

Doors of the Illinois Watch Case Co. will 
remain closed throughout Friday afternoon, 
the following notice having been posted: 

“As a mark of respect to our highly 
esteemed and much beloved friend, Mr. T. 
F. Hathaway, this factory will suspend all 
ceperations during the entire afternoon on 
lriday, September 30.” 








Death of J. W. Haller 


Head of Monet Co., Providence, R. I., 
Had Been Ill for Six 
Months . 


Proviwence, R. I., Oct. 1—Joseph W. 
Haller, head of the Monet Co., manufactur- 
ing jewelers at 21 Eddy St., died at his 
home, 34 ~Adelaide Ave., on Thursday 
morning and in accordance with orthodox 
custom was buried at 2 o’clock that after- 
noon at Lincoln Cemetery, funeral services 
being conducted by Rabbi Morris Schuss- 
heim of Temple Beth Israel. He had been 
ill for more than six months. 

Mr. Haller was born in Austria on Nov. 
1, 1879, the son of Max and Anna Haller, 
and came to this country as a young man. 
Soon after coming to Providence he was 
employed as a benchhand in several manu- 
facturing jewelry establishments and later 
acquired interest in several small manufac- 
turing concerns. Some six or eight years 
ago he started in business for himself on 
Franklin St., but after a few years his health 
failed and he was forced to sell. 

About three years ago he again started 
in business at the Monet Co. at 21 Eddy 
St. and had developed a considerable business 
when illness caused his confinement at 
home. He is survived by his widow and 
one child, together with his mother, brothers 
and sisters. 











Death of Morris S. Stern 


Morris S. Stern, brother of Louis Stern, 
of L. Stern & Co., importers and cutters of 
diamonds and makers of diamond jewelry, 
48 W. 48th St., New York, and traveling 
representative for the concern, died sud- 
denly on Thursday, Sept. 27, at his home 
536 W. 111th St., New York. The remains 
were laid at rest last Friday in Mt. Lebanon 
Cemetery, Long Island. 

Mr. Stern was born in Poland about 47 
years ago and came to this country as a 
boy. For many years he was engaged in 
business on his own account, operating as 
M. S. Stern & Co., manufacturers of dia- 
mond jewelry. About 14 years ago he be- 
came affiliated with his brother’s concern, 
L. Stern & Co., which house he has repre- 
sented since in the south and on the Pacific 
Coast. Mr. Stern was planning another 
business trip when he was stricken on Tues- 
day evening of last week, and passed away 
one hour after complaining of feeling ill. 

Deceased is survived by his widow, two 
daughters and two sons. 








Joseph A. Bollter is engaging in the 
jewelry business at Manitowoc, Wis. 
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Death of D. D. Sullivan 


Prominent Fargo, N. Dak. Jeweler Passes 
Away at His Home 


Farco, N. Dak., Sept. 28.—D. D. Sullivan, 
61, who had been engaged in the jewelry 
and optical business in Fargo for the past 3] 
years and was widely known throughout the 
northwest died at his home Sept. 24 from a 
stroke of paralysis. Mr. Sullivan became 








THE LATE D. D. SULLIVAN 


ill July 17th when a blood clot formed in 
his brain. 

As president and general manager of the 
D. D. Sullivan Jewelry Co., Mr. Sullivan 
took a prominent part in the development of 
the business in the State. He organized and 
was a member of the first State board of 
optometry in North Dakota and was a past 
president of the State association of 
optometrists. He held patents on several 
inventions for lenses and optical instruments. 

Mr. Sullivan was born in Port Huron, 
Mich. With Mr. Sullivan at the time of 
his death were his wife, Miss Kathleen 
Sullivan, his daughter and a brother and 
sister. 

Mr. Sullivan was a charter member of 
Fargo Council, Knights of Columbus and 
was a member of the Elks and A. O. U. W. 








Scores of retail jewelers of Philadelphia 
and vicinity were callers on Roy Williams 
and Mr. Tomlinson, who last week conduct- 
ed an exhibition in the Benjamin Franklin 
Hotel, in that city, of the latest products of 
the International Silver Co., Factory E, at 
Meriden, Conn. The most interesting fea- 
ture to the retailers was the new “lift-out 
boxes,” the silver sets being contained in 4 
handsome tray, leaving the box available for 
a vanity or make-up purpose. Each box 's 
adorned on the top with a painting by Benda 
in Watteau style, adding to its charm. 








rs 
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Last Honors Paid 


Funeral Services for Joseph G. Reynolds, 
Veteran Jeweler, Held at Wick- 
ford, R. I. Church 


Provinence, R. I., Oct. 1.—Funeral ser- 
vices for Joseph G. Reynolds, an old-time 
journeyman jeweler, salesman and manu- 
facturer and for more than 40 years treas- 
urer of the Wickford Savings Bank at 
Wickford, R. I., who died at his Summer 
home on the Narrow River, at Narragan- 
sett, R. I., in his 75th year, were held last 
Friday afternon from the Wickford Baptist 
Church and were largely attended. 

Born in Wickford, the son of the late 
Captain Stephen B. and Harriet G. Rey- 
nolds, Mr. Reynolds had his early educa- 
tion in the public schools of his native town 
and later in the Friends School in this city 
and then took a business course at the Bry- 
ant & Stratton Business College. For four 
years he served an apprenticeship with J. 
W. Richardson & Co., manufacturing jew- 
elers in this city, and for several years was 
recognized as one of the most expert work- 
men on emblems in the trade. In 1873 he 
went to New York city as a salesman for 
Vogel & Reynolds, dealers in glass goods. 

After a few years he returned to Provi- 
dence and after conducting a manufactur- 
ing jewelry business for himself for some 
three years became associated with the 
manufacturing jewelry firm of O. C. Dev- 
ereaux & Co., leaving the latter to return 
to Wickford to become secretary of the 
Wickford Savings Bank, of which he be- 
came treasurer in 1887. 

He is survived by his widow, whom he 
married in 1919, and three children by a 
former wife. 











Joseph Devlin, North Attleboro 
Jeweler, Killed in Automobile 
Accident 


Nortu AtTLesoro, Mass., Oct. 1—Joseph 
Devlin, a well-known journeyman jeweler 
employed by the W. G. Clark Co. and at 
one time interested in a manufacturing jew- 
elry business here, met his death while five 
other men escaped injury early last Wed- 
nesday morning when an automobile in 
which they were riding overturned in 
Hawkins St., Plainville. Mr. Devlin was 
pinned beneath the automobile and his head 
was immersed in a small brook that runs 
alongside the road in that sparsely settled 
section, not far from the Rhode Island line. 

The victim’s head was unmarked and it 
is believed that he either died from drown- 
ing or from a heart attack brought about 
when the machine veered from its path and 
capsized. The automobile was owned and 
operated by William Owen of this place 
and at the time of the accident the party 
Wes on its way home from Cumberland, 
R. I. While rounding a curve on the rough 
country road the operator lost control of 
the car, which skidded to the side of the 
road into a culvert and then overturned. 
All of the men were tossed out but none 
of the others hurt. 

Mr. Devlin was about 45 years of age, 
and was a native of this town, where he 
had lived all his life. After a common school 
education he entered a jewelry shop at At- 
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tleboro and. learned. the trade and has been 
identified with it, either as an employe or 
a manufacturer for more than a quarter of a 
century. 

He was married and had four children. 
He was a member of Sarsfield Court of 
Foresters. 


Death of S. J. McMillen 


Providence Jewelry Manufacturer Passes 
Away in His Sixty-first Year 


ProvipENCE, R. I., Oct. 1—Samuel J. Mc- 
Millen, engaged in the manufacturing jew- 
elry business here for several years, died at 
his residence, 287 Washington Ave., this 
city, last Monday in his 6lst year after sev- 
eral weeks’ illness. 

Born in Belfast, Ireland, he came to the 
United States with his parents when but 
five years of age and after a common school 
education learned the jewelry business. In 
1889 he became a partner in the manufac- 
turing jewelry concern of H. C. Lindol Co. 
and remained actively with that concern 
until his retirement, in 1926, when the busi- 
ness was dissolved. 

Mr. McMillen was prominent in politics 
m the Tenth Ward of this city and also in 
social life of the community in his younger 
days, especially in the Masonic fraternity, 
in which he had attained the 32nd degree, 
and was a charter member of the Shelter 
Harbor Country Club of Westerly, the 
$1,500,000 social organization of national 
members of the Masonic fraternity. He was 
also a member of What Cheer Lodge of In- 
dependent Odd Fellows. In 1891 he married 
Miss Ilda E. Hebden, who died in 1912, and 
ten years later he married Miss Frances 
MacPhail, who with a son and daughter 
survive him. 


Death of Samuel J. Blumberg 


AuBurRN, N. Y., Sept. 28—Samuel J. 
Blumberg, well known jeweler and optom- 
etrist and formerly a resident of Syracuse, 
died suddenly about 10 o’clock Saturday 
night at his home, 150 Curtis Place. He 
returned home after work about 9 o’clock 
and a few hours later was stricken with 
a heart attack, 

Mr. Blumberg had been a resident of 
this city for over 30 years. Coming here 
from Syracuse, he opened a jewelry store 
on State St. and later moved his business 
to 60 Genesee St. Later he turned over 
his jewelry buusiness to his son, Gabriel, 
and opened an optometrist office in the Goss 
building. He gave this up a short time 
ago and took employment with Clayton 
A. Brodt, who conducts a jewelry and 
optometrist business at 60 Genesee St. 

Mr. Blumberg is survived by his widow, 
Mrs. Sarah Serling Blumberg, a_ son, 
Gabriel _M. Blumberg; a daughter, Mrs. 
Jacob Ehrlick of Syracuse; a grandson, 
Wilibur Blumberg; three sisters, Mrs. Isaac 
Liberman of Auburn, Mrs. Jacob Levy and 
Mrs. Bessie Edwards of Syracuse; and two 
brothers, Myron and Isadore Blumberg of 
Syracuse. 

The body was taken to Syracuse Sept. 26. 
The funeral was held from the home of 
his sister, Mrs. Levy. Rabbi Jesse Bienen- 
feld officiated. Burial was in Jamesville 
Gate Cemetery. 
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Allege Patent Infringement 





Henry Lederer & Bro., Providence, R. I., 
Start Action to Protect Patent 
on Cigar Lighter 


ProvipENCE, R. I., Oct. 1—Henry Lederer 
& Bro., Inc., of this city has filed a suit in 
the United States District Court for Rhode 
Island against the Rex. Mfg. Co., 14 Blount 
St. this city, for alleged infringement of 
United States Letters Patent, No. 1,637,855, 
issued under date of Aug. 2, 1927, to William 
J. Butler of Cranston, R. I., for an invention 
in connection with a cigar lighter, which he 
assigned to Henry Lederer & Bro., Inc., for 
the term of 17 years. Robert S. Blair of 
New York city is counsel for the plaintiff, 
with Henry M. Boss, Jr., as the resident 
counsel. The suit was filed on Monday last 
and a subpoena issued that afternoon by 
Federal Judge Ira Lloyd Letts, returnable 
on or before Oct. 17. William A. Gunning 
of this city on Wednesday filed his appear- 
ance as counsel for the defendant,. Rex Mfg. 
Co. 

In its bill of complaint the plaintiff al- 
leges that William‘ J. Butler was the “first, 
original and sole inventor of the said new 
and useful improvements and _ inventions 
dealt with and covered by the said patent; 
that the defendant has infringed upon the 
patent rights of the plaintiff although re- 
peatedly notified and warned to cease such 
infringement, wherefore the plaintiff asks a 
permanent injunction be granted enjoining 
and restraining the defendant and all his 
agents or servants from making, selling or 
offering for sale any of the products made 
under the alleged infringement. That the 
defendant be decreed to make a complete 
and truthful accounting to the plaintiff for 
all profits accruing from the alleged in- 
fringements and that for the purpose of as- 
certaining the said damages and profits the 
case be referred to a master and that the 
plaintiff be entitled to recover the costs 
and disbursements of this action as a direct 
or indirect result of the alieged infringe- 
ment.” 

It is understood that counsel for the Rex 
Mfg. Co. will file an answer to this com- 
plaint denying every allegation. 








Death of John J. McClelland 


WHEELING, W. Va., Sept. 28.—John J. 
McClelland, a veteran jeweler and watch- 
maker of Wheeling, W. Va., died, Sept. 
23 at 10 o'clock at his home, 837 Market 
St., after a short illness. 

Mr. McClelland came to Wheeling, many 
years ago from Caldwell, O. For the 
past 21 years, he conducted a watch and 
jewelry repair shop in his residence. His 
wife, Mrs. Angeline McClelland, is the only 
survivor. 

The body was taken to the Bertschy 
Memorial Mortuary where services were 
held on the evening of Sept. 24, at 8 o'clock. 
Rev. John Muyskens of the First Presby- 
terian Church was in charge and the inter- 
ment was at @aldwell, O. 








The firm of E. W. Parker, Inc.. Madison, 
Wis., has changed the name of the Gamm 
Jewelry Co., 9 W. Main St., to the Parker 
Jewelry Store. 
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Hope to Solve Robberies 





Providence Police, Federal Inspectors and 
State Authorities Discovering Mass of 
Important Evidence Which It Is Be- 
lieved Will Clear Up Many Cases 


Provipence, R. I., Oct. 1—The police 
authorities of this city, Pawtucket and the 
Attleboros, together with Federal inspec- 
tors and State police of Massachusetts and 
Rhode Island, are unearthing a mass of evi- 
dence that promises to solve a long series 
of criminal activities extending over the 
past two or three years throughout this sec- 
tion of New England. Included in the cate- 
gory are safe-cracking jobs, hold-ups, post 
office robberies, bootlegging, hijacking and 
murderous assaults, among the crimes 
being the robbery of the manufacturing 
jewelry plant of the Plainville Stock Co. at 
Plainville, Mass., on the night of July 23 
and that of the retail store of the Savage 
Jewelry Co., 33 Summer St., Pawtucket, 
R. I., on Sept. 4. 

The disclosures began with the raiding of 
a house at 2 New Meadow Rd., at Barring- 
ton, R. I., one night a week ago and the 
arrest of a woman known as Loretta Gal- 
lagher or Savage on a liquor investigation. 
An unusually large assortment of high- 
powered electrical tools usually used by 
burglars were found, and, when a further 
search was made, nearly two bushels of jew- 
elry, later identified and claimed as part 
of the property stolen from the Plainville 
Stock Co., was found buried beneath a barn. 
Considerable other jewelry and silver stock 
was found, but which has not yet been 
claimed. 

Following the clues obtained in connec- 
tion with the Barrington raid, the authori- 
ties have made several arrests, among the 
men taken into custody being Daniel 
“Beanie” Kelliher, whom the Federal au- 
thorities assert is a member of the desperate 
Pawtucket gang that robbed the Pawtucket 
post office of stamps valued at upwards of 
$262,000 in Jan., 1926. 

Kelliher, identified as the gunman who 
pressed a revolver against the head of Ken- 
neth Lane, the 18-year-old night watchman 
at the Plainville Stock Co., while confed- 
erates forced open the vaults and robbed 
them of between $6,000 to $10,000 worth 
of jewelry, was arrested last Sunday 
night in a raid in South Attleboro, on in- 
formation furnished by Rhode Island State 
troopers. He was fined $100 and costs by 
Judge Ralph C. Estes in the Fourth District 
Court at Attleboro on Thursday morning, 
when he admitted sufficient evidence to con- 
vict on a charge of illegal possession of 
liquor. A charge of larceny of a $3,000 
automobile from some person unknown was 
filed. 

Kelliher did not pay his fine but was taken 
to New Bedford, Mass., where he was com- 
mitted to the Bristol County House of Cor- 
rection. A warrant charging Kelliher with 
the robbery of the Plainville Stock Co. was 
taken to the New Bedford jail with 
him, to be served in the event that he of- 
fered to pay his fine. Another warrant, 
charging him with being a fugitive from 
-justice, filed by Providence police who want 
him on a reckless driving charge, was also 
filed at the jail with the prisoner. The Gal- 
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lagher-Savage woman is now in the Rhode 
Island State Prison at Howard in default 
of $5,000 bail, awaiting trial. 

Meanwhile the hunt continues for George 
Savage, who disappeared immediately after 
the raid on the Barrington house. At the 
time, his wife, Loretta (Gallagher) Savage, 
was taken into custody. “Red” Savage, as 
he is known, who is said by the authorities 
to be the guiding spirit of the gang, and 
other members of the gang are believed to 
have left the State. 

Thursday morning a man known in this 
city and Pawtucket as Frank Stebbins, alias 
“Frank Gray,” who has a record, accord- 
ing to the police, which shows four other 
aliases, was taken into custody at a North 
End rooming house, this city. He was iden- 
tified by Patrolman Thomas M. Daly of 
the Providence force as one of the two men 
whom he saw throwing a bag containing a 
quantity of jewelry and optical goods that 
had been stolen a few hours before from the 
retail jewelry store of the Savage Jewelry 
Co. into Leonard’s Pond, from the Hawkins 
St. Bridge, near the dividing line between 
Providence and Pawtucket. Stebbins was 
surrendered to the Pawtucket police. He 
claimed to be Frank Howson, 32 years of 
age, of New York city. When arraigned 
yesterday in Tenth District Court at Paw- 
tucket on the charge of breaking and enter- 
ing in the night time the store of the Savage 
Jewelry Co. with intent to commit larceny, 
he waived examination and was committed 
to the Providence County Jail in default of 
$5,000 bail which was ordered by Judge 
Lellian Tuck. 








Hearing on Action to Restrain 
Former Member of Attleboro Con- 
cern from Engaging in Same 
Business Set for Today 


ATTLEBORO, Mass., Oct. 1—Hearing on an 
action in equity seeking to restrain Albert 
G. Paige of this city, a former member of 
the firm of Paige & Pelletier, Inc., manu- 
facturers of jewelers’ seals, labels and tags 
at Union and Dunham Sts., from carrying 
on either directly or indirectly any business 
which is in competition with that operated 
by the corporation of which he was a former 
member, has been set for Oct. 5 before Judge 
Dillon in the equity section of Superior 
Court at Boston. 

The action brought by Paige & Pelletier, 
Inc., through Charles J. Merritt, treasurer, 
is in consequence of a bill of complaint en- 
tered through its counsel, E. F. Thayer, 
which charges that Paige has violated an 
agreement he had with the firm by leaving 
its employ on July 23 and then proceeding 
to engage in the same business of manufac- 
turing and selling seals, labels and tags un- 
der the name of the Progressive Seal 
& Label Co., of Attleboro. 

The firm of Paige & Pelletier, Inc., was 
incorporated under the laws of Massachu- 
setts in February of this year, when it was 
financed by members of the Attleboro 
Chamber of Commerce who became inter- 
ested in it. Under the terms of incorpora- 
tion Henry A. Pelletier and Albert G. Paige, 
who were founders of the firm, were each 
to be employed at $40 per week, and either 
was not to engage in a similar business for 
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two years after leaving the firm, according 
to written agreements. 








Ask “Seasonable” Listing 





Attleboro Manufacturing Jewelers Request 
That Classification of Jewelry Business 
Be Changed to Allow Different 
Working Hours 


ATTLEBORO, Mass., Oct. 1—A number of 
local manufacturing jewelers, headed by 
Joseph Rioux as president of the Attleboro 
Chamber of Commerce, and consisting of 
Harold E. Sweet, R. F. Simmons Co.; Ed- 
win F, Leach, of Leach & Garner Co. and 
General Findings & Supply Co.; C. Wallace 
Cederberg, of the Larsen Tool & Stamping 
Co. and Secretary Baker, of the Board of 
Trade, had an interview with General A. 
Leroy Sweetser, head of the Department of 
Labor and Industries, at Boston last Wed- 
nesday, when a strong plea was made that 
the jewelry business be listed as a “season- 
able” industry. 

Under the present law women are per- 
mitted to work not more than 48 hours per 
week and the fact that because of lack of 
orders, or from some other cause, they work 
a lesser number in any one week, they are 
not permitted to make up this time during 
some other week. The manufacturing jew- 
elers throughout Massachusetts, as well as 
their employes, have long felt that the law 
was working a hardship both to the manu- 
facturers and to the women employes. It 
appears that under the law the head of the 
Department of Labor and Industries is per- 
mitted to class certain lines of business as 
“seasonable” and when this is done women 
may be employed a large number of hours 
at certain seasons when there is a rush on 
orders and this will in a measure make up 
for the time that is lost when the business 
is dull. 

On several previous occasions an attempt 
has been made to have the jewelry business 
classified as “seasonable,” but up to the 
present time the movements have not been 
successful. On Wednesday the committee 
above named laid the situation before Gen. 
Sweetser very thoroughly, with facts and 
data summarizing the situation. He was told 
that for many months past the employes in 
the jewelry factories of Massachusetts have 
been working on a part-time schedule be- 
cause there are few orders and that now, 
when the Fall orders are coming with a 
rush and the factories in many cases are 
finding it difficult to fill them, both the em- 
ployers and the employes desire to put in 
over-time work, which will, in a measure, 
make up for the time that has been lost, 
but under the existing law this cannot be 
permitted without a ruling from the de- 
partment. 

It was for the purpose of securing such 
a ruling, if possible, that Wednesday’s con- 
ference was held. As a result of that inter- 
view two members of the staff of the De- 
partment of Labor and Industries visited the 
Attleboros yesterday and the preceding day 
interviewing both manufacturers and work- 
ers and it is expected that there will be a 
ruling given by the State Department within 
a short time. 











ng 
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Chicago Jeweler Robbed 





Holdup Men Force Robert Shroeter Into 
an Automobile and Take Loot 
Placed at $15,000 


Cuicaco, Sept. 30.—Robert Schroeter, of 
M. Schroeter & Co., wholesale jewelers on 
the 11th floor of the Heyworth building, 
was held up on Monday of last week while 
on his way to his office after completing a 
day’s work at Harvey, Ill. 

Mr. Schroeter was about to approach 
114th St. when a large car containing five 
men crowded him to the curb. Four of the 
men got out of the car and. with drawn re- 
volvers ordered him into the rear of the 
car. While one man drove the car the 
others attended to Schroeter and when they 
came to a secluded spot threw him out with 
the promise that his car and whatever jew- 
elry they could not use would be waiting 
for him the next day on one of the streets 
in that neighborhood. 

Schroeter notified the police immediately, 
as well as the Jewelers’ Protective Union. 
Mr. Schroeter estimates his loss at about 
$15,000 and carries no insurance. 








Charge Misrepresentation 





Wisconsin Department of Markets Takes 
Step to Stop Sale of “Bankrupt” 
Stock at Racine 


Mantson, Wis., Sept. 29.—The State De- 
partment of Markets has become active 
in preventing bankruptcy proceedings being 
used as an excuse to bring in a much 
larger stock than a store originally had, 
and sell it at auction. This was revealed 
today by the department in an order affect- 
ing a Racine jeweler and his auctioneer 
who are accused of making false and mis- 
leading representations calculated to de- 
ceive the purchasing public. In their sale 
now going on, according to the department’s 
order, the pair must desist from advertis- 
ing the sale as one of a “bankrupt” stock. 

The order follows a public hearing in 
Racine, Sept. 7, in which it was found that 
most of the goods sold had been brought 
in for the sale by a Chicago concern which 
buys up bankrupt and outlet stocks of 
jewelry and makes a practice of selling. its 
goods through bankrupt and going-out-of- 
business sales in retail jewelry stores in 
various parts of the country, the department 
finds. 

The department “specifically finds in this 
case that the Chicago company bought up 
a local jeweler’s stock in bankruptcy pro- 
ceedings and that it did this to make use of 
the jeweler’s name and the fact of his 
bankruptcy as a drawing card in auctioning 
off his own stock of merchandise. Between 
July 16 and Sept. 7 the Chicago people sold 
upwards of $20,000 worth of jewelry, al- 
though the local jeweler’s stock was ap- 
praised in bankruptcy at $5,150 and had been 
sold including store fixtures, for only $3,500.” 

The local jeweler and the head of the 
Chicago firm are both defendants in court 
actions which are now pending. They have 
been charged with violations of State laws 
and their cases are set for trial at the Oc- 
tober term of the Municipal Court. 
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There are three counts alleged against 
them. One is that they did fraudulent adver- 
tising; a second count alleges that they 
advertised a sale before a license to conduct 
it was obtained and the third count charges 
that they failed to post in the place of busi- 
ness the name of the owner of the business 
and the name of the person conducting the 
sale. 








Reward for Bandit’s Capture 


Montreal Police Working Hard to Get 
Thieves Who Robbed Diamond Cutter 
of Gems Worth $36,000 


MonTrREAL, Que., Canada, Oct. 1.—The 
robbery of H. Belhomme, a diamond mer- 
chant at 10 Victoria St., who was held up 
by bandits in the street, Sept. 22, has re- 
sulted in great atcivity by the police who 
say they have now good clews to the per- 
petrators and hope to make an arrest soon. 
Announcement was made that several re- 
wards have been offered for the capture 
of the culprits, one, a reward of $1,500 by 
the owners of the jewels and another by the 
agents of Lloyds, London, who insured them. 

It has developed that the first report of 
the robbery was exaggerated, as the value 
of the jewels stolen from Mr. Belhomme 
was not $70,000 as then believed but $36,000. 
It might have been much more but for the 
fact that a large amount of the property 
which the thieves hoped to get was locked 
up in the safe before he had left the store 
of Scott & Bousquet Freres, Ltd., where he 
has recently been showing his skill as a 
diamond cutter in the window of the store. 

It was also brought out that the loss is 
not entirely Mr. Belhomme’s, the greater 
part of the diamonds stolen being owned by 
other people from whom they were obtained 
on memorandum or consignment. 











of Platinum and Allied 
Metals During July 


WasHINGToN, D. C., Oct. 3.—Figures 
just compiled by the Department of Com- 
merce, showing the imports of platinum and 
allied metals during July, indicate that 
the value of iridium brought in during that 
time was $51,548, while osmium and osmi- 
ridium imported amounted to 652 troy ounces, 
valued at $36,944. The rhodium and ruth- 
enium received here from other countries 
was worth $1,155, while the amount of pal- 
ladium brought into this country reached 295 
troy ounces worth $9,571. The value of 
grain, nugget, sponge or scrap platinum 
reached $290,715. 

The figures showing the imports by coun- 
tries are as follows: 


Imports 
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Have You Seen This Locket? 





San Antonio, Tex., Sept. 29.—E. R. 
‘Frankstone, with the E. Hertzberg Jewelry 
Co., corner of Houston and St. Mary’s Sts., 
has reported the theft of a valuable piece 
of jewelry which was stolen from his home 
last week. 

A number of pieces of jewelry were taken, 
the most important of which was a black 
onyx locket. On one side is a laurel wreath 
formed of pearls with the letters O.M.O., 
in pearls and on the reverse side is an 

















LOCKET SOUGHT BY SAN ANTONIO JEWELER 


elaborate ribbon monogram also of pearls 
set in yellow gold. The locket is 40 or 50 
years old, was made in England and con- 
tains the miniature of Mr. Frankstone’s 
mother. 

It is possible that this article may be 
shown to some jeweler or at a loan office and 
any information regarding it should be for- 
warded at once to Mr. Frankstone or to 
THE JEWELERS’ CrircuLAR. A _ reasonable 
reward is offered by Mr. Frankstone for its 
return. 








Burglars broke into the jewelry store of 
Paul Berner, 16 Third St., Troy, N. Y., 
early Friday morning, Sept. 30, and got away 
with jewelry estimated at $200. Entrance 
was gained from a rear roof and through a 
broken window. Silver belts, buckles, 
rosaries, 12 cheap rings, cigarette cases and 
several wrist watches were included in the 
booty. 














Ores of Ingots, 
Platinum Grain, Bars, Sheets Osmium Rhodium 
Metals Nuggets, or Plate, Net and and 
(Platinum Sponge Less Than Iridium Osmiridium Palladium Ruthenium 
Countries Content) or Scrap Yin. Thick Oz.Troy Oz.Troy Oz.Troy Oz. Troy 
gn ee oe 441 27 * eee ae 
oo ee ee 7,549 410 ec wieje nie 
United Kingdom..... nee 1,642 3,098 42 519 295 25 
COMME 6 dscdincecaes er 57 aman wien ae wa ce? 
COMOMIIAR: 065 ci ssccee teas 2,549 een 
os a rae tere 18 133 
Total Quantity...... 4,266 11,085 479 652 295 25 
Total Valt@s.séigscee $290,715 749,855 51,548 36,544 9,571 1,155 
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“PROVIDEN 





J. W. Brophy, watches etc., is now lo- 
cated at 8 Canal St., Westerly. 

John Kelso, of Dorrance St., was a busi- 
ness visitor in Boston and vicinity the past 
week. 

Archibald Silverman of Silverman Bros. 
was in New York the past week on a busi- 
ness trip. 

Jacob Solinger has returned to his office, 
150 Chestnut St., after a severe attack of 
pneumonia. 

William Kilkenny, New York representa- 
tive of the Strathmore Co. was in the city 
the past week. 

Gregor Krichbaum has been on a busi- 
ness trip through the middle states for L. 
Krichbaum Co. 

The Art Jewelry Store, 77 Broad St. is 
closing out its stock preparatory to discon- 
tinuing business. 

George Bergerhoff, Chicago representa- 
tive of George Kollstede is visiting the fac- 
tory at 195 Rhodes St. 

Harvey J. Flint has been spending the 
past week at Pleasant View Farm on Rhode 
Island’s south shore. 

W. T. Grant Co. has opened a new branch 
store at 59 Washington St. in the Marcuson 
building, West Warwick. 

Mr. and Mrs. Howard L. Carpenter have 
opened their home in town after spending 
the Summer at Buttonwoods. 

Among the representatives of Providence 
jewelry manufacturers in New York the 
past week was Irwin Silverman. 

Frank E. 'W. Howe is now associated 
with Arthur O. Haenelt, eighth floor, Lap- 
ham building, 290 Westminster St. 

The employes of the S. S. Kresge store, 
Woonsocket, will hold a Hallowe’en party 
and dance on the evening of Oct. 18. 

Frank Tanner, representing H. S. Tan- 
ner of Westminster St., was in Boston the 
past week on business for that concern. 

An attachment for $1,500 has been levied 
on real estate on Reynolds Ave. belonging 
to Leo Grossman, by Delahay & Astor, Inc. 

At the annual meeting of the Bristol 
Yacht Club held last week Paul C. Nichol- 
son was elected Commodore for the ensuing 
year. 

A dividend on the capital stock of the 
Nicholson File Co. has been declared, pay- 
able Oct. 1 to stockholders of record of 
Sept. 20. 

Adelbert E. Place, of O. E. Place & Sons 
Co., has been confined to his house at East 
Greenwich the past week by trouble with 
his ears. 

Mr. and Mrs. Alfred B. Lemon and fam- 
ily, have returned to their home in town 
after spending the Summer season at 
Thompson, Conn. 

Mrs. Eustace Crees has returned from 
several months’ stay in Europe, during 
which she visited England, Wales, Scotland 
and other places. 

Leon T. Oullete of 212 Union St. has 
returned from several weeks’ fishing in 
Maine during which he enjoyed a very 
pleasurable visit. 

William G. Thurber, of Tilden-Thurber 
Corp., was a member of the committee in 
charge of the second annual revel of the 
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Town Criers at the Biltmore Hotel last 
Wednesday evening. 

Mrs. A. ‘1. Wail, ji., was elected third 
vice-president at the annual meeting of the 
Providence Junior Achievement Foundation 
last Tuesday evening. 

Louis 1. Greene, 102 Forest St., is the 
owner of the Royal Jewelry Co., 286 North 
Main St., according to information filed at 
the city clerk’s office. 

Information has been filed at the city 
clerk’s office that the Bilgor Mfg. Co., 226 
Eddy St., is owned and conducted by Sarah 
Bilgor, 146 Dudley St. 

The next meeting of the directors of the 
Manufacturing Jewelers’ Board of Trade 
will be held at the Turks Head building on 
Friday afternoon, Oct, 14. 

J. Robert Sweet, of the Providence office 
of the National Jewelers’ Board of Trade 
was in Boston and vicinity the past week 
in the interests of the associa‘ion. 

Information has been filed at the office 
of the Secretary of State that the name of 
Preufer & Jaeckel Inc., manufacturing 
jewelers, 7 Beverly St., has been changed 
to the Jaeckel Mfg. Co. 

Mrs. Marion L. Misch, head of Caesar 
Misch Co. of this city, was elected vice- 
chairman of the New England Conference 
of Women’s Clubs at the 18th annual meet- 
ing at Burlington, Vt., last week. 

A hearing has been appointed for Oct. 11 
at 9:30 o’clock before Superior Court on 
the final report of the receiver of the John 
T. Mauran Mfg. Co. and the allowance of 
a final dividend for the liquidation of the 
business. 

Horace '‘M. Peck, secretary of the Manu- 
facturing Jewelers’ Board of Trade, and 
Mrs. Peck announced the past week the en- 
gagement of their daughter, Miss Arline 
Montraville Peck to Everett B. Gardner of 
this city. 

The case of the Robinson Jewelry Co., 
Inc., against the Hope Jewelry Co. on dis- 
puted book account was heard before Judge 
Rueckert in civil session of Sixth District 
Court last week and decision entered for the 
plaintiff for $91.60 and costs. 

Alfred B. Lemon, head of the manufac- 
turing jewelry firm of E. L. Logee & Co., 
and Councilman from Ward 2, is being 
favorably considered for election as chair- 
man of the Republican City Committee of 
Providence for the coming year. 

Eugene P. Platt, of the Inlaid Co., sailed 
for Europe last Tuesday on a combined 
business and pleasure trip. During his trip, 
which will cover about six weeks, he will 
visit Germany, France, Switzerland and 
other parts of Continental Europe. 

The fine collection of antique and modern 
furniture, paintings, engravings and rare 
bric-abrac of J. Thomas Smith, engraver 
and engine turner were sold at auction the 
past week at his home on Huxley St. Mr. 
Smith is about to retire from active business 
and travel. 

Mr. and Mrs. John Feld celebrated their 
golden wedding anniversary last week at 
their home, 46 Summer St., East Provi- 
dence. For nearly half a century Mr. Feld 
was a craftsman in the jewelry industry of 
this city and the Attleboros, retiring about 
three years ago. 

Bene, Inc., is the stvle of a concern in- 
corporated the past week under the laws of 
Rhode Island to conduct a stationer’s busi- 
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ness in this city with a capital consisting of 
Zvu snares of common stock without par 
value. The incorporators are Benjamin 
Agronick, Nathalie Agronick and George 
Triedman. 

Plans are in preparation for the annual 
corporation meeting of the New England 
Manufacturing Jewelers’ and Silversmiths’ 
Association to be held the latter part of this 
month with election of officers. The annual 
meeting and election of the Jewelers’ Pro- 
tective Association will also be held the lat- 
ter part of the month. 


Among the jewelry buyers reported in 
this city and vicinity during the past week 
were the following: Ed Heim, of A. H, 
Bendheim & Co., New York city; Louis C. 
Hirsch of L. Hirsch & Co., Los Angeles, 
Cal.; Mr. Wilson, of Barnard Hirsch & 
Co., San Francisco, Cal.; Arthur Caro, of 
Ben Feisenthal Co., New York City; Sol 
Weinrich, of Weinrich Bros., New York 
city; Mr, Seligmann, Seattle, Wash.; Max 
Barish of the American Jewelry Co., New 
York city. 

Mrs. Archibald Silverman, her daughter 
and son, have returned from a two months’ 
visit to Switzerland where the former at- 
tended the International Council on Jewish 
Minority Rights, held in Zurich, Aug. 17 to 
21. She was honored there by being elected: 
a member of the newly formed Jewish 
Council on Minority Rights, of which she 
is, the only woman from America. From 
Aug. 26 to Sept. 8 she participated in the 
deliberations of the World Zionist Con- 
gress at Basle. Here she was honored by 
being elected a deputy delegate to the Inner- 
Actions Committee of the World Zionist 
organization, 








Plainville, Mass. 





Bench hands on rings and brooches are 
being called for by the Plainville Stock Co. 

The working force at the Whiting Chain 
Co. has been largely augmented recently and 
the plant is now on an overtime scehdule. 

Hosmer F. Keeney, Frank Whiting, Otte 
Schubert, Oscar Schubert and Elijah H. 
Bird were members of a fishing party that 
enjoyed the last week-end on a deep sea 
fishing trip with considerable success. 

The Whiting & Davis Co. is working its 
plant on an overtime schedule with a largely 
increased working force. Clifford Whiting 
and Frank Whiting, of the Chicago office 
were in charge of the display at the A. N 
R. J. A. convention in Milwaukee last week 
An excellent exhibit was made. 








B. F. Roark, veteran jeweler of Charlotte. 
N. C., and former president of the North 
Carolina Merchants Association, was over- 
come by smoke from the fire recently which 
originated in the basement of his store, 10 N. 
Tryon St. When smoke began pouring into 
the store from the basement, Mr. Roark and 
his employes endeavored to get as many of 
the valuables as they could into the safe. 
He lingered too long at the task and was 
overcome by smoke. The fire was confined 
to the basement by the fire department. 
Only smoke and water damage resulted. 
Mr. Roark is greatly improved and is now 
able to be about his business as usual. 
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Lest 
trip to St. Louis, Mo. 

The Quaker Silver Co. has been increas- 
ing the facilities of its plant at 51 S. Main 
St. 

Clarence L. Watson has transferred to 
the Lawson Tool & Stamping Co., land on 
Olive St. 

Mr. and Mrs. Amos Blackinton spent the 
last week-end at their Summer home at 
Silver Beach. 

Mr. and Mrs. Frank A. Straker are 
motoring over the Mohawk Trail with a 
party of friends. 

Mr. and Mrs. Joseph Bloom are on a 
motor trip through the Green and White 
Mountains and Canada. 

Mr. and Mrs. Lloyd G. Balfour have 
closed their Summer home at Watch Hill 
and returned to their home here. 

Mr. and Mrs. Eben F. Wilde entertained 
a house party at their Summer home at 
Silver Beach over the last week-end. 

Mrs. Frank E. Tappan attended the na- 
tional convention of Girl Scouts which was 
held during the past week in New York. 


Robert W. Meyers has been making ex- 
tensive additions to the facilities of his watch 
repairing shop, Watson Annex, 9 Academy 
St. 

Mr. and Mrs. Alfred T. Crosby have re- 
turned from their wedding trip and have 
taken up their residence in their new home 
on S. Main St. 

Mrs. R. May Guyot, wife of Arthur F. 
Guyot, was elected Noble Grand of Occi- 
dent Rebekah lodge of Odd Fellows last 
Wednesday evening at the annual meeting. 

Mr. and Mrs. Rodney A. Merrill, Jr., have 
returned from their honeymoon which they 
spent on an automobile trip through Maine. 
Mr. Merrill is associated with the Robbins 
Co. 

George L. Swett, representing the Thomae 
Co., is making an extended trip through 
Georgia, Florida, Louisiana and Texas, with 
a complete line of silver and enameled 
novelties. 

A party of revelers from the Thomae Co. 
motored to Carl MacDonald’s camp at Lake 
Mirimichi last Tuesday evening. All were 
greeted by a glittering camp fire around 
which a buffet lunch was served. Quoits, 
dancing and singing were enjoyed by all. 

Col. Sidney O. Bigney has just completed 
the rebuilding and beautifying of his resi- 
dence on County St. until it has attained the 
reputation of being the finest dwelling house 
in Bristol County. Col. Bigney takes great 
pride in his home and those who have been 
privileged to visit it since the recent changes 
have been made to feel that this pride is an 
honest one. 

Pivot bridge was the evening’s attraction 
at the Saturday gathering at Highland 
Country Club last week. Among the mem- 
bers of the committee in charge of the din- 
ner were Mr. and Mrs. Howard H. Sweet, 
Mr. and Mrs. Leland B. Smith, Mr. and 
Mrs. Samuel M. Stone. Mr. and Mrs. F. E. 
Sturdy, Mr. and Mrs. Harold E. Sweet, 
Mr. and Mrs. Joseph L Sweet. 

Manufacturing jewelers of Attleboro have 
donated 21 scholarships for courses in the 
Jewelry and Silversmithing Department of 
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the Rhode Island School of Design at Provi- 
dence. These scholarships have been given 
to build thoughtful ideas in the heads of the 
young persons who will work into respon- 
sible positions in jewelry manufacturing 
concerns in years to come. The jewelry 
concerns which have already signed to pay 
for scholarships are as follows: R. F. Sim- 
mons Co., Quaker Silver Co., Baer & Wilde 
Co., the Watson Co.. Bliss Bros. Co., the 
Marathon Co., Harvey & Clap Co., Leach & 
Garner ahd the H. W. K. Co. two each, and 
Charles Thomas & Son, the Thomae Co. 
and the R. G. Co. one each. » 











£ Pas Rae tS ‘ 

The Letzler, Lorch Co., Fourth Ave. 
jeweler, recently completed a removal sale, 
and is now moving its stock to its new home 
in the Martin Brown Arcade building, on 
4th St., near Broadway. 

The George Katzman Co., Louisville job- 
ber of watchmakers’, optical and jewelers’ 
supplies, has completed a new catalog, which 
will go into the mails in a few days and 
which will list the entire Fall line. 

Mitchell Roth, of David Roth’s Sons, 
Louisville jewelers, had an enjoyable time 
on Sept. 22, when he headed a group of 
Louisville sport fans, who went to Chicago, 
taking in a baseball game in the afternoon 
and the Dempsey-Tunney fight that night. 

The Better Business Bureau, Louisville, 
has been featuring a publicity and adver- 
tising campaign, and making a drive for new 
members. William M. Irion, of Matt Irion 
& Sons, is secretary-treasurer of the body, 
and Brainard Lemon, of Lemon & Son, is 
on the advisory committee. 

William Kendrick’s Sons, Moore & Har- 
tenstein and the Gleeson Jewelry Co., Louis- 
ville, were among the early subscribers to 
Advertising Louisville, Inc., a new organiza- 
tion which is raising a national advertising 
campaign fund of $450,000, to be used in a 
three-year advertising program, featuring 
Louisville commercial and industrial facili- 
ties. 

P. B. Stith, treasurer of William Ken- 
drick’s Sons, Louisville, has recently re- 
turned to the city after a two weeks’ pleas- 
ure trip to California. C. L. S. Read, of the 
Kendrick’s concern, for some years treas- 
urer of the Lions’ Club, has been renomi- 
nated for the office on both tickets in the 
annual election, it being one office that will 
not be contested. 

Business with the Louisville jewelry in- 
dustry has been fair, the State Fair the week 
of Sept. 12 helping things a little, although 
it can hardly be said that the Fall race meet- 
ing, starting on Sept. 24, has been of much 
advantage, it bringing in many visitors, but 
generally resulting in a slump in local de- 
mand. The general outlook for Fall is good. 
Local and State conditions are more favor- 
able than they have been. The agricultural 
sections of the State are favored with good 
prices for corn and tobacco this year. The 
coal-mining sections have been working on 
the best production basis in years. The oil 
fields are also showing some improvement, 
and general conditions are materially better 
than they were. Retailers in Louisville are 
looking forward to a good holiday business 
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over late November and throughout Decem- 
ber. 








Atlanta, Ga. 


C. E, Johnson, salesman with Ewing Bros., 
wholesale jewelers, has returned to Atlanta 
following an extended trip. 

Many Atlanta jewelry stores were closed 
over Monday and Tuesday in order to allow 
their employees a vacation during the Jewish 
holiday, which occurred this year on Sept. 26. 

Most of the jewelry stores in the down- 
town section have changed their addresses 
during the past week, or rather, their ad- 
dresses have been changed for them by the 
city in putting its new numbering system into 
effect. The city has been re-numbered 
section by section, and the new numbers are 
just going into effect down town. 

Sometime ago the Latham & Atkinson 
Co. secured a site on the north side, and 
with the removal of the Maier & Berkele Co., 
later on to Peachtree St., the exodus of 
Whitehall St. jewelry stores will be prac- 
tically complete. The new location for 
Maier & Berkele will be almost directly 
across from the Piedmont Hotel in the heart 
of the Peachtree business district, and a 
thoroughly modern store will be established 
there. The move will place most of the 
leading jewelry stores of the city within 
three blocks of each other on Peachtree St., 
and will make it the future “Maiden Lane” 
of Atlanta, Among the stores which will 
be within these three blocks will be Latham 
& Atkinson, Hillsman-Haygood, Maier & 
Berkele Co., R. C. Schneider & Son, Inc., 
Myron E. Freeman & Bro., and Henry 
Muench. 











Canada Notes 





Lloyd E. Sillers, jeweler, is registered at 
Estevan, Sask. 

J. R. O. Lafreniere, jeweler, is registered 
at Shawinigan Falls, Que. 

Juliette St. Germain, who was placed on 
trial in Montreal on Sept. 29, on 20 charges 
of defrauding merchants by means of bogus 
cheques, pleaded guilty and was sentenced to 
15 months’ imprisonment. Among the firms 
victimized were two jewelry concerns. 

The Freedman-Ellis, Ltd. of Toronto, 
Ont., has been incorporated with a capital 
of $100,000 to carry on the business of manu- 
facturing jewelers and goldsmiths. The pro- 
visional directors are Richard A. Biggs, 
Samuel P. Biggs, Herbert A. Shaw and 
others. 

The annual meeting of the Retail Jewelry 
Merchants’ Association section of the Retail 
Merchants’ Association of Canada, held in 
Montreal on Sept. 21, the following officers 
were elected: M. Charbonneau, president ; 
T. A. Grothe, honorary president; I. St. 
Jean, first vice-president; J. Bonnard, 
second vice-president; I. H. Filkelstein, 
third vice-president; J. E. Dragon, secretary ; 
A. J. Canter English, secretary; and J. A. 
Mercer, treasurer. E. A. Bergeron, E. 
Leclerc, A. E. Murray, Alexander Grothe, 
J. O. Roy, and J. A. Ashby were appointed 
to the committee. A vote of thanks was 
passed to J. C. Roy, the retiring president, 
who refused re-election, for his efficient work 
for the association. 











returned last week from a business trip to 
New York city and through the east. 

A. D. Groat, senior partner of Groat & 
Lightenfels, Central building manufacturers, 
returned last week from a business trip to 
Detroit and the mid-west. 

Ray J. Weyl, Central building manufac- 
turer, left last week for a fishing trip in 
southern Canada. The party expected to 
return within the week. 

Arthur Stiehler, for 20 years connected 
with Klee & Groh, retailers, 143 Main St., 
E., returned last week from a 10 days’ pleas- 
ure trip to Montreal and the Thousand 
Islands. 

Handy & Mott, Inc., retailers, 103 Clinton 
Ave., S., are working on plans for new win- 
dow displays to accompany the opening of 
the new Rochester Theater, now under con- 
struction adjacent to their store. 


Plans to be represented daily in news- 
papers and other Rochester publications were 
announced last week by the J. M. Wildman 
Co., retailer, 102 Main St., E., as part of an 
extensive advertising campaign for the early 
Fall. 

I. Gamler, retailer, 224 Main St, E., is 
back from a two weeks’ business trip to 
New York and the east. Mr. Gamler ex- 
pects to leave again shortly to complete his 
buying for his Rochester and Syracuse 
stores. 

A report on the national convention and 
social plans for the Winter season are sched- 
uled to be discussed by Rochester jewelers, 
next week, at the second meeting of the 
Rochester Retail Jewelers’ Association in the 
Hotel Powers. 

Harry M. Mott, of Handy & Mott, Inc., 
retailers, 103 Clinton Ave., S., returned last 
week from a pleasure trip to Hamilton. Mr. 
Mott, who was born and raised in Hamilton, 
spent most of his time greeting old-time 
friends. Mrs. Mott accompanied him. 

Saul Kahn, formerly of Syracuse, last 
week became credit manager of the Rudolph 
Co., retailer, 217 Main St. E. Four full- 
time girl clerks assist Mr. Kahn. The Ru- 
dolph Co. recently installed a new book- 
keeping department as part of its store re- 
modeling plan. 

E. J. Scheer, president of the jewelry firm 
bearing his name at 259 Main St. E., repre- 
sented Rochester jewelers at the Milwaukee 
convention of the American National Retail 
Jewelers’ Association, last week. Russell 
Scheer, his son, is secretary of the Rochester 
association. 

Rochester jewelers received their annual 
Fall warning last week in the wake of a 
series of jewelry burglaries in city homes, 
which have kept the police on the run and 
jewelers on the watch. Jewelry valued at 
$200 was pilfered from three homes during 
the week. Jewelers were warned to take 
extra precautions at the outset of what ap- 
peared to be the opening of the Fall crime 
wave. 

Turk & Lisson, Central building manufac- 
turers and wholesalers, were swamped with 
buyers from southern and western New 
York last week, at the outset of what ap- 
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peared to be a profitable pre-Christmas sea- J. O. Trader, with Wallace Miller & (Co, 


son. Among those arriving in Rochester 
were Allen Derby, Clyde; the Ohman broth- 
ers, Lyons; Messrs. Holcomb and Canfield, 
representatives of East Rochester, and R. D. 
Fassett, Palmyra. Business this month has 
reached a new peak for the season, according 
to B. H. Turk, member of the firm. Mr. 
Turk will leave early next week for a five 
weeks’ business trip through the east. He 
returned last week from a seven weeks’ tour 
of eastern New York and New England. 

Double the usual amount of Saturday trade 
was registered at the Rudolph Co. store, 217 
Main St., E., as the aftermath of the first 
airplane advertising stunt ever to be under- 
taken by a jewelry firm in the city, Harry 
Rudolph, president of the company, declared 
after a check-up of results. Fifty pieces of 
merchandise were given away in exchange 
for slips dropped from a plane, which soared 
over the store in celebration of the company’s 
first anniversary. Rose Ferris, first young 
lady to appear with a slip, was presented 
with a wrist watch. The Rudolph window 
was dressed with airplanes and jewelry, to- 
gether with announcements of the anni- 
versary celebration. The Rochester store is 
one in a chain of five. The branch was 
opened a year ago. 











J. F. Apple, of the J. F. Apple Co., passed 
last week in Pittsburgh. 

Anthony Depolio, Jessup, Pa., has entered 
the Bowman Technical School as a student. 

John J. Bowman, of the Bowman Tech- 
nical School, visited Baltimore last week on 
business. 

The citizens of Mt. Joy are preparing 
to hold a big community exhibit on Oct. 20, 
21 and 22. 

L. C. Reisner, Millersville, Pa., was a 
speaker last week at the annual meeting 
her of the Education Beneficial Asso- 
ciation. 

The women employes of the timing de- 
partment of the Hamilton watch factory held 
a corn roast at Williamson Park one eve- 
ning last week. 

Morris Rosenstein, connected with the 
United Novelty Co., last week was awarded 
in Common Pleas Court $108 damages 
against H. FE. Patton, Lancaster, in an auto- 
mobile accident. 

At a meeting held last week by Alpha 
Chapter, Beta Sigma Fraternity, of the 
Bowman Technical School, plans were made 
for holding its annual banquet this month. 
Five new members were elected. 

James Lichtenstein, 58, of Steelton, for- 
merly a jeweler of Lancaster, died on 
Sept. 27, in Atlantic City. He was a 
brother of Jeweler Benjamin Lichtenstein, 


Lancaster, and brother-in-law of Benj. 
Kaplan, Philadelphia. 
The third annual Better Homes and 


Builders Exposition will be held in Con- 
vention Hall from Nov. 12 to 19, inclusive, 
under the auspices of the Real Estate Board 
of Lancaster. There will be 80 booths, dis- 
playing everything connected with the build- 
ing and furnishing of a home. 

Among recent visitors in Lancaster were 


Uniontown, Pa.; O. B. Billinger, jeweler 
Hamburg, Pa.; Harry Gall, with the Sultz- 
bach Jewelry Co., Hamburg; Jeweler H. FE 
Stahl, Somerset, Pa., who stopped over ‘ 
route to New York; T. J. Brennan, of 
Newburg, N. Y. 

The memorial bronze tablet erected on 
Sept. 27 on the building at 215 East Orange 
St., by the Lancaster County Historical 
Society to mark the home of Christopher 
Marshall, patriot and historian of the 
Revolutionary War, was furnished by the 
Matthews Co., Pittsburgh. The unveiling 
exercises were attended by Lancaster’s 
Mayor, Hon. F. C. Musser. 

Word was received here last week from 
Birmingham, Ala. of the death there of 
Charles M. Jusek, a jeweler, formerly of 
Lancaster. He was at one time an em- 
ploye of the Hamilton Watch Co., and some 
years later a watchmaker at the Appel 
jewelry store. He went to Birmingham 
about 15 years ago. He also conducted 
his own repair shop in Lancaster at one 
time. He was buried in Baltimore, his old 
home. 











buying trip in Europe. 
Parker Kirk is now employed by S. S. 


DeYoung, Washington building, as city 
salesman. 

Albert R. Melling, Detroit, and Clara H. 
Hardcastle, S. S. Laconia, have filed mar- 
riage intentions at city hall. 

Mrs, F. W. Lacas, formerly with Daniel 
Low & Co., Salem, is now in the watch 
deja .it the Thomas Long Co. 

F. F. Davidson, Jr., visited in New York 
last week and later went to Pennsylvania 
to atten’ the wedding of his wife’s brother. 

Th-. sces of Norling & Bloom Co. have 
been much improved and enlarged by alter- 
ations which provide for a spacious job de- 
partment partitioned off, and for extension 
of the reception office which is doubled in 
floor space. New showcases have been 
added. 

John J. Tierney, a resident of Waltham 
for more than 50 years, and for much of 
that time employed at the Waltham watch 
factory, died Sept. 27, after a brief illness. 
He leaves a wife and two children. Funeral 
services were held in St. Mary’s Church. 
He was a member of Waltham Council, 
K. or. 

P. H. Zeininger has taken office space 


with Joseph Emanuels, secretary of the 
New England Watchmakers’ Club. Mr. 


Zeininger was at one time with M. S. Page 
& Co. and Russell & Sime, where he gained 
considerable experience in the diamond busi- 
ness. He will conduct a retail business in 
his new location. 

Samuel Hirshberg died suddenly last 
Wednesday at his home on Commonwealth 
Ave. He was for 25 years associated with 
I. Alberts & Sons, Jewelers’ buildine. For 
the last three years he was in the real estate 
business. Mr. Hirshberg was well known 
in the trade as one of the most active mem- 
hers. He was a bachelor and was 60 years 
old. 
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Jewelers were in high glee here last week 
over the World Series outlook and orders 
poured in from all sections for seats for 
the games. The town was “baseball mad” so 
to speak and there will be plenty of visitors 
here this week. 

There was a rush to jewelry shops the 
last week, on the part of the populace, to 
have their watches and clocks repaired, due 
to the turning back of the hands of time 
pieces Sunday morning of last week, when 
“daylight saving” time ended in this section. 

Samuel Landaw, of Landaw Bros., says 
that business picked up during the month of 
September and he believes that the holiday 
trade will be quite brisk, based on the out- 
look. Mr. Landaw, who was in Atlantic 
City recently and met many jewelers, found 
an optimistic spirit evrywhere. 

At last week’s meeting of the Retail Credit 
Men’s Association the ticket as presented by 
the committee on nominations and published 
in last week’s issue of THE JEWELERS’ Cir- 
CULAR was voted in. Leon Michaels, who 
again heads the organization, is mapping 
out plans for another busy year. The 
membership passed the 600 mark last week. 

The jewelers Duckpin League has gotten 
down to business and its members are now 
busy trying to shove their particular team 
into the front rank. The teams follow: 
W. J. Yenny, Joseph DeRoy & Sons, Henry 
Wilkens Co., Heeren Bros. Co., S. Gallinger, 
Jr., Grafner Bros., Opticians, and Helm & 
Helm being numbered to eight in the order 


named. J. D. Crawford is president of 
the league, Charles Walls, vice-president, 
A. J. Spire, secretary, and “harles C. 


Schreck, treasurer. Charles fc. ..yand 
Ted Schmidt are members of the publicity 
committee; Dave Freedman, Ken Pugh, 
Clarence Justus and Harry Ung “);-mem- 
bers of the prize committee; A:-.j>: Spire 
and Joseph Lemp, schedule committee and 
Elmer Waldschmidt, Ray Bolanderm, Lloyd 
Best and John Daleth, members of the 
banquet committee, with Mr. Waldschmidt, 
chairman. The members will play weekly 
each month (with the exception of Decem- 
ber) until April 24 next. 

The wholesale and jobbing jewelers of 
Pittsburgh will observe “Market Week,” 
Oct. 10 to 14, during which period the 
Chamber of Commerce will make special pro- 
vision for the visitors who come here to 
buy. The jewelers joined in such a move- 
ment in the Spring and it was pronounced 
a success, Many out-of-town jewelers came 
to Pittsburgh to look the market over. 
While many did not buy, yet many did and 
the good will spirit inculcated, it is claimed, 
was worth the effort made. The jewelers 
who are participating in the coming event 
include the Heeren Bros. Co., Samuel Wein- 
haus Co., Grafner Bros., M. Bonn Co., 
W. J. Johnston Co. The members of the 
committee on invitation and program repre- 
senting the jewelry trade include W. H. 
Hofmann, of the Heeren Bros. Co., and Emil 
Fryer, of the Samuel Weinhaus Co. These 
men see in this idea something to think 
about and are confident that the program 
which has been arranged for the amusement 
of the visitors will prove of interest to all 
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who come to Pittsburgh to buy their require- 
ments. 











Among the out-of-town retail jewelers 
who visited the wholesale trade last week 
were Harold Lynn, of the Lynn Jewelry 
Co, and Ray Locke, of the Mason Jewelry 
Co., both of Jamestown, N. Y. 

Charles T. Moyer, well known Erie, Pa., 
jeweler, who closed out his business last 
January with a successful two-months’ sale, 
was in Buffalo last week calling on the 
wholesale trade for the purpose of buying 
for a new store which he will open at 707 
State St. this month. 

When one of the young women clerks ac- 
cidentally stepped on a buzzer in Warner’s 
Jewelry Store, 3 W. Eagle St.,on Sept. 27, it 
brought an auto-load of detectives from 
police headquarters and attracted the curi- 
osity of hundreds of noon-day passersby. 
When the mistake was explained the police 
turned their attention to dispersing the 
crowd. 

Paris is going in for novelties in jewelry, 
according to George O’Hara and William 
F. Walker, buyers for the F. W. Edwards 
& Son stores in Buffalo, Rochester and 
Syracuse, who have just returned from 
Europe. In the French capital, they said, 
they found chokers, earrings, bracelets and 
pendants all the rage. New choker colors 
include rosequartz, carnelian, rose, topaz and 
lapis. 

Jerome A. Scherer, president of the Buf- 
falo Retail Jewelers’ Association, who holds 
similar office in the Fillmore Avenue Busi- 
nessmen’s Association, presided over a din- 
ner meeting of the latter organization at 
the Buffalo Trap & Field Club on Sept. 
27, when a campaign was launched toward 
having Fillmore Ave. paved and widened to 
the end that more business be brought to 
this community. 
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By winning an exciting and hotly con- 
tested game last Saturday afternoon from 
the Evans Case Co. baseball team, the team 
representing W. G. Clark & Co. won the 
season pennant in the Inter-town League. 

The North Attleboro Board of Trade will 
open its Fall and Winter schedule on 
Thursday evening, Oct. 13, with a meeting 
at the Hummocks at which Congressman 
Joseph W. Martin, Jr., will be the speaker. 

Howard Grant has been appointed chair- 
man of the committee named by the North 
Attleboro Board of Trade to assist in giv- 
ing publicity to The Hixon, North Attle- 
boro’s new community hotel to be opened 
next year. 

Mr. and Mrs. Donald LaStage, Mr. and 
Mrs. Howard R. Grant, ‘Mr. and Mrs. An- 
drew Morris and Mr. and Mrs. J. Noble 


Shawe are members of a North Attleboro - 


party that is attending the Rotary conclave 
this week at Poland Springs, Me. 

The Mandalian Mfg. Co. has been forced, 
because of increased business, to remove 


163h 


from the first floor of the Manufacturers’ 
building to the third floor where it has 
taken 25,000 additional square feet of floor 
space. 

Mr. and Mrs. Harry W. Fisher enter- 
tained 30 guests at a garden party last Sat- 
urday afternoon and evening at their home 
in South Washington St. The 18-holes 
“obstacle golf course” on the grounds proved 
to be most popular especially among the 
men guests. Moving pictures of the guests 
and gardens were taken and at 6:30 o’clock 
a supper was served out of doors and in 
the evening refreshments were also served. 








Allentown, Pa. 





The following manufacturers’ and job- 
bers’ representatives are calling on their 
friends in the trade in this locality: Mr. 
Schiff, with M. Schiff; John T. Kelly, with 
the Gorham Co.; Joel S. Koch, with Joel 
S. Koch & Co.; J. J. Horton, with Inter- 
national Silver €o.; Mr. Alkin, with L. H. 
Keller & Co., Inc.; L. S. Beckwith, with 
Sangamo Electric Clock Co.; Henry G. Ed- 
inger, with Irons & Russell Co. and Charles 
S. Foose, with the Non-Retailing Co. 

The Kay Jewelry Co. and Rogers Jewelry 
Co. bowling teams were victorious in 
the opening tilts of the season at the F, O. 
E. Bowling Alleys. The Allentown Sport- 
ing Goods Co. lost two to the Kay jewelry 
team, while the Rogers jewelry quintet took 
two out of three from Flor De Burger. 
Krause, of the Kay Jewelers, won high 
single game laurels for the night with a 
score of 235, while “Bill” Koch of the 
Rogers jewelry team, beat him out by three 
pins, 579, to win three game honors. The 
Kay jewelry team consists of J. Koch, W. 
Kaufman, C. Sieger, T. Kraus and W. 
Remmel. The Rogers jewelry team con- 
sists of W. Missimer, A. Zellner, Rich. 
Krause, J. Hilliard and B. Koch. 

The jewelry firm of E. Keller & Sons, 
711 Hamilton St., is celebrating the 62nd 
anniversary of embarking in the | jewelry 
business. In September 1865, Samuel S. 
Keller and Edwin Keller came to this city 
and purchased the jewelry store of John 
Newhard at 737 Hamilton St., trading 
under the name of Keller & Bro., until the 
year 1888, when Samuel Keller retired. Ed- 
win C. Keller then conducted the business 
alone for five years after which time his 
eldest son, Herbert C. Keller, was admitted 
to the firm in August 1892. The business 
was moved to its present quarters, 711 Ham- 
ilton St. In 1897, the younger partner, Ar- 
thur E. Keller, became a member of the firm, 
at which time the firm name was changed to 
E. Keller & Sons, the present title. Samuel 
S. Keller was the father of Mrs. Marcus 
C. L. Kline, and Edwin Keller, the father 
of Arthur E. Keller, the present owner. In 
1914, the business had again outgrown the 
space it was occupying and it was necessary 
to remove the repair department to the third 
floor. The second floor was at .this time 
transformed into beautiful show rooms 
which are now being used for displaying of 
china, lamps, glass and art objects. At this 
time electric elevator service was installed 
to add further to the comfort of all patrons. 
Associated with Arthur F. Keller in con- 
ducting .the business of E. Keller & Sons, 
is ‘his son, Edwin W. Keller. 
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Po EARLY AMERICAN Sigh 


Those stores which jealously guard their reputation 
for having the finest silver, take keen delight in carry- 
ing the “Early American Style” in “Treasure” Solid 


Silver. 


For this is not only the latest style and the correct mode 
in table silver, but it is the finest interpretation of early 
American design in modern silver. 


The Early American Style in “Treasure” silver is not 
simply inspired by Early American design in general 
—but silverware which says instantly, and unmistak- 
ably, “Early American Silver.” 


Here is silver which is a joy to the connoisseur and 
critic, and which you can recommend to your most 
discriminating patrons with no little pride. 


“The Early American Style’ comes plain or decorated, in the manner of 
old-fashioned hand engraving, to suit individual tastes. Both styles are 
based on historic precedent. 


esti ROGERS, LUNT & BOWLEN CoO. 
porns Silversmiths ~ Creators of Distinctive Tableware 
— GREENFIELD'S\, MASSACHUSETTS 


Treasure 


STERLING 925/1000 FINE 
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Editorials 





E GINNING 
with the next 
issue THE 

JEWELERS’ CIRcU- 
LAR will be published each week on 
Thursday instead of Wednesday which 
has been our day of publication for 
many years past. The change, we 
hope will prove of benetit both to the 
magazine and its readers as we expect 
thereby to improve the news service 
to a marked degree. 

While some of the news stories sent 
to us each week come by telegraph, 
radio and telephone, the bulk of the 
matter forwarded by our 80 or more 
regular correspondents and contribu- 
tors comes by mail, either regular, spe- 
cial delivery or air mail. It is a fact 
known to all large business houses, 
that little or no western mail is re- 
ceived in the Metropolis Tuesday (the 
day we have been going to press) and 
for this reason details of important 
stories that happened Sunday or Mon- 
day in the central part of the country 
have sometimes been received by us 
just too late for publication in the cur- 
rent issue and had to go over a week. 
We have been able to publish tele- 
graphic stories of these news events 
and in fact have had to rely on these 
for the main facts used and for further 
facts await the mail report of the cor- 
respondent. By going to press on 
Wednesday we hope to improve our 
late news service from the great cen- 
tral west in a way that will serve our 
readers more efficiently than we can 
at present. 

So when your JEWELERS’ CIRCULAR 
hereafter comes to you a day later than 
usual do not think it has been delayed 
or lost and do not blame the postman, 
the Post Office Department or our- 
selves. Just remember that it is being 
mailed to you one day later and that 
you will continue to get the same (or 
as we hope better) service each week, 
though at a different time. 


Jewelers’ Circular 
Will Be Issued 
on Thursday 





great 


The Retailers’ 1 HE 3 £ 
Great Convention convention 0 
the retail 


at Milwaukee ‘ 2 

jewelers which was 
held from Sept. 27 to Sept. 30, inclu- 
sive at the Milwaukee Auditorium in 
Milwaukee, Wis., was a real success 
despite several handicaps which na- 
turally interfered with the attendance 
and this, the 22nd annual gathering of 
the American National Retail Jewelers 
Association will go down in the his- 
tory of the association not only for the 
good program and enjoyable entertain- 
ment afforded to the delegates, but for 


the high character of the men who at- 
tended the sessions at the Auditorium, 
the seriousness with which the papers 
were received and the vast amount of 
educational information obtained by 
the delegates from the addresses and 
discussions. 


Two forward-looking movements 
were started at the convention, One 
was an attempt to take steps to obtain 
some kind of an organization that 
would speak for the industry, as a 
whole. President Brotherly had sug- 
gested at the opening address that for 
this purpose, the American National 
Retail Jewelers Association open its 
membership rolls to manufacturers, 
wholesalers and importers in order 
that an organization be formed some- 
what on the line of that of the Cana- 
dian jewelers where all classes of 
trade are represented. By resolution, 
the delegates decided to have this ques- 
tion carefully considered, laid before 
the various State associations, and if 
a majority of them are in favor of the 
project, to have it decided on at the 
next annual convention of the national 
body. 

The other forward movement was 
in the adoption of another suggestion 
of President Brotherly to have the 
birthstone list completely revised in a 
way that would make it absolutely 
authentic and a committee will be ap- 
pointed to take charge of this revision, 
who are empowered to call from the 
outside, experts on astrology and the 
zodiacal significance of gems; experts. 
on the lore and traditions relating to 
gems, as well as any others who may 
aid in putting this natal stone list on a 
basis that will be scientifically and tra- 
ditionally accurate and remove any 
suspicion of commercialism from the 
selections made. It is hoped that the 
list so determined on will have the ap- 
proval of jewelers all over the world, 
as well as gem lovers and the public 
in general, and that our trade will then 
no longer be hampered by the varying 
lists of birth stones used by jewelry 
firms not only in different countries 
but in different parts of the United 
States. 


An important precedent was smashed 
in the re-election of President Broth- 
erly for a fourth term as heretofore 
three terms for the president have been 
growing into a tradition as strong as 
that relating to two terms for the presi- 
dent of the United States. But condi- 
tions have arisen witlain the association 
and certain work carried on in a con- 
troversy with the government, are of 
such importance that this action was 
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deemed necessary by the leaders. Presi- 
dent Brotherly who had determined to 
retire this year, was forced reluctantly 
to consent to continue the work with 
which he and some of the other offi- 
cers were alone familiar. 

For a while it seemed as if, for the 
first time in years, there would be a 
contest in the election of president, not 
only on account of the general opposi- 
tion to an idea of more than three 
terms, but also to the growing senti- 
ment in certain parts of the country 
against what the jewelers believe to be 
a domination of the eastern States in 
the control of the organization, and 
many wanted a leader selected from 
the south or the middlewest, if possi- 
ble, in order to strengthen the organi- 
zation in other parts of the country. 
However, when the situation was ex- 
plained to the delegates, all opposition 
disappeared and President Brotherly 
was again unanimously selected as the 
executive. 

Milwaukee is not a good convention 
city at present. It lacks certain facili- 
ties in the way of hotels that will ac- 
commodate the convention hall and ex- 
hibits as well as delegates, and for this 
reason, the Auditorium was the scene 
of the convention and some of the ex- 
hibits, and the Plankinton Hotel, the 
convention headquarters, also housed 
many manufacturers’ displays. That 
the two buildings were about three- 
quarters of a mile apart, was bad 
enough, but added to this the rain dur- 
ing the sessions made traveling impos- 
sible except by taxicab. Despite this 
and other handicaps, the Milwaukee 
jewelers worked whole-heartedly to 
put the visitors at their ease and give 
them a good time and that they suc- 
ceeded was the universal opinion of all 
who attended. Considering everything, 
the attendance was good, the exhibits 
excellent, the entertainment most en- 
joyable, and, as before said, the char- 
acter of the attendance at the sessions 
remarkable. No jeweler who visited 
Milwaukee for one or more of these 
sessions can but feel that he was amply 
repaid for the time and expense of at- 
tending, no matter how far he came to 


do so. 
HAT the 
i¥ jewelry trade 
is unanimous 
in its sentiment in 
favor of strenuous prosecution of re- 
ceivers of stolen goods, goes without 
saying, and this feeling was manifest in 
the resolution passed at the national 
convention of the A. N. R. J. A. last 
week commending the fight for legisla- 
tion that will make the prosecution of 
“fences” more easy than at present. 





How Jewelers 
May Aid in Fight- 
ing the “Fence” 
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October 5, 1927 





Carl S. Lorentz, member of the firm of 
M. L. Lorentz, Inc., 48 W. 48th St., an- 
nounced his engagement recently to Miss 
Nannette Friedman. 

The windows at the store of the Gorham 
Co. 47th St. and Fifth Ave., are being 
remodelled, and it is expected that the al- 
teration work will be completed shortly. 

Among the callers at the offices of THE 
JewELeRS’ CiRCULAR during the past week 
was Joseph F. O’Grady, dealer in watches, 
diamonds and jewelry at Buffalo, N. Y. 

Oppenheimer Bros. & Veith, dealers in 
diamonds and pearls, 527 Fifth Ave., an- 
nounced last week that on Oct. 1 their Paris 
office was removed to 34 Rue Drouot. 

After spending several months in their 
European office Louis Pressel, of Louis Pres- 
sel & Lederberg, Inc., diamond cutters and 
importers, 62 W. 47th St., is returning to 
this city to resume his activities here. 

B. Canon, of Canon Bros., diamond im- 
porters, Toronto, Ont., Canada, was an out- 
of-town visitor at the offices of THE JEWEL- 
ERS’ CrRCULAR last week. Mr. Canon while 
in New York is making his headquarters at 
the Hotel Pennsylvania. 

M. Harris, jewelry auctioneer, 142 Fulton 
St., is now conducting an auction sale for 
the firm of Brown & Delavan, Ithaca, N. Y. 
This business has been conducted at Ithaca, 
according to Mr. Harris, for 57 years. Mr. 
Brown, the senior member of the firm, died 
about three weeks ago, leaving a widow and 
several children. Mr. Delavan will remain 
in business. 

Jade trees composed of ornamental leaves, 
flowers, stems, etc., in miniature pots, are 
dutiable as artificial flowers at 60 per cent. 
ad valorem, under Par. 1419 of the Tariff 
Act of 1922, according to a decision handed 
down last week in the United States Cus- 
toms Court, New York. The decision was 
made in overruling a protest of G. W. Shel- 
don & Co., of Chicago, whose claim for a 
lower rate was dismissed in an opinion by 
Tudge McClelland. 

Donald Steele, son of Robert B. Steele 
of Steele & Gorn. manufacturers of diamond 
jewelry, 62 W. 47th St.. and representative 
of the Jabel Ring Mfe. Co.. Newark, 
N. J., was married recently in Chicago to 
Miss Louise Elizabeth Hogg of Mt. 
Vernon, N. Y. The ceremony took place 
at the Congress Hotel with the Rev. W. 
Clyde Howard, of the First Presbyterian 
Church. officiating. The counle were en- 
gaged for some time. Mr. Steele is well 
known in the jewelry trade and visits the 
territory in the middle west for the Newark 
concern. 

The Jewelers’ Co-operative Bureau, 535 
Fifth Ave., has in its possession a pearl 
necklace containing 40 small Oriental pearls. 
The Bureau is searching for the owner of 
this necklace, and any jeweler who recog- 
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nizes the necklace, wn.ch is the kind to 
which pearls can be added, should communi- 
cate immediately with Captain “Matt” Strat- 
ton of the Bureau, or with the offices of 
1 HE JEWELERS’ CIRCULAR. 

Captain “Matt” Stratton, general super- 
intendent of the Jewelers’ Co-operative Bu- 
reau, returned last week from a successful 
fishing trip which he enjoyed at Chinco- 
teague, Va. Captain “Matt” is sporting a 
fine coat of tan and a large assortment of 
snapshots which accompany the stories he 
is telling of his luck. The biggest fish 
caught by Captain Stratton, and which is 
said to be a record for fish taken from surf 
casting, was a 45-pound channel bass. Big- 
ger ones have been landed in that part of 
Virginia from boats, but according to a 
native guide “Matt’s” catch from the surf 
establishes a record. In all, Captain Strat- 
ton caught five channel bass weighing any- 
where from 25 to 45 pounds. 

L. Burton Hall, vice-president of the 
International Silver Co., and manager of 
the Maiden Lane store, 15 Maiden Lane, 
is receiving the condolences of his large 
circle of friends in the trade over the sud- 
den death of his wife, Amelia T. Hall, who 
passed away last Wednesday. Mrs. Hall, 
who had apparently been enjoying good 
health, died suddenly in the Hotel Mohawk, 
in Brooklyn, where the Hall family was 
living temporarily. The body was later 
moved to the family home at 278 Ryerson 
St., and on Saturday afternoon, funeral 
services were held at the Emmanuel Baptist 
Church, Lafayette Ave. and St. James 
Place, Brooklyn, of which Mrs. Hall had 
been a member for many years. Mr. and 
Mrs. Hall had been planning to leave last 
week on a short pleasure trip to the moun- 
tains. Deceased is survived by her husband 
and one son, Lewis B. Hall, Jr. 

Another victim of the glass “diamond” 
switching swindle was claimed last week 
when Herman Sousa, the prize fighter known 
in the ring as “Babe Herman,” bought sev- 
eral packages of chipped glass for $2,800. 
“Herman” believed he had diamonds and 
was not aware of the fact that he had been 
swindled until he took one of the stones to 
a jeweler to have it set in a ring. In re- 
porting the incident to the police, the prize 
fighter stated that several days ago three 
strangers told him they had some “diamonds” 
which they would sell cheap. He had sev- 
eral appraised at a Broadway pawnshop, 
where he was told they were worth $510. 
Believing this to be a good chance to invest 
some money he drew $2,800 from the bank 
and when he met the men he gave them the 
money for which he received what he 
thought was several packages of diamonds 
but which later turned out to be glass. 

The frequency with which the burglar 
alarms installed in many offices and factories 
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of jewelry concerns in the down-town section 
are being set off is causing considerable an- 
noyance to the detectives and police who are 
constantly patrolling the Maiden Lane sec- 
tion. It is not so much the answering of 
the call that causes confusion among the 
authorities but the locating of the office from 
which the alarm is set off. The manage- 
ments of one or two buildings down-town 
have seen fit to install indicators in the main 
halls of the buildings showing the offices 
from which alarms are sent. In this man- 
ner, detectives and policemen are able to 
immediately go to that office without losing 
any time, and they have a better chance of 
getting any thief or thieves who attempt 
to hold up one of these jewelry establish- 
ments. Where a number of these burglar 
alarms have been installed in any one build- 
ing, the authorities are of the opinion that 
the installation of an indicator in the main 
hall would be an extra safeguard and would 
make it easy for the police and detectives to 
locate the scene of the trouble immediately 
without having to go through the entire 
building and in the meantime possibly allow- 
ing the crook to escape. 

A jury before Supreme Court Justice 
Wasservogel found a verdict for the defend- 
ant on Tuesday last in the suit of Joseph 
Rosenberg, jeweler, of 527 Fifth Ave., 
against the Commercial Union Assurance 
Co., Ltd., of London, to recover $20,229 un- 
der a policy covering the loss of property. 
Mr. Rosenberg alleged that between July 
and September, 1925, he delivered a quantity 
of jewelry on memorandum to Felix B. 
Vollman & Co., and that thereafter one 
Harry Cohn got possession of the jewelry 
by a device amounting to larceny, and the 
plaintiff recovered only one article, consist- 
ing of a sapphire bracelet worth $1,650, after 
Cohn had been sent to prison with two ac- 
complices who had aided him in disposing 
of the merchandise. The complaint alleged 
that the jewelry never recovered consisted 
of the following: Marquise platinum and 
diamond ring, $8,212; diamond and emerald 
bracelet, $1,760; marquise diamond ring, 
$2,350: emerald and diamond bracelet, $2.- 
675; marquise and onyx fancy bracelet, 
$2,675, and a square diamond and emerald 
bracelet, $2,650. The insurance company 
contended that under the circumstances of 
the case it was not liable and that the de- 
mand had not been made in accordance with 
the terms of the policy. Mr. Rosenberg 
stated that in the general salvage the total 
amount was reduced to about $12,000. 

Nathan Zaidens, a diamond dealer of this 
city, was reported last week as being the 
purchaser of a block front on the main 
street of Monticello, N. Y. The plot con- 
tains about three and one half acres and 





(Continued on page 169) 
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on it is situated a theatre and a 20 room 

elling. ; 
gor Varni, of the Stephen Varni Co., 
15 Maiden Lane, was recently in Florence, 
Italy, from which place he sent handsome 
postal cards to a number of his friends in 
the trade in this city. 

Among the Canadian jewelers who called 
at the offices of THE JEWELERS’ CIRCULAR, 
yesterday, were Isidore Freedman, of Freed- 
man, Ellis, Ltd., Toronto, and David Shapiro, 
of the Capitol Jewelers, Ltd., who have 
two stores at Montreal. 

Arthur J. Birkner and Harry Cowan who 
have been conducting a retail jewelry store 
at 100 W. 40th St. have leased a store 
in the new building on the corner of 
46th St. and Fifth Ave., where they will 
conduct a retail jewelry establishment under 
the name of Birkner & Cowan. The con- 
cern will deal in diamonds and antique 
jewelry. The store will be opened on Nov. 
Ist, 

The golf prowess of Alfred Morrell, of 
Black, Starr & Frost, who is well known 
in the jewelry trade of this city, was broad- 
cast last week when his photograph appeared 
in the rotogravure section of the New 
York Herald Tribune. Mr. Morrell’s pic- 
ture was shown with that of J. N. Mc- 
Donald and a number of trophies which 
they won in the Metropolitan Advertising 
Golf Association tourney held recently at 
Montauk Downs, L. I. In this tournament, 
Mr. McDonald finished first and Mr. Mor- 
rell was runner-up. 

Phineas Peters and Max Katz of Brook- 
lyn, represented the executive board of the 
Retail Jewelers Association of New York 
at the American National Retail Jewelers 
Association convention in Milwaukee, last 
week, as did Samuel Feldman, who was 
there as a regular delegate of the State 
organization. The other members of New 
York State’s large delegation included Ed. 
Leininger, Buffalo, E. J. Scheer, Rochester, 
Albert Kamp, Ossining, Russel E. Brig- 
ham, Oneonta, Charles T. Evans, Buffalo 
and E. H. Hufnagel, Mt. Vernon. 

A news dispatch coming from London, 
England, last week contained the informa- 
tion that 70 diamonds valued at $25,000 
were stolen from a London concern by two 
men, who are believed to be Americans. 
According to the dispatch, the pair intro- 
duced themselves as coming from another 
London concern and, while examining a 
number of diamonds, asked for a magnify- 
ing glass. One of the clerks went to get 
the glass and a little later the visitors 
stated that the stones were not just what 
they wanted. After they had left, it was 
found that about 70 diamonds were missing 
from the stock. The name of the concern 
losing the diamonds was not mentioned. 

Last night (Tuesday) the New York 
Jewelers Benevolent Association held a 
meeting at its headquarters, 62 W. 125th 
St. This meeting took the form of a 
special affair in honor of Philip Hersch, 
of 838 Beck St. who is one df the oldest 
members of the organization and who is 
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known throughout the industry as a phil- 
anthropist, and a man who has given his 
time and help to charity not only among 
the members of his organization but to 
others outside of the industry. Mr. Hersch 
recently celebrated his 77th birthday and 
this special meeting was an added celebra- 
tion. At this meeting, last night, it was 
also planned to donate a large sum of money 
to one of the members of the organization 
whose home is in Washington, D. C., and 
who recently suffered the loss of a leg 
and has been sick for the last six months. 

In a brief trade summary published last 
week in the New York Times novel styles 
in jewelry for the Fall were emphasized. 
This article stated that contrasting strongly 
with some of the heavier and more mascu- 
line styles in jewelry for women that are 
being offered for Fall are the dainty effects 
of a score of years ago that are being intro- 
duced by the French designers. Pendants 
and surety pins furnish the most striking 
examples, according to reports that have re- 
cently reached this market from the other 
side, and included in these groups are de- 
signs of every description crusted over with 
brilliants. Among them, for instance, is a 
large, highly colored modern motif that 
looks like a cross between a childish attempt 
to trace a couple of letters and a Chinese 
symbol. It is worked out in diamonds and 
hung around the neck by a chain which is 
encrusted with similar stones. Other de- 
signs might be said to be veneered in dia- 
monds. These include, among others, a bird 
with outspread wings, a crouching cat, a 
flower with leaves and stem faithfully dupli- 
cated, a bow of ribbon and a buckle. All 
are reproduced in the tiniest detail, from the 
veining of the leaf to a suggestion of flex- 
ibility in the bow. Taken by and large, 
the new jewelry falls into two distinct 
classes. One—the heavy masculine type—is 
for wear by women who prefer tailored 
clothes and their accessories. The other is 
for the women who prefer such feminine 
foibles and ruffles and pleats. 











Jay E. DeRoy, manager of the Norman 
Co., returned to business last week after a 
month’s rest. 

Jerome B. Wiss, president and secretary of 
Wiss Bros., Inc., has purchased the resi- 
dence of Gerald A. Eubank at 409 Heywood 
Ave., Orange. 


Norbert L. Bertl., Springfield Ave., 
jeweler, attended the A. N. R. J. A. con- 
vention at Milwaukee, returning to business 
Monday morning. 

Most of the business men of Bloomfield, 
N. J., attended a Kiwanis Club meeting 
on Sept. 27, at which time Conrad J. 
Brotherly, president of the American Na- 
tional Retail Jewelers Association, and a 
member of the Newark Kiwanis Club, gave 
an entertaining talk on “The History and 
Tradition of the Jewelry Trade.” 








The jewelry store of A. C. Hilton, 242 
Cookman Ave., Asbury Park, N. J., recently 
suffered about $6,000 damage by fire which 
destroyed the three-story building at that 
address. 
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Ancient Mirrors 





RCHAEOLOGISTS, in their Oriental 

excavations, are bringing to light great 
numbers of toilet articles that range over 
a period of many hundred years. Of course, 
alongside the “vanity” case, the mirror is 
rarely absent. Paul Rouaix’s short descrip- 
tion of our knowledge concerning these an- 
cient toilet pieces reads as follows: “Metallic 
mirrors preceded the glass ones. The Egyp- 
tian collections contain fragments of mirrors 
on which the ornamentation consists of en- 
gravings or sculptures on the handles. The 
subject of such ornamentation is of two 
kinds that are repeated on almost all of 
the objects. It is either of a woman en- 
gaged on her toilet or it is the figure the 
grotesque god Bes. In the former case one 
sees, Often, the picture of a cat on the arm 
of a young woman, probably a symbol of 
the toilet. The Hebrews, likewise, were 
acquainted with metallic mirrors. A pass- 
age in the Holy Scriptures (Exodus) states 
that Moses made the bronze laver for the 
Temple by melting the women’s mirrors. 
Etruscan art has left us beautiful mirrors 
engraved with mythological episodes of 


numerous personages whose names are 
marked on the background in Etruscan 
characters, 


“The British Museum possesses one on 
which is represented Helen and Menelaus 
after the capture of Troy. It is in tombs 
that most of these antique pieces of the 
metal worker are found. They may be 
ranged in two divisions. In the first enter 
mirrors with plain disks in which the handle 
alone or the frame is ornate. In the second 
the mirrors are composed of two disks of 
which the second forms a cover for the 
first. Ornamentation consists sometimes of 
line engraving, sometimes of carved reliefs. 
The common substance is bronze; some- 
times it is silver. 

“The need of renewing the fugitive polish 
enforced having a sponge suspended from 
the mirror by a thread or tiny chain. With 
a little powdered pumice stone the shine of 
the polished surface was revived. The 
cities of Corinth and Brindisi were noted 
for their manufacture of metallic mirrors, 
A Greek, named Praxiteles homonym of the 
great sculptor, is mentioned for his silver 
mirrors which he made in the first century 
B.C. Pliny mentions mirrors of obsidian and 
they claimed that Nero had one made of 
emerald. Metallic mirrors were in daily 
use and extended into every class; one can 
see proof of this in all the examples that 
remain and from the fact that mirrors 
figure in the many Greek and Latin proverbs, 
A painting on an antique vase shows us a 
woman at her toilet. She is represented 
seated on a high-backed chair holding a 
hand-mirror in her left and in her right 
hand the brush dipped in paint with which 
she embellished her face. On the handle 
of an ancient mirror found in the ruins of 
Pompeii one reads the name of the owner. 
It was toward the end of. the XIIIth cen- 
tury that glass took the place of metal in 
the manufacture of mirrors.”—C. W. C. 








Lloyd Kvare, Fosston, Minn., has rented 
part of the Klein building and wall soon open 
a jewelry and watchmaking shop at that lo- 
cation. 
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George Mulholland has been appointed 
chief of the shipping department of Aisen- 
stein & Gordon. 

Practically all establishments in Sansom 
St. will be closed Thursday of this week, it 
being Yom Kippur, or the Day of Atone- 
ment in the Jewish calendar. 

Lawrence L. Gander, surviving member of 
the firm of Gander Bros., diamond setters, 
has registered himself as trading under the 
old firm name at 802 Chestnut St. 


Frederick A. Fiedler, veteran optometrist, 
and formerly for many years a jeweler at 
Milton, Pa., died at his home in West Phila- 
delphia while awaiting an operation. 


David Atlas, well-known Sansom St. dia- 
mond importer, and Mrs. Atlas have re- 
turned from an enjoyable visit to their mar- 
ried daughter in Davenport, Ia. They were 
gone two weeks. 

A meeting of the directors of the Sansom 
Street Business Men’s Association will be 
held soon to choose a successor to Jerry F. 
Neill, secretary of the organization since its 
foundation, who died last week. 

Announcement of a dividend of one and 
three-quarter per cent. upon the preferred 
stock of the Keystone Watch Case Co., just 
declared by the directors, has been made. 
Checks are to be mailed to stockholders of 
record. 

His many friends in the trade are extend- 
ing condolences to S. Spiegel, manufacturing 
jeweler, S. W. corner of 7th and Chestnut 
Sts., because of the sudden death of his 
daughter, Rosalie, on Sept. 25. The young 
lady was 19 years of age. 

Henry J. Hursel for many years an auc- 
tioneer and officcholder at Bloomsburg, Pa., 
and known to jewelers all through eastern 
Pennsylvania, for many of whom he had con- 
ducted legitimate auctions, is dead at his 
home. He was active in Republican politics 
and had held many county and borough of- 
fices, 

Bowling is now the theme among employes 
of S. Kind & Sons, five teams having been 
formed and organization effected, with A. 
Hundermark, president; L. Dilger, secretary, 
and E. Pratt, treasurer. Present standing 
of the teams is: Reds, won six, lost none; 
Grays, won four, lost two; Maroons, won 
three, lost three; Blue, won two, lost four; 
Black, lost six. Officials of the firm en- 
courage the league. 

Jewelry, fountain pens and novelties, all 
valued at about $300, were stolen from the 
store of Joseph Silverman, at 838 Corinthian 
Ave., by two negroes who smashed the win- 
dow with a padded brick, scooped up the 
articles and fled in a motor car. Employes 
of the Lankenau Hospital, nearby, heard the 
window smash and saw the thieves at work, 
but before they reached the store or sum- 
moned police, the robbers had fled. 

A number of changes have taken place in 
the personnel of the district office of the 
Oneida Community here. F. H. Whitman, 
for several years in charge of the district, 
has been ill and is on leave of absence. 
William Ferguson, from the home office, 
has taken his place as district manager, with 
Brenton Crowell as his assistant. Willard 
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Conklin, who has been stationed in Peoria, 
Ill., has been transferred to the Baltimore 
office. 

Max E. Gordon was proxy for the stock- 
holders of the National Bank of Commerce, 
known as the Jewelers’ Bank, at the voting 
for its merger with the Bankers’ Trust Co., 
the joint institution having a combined capi- 
tal of $3,500,000 and resources of $19,000,000. 
Jacob Netter, known to every jeweler in the 
wholesale district, who was president of the 
National Bank of Commerce, becomes chair- 
man of the board of the new concern. The 
bank will remain at its present location. 


One of the features of the Sesqui-Centen- 
nial celebration of the sitting of the Conti- 
nental Congress in York, Pa., while this city 
was occupied by the British in 1777-78, is a 
clock made by Godfrey Lenhart, a York sil- 
versmith of that period. It stood in Len- 
hart’s store in York for years and was 
known as the “town clock,” being used as 
such until a clock was placed in the court- 
house tower. Lenhart was the only jeweler 
and silversmith in the town for years and 
the building which his store occupied was 
torn down in 1841. The clock is still in 
order, clockmakers who have examined it 
say. 

Officials of the Better Business Associa- 
tion are still busy in attempting to again in- 
terest the police heads in another crusade on 
the fake auction houses, some of which are 
beginning to be active again after a brief 
absence from the city. One offender, who 
was compelled to close his place on Market 
St. by the association, has obtained a license 
under another name and is operating, but in 
a different locality. He is under close watch, 
however, and a warrant will be asked at 
the first sign of any violation of his license. 
Another place on Market St., near the City 
Hall, whose “barkers” and “cappers” had 
been very noisy for a time, quieted down 
after agents of the Bureau had been recog- 
nized in the crowd. Constant surveillance 
by employes of the Bureau irritates the auc- 
tioneers, but is effective in keeping them 
within the law. 

H. B. Gording, manufacturing jeweler at 
715 Sansem St., is receiving congratulations 
from his fellow-jewelers on his bravery in 
attempting to save his eight-year-old daugh- 
ter, Marian, from his runaway automobile. 
Mr. Gording, who lives at 6705 N. 7th St., 
in the Oak Lane district, had parked his car 
near the intersection of Ridge Ave. and 
Shurs Lane, Roxborough, and had started 
for a filling station, leaving his daughter in 
the machine. The car had been left on a 
steep grade, and as the jeweler walked away, 
the brakes, in some manner, slipped and the 
machine began to slide down the hill. The 
child screamed and Mr. Gording turned and 
reached the car before it had gathered much 
speed, jumping upon the running board and 
leaning inside seized the wheel. The little 
girl, in her excitement, opened the door on 
her side of the car and jumped out. Before 
Mr. Gording could regain control of the car 
it crashed into a tree, hurling him out. 
Father and daughter were taken to Memorial 
Hospital nearby, where Mr. Gording was 
treated for a broken foot and the child for 
several bruises on the head. But for Mr. 
Gording having acted so promptly, the child 
would have been killed or very seriously 
injured. 
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EDITORIALS 
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But despite this sentiment, our mer- 
chants are not doing all they can to 
eliminate the “fence” or make his busi- 
ness uncomfortable. Unfortunately, 
there are a large number of jewelers, 
who are unwittingly helping these 
“fences” today without knowing it. 

Many merchants who would not con- 
sider for a moment the purchase of 
merchandise from the receiver of 
stolen goods, are, nevertheless, buying 
such merchandise from others who deal 
with these receivers directly or indi- 
rectly. That they do it, through ig- 
norance or carelessness or both does 
not help the situation or hurt the re- 
ceiver. When offered merchandise at 
a bargain price, some of our dealers 
are content to buy it simply because 
they feel that the party they are dealing 
with is not a crook and has not gotten 
the goods from a thief. But many of 
these people may be surprised to learn 
that the merchandise purchased by 
them from what they consider “legiti- 
mate sources,’ had originally come 
from a robbery or a smuggling op- 
eration. 

It is true that the difficulties in trac- 
ing the commercial pedigree of mer- 
chandise offered are often too hard 
for the average dealer to  over- 
come, but much more care can be 
used in purchasing than is manifest 
at present. Jewelers can feel them- 
selves safe in buying from houses 
whose reputations are above sus- 
picion, but, on the other hand, when 
buying from unknown people they 
can at least take the trouble to get 
an assurance as to the antecedents of 
the merchandise that will satisfy them 
that the goods have not come into the 
market in a crooked way. All honest 
dealers are willing to give such an as- 
surance and satisfy their customer as 
to the legitimacy of the product of- 
fered. Those who do not or will not, 
should be looked upon with’ suspicion. 

A little more thought and care on 
the part of many of our jewelers in 
buying merchandise (particularly dia- 
monds and gems) while it will not 
stop the marketing of smuggled and 
stolen goods, will, at least, make it less 
easy for the smuggler and receiver, 
and sometimes may aid the authorities 
in the detection of both. 

The subject is one well worthy of the 
careful consideration of every merchant 
in our industry, and THE JEWELERS’ 
CIRCULAR welcomes suggestions from 
its readers as to any means that 
can be employed that will aid in the 
detection of smuggled and stolen mer- 
chandise that may be offered to the 
trade through legitimate channels. 
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Chicago Notes 





M. G. Vanderhaeghen, of the Geo. H. Ful- 
ler & Sons Co., returned recently from the 
northwest, where he called on the wholesale 
trade. 

J. R. Tobin, retail jeweler at Springfield, 
Ill., accompanied by his wife, spent several 
days of the past week in Chicago looking 
over new goods. 

H. J. Hagen, Joe Carr, M. W. Silverberg 
and Milton Nathan, of Stein & Ellbogen’s 
traveling force, spent several days of the 
past week in Chicago replenishing their 
stock. F 

Byron Sheffer and Henry Williams, of 
Williams & Co., Benton Harbor, Mich., and 
South Haven, called on their favorite whole- 
sale houses last week and looked over new 
goods. 

Ernest Linick, of the Chicago Jewelers’ 
Tool Works, 10 S. Wabash Ave., is back at 
his desk, after being confined at his home 
for several days last week on account of 
illness. 

Howard Seebeck, representing Barnett 
Daniel & Co. and the Armbrust Chain Co., 
is making his regular business trip through 
the south and expects to return to his office 
some time this week. 

George Dahlman, Chicago representative 
for the Reliance Mfg. Co., left last week for 
Detroit and cities in the middle west and 
will be away from his office until Oct. 11, 
calling on the wholesale trade. 

Charles G. Brown, buyer for the Stein & 
Ellbogen Co., returned last Friday from 
New York and the east, where he spent two 
weeks in search of new Fall items, as well 
as visit with his many friends. 

Sam Siegel, operating as S. Siegel & Co., 
auctioneers, recently opened an office in 
room 603, 5 S. Wabash Ave. Mr. Siegel is 
well known in the auction world, having 
been associated in this work for many years. 

William Gallup, of the Keystone Watch 
Case Co., Riverside, spent a few days in Chi- 
cago last week visiting the wholesale trade. 
Mr. Gallup has charge of the material de- 
partment and is making a trip through the 
middle west. 

John F. Falcon recently opened a retail 
jewelry store at 1917 W. Division St. Mr. 
Falson is a watchmaker and for three years 
was employed by the Illinois Watch Case 
Co. at Elgin, and later, for about three years, 
conducted a repair business from his home at 
Elgin. 

Ernest Block, manufacturers’ representa- 
tive, with headquarters at 1104 Heyworth 
building, just completed an extended busi- 


ness trip through the south, the west as far 
as California and the northwest. Mr. Block 
reports business as fair all through the ter- 
ritory. 

The Ansonia Clock Co. has discontinued 
its Chicago office in the Kesner building. J. 
L. Sheets, Chicago representative, will con- 
tinue to look after the interests of the com- 
pany in Chicago and the middle west and 
will temporarily make his headquarters at 
his home. 

A. T. Westlake, of the Bradley Polytech- 
nic Institute, Peoria, Ill., motored to Chi- 
cago last week with Mrs. Westlake and after 
visiting with friends for a few days left for 
the A. N. R. J. A. convention at Milwaukee, 
accompanied by B. J. Hagamann and Mrs. 
Hagamann. 

Harry E. Glendore, auctioneer, recently 
returned to Chicago and has established 
headquarters in room 511, Mallers building. 
Mr. Glendore has been away from Chicago 
for about five years and for the past four 
years has been making his home at San 
Francisco, Cal. 

Among Chicago retail jewelers who spent 
a few days at the A. N. R. J. A. convention 
at Milwaukee were: B. J. Hagamann and 
wife; Herman C. Stern, secretary, Illinois 
Retail Jewelers’ Association; William G. 
Landt and wife; A. Hess, Jr., of A. Hess & 
Son, and wife; David C. Nelson, president, 
Illinois Retail Jewelers’ Association, and 
wife. 

Sam Siegel and Sol Steinberg have en- 
tered into a partnership for the purpose of 
operating a wholesale jewelry business. The 
new concern is known as the Standard 
Jewelry Co., and they have secured spacious 
quarters in suite 603 Mallers building. Mr. 
Steinberg formerly was connected with J. L. 
Art & Co. as their buyer and Mr. Siegel as 
an auctioneer. 

Shriners from throughout the Mississippi 
Valley were en route to Chicago to attend 
a reception on Friday for Clarence M. Dun- 
bar, member of the firm of Cook, Dunbar & 
Smith, of Providence, R. I., and Imperial 
Potentate of the Mystic Shrine of America. 
Mr. Dunbar arrived in Chicago on Friday. 
The reception was held at Medinah, at Cass 
and Ohio Sts. 

Otto H. Sturm, representative for the Geo. 
H. Fuller & Sons Co., returned to the office 
on Monday, after spending two weeks with 
Mrs. Sturm on a honeymoon trip through 
nearby States. Mrs. Sturm formerly was 
Miss Esther Kellerman, daughter of Mr. and 
Mrs. John Kellerman, of 2617 Florence Ave., 
Chicago. The couple were married on Sat- 
urday, Sept. 17, at the home of the bride’s 
parents. Mr. and Mrs. Sturm will make 


their home at Addison Ave., near Cicero 
Ave. 

George LaMont, well known to jewelers 
in Chicago as a messenger for the American 
Optical Co., was killed on Monday of last 
week when he was struck by an automobile. 
Mr. LaMont was on his way home and was 
crossing the street when the accident hap- 
pened. He was 76 years of age and for the 
past three years was associated with the 
American Optical Co. He made his home 
at King’s Home for the Aged, at 360 E. Gar- 
field Blvd. Funeral services were held on 
Friday afternoon at the Day Light Church, 
47th and St. Lawrence Ave., and interment 
was at Graceland Cemetery. 

Members of the Chicago Bowling League 
played their ninth series of games _ last 
Thursday evening, and with the wind-up in 
September, teams representing the American 
Optical Co, and Harry Nathanson are tied, 
with a score of seven games won and two 
lost; Otto Young & Co, are third, with five 
games won and four lost; Goldsmith Bros.’ 
Smelting & Refining Co., four games won 
and five lost; A. C. Becken Co. and A, W. 
Anderson Co., one won and eight lost. To 
date, Norris, Alister-Ball-Bridges Co. and 
Bulova Watch Co. are one series behind in 
the schedule, but they expect to recover that 
before the end of this week. They are tie, 
with a score of four games won and two lost. 
Rudolph Krischke, playing on the Nathan- 
son team, is still in the lead for high indi- 
vidual, with an average of 192 for the nine 
games. Ed Lemke was the lucky winner of 
a beautiful silk umbrella, given as a blind 
bogey prize. Baker & Co. of Chicago con- 
tributed the prize. 

Many of the manufacturing and wholesale 
jewelers of Chicago, and eastern houses with 
Chicago representation, returned last Friday 
from Milwaukee, where they spent the en- 
tire week attending the convention of the 
A. N. R. J. A., and displaying their attrac- 
tive merchandise at their booth at the Audi- 
torium or at one of the local hotels. Among 
the firms represented were: the Towle Mfg. 
Co.; R. Wallace & Sons Mfg. Co.; Oneida 
Community; Alvin Silver Co.; the Gorham 
Co.; Rogers, Lunt & Bowlen Co.; Inter- 
national Silver Co.; New Haven Clock Co.; 
Bulova Watch Co.; Wm. L. Gilbert Clock 
Co.; Norris, Alister-Ball-Bridges Co.; Stein 
& Ellbogen Co.; C. H. Knights-Thearle Co. ; 
John Dietrich & Co.; C. & E. Marshall Co.; 
Swartchild & Co.; A. Hirsch & Co.; Pro 
Tex Corp.; Benj. Allen & Co.; Whiting & 
Davis Co.; George H. Fuller & Sons Co.; 
Keystone Watch Case Co.; Assoeiated Sil- 
ver Co.; the Dirigold Corp.: Seth Thomas 
Clock Co.; Waltham Watch €o.; J. R 
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Wood & Sons; S, Wechter Co.; Otto Young 
& Co.; Robt. Friend & Co., and the Karpeles 
Co. 

“Harry Davis, 9 Maiden Lane, New York, 
arrived in Chicago last Saturday and is call- 
ing on the trade here this week. 

Ed Fleming, of Fleming Bros., Eau Claire, 
Wis., looked over the markets in Chicago 
last week and spent some time with friends. 

Wm. E. Mount, Pueblo, Colo., spent sev- 
eral days here last week visiting friends in 
the trade and making purchases for the Fall 
business. 

M. B. Hanauer of the American Gem & 
Pearl Co., New York, arrived in Chicago 
last week and is spending about 10 days here 
calling on the trade. 

Herman Nathan, auctioneer, returned last 
week from North Carolina, where he was 
engaged in making a sale for a few weeks. 
He reports business as being good. 

Albert Grabhorn, of Grabhorn & Dubiner, 
Inc., New York city, left last week for Min- 
neapolis and other points in the northwest, 
after spending a week in Chicago showing 
his new Fall line and calling on many of his 
friends. 

Wm. H. Horton, prominent jeweler of 
Flint, Mich., and Past Potentate of the Shrine 
lodge in that city, came to Chicago last Fri- 
day to attend a ceremonial at Medinah Tem- 
ple and reception to Clarence M. Dunbar, 
Providence, R. I., Imperial Potentate of the 
Mystic Shrines of North America and a 
member of the Cook, Dunbar, Smith Co., 
manufacturers of that city. 

Adolph Weiss, of Heinrich, Hermann & 
Weiss, Heyworth building, returned to Chi- 
cago last Friday from a business trip through 
the east and middle west. Mr. Weiss came 
in from Detroit and spent the week-end with 
his family, returning to Detroit the first part 
of this week and completing his Fall trip. 
He expects to be home again some time next 
week, 

Fred N. Day, retail jeweler from Win- 
ston-Salem, N. C., spent a few days in 
Chicago last week on his way to the A. N. 
R. J. A. convention at Milwaukee. While 
here Mr. Day called on the wholesale houses 
in search of new Fall merchandise, visited 
places of interest and had the opportunity 
to see “Sam and Henry,” WGN’s famous 
artists, in action and to visit with them after 
their broadcast. 

While on a business trip to Chicago last 
week Donald Steele, decided quite suddenly 
that he wanted to join the ranks of the 
benedicts. Mr. Steele was married to Miss 
Louise Elizabeth Hogg, of Mt. Vernon, 
N. Y., on Saturday, of last week, at 3 
o'clock in the afternoon, at the Congress 
Hotel. The couple had been engaged for 
sometime. The Rev. W. Clyde Howard, of 
the Second Presbyterian Church, officiated. 
Mr. Steele is very well and favorably known 
to the trade throughout the middlewest and 
is associated with the Jabel Ring Mfg. Co., 
of Newark, N. J. He is making his regular 
business trip through his territory. Mrs. 
Steele, arrived in Chicago on Saturday ac- 
companied by her mother. The groom comes 
of a family of jewelers, his grandfather 
and father having been prominent in the 
trade. He is the son of Robert B. Steele, of 
the jewelry manufacturing firm of Steele 
& Gorn, which is located at 62 W. 47th St., 
New York. 
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chairman of the entertainment committee 
of the Cincinnati Wholesale Jewelers and 
Manufacturers’ Association, is on his long 
trip through the west. He will endeavor to 
unearth some new stunts on the trip to be 
shown at the annual dinner dance of the 
association in January. 

The “Mayor Diamonds,” representing the 
Mayor Jewelry Co. in the Covington Mer- 
chants league, took undisputed possession of 
first place Tuesday night of last week by 
defeating “Lang Lumbers” three straight 
games at Mergard’s bowling alleys. Harry 
Linneman of the “Diamonds” rolled a total 
of 667 pins which was of vast assistance to 
the victory achieved by the jewelry men. 

W. H. Ireland and Ed Flaspohler, dia- 
mond setters and engravers, are moving into 
part of the space formerly occupied by the 
Charles Schmitt Co. on the seventh floor of 
the Glenn building, 5th and Race Sts. The 
Schmitt concern moved to 114 W. 6th St., 
where it has taken an entire floor. Ireland 
and Flaspohler were on the seventh floor of 
the Glenn building but are now moving 
into larger quarters. 

Application for a charter was made by 
the Greenwald Jewelry Co. to the Secretary 
of State at Columbus, Thursday. The com- 
pany was formed by Max J. Greenwald, 
jeweler, to take over the store at 531 Walnut 
St.. which Mr. Greenwald formerly con- 
ducted as an individual. The store has been 
in the Strand Theater building for a number 
of years but was conducted personally by 
the jeweler. The company was formed with 
Greenwald, Julius Littman and Saul Zielonka 
and the capital consists of 400 shares of no 
par value stock. 

George J. Gruen, Cincinnati watch manu- 
facturer and President of the National Asso- 
ciation of Credit Men, returned to Cincinnati 
from Chicago, Tuesday. He presided at the 
five day semi-annual conference of all 
officers and directors of the organization. It 
was reported that the financial situation of 
the country was excellent and that banks 
were fully able to cope with any situation 
that might arise. The annual meeting of 
the association will be held at Seattle, Wash- 
ington, during June of next year. 

An attempt to break into the jewelry store 
of Max Jacobs at 324 W. 5th St. was made 
early Wednesday, but Merchant Policeman 
George Rogers reached the place before any- 
thing was taken and he also arrested a negro 
giving the name of John Hall, 21, 521 Plum 
St., which residence is just around the 
corner from the jewelry store. Rogers re- 
ported that he saw Hall trying to remove 
a metal weather strip from the window and 
when he arrested the negro a screw driver 
was found in his possession. He is being 
held by the police. 

A jewelry store on the installment plan 
will be established at 545 Walnut St. by 
Clayben Jewelers, Inc. The corporation 
was granted a charter last week and with 
the preliminary arrangements out of the 
way it is planned to have the store in opera- 
tion by Oct. 22. The jewelry company 
will take the store room that immediately 
adjoins the Jacobs Jewelry Uo. store at 543 
Walnut St., both of which are in the heart 
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of the downtown distri¢t of Cincinnati. 
Clayben Jewelers was organized by Ben F. 
Goldstein, who resigned as local manager of 
the Spencer jewelry store in the Havlin 
Hotel building some time ago. Goldstein, 
together with his wife and A. Goldberg, 
are the incorporators of the new firm which 
is capitalized at $10,000. 

















Ray Sisson, well-known pearl buyer, 


Decker, Ind. was a business visitor in 
Vincennes, Ind., a few days ago. 

Charles Hebner, of the Hebner Jewelry 
Co., Boonville, Ind., who was in Evansville 
a few days ago, reports increasing trade in 
his town. 

John P. Chrisney, owner of a large de- 
partment store at Chrisney, Ind., and a 
large handler of jewelry, was in Rockport, 
Ind., on business a few days ago. 

Local glassware dealers say their trade in 
September was quite satisfactory and that 
they are looking for a larger volume of 
business during the month of October. 

Miss Elizabeth Heinzle, of the retail 
jewelry firm of Heinzle & Nester, Boon- 
ville, Ind., has been designated by the Boon- 
ville Chapter of the Eastern Star to assist in 
arranging the programs for the coming Win- 
ter. She has been one of the active mem- 
bers of the Eastern Star for a number ‘of 
years. 

Benjamin Kruckemeyer, of Kruckemeyer 
& Cohn, retail jewelers, and George Ridge- 
way, of the Ridgeway Optical Co., this city, 
took a leading part on Thursday night of 
last week in a reception given at the Scot- 
tish Rite Temple in honor of Edward A. 
Torrance, of this city, who has just been 
honored with the 33rd Masonic degree, hav- 
ing gone to Boston, Mass., to get the work. 
The reception was one of the big events in 
Scottish Rite Masonry for this year. 

Retail jewelers in Evansville report that 
the coming of rains and cooler weather last 
week has greatly stimulated the retail busi- 
ness in many lines and they feel that Oc- 
tober is going to be a good trade month. 
They report their September trade as good, 
if not better than it was for the correspond- 
ing period of last year. General business 
conditions in Evansville continue to improve 
some and reports from the rural communi- 
ties are to the effect that things are better 
in a trade way than they were a month ago. 
While the corn crop this year in southern 
Indiana is not as large as in former years, 
farmers are not discouraged and say they 
will plant more heavily next Spring and that 
they will manage to get through the Winter 
all right. Reports from the mining towns 
in southern Indiana and western and north- 
ern Kentucky are to the effect that things 
have been good during the past week or so. 








A firm in Cairo, Egypt, is in the market 
for fountain pens and metal lead pencils, ac- 
cording to the Bureau of Foreign and Do- 
mestic Commerce. Their file No. 27030 
covers this request, and further information 
will be furnished by the Bureau at Wash- 
ington, D. C., or any of its branches. 
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A. F. Muehl 
ing, has been passing the week calling on 
the trade in the lower peninsula territory. 

James O’Rourke, Richmond, was in De- 
troit last week where he made calls on the 
wholesale houses in preparation for his Fall 
trade. 

G. E. Marks, of the Brown Credit 
Jewelers at Port Huron, was in Detroit 
for a time last week making calls on the 
wholesale houses. 

William Horton, Flint, came into De- 
troit last week where he purchased new 
merchandise. He anticipates a good Fall 
and Winter trade. 

D. Morgan, a retail jeweler from Lans- 
ing, paid a visit to Detroit last week where 
he purchased new merchandise in prepara- 
tion for his Fall trade. 

F. Steele has opened a retail jewelry 
store at 2124 Myrtle St. He has new equip- 
ment and merchandise and is anticipating 
a good Fall and Winter business. 


W. P. Hawley, River Rouge, came into 
Detroit last week and made extensive pur- 
chases for his Christmas trade. He is an- 
ticipating a good business throughout the 
Winter months. 

Sol Lachman has returned from a trip 
to New York city where he purchased mer- 
chandise for his Fall trade. He has prac- 
tically recovered from his recent experience 
with appendicitis. 

H. W. McCallough, retail jeweler at 3339 
Gratiot Ave., has returned from a brief va- 
cation trip to Cleveland where he was the 
guest of friends. He is now making ready 
for his Fall trade. 

The Peoples Outfitting Co., which also 
operates a large retail jewelry department, 
is celebrating its 35th anniversary this week. 
It is featuring the event with elaborate and 
attractive window displays. 

J. Rassner and son, who recently opened 
a new wholesale jewelry establishment on 
the 11th floor of the Metropolitan, left this 
week for trips through Ohio and Michigan. 
They expect to be gone several days. 

The following factory representatives who 
have many friends in Detroit were greeted 
last week: George Okie, Wadsworth 
Watch Case Co.; William T. Smith, of the 
International Silver Co.; J. P. O’Dea, of 
the Ansonia Clock Co. 

W. K. Miller who, for a considerable time, 
has been engaged in the watch repair trade, 
is about to open a retail jewelry store at 
12742 Grand River Ave. This is in an out- 
lying residential center and has every indi- 
cation of a promising location. 


The Maiden Lane Jewelry Co., Daniel 
Winestock, owner and manager, has recently 
completed a number of improvements to its 
place of business in the Metropolitan build- 
ing. New partitions have been constructed 
and other features added that permits of 
more convenient ways of handling its trade. 

The bowling season among the jewelers 
has opened again and the Fall and Winter 
have promise of unusual activity along this 
line. The Pudrith bowlers this week ar- 
ranged for a contest with the H. W. Himel- 
hoch Co.’s team. The latter is a new bowl- 
ing aggregation, directed by Henry Evans 
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who says after he cleans up with the local 
jewelers he will make his presence known 
to the Chicago jewelry bowlers, who, for 
a considerable time, have been looking for 
an opportunity to get after the speedy ones 
in Detroit. 

The formal opening of the new retail 
jewelry store of W. F. Zorno, Charlevoix 
Ave., in the eastern part of the city took 
place on Saturday, Sept. 24. The place was 
crowded during the day. Mr. Zorno, for 
a number of years occupied an adjoining 
store, but owing to an increase of business 
he was forced to move into his present es- 
tablishment which gives him opportunity to 
make elaborate displays of a high class mer- 
chandise. On the opening day Mr. Zorno 
was remembered with flowers from many 
sources and the interior of the new store as 
a result, presented an extremely attractive 
appearance. The place is entirely new and 
equipped with the latest in fixtures and mer- 
chandise, the latter being supplied by the 
Luths, Dorweld & Haller Co., wholesale es- 
tablishment. 











Sam Levinson, manager of the Crown 
Jewelry Co., has returned from a brief 
visit in Chicago. 

Mr. Roe, of Blake & Ham, Frankfort and 
Mr. Sisco, Bloomington, were among recent 
trade visitors in this city. 

Mrs. Anna E. Kidd is now connected with 


the Chas. C. Peek Jewelry Co. Mrs, Kidd 
has charge of the collecting department. 

Jack Zeller manager of the large jewelry 
department of the L. S. Ayres & Co. store 
returned Thursday from a business trip to 
New York. 

C. B. Dyer has returned from a trip 
throughout the southern part of Indiana, 
where he was soliciting orders for school and 
class jewelry. 

J. P. Mullally returned from Texas last 
week. He and Mrs. Mullally are enjoying 
a 10 days’ outing at Lake James. Miss 
Lenora Bernloehr is assisting in Mr, Mul- 
lally’s shop during his absence. 

Members of the Indianapolis Division of 
the American Legion who went to the Paris 
convention brought a gift to Marshal Foch 
from the local post. It was a replica of the 
Soldiers’ Memorial now in process of con- 
struction in Indianapolis. The gift was 
fashioned in solid bronze finished in verte- 
green and was the work of C. B. Dyer, 
manufacturing jeweler. 

John E. Keller, proprietor of the Pen 
Shop, 41 Ohio St., is making preparations 
for the installation of special fixtures to 
handle his increased line of mottoes and 
greeting cards. The fixtures will represent 
an outlay of more than $1,000 and will 
harmonize with the others already in his 
place. He recently made visits to specialty 
shops in Chicago, Toledo, Cleveland, Buffalo, 
Detroit, Rochester, Svracuse and New York 
city in order to get ideas for fixtures. 








James H. and Gertrude Sterner will soon 
open a jewelry repair shop in Oil City, Pa. 
Mr. Stern is an expert watch repairer, hav- 
ing been for a number of years associated 
with a Sycamore St. jeweler, 





The Gamm Jewelry Co., Madison, Wis, 
has changed its name by notice with the 
Wisconsin Secretary of State, to E, W. 
Parker, Inc., according to advices received 
in Milwaukee jewelry circles. 

A recent new incorporation of interest to 
the trade is the formation of Schopps, Inc,, 
Milwaukee, by John, Mary and Florence 
Schopps, for the purpose of buying and sell- 
ing watches and silverware, acording to the 
incorporation papers. 

Joseph A. Boelter, for 10 years connected 
with the Koehler jewelry firm at Mani- 
towoc, Wis., has opened an establishment of 
his own in the Mikadow Theatre building 
in that city. He was employed formerly at 
Watertown, Wis., where he learned his 
trade. 

Milwaukee wholesalers and retailers have 
received word that Ferguson Mead, well 
known in the trade here for many years, 
recently passed away at his home in Lake 
Canandaigua, N.. Y., following a trip to 
Europe. He was for 35 years connected 
with the International Silver Co. 

All Milwaukee jewelers made special ef- 
forts to create attractive window displays, 
with suitable welcome signs, during the 
week of the A. N. R. J. A. convention. The 
Bune & Upmeyer Co. ran a daily advertise- 
ment of considerable size saluting and wel- 
coming the convention. One of the adver- 
tisements pointed out that Bunde & Up- 
meyer Co. had “for 21 years of their ex- 
istence hoped to greet the American Na- 
tional Retail Jewelers’ Association in our 
home.” Another said, “each year has added 
to the warmth of this feeling of welcome. 
There will be some spare moments in which 
you may see what one leading firm, in its 
48 years, has accomplished.” 








Business Troubles 





Alfred A. Friis, Madison, Wis., has been 
adjudicated a bankrupt. 

Harry L. Martz, Blaine, Wash., has filed 
a voluntary petition in bankruptcy. 

An involuntary petition in bankruptcy has 
been filed against Abe Whiteman, Lansing, 
Mich. 

An involuntary petition in bankruptcy has 
been filed against the Bailer Jewelry Mfg. 
Co., Inc., Memphis, Tenn. 

The Bremer Novelty Co., Chicago, has 
filed a voluntary petition in bankruptcy. 
The firm has no assets and the liabilities are 
placed at $3,276. 

The Rogers Silver Plate Co., Danbury, 
Conn., has filed a voluntary petition in 
bankruptcy. The assets are reported to be 
$6,000 and the liabilities, $45,000. 

Joyner & Ruiter, Inc., Hartford, Conn. 
are reported to have filed a voluntary petition 
in bankruptcy. The assets are placed at 
$4.90 and the liabilities at $7,220. 

Fred G. Nelson, International Falls, Minn., 
is reported to be offering creditors 25 
cents on the dollar. A compromise settle- 
ment is being made through an attorney. 
Some of the creditors are not accepting 
this offer but are relying on collection m 
full. 
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Minneapolis and St. Paul 





W. D. Haynes, retail jeweler, Ely, Minn., 
was in Minneapolis on Oct. 1. 

A. M. A. Hanson, retail jeweler, Dawson, 
Minn., was a Minneapolis business visitor 
on Sept. 27. 

Louis C. Gaus, Louis C. Gaus & Co, 
wholesale jewelers, 100 N. 7th St., Minne- 
apolis, left Sept. 27 on a short trip through 
northern Minnesota and Wisconsin. 

Otto Kuhn, watchmaker, who has been 
employed by different St. Paul firms for a 
number of years, is now with O. H. Arosin 
Co., retail jeweler, 414 Robert St., St. Paul. 

H. O. Schleuder, of the retail jewelry firm 
of Schleuders’, New Ulm, Minn., called on 
the trade when he was a visitor in Minne- 
apolis on Sept. 27. He was accompanied by 
Mrs, Schleuder. 

Herman Wehler, retail jeweler, Fairmont, 
Minn., was in Minneapolis on Sept. 30. He 
came up for some medical attention and 
while in town was a caller at the wholesale 
center of the trade. 

John Irons, representing Towle Mfg. Co., 
Newburyport, Mass., called on the trade of 
Minneapolis on Oct. 1. Mr. Irons makes his 
headquarters in Minneapolis, his home. He 
had just returned from an extended trip. 


W. R. Cooper, S. H. Clausin & Co., whole- 
sale jewelers, S. 6th St., Minneapolis, and 
a past president of the National Wholesale 
Jewelers’ Association, made arrangements 
to attend the convention of the A.N.R.J.A.,, 
held in Milwaukee last week. 

W. C. Weld, secretary-treasurer of Weld 
& Sons, jewelers, since 1854, 817 Nicollet 
Ave., Minneapolis, returned on Sept. 24 
from a trip of two weeks through northern 
Minnesota, accompanied by Mrs. Weld. He 
reported their having an enjoyable trip. 

Carl A. Winter and William Schuettler, 
R. G. Winter Co., retail jewelers, 608 Nicol- 
let Ave., Minnapolis, left at noon on Sept. 
29 for Waubay, S. Dak., on a hunting trip. 
They motored and were expected to return 
early this week. Mr. Schuettler is head of 
the watch repair department. 

Harry Lund, watchmaker and retail jew- 
eler, who for about six months has main- 
tained a repair shop and has carried a small 
stock of jewelry at Nicollet Ave. and 38th 
St., Minneapolis, has discontinued that busi- 
ness and entered the employ of Liljeberg 
Bros., 128 S. 3rd St., Minneapolis. 

Donald MacNaught, son of John Mac- 
Naught, White & MacNaught, retail jew- 
elers, 902 Nicollet Ave., Minneapolis, in 
September took over a western territory 
containing the States of Colorado and Wy- 
oming. Donald MacNaught is a jewelry 
representative and formerly traveled in the 
south. 

W. S. Willis, representing the Gorham 
Co, and traveling out of the Chicago office 
of that firm, arrived in Minneapolis on 
Sept. 30 for a two days’ business call. He 
had just come from Chicago, and was on 
a 30-day trip west as far as Denver. He 
reported “quite a little improvement” in 
business. 

A. L. Torgeson, watchmaker, has left the 
employ of Liljeberg Bros., retail jewelers, 
128 S. 3rd St., Minneapolis, with whom he 
was associated for some time. Mr. Torgeson 
received an offer from S, O. Huseth, retail 
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jeweler, Great Falls, Mont., to work in the 
watch repair department, and it is believed 
that he accepted the position. 

Edward Greenberg expected to leave on 
Oct. 3 on a trip through Wisconsin as the 
representative of the Julgar Co., wholesale 
jewelers, 601 100 N. 7th St., Minneapolis, 
and he anticipated being away from two to 
three weeks. This would be Mr. Greenberg’s 
first trip through this particular territory 
for the Julgar firm, taking the place of 
Z. Cohn. 

Harold Scharf, Kelly & Scharf, watch 
and clock repairers, 504 Jewelers’ Exchange, 
Minneapolis, is the mayor of Island Park, 
Minn. Mr. Scharf was elected at the last 
balloting, and previous to his elevation to 
the mayoralty he was an officer on the 
municipal council. Island Park is at Lake 
Minnetonka, where Mr. Scharf maintains 
his Summer home. 

R. H. Winter, of the retail jewelry firm 
of R. G. Winter Co., 608 Nicollet Ave., 
Minneapolis, attended the atinual convention 
of the A.N.R.J.A. in Milwaukee. He left 
Minneapolis the first part of last week, was 
at the banquet on Sept. 29 and left the fol- 
lowing day on a short trip to Chicago. Mr. 
Winter has been prominently identified with 
the Minnesota association. 

Paul A. Petit, 3425 E. 38th St., Minne- 
apolis, who became identified with the jew- 
elry trade in 1906, on Sept. 17 severed his 
connection with John S. Allen, veteran retail 
jeweler, 110 Metropolitan Life building, 
Minneapolis. Mr. Petit was employed by 
Mr. Allen from 1907 to 1911 and returned 
to his store in 1920, after working in the 
south five years, being in business in Mem- 
phis, Montgomery, New Orleans and San 
Antonio, At present Mr. Petit has a num- 
ber of offers. 

Members of the Northwestern Wholesale 
Jewelers’ Association, which brings together 
many of the leading firms of the trade in 
this section of the country, are outlining 
their activities for the year. H. E. Mur- 
dock, H. E. Murdock Jewelry Co., whole- 
salers, 501 100 N. 7th St., Minneapolis, is 
secretary of the association. It is expected 
that the next meeting will be held in St. Paul 
on the second Thursday in October. The 
association takes an active part in arranging 
for the annual conventions of the Minne- 
sota Retail Jewelers’ Association. 

M. L. Schwarz, manufacturing jeweler, 
304 Nicollet Ave., Minneapolis, is experi- 
encing a large volume of business, “For this 
time of the year,” Mr. Schwarz said, “it’s 
the best season I’ve had for four years.” 
Starting on Sept. 3, the shop of this firm 
has been working a full day on Saturdays, 
on account of the amount of work coming in. 
Mr. Schwarz made extensive improvements 
in his offices and shop a while ago, and the 
new store front on the building adds to its 
distinctive appearance. In case the work 
continues to increase Mr. Schwarz may have 
to add to his staff. 








Earl B. George, president of the Will 
H. Beck Co., Sioux City, Ia., has announced 
the addition to its staff of Henry E. 
Hinrichs, well-known automobile salesman of 
this city. Mr. Hinrichs was with the Olds 
Motor Works and the Willys-Overland Co. 
and for two years was manager of the 
Greenlease-Lied Co. 





G. F. Steele, Redmond, Ore., is reported 
to have sold out his business to George 
Metz. 

The Fall Fashion Pageant of the Spec- 
jalty Merchants’ Association of Portland, 
Oregon, has come and gone, leaving in the 
minds of those who saw it the impression 
of something artistic, colorful, and unique. 
The jewelers of the city may well feel proud 
that one of their number, Carl Greve, is 
president of the association which sponsored 
this production. The Specialty Merchants’ 
Association has for several months been 
using large newspaper space weekly to tell 
of the place of the specialty store in mod- 
ern trade, and the advantage of dealing with 
such a store.. These advertisements have 
been well written, carried interesting cuts, 
and used the slogan “Let A Specialist Serve 
You.” It has been interesting to note how 
many specialty stores in various lines of 
trade throughout the city have used re- 
prints of these advertisements weekly in 
their store windows, often mounting them 
attractively or even framing them. The 
jewelry stores have almost to a unit dis- 
played these advertisements. But the Fall 
Fashion Pageant has brought the specialty 
store of Portland into the public notice as 
never before in the history of the city. 
Spectators were amazed at the beauty, the 
finish, the professional air of production 
There was nothing amateurish about the en- 
tire. pageant, and so far as its producers 
know, it is unique in America. It was 
given for the three nights of Sept. 21, 22 and 
23, at the great municipal auditorium. The 
jewelers of the city, aside from being rep- 
resented by Carl Greve, as President of the 
Association, saw that all the characters had 
at least one piece of fitting modern jewelry. 
There were more than a hundred in all who 
took part in the production. The only 
jeweler having an exhibit was N. Solomon, 
who displayed necklaces, beads, bracelets 
and other popular jewelry in his booth. 














Guy Hale, San Bernardino, and S. Gould 
of the same city, spent Monday, Sept. 26, 
in Los Angeles calling on the trade. 

Dave Nelson, 500 Title Guarantee building, 
left on Saturday, Oct. 1, for Big Bear Lake 
where he will spend three days hunting 
ducks. He has his own lodge on the lake 
and expects to get the limit. 

Nathan A. Cohn, representing Barth & 
Schloser, San Francisco and Los Angeles, 
is visiting the trade in Denver, Salt Lake 
and the middle west. He is making a tour 
of a month and expécts to be back about 
the middle of October. 

The J. A. Meyers Co. of 724 South Hope 
St., are preparing to remove this week to 
their new building at 822 S. Flower St. The 
Adolph Frese Co. which has occupied the 
‘Hope St. building with them will remove 
to a location at 116 W. 17th St. 











is covering the San Joaquin Valley. 

Louis Ostby, just back from Los Angeles, 
reports that he had a very good trip. 

J. E. Lewis and his assistant J. Klein, 
J. E. Lewis Co., are making a northern trip. 

H. A. Francis, general manager of Morgan 
& Allen is on a brief fishing trip in Oregon. 

Sydney Weinshenk is covering his terri- 
tory in the northwest for Mayer & Wein- 
shenk. 

The sympathy of the force of Morgan & 
Allen is with Mrs. Joey, one of the com- 
pany’s salesladies, in the death of her 
mother. 

Howard Shafer, the Elgin National 
Watch Co., is here from Chicago, visiting 
the San Francisco office which is at 704 
Market St. 

Lucien Cerf, successor to Charles Wein- 
shenk & Son, has started out with several 
lines he represents and at present is cover- 
ing the San Joaquin Valley. 

Among out-of-town jewelers calling on the 
trade were L. A. Mead, Santa Clara; Max 
Noack, Santa Rosa; C. A. Moore, Gridley ; 
Gus C. Wilkins, Red Bluff. 

William J. Flood, retail jeweler of 22nd 
St., has opened his new jewelry store on 
Mission St., and many people have admired 
the attractive new place of business. 

Arthur W. Bennett, representing Rogers, 
Lunt & Bowlen Co., left his offices in the 
Bankers’ Investment building here late in 
September for a business trip through the 
northwest, to be gone 30 days. 

A short business trip in the northwest is 
being taken by Edward V. Saunders, Pacific 
Coast manager of the International Silver 
Co. While in the north Mr. Saunders will 
meet several of the company’s representa- 
tives. 

Roy J. Doble of Railsback & Doble, has 
just returned from a seven weeks’ trip 
through the Pacific northwest and also to 
Denver and El Paso. Mr. Doble reports 
very Satisfactory business with improved 
conditions. 

L. W. Carrau, of Carrau & Green, has 
returned from a pleasant vacation motor 
trip which extended into Canada. He is 
secretary of the Northern California 
Jewelers’ Golf Association and has done 
very effective work with that organization. 

P. B. Noyes, president of the Oneida 
Community, Ltd., arrived in San Francisco 
on Sept. 23. He planned to leave later for 
southern California, accompanied by Ivan 
L. Smith, Pacific Coast manager, who had 
just returned from a two weeks’ trip in the 
northwest, calling on the trade. 

Manufacturers’ representatives visiting the 
San Francisco trade are: Irving Lewis, 
Oppenheim & Strauss, New York; Jack 
Miller, Kalisher Mfg. Co.; William H. 
Lowe, Bliss Bros. & Co.; Charles Hanni, 
Sussfeld, Lorsch & Schimmel. 

Al. M. Gilbert, of A. M. Gilbert, is now 
the Pacific Coast representative of the well- 
known house of Renaud & Co., Paris. Es- 
tablished in 1817, the company sells perfumes 
to jewelers exclusively. The perfume comes 
in glazed glass and enamel bottles atomizers 
being part of the line. Mr. Gilbert says 
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this is a distinct specialty and he believes 
it will be a seller. 








Pacific Coast Notes 


Henry L. Frederick, of Frederick & Son, 
Santa Barbara, Cal., has sold out his interest 
to Malcolm C. Frederick who will continue. 

Orrin S. Bedell, for years in the jewelry 
business in Santa Cruz, Cal., has been hold- 
ing a big sale at his store, 126 Pacific Ave., 
and is now out of business, having closed 
the store. 

According to their articles of incorpora- 
tion, Heath &  Hagermann, Ine. is 
organized for the purpose of manufacturing 
jewelry at Edmonds, Wash. Capitalization 
is for $1,000. Kenneth L. Heath and George 
Hagermann are named as members of the 
new corporation. 

J. E. Lewis, Claremont, Cal., plans to 
enlarge and improve his store and he has 
announced that the work will consist of a 
20-foot addition to the length of the shop. 
The front room will also be enlarged and 
in the rear room machinery will be in- 
stalled for the manufacture of certain 
articles of jewelry. 














A, A. Soulik, Niobrara, Nebr., was in 
Omaha during the week ordering out some 
items for his stock. 

L. C. Klopp, Blair, Nebr., has taken unto 
himself a bride, and is receiving the con- 
gratulations of his friends. 

Jewelers from over the State are report- 
ing right now that fully 85 per cent. of 
Nebraska’s great corn crop is already safe 
from danger of frost, and that the State 
will yield fully 260,000,000 bushels, as 
against 139,000,000 bushels last year. The 
jewelers are jubilant over this apparent al- 
most 100 per cent. increase in the yield, 
especially since the indication is that it will 
be at least 10 cents a bushel higher in mar- 
ket value than last year. 

A. F. Smith, head of the A. F. Smith Co., 
Omaha, finds that the younger generation 
of retail jewelers are the ones who take 
more readily to the new ideas in window 
decorations, and to the modern method of 
tying up with nationally advertised goods 
in the local displays made in the windows 
and show cases. Mr. Smith says he finds 
that those who realize the value of national 
advertising and handle and push the nation- 
ally advertised goods are the ones who are 
getting the business and making some money. 

The “Fall Opening” at Lincoln, Nebr., 
recently was attended by over 20,000 people 
and from 7 o’clock until after 10 o'clock, 
O St. walks from 9th to 16th St., were 
packed as were many of the side streets. 
The quality and variety of the merchants’ 
displays and the artistic dressing of many 
of the windows combined with favorable 
weather made the annual “Fall Opening” 
the most successful in the history of Lincoln. 
Jewelry store windows were probably of 
more interest than those of anv other retail 
store, except those where clothing was dis- 
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played, The policemen guarding the jewelry 
windows aroused the curiosity of the window 
shoppers and the beautiful and valuable 
articles served to hold their attention. 













Kimber, Excelsior Springs, Mo. 
was in Kansas City last week buying stock 
for his holiday trade. 

C. B. Warne, Redfield, S. Dak., was a 
visitor in Kansas City last week. Mr. Warne 
was buying jewelry for his holiday business, 

Herman Poggemeyer, accompanied by his 
wife, was a visitor in Kansas City last week. 
Mr. Poggemeyer is a retail jeweler of Leay- 
enworth. 

A. A. Kiger, president of the company, is 
now on a brief business trip to New York. 
He is expected back at the office within the 
next 10 days. 

C. C, Shettler, C. A. Kiger Co. repre- 
sentative in the North and South Dakota 
territory, was in the house last week re- 
plenishing his trunks. L. J. Baker, another 
Kiger representative, traveling in Oklahoma 
and Texas, restocked in the house last week. 

Noble R. Fuller, member of the Edwards- 
Ludwig-Fuller Jewelry Co., returned re- 
turned recently from a two weeks’ trip to 
the Ozarks. Mr, Fuller motored through 
the Ozark territory with his wife, and vis- 
ited many retail jewelers throughout the 
section. 

The past week has been rather dull for 
local manufacturing jewelers. Buyers from 
out-of-town were few, and the majority 
of firms report orders from travelers quieter 
than usual. The cold season has at last 
broken, and it seems the Fall trade will be 
replaced now by holiday business. 

Mettler Park, traveler for Edwards-Lud- 
wig-Fuller Jewelry Co. throughout Kansas 
and Oklahoma, returned to Kansas City 
last week, where he spent several days re- 
stocking at the house. This is Mr. Park’s 
first trip in since going on the road early in 
the Fall. He reports that the retailers in 
general are looking forward for a good Fall 
and holiday business. 

Some of the Kansas City jewelers feel 
that the late corn harvest will delay the 
actual holiday activity to a later point this 
year than last. Whereas the first part of 
October normally witnesses the opening of 
holiday business, the late harvest will prob- 
ably delay it until the last part of October. 
The manufacturers here must wait on the 
retailer, who is waiting on the farmer. The 


farmer in turn is waiting on the harvest- 


ing and marketing of his produce. How- 
ever, with the government crop estimates for 
the crops of the southwest being constantly 
altered for the better, and with the stock 
market in Kansas City the best it has been 
for a number of years, jewelry activity m 
November, December and January, shoul 
more than make up for the late holiday 
opening. 








Schneer’s jewelry store, Norfolk, Va., has 
been moved from 116 Granby St.. to 218 
Granby St. where a 20-foot electric sign 
has just been erected bearing the name © 
the jewelry firm. 
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Do Si, Sc 

George Gruen, Jr., of the Gruen Watch 
Co., called on some of the Cleveland trade 
this past week. 

Taylor Strawn, vice-president of the 
Elgin National Watch Co., was a Cleveland 
visitor last week. 

George M. Fauble, retail jeweler, 
Napoleon, O., was in Cleveland on a buying 
trip the past week. 

Gilbert Sigler has been appointed receiver 
in the dissolution proceedings of the Sigler 
Bros. Co., replacing L. B. Bach. 

J. A. Conn, auctioneer, 1s at present con- 
ducting a sale at Evergreen, Ala., and will 
be back at his office in Cleveland within the 
next couple of weeks. 

Among out-of-town jewelers visiting 
Cleveland last week was C. E. Schiltz, North 
Canton; T. L. Peck and wife, Painesville, 
and L. W. Wyckoff, Chagrin Falls. 

Mr. and Mrs. Southam have just returned 
from a vacation spent in Connecticut and 
report a very enjoyable time. Mr. Southam 
also attended the recent watch inspectors’ 
meeting at Baltimore. 

The Cleveland Plain Dealer gave the 
exhibit of antique and modern clocks at the 
Union Trust building, a very good writeup 
in its Saturday edition. The exhibit was 
sponsored by the 24-Karat Club and created 
a great deal of interest. 

Common Pleas Court receivers have had 
their fees cut, and a schedule of what they 
may charge has been approved by Chief 
Justice Homer O. Powell. In the past the 
receivers were allowed to present bills for 
what they thought their services were 
worth. 

The Bowler & Burdick Co. has taken a 
15-year lease on the storeroom the concern 
will occupy on Euclid Ave., and which is 
in the Hanna building, and will take 
possession Oct. 15. It is planned on making 
it one of the most unique jewelry stores 
in the country and the entrance and interior 
will be finished in Italian Renaissance design. 
The company have been in business since 
1873. 

Louis Kosser, former Cleveland jewelry 
salesman who was sentenced to the Ohio 
penitentiary and served four years for 
burglary, has been pardoned by Governor 
Donahey, upom the recommendation of 
County prosecutor Stanton and Judge Baer 
who sentenced him. Kosser was paroled 
on July 6 and since then has obtained a 
position with another jewelry house who 
also petitioned for his pardon and stated that 
they had faith in his honesty and were 
making application for passport for him so 
that he could go to Europe for them to buy 
diamonds shortly. Speaking of his pardon 
Kosser is quoted as saying: “If it were 
not for the helping hand extended by a few 
broad-minded people, the life of a man who 
had served time for crime would be a hard 
one. Some never ‘come back’ because the 
helping hand is never extended.” 

A window smasher threw a wrapped brick 
through the Sigler Bros. Co. window at 
1017 Euclid Ave., early Tuesday morning, 
Sept. 27, and escaped with a tray of 
diamond rings valued at $2,000 dollars. 
Several rings which he dropped in his flight 


THE JEWELERS’ CIRCULAR 


were recovered. Quite a number of people 
were passing the store when the robbery 
occurred, but the thief’s actions were ap- 
parently unnoticed. The company’s store- 
room is on the second floor and there is a 
small show window at the foot of the stairs. 
The window is also protected by bars. The 
thief used a wire hook to draw the tray of 
rings to the bars and then remove them from 
the tray. The reason for the job being 
carried out so successfully was because of 
the burglar alarm system being out of com- 
mission on account of repairs being made at 
the time. 











moved to 138 N. Main St. 

The Mulford Jewelry Co. 6 S. Main 
St., is remodeling its establishment, a new 
front being added. 

William Penfeld, well known traveling 


salesman, visited Memphis jewelers last 
week. Robt. Kehl, of F. H. Noble & Co., 
Chicago, was also here. 

Geo. T. Roy, at his new location, 44 S. 
Main St., has installed very beautiful new 
furnishings. The private offices, optical 
department and general arrangement of the 
store is attractive. 

Jos. Perel, of Perel & Lowenstein, 144 
S. Main St. saw the Tunney-Dempsey 
fight and visited relatives and friends in 
Chicago. I. B. Goldner, manager of the 
wholesale department of the store is back 
from a visit to Chicago. 

Julius Goodman, 3 S. Main St., is show- 
ing some beautiful silver cups and pitchers, 
heavy and beautifully engraved, for the 
Memphis Golf Club and events there. Mr. 
Goodman’s September trade in silver, china- 
ware and jewelry has been very good. 

The silver service for the U. S. S. Mem- 
phis was on display all the week at Graves- 
Dix ‘Inc., and later will be shown at the 
Nineteenth Century Club. It has been de- 
scribed in a former issue of THE JEWELERS’ 
CircuLar. It is a work of art in engrav- 
ing, design, etc. 

J. N. Brown, formerly with watch mak- 
ing department of Bane Jewelry Co., 176 
S. Main St., has gone to Huntsville, Texas, 
where he is with Robert Ernst jewelry 
store. Moses Ketter has returned to the 
watch making department. He has been 
employed with other large Memphis stores. 

J. H. Mednikow, of J. H. Mednikow & 
Co. left Sunday night for St. Louis, Louis- 
ville, Lexington, Ky., Virginia, the Caro- 
linas and Florida, to return about Dec. 2. 
He recently completed a good trip in the 
northwest and is feeling much improved in 
health and optimistic on business outlook 
for the remainder of the year. 

A. Graves and Steuwwer Co., formerly 
operating on S. Main St., has moved to 
large and beautiful new quarters at 147 
Madison Ave. O. K. Steuwer some months 
ago acquired that property, a three-story 
brick building. The occupancy came about 
sooner than expected and the appointments 
are beautiful. On the west side the watch 
making department is a large one, as the 
concern is official inspector for several of 
the railways entering here. 





Mrs. Tichenor, wife of Phil Tichenor of 
Brackin’s, is recovering from an operation 
which she recently underwent at a local 
hospital. 

Sam Groedel, of the Milton Jewelry Co., 
Inc., of New York, spent a few days in Bir- 
mingham the past week. He reports busi- 
ness in this territory as very good. 

N. L. Brackin, retail jeweler, has re- 
turned from a business and pleasure trip 
to Detroit, Mich. and other northern cities. 
He reports business generally better in Bir- 
mingham than in the cities of the north 
where he visited. 

A handsome silver loving cup offered by 
the Smith Jewelry Co., Ensley, for the most 
interesting program presented by Ensley 
Luncheon clubs, was awarded to the win- 
ners at a meeting of the Ensley Merchants 
and Associated Business Men last week. 

With the ushering in of October the re- 
tail jewelry business in Birmingham is show- 
ing considerable improvement. Some jewel- 
ers say business now is better than it was 
this time last year. A number of Fall wed- 
dings have taken place and this has swelled 
the receipts of some of the local jewelers. 

The big event in Birmingham during the 
past week was the 22nd annual State Fair, 
held at the State Fair grounds. The crowds 
were the largest ever seen, the attendance 
averaging from 40,000 to 50,000 daily. 
People from all over Alabama and other 
states were present. Retail jewelers say 
their sales showed a considerable increase 
during the week. 

The big jewelry sale at Reid Lawson, Inc. 
still continues but is nearing a close. Mr. 
Lawson is selling out his stock of jewelry 
and will engage in the real estate brokerage 
business. He has been one of the leading 
retail jewelers of Birmingham for a num- 
ber of years and is one of the past presi- 
dents of the Alabama Retail Jewelers’ As- 
sociation. 

Jas. A. Nelson, retail jeweler of Decatur, 
who reports business good in his city is now 
carrying the largest stock of diamonds and 
jewelry of all kinds he has ever carried. 
Mr. Nelson has been engaged in the retail 
jewelry business at Decatur for over 40 
years and is one of the oldest jewelers in 
Alabama from point of service. For more 
than 12 years he has been Mayor of 
Decatur. Under his administration of af- 
fairs the city have grown and prospered as 
they never have before. There are two 
things Mr. Nelson is very proud of, his city 
and his jewelry store. He is one of the best 
known and most popular mayors in the State. 


Fargo, North Dakota 


Miss Elsie Holzman, former optometrist 
with the Hagen-Newton Co., is now em- 
ployed by the E. A. Anderson Jewelry & 
Optical Co. 

Announcement has been made of the en- 
gagement of Clare Sherdahl, prominent 
jeweler of Fargo and Margaret Freeman, 
daughter of Mr. and Mrs. R. P. Freeman, of 
Fargo. No date has been set for the coming 
marriage. 
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Timely Trade Topics 











Dealers’ Helps in Window Displays and Merchandising, 
Notes on New Products and Gossip of the Trade 











Granat Bros., San Francisco, 
Cal., Now in New 


Headquarters 





The new headquarters of Granat Bros. at 
20th and Mission Sts., San Francisco, Cal., 
are now in full operation. The building, two 
stories in height, with basement and mez- 
zanine, was built for them. It is of brick 
and steel and has a frontage of 50 feet on 
Mission St. and 90 feet on 20th St. The 


interior finish mahogany. The interior is 
specially light and attractive-looking. On 
the mezzanine floor are the executive offices. 
Stock rooms and additional work rooms oc- 
cupy the second floor, while the basement 
contains the vaults that guard the platinum, 
gold and precious stones. 

Officers of the firm are: Joseph Granat, 
president; Jay Haight, vice-president; Leo 
Granat, secretary-treasurer; E. G. Ashby, 
comptroller; H. M. Dasteel, credit manager: 
M. L. Shea, Mission St. store manager; 
Jes. E. Zeigler, Geary St. store manager, 

















NEW HEADQUARTERS OF GRANAT BROS., SAN FRANCISCO 


central front window is set back from the 
sidewalk so that those who stop to look in 
can take their time, knowing that they are 
not obstructing sidewalk traffic. On the 
20th St. side, in full view both from the 
interior of the store and from the sidewalk, 
are the working jewelers at their benches. 
Three stores are maintained by the firm in 
San Francisco, the present new headquarters 
at 20th and Mission Sts., the store at 923 
Market St., opened some months ago, and 
the store at 160 Geary St. They employ 
65 jewelry workers, the majority of whom 
work at the new headquarters on Mission 
St. The new building replaces the former 
headquarters at 2248 Mission St. 

The interior of the store is beautifully 
fitted with Philippine mahogany and the 
decorations are chaste and artistic. The ex- 
terior window trim is of marble and the 


and James Bowen, Market St. store man- 
ager. 

Granat Bros. began their work in Stock- 
ton, Cal., manufacturing for the Coast jew- 
elry trade. In 1907 they set up as manu- 
facturing jewelers in San Francisco, and 
before they had been long in this city they 
decided to retail products in their own shops, 
beginning their successful retailing career 
at the original Mission St. store. Business 
with the two brothers has increased steadily 
ever since. The products of their factory 
are sold to retailers all over the country, 
and in the present year, 1927, the firm will 
do a business exceeding a million dollars, it 
is stated. One of the reasons they give for 
their success is that they obtain the best 
workmen possible and the two brothers are 
always on the job. There is no part of the 
work, however small or however big, that 





they cannot accomplish with their own 
hands. 





A New.Comb, Brush and Mirror Set 


A new creation in a three-piece comb, 
brush and mirror, shaped in the form of 
a young society girl, is one of the attrac- 
tive novelties offered this Fall by S. Langs- 
dorf & Co. Inc., at 72 Spring St., New 





ATTRACTIVE TOILET SET 


York City. It is called the “Debutante Set” 
and is manufactured in the most delicate 
shades of Pyroxlin pearl on amber, The 
three pieces are properly jewel studded and 
are fitted into a handsome, satin lined case. 





New Novelty Jewelry Shown By Cohn & 
Rosenberger, Inc., New York 


The novelty jewelry business is proving 
its popular feature of the Fall sales, ac- 
cording to reports of Cohn & Rosenberger. 
Inc., importers and manufacturers at 34th 
St. and Broadway, New York. They are 
having a tremendous play in the lines which 
they call Russian antique, Grotto blue, Celes- 
tial jade, sunbeams, cut sapphire and poppy 
red. These are all complete color lines of 
costume jewelry, consisting of brooches, 
necklaces, bracelets, earrings, rings and 
compacts. There is still quite a demand 
for their Rio Rita chokers and_ bracelets, 
while a new line of wide fluted bracelets, 
which they call Barbaric Bracelets, is prov- 
ing most popular with the trade. Pearls are 
still in demand, including graduates, chokers, 
operas and fancy tassel types. 
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Trade Gossip 


Seederer-Kohlbusch, Inc., Announces a New 
Diamond Balance 


The firm of Seederer-Kohlbusch, Inc., 
successors to Seederer & Co., and Herman 
Kohlbusch, Sr., makers of diamond balances 
and jewelers’ scales, 149 New York Ave., 
Jersey City, N. J., announces the introduc- 
tion of a new diamond balance, which is es- 
pecially designed to meet the popular de- 
mand of the trade and supply a long felt 
want among retail jewelers, diamond im- 
porters and manufacturing jewelers. This 
new balance No. 101 with capacity of 300 
carats and sensibility 1/500 of a carat, is 
similar in construction and embodies all the 
features of their standard balance No. 100, 
and has the added advantage of being smaller 
in size, lower in price and equipped with 
slide weight, eliminating all fractional 
weights below one carat. 

* * x 
To Visit His Customers by Auto 


William A. Dowding, assistant sales man- 
ager, Dodge & Ascher, manufacturing jew- 
elers of Chicago, has just received a hand- 
some line of samples of fraternity rings 
and pins, which he is placing with several 
salesmen in the Washington, D. C., territory. 
Mr. Dowding will go on the road himself 
soon. He has recently purchased a new 
automobile, which he will use in connection 
with his work and for pleasure purposes 
also, 





* * * 


A. I. Hall & Son, San Francisco, Cal., Issue 
New Catalog 

The annual catalog of A. I. Hall & Son, 
No. 34 is one of the handsomest ever issued 
by this firm. The first catalog of A. I. 
Hall & Son, San Francisco, Cal., was printed 
in 1891. With the exception of the factory 
inserts and the clock section, all the illustra- 
tions were made in San Francisco. A new 
and very attractive border has been adopted 
with the firm’s trade mark, the “H-on the- 
Square,” at each corner. 

A. W. Huggins, the president stated that 
distribution is confined strictly to the legiti- 
mate dealer. The catalogue has been in 
process of compilation for six months under 
supervision of the advertising manager, Fred 
Watson. Irrespective of the inserts there are 
144 pages, each measuring 12 by 9 inches. 
Eight watch factories and 10-clock factories 
are represented and-all goods illustrated in 
the book are carried in stock at the various 
offices of A. I. Hall & Son. 

* * * 


Newark Jewelry Manufacturer Reports In- 
creasing Business 


“I have the satisfaction of knowing that 
the manufacturers who thought I was ‘crazy’ 
when I started to make and advertise pen- 
dants are making pendants themselves and 
quite a few other manufacturers are also 
making them,” said Isidore Stern, who is 
head of the Stern Mfg. Co., 401 Mulberry 
St., Newark, N. J., when asked about the 
condition of the jewelry trade. 

While he did not pretend to cover the en- 
tire jewelry manufacturing field, he said that 
his business had been on the increase ever 
since he began the pendant-ring combination, 
and that at the present time he has the larg- 
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est force he has ever had employed. This 
large force is kept busy supplying the 
orders that have been coming in since early 
Summer and show no sign of letting up as 
the retail jewelers’ business season begins to 
be in evidence with the approach of the holi- 
days. 
* * * 


Edwards-Ludwig-Fuller Jewelry Co., Kansas 
City, Mo., to Issue New Catalog 


The annual jewelry catalog of the Ed- 
wards-Ludwig-Fuller Jewelry Co., known as 
“The Red Book,” is now on the press and 
will be out the early part of October, ac- 
cording to an announcement from the con- 
cern. The catalog will reach out-of-town 
traders about Nov. 1, it is planned. The 
book will contain about 400 pages, and its 
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Jewelry Firm’s Notable Ex- 
hibit at the Rochester, 
N. Y. Exposition 





Axzout 200,000 spectators who trooped 
past the Scanlan & Lane jewelry ex- 
hibit at the annual Rochester Exposition, two 
weeks ago, had the opportunity of witnessing 
a replica of the setup which captured all the 
blue ribbons of past years. Scanlan & 
Lane, Central building, won the last first 
prize to be offered for exhibits at the ex- 
position in 1926. There were no prizes 
offered this year. 
The exhibit -attracted thousands by its 
unique display of replicas of world famous 
jewels some of which have carried traditions 
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NOTABLE JEWELRY EXHIBIT AT THE ROCHESTER EXPOSITION 


purpose is to provide a reliable reference 
and sales book for the retailer. The pub- 
lication is to be illustrated on high grade 
paper. 
* * * 
A New Finish for White Gold 

A new Blue-White Finish of platinum 
color for finishing or refinishing platinum 
and white gold is being produced by the 
Chicago Jewelers Tool Works, 10 S. Wa- 
bash Ave., Chicago, which claim that it 
will not tarnish, contains no nickle, chro- 
mium, lead, tin or mercury and that it can 
be soldered to and sized as well as en- 
graved upon. It is also claimed that it has 
the true platinum color and when applied 
to highly polished white gold will allow it 
eventually to wear down right into the body 
of the metal without leaving a nickel ap- 
pearance. A number of platinum manufac- 
turers are finishing their products with this 
Blue-White Finish which covers welding and 
solder spots and gives the article an even 
color. It can be used with batteries, dynamo 
or direct current lamp-board and for other 
purposes. 


for centuries. These were displayed in a 
horseshoe case. Rectangular cases at 
either side balanced the effect with displays 
of silverware and hollow ware. 

Among the interesting items exhibited 
were the self same Bulova watch carried 
by Clarence Chamberlin in his trans-Atlantic 
flight, a display of odd shaped diamonds and 
diamonds in the rough, a replica of the 
famous Cullinan diamond and other world 
famous jewels and a display of modern 
stones. 

A half life-size figure of “Lucky” Lind- 
bergh stood in the center of the horseshoe. 
Flowers, palms, drapes and art work formed 
the background. A miniature “Spirit of 
St. Louis” hovered over the exhibit. 





- ee 





Vincent Guth, who for many years has 
been identified with the jewelry business in 
Hamilton, O., has opened a jewelry store in 
connection with Dargue’s Cut Rate Store, at 
21 N. 2nd St. The entire front of the store 
has been entirely remodeled to take care of 
Mr. Guth’s jewelry and repair departments. 
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Height 9%”. Base 19%”. 
5” Silvered Dial. 8 day 
bendulum movement. 
Hour and half hour 
strike. List $18. Rec. 
Retail $15. Pacific 
Coast, List $20, P. C. 
Rec. R. $16.50. 





Here Is the Most Popular of all 
Seth Thomas Mantel Clocks 


The Sentinel 10-Retailing at $15.00 


be Spring the Sentinel 10 became a part of Seth Thomas line. It 
won immediate favor. Dealers bought and promptly reordered. 
In September it was featured in the Ladies Home Journal — and 
Jewelers in all parts of the country found that buyers were coming 
into their stores and asking for the Sentinel 10 by name. 


We attribute its popularity to two reasons. 





1. PRICE. Its reasonable selling price ($15) appeals to a 
very large part of the buying public. Many home owners 
had not realized that they could possess a Seth Thomas at 
so low a cost. 


2. APPEARANCE. It has the graceful lines that are obtain- 
able only by the finest cabinet making. It is a thoroughly 
good looking clock. The substantial No. 89 movement insures 
it a long, trouble-free life. 


The Wise Jeweler will keep a Reserve Stock of Sentinel 10 


Because this model turns over so quickly it is good business to keep 
two or three of them on hand. To be out of Sentinel 10 for even a 
few days may mean lost sales. 


Newspaper Mats 


Complete advertisements—or double and single column newspaper 
matrices of the Sentinel 10 are available on request. It makes an 
excellent feature clock. 


SETH THOMAS CLOCK Co. 


CHICAGO NEW YORK SAN FRANCISCO 
215 W. Randolph Street 19 West 44th Street 278 Post Street 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
JEWELERS’ CircuLaR regarding any advantageous 
device or plan which they are utilizing in con- 
nection with their business. 
























Operating Expenses in the Retail Jewelry 


Trade. in 1926 





Address by S. A. Swensrud, of Harvard Bureau cf Business Research, before the 22d Annual Convention of the American National Retail 


Jewelers Association in Milwaukee, Wis. 




















: io study of operating expenses in the 
retail jewelry trade for 1926 marks the 
eighth consecutive year for which the Har- 
vard Bureau of Business Research has made 
similar studies in this trade. This is the 
longest period for which the Bureau has 
made continuous studies in any single indus- 





OPERATING RESULTS IN 1926 
211 RETAIL JEWELRY STORES REPORTING TO 


THE HARVARD BUREAU OF BUSINESS RESEARCH 








NET SALES = 100% 











CHART 1. 


try. It has been a source of value and satis- 
faction to us to have had the opportunity 
thus of following the problems of a great 
trade for so long and so interesting a period 
of time. From numerous letters we have 
received from jewelers in many parts of the 
country, we have reason to believe also that 
these studies have been of considerable use 
to members of the trade. 


At the outset, therefore, I wish to express 
the appreciation of the Harvard Bureau to 
the many retail jewelers who have co-op- 
erated with us, and to the association as an 
organization for the support it has given to 
this work. It is a tribute to the progressive 
spirit of the members of this trade, and a 
recognition of the value of research and 
analysis in any trade. 

Two hundred and eight-six retail jewel- 
ers reported their 1926 figures to the Bureau 
this year. These firms were located in al- 
most every State of the Union and four 
Canadian Provinces; they represented total 
receipts in 1926 of over $46,000,000. The 
sales figures of 134 identical firms reporting 
for both 1925 and 1926 showed an increase 
in sales in 1926 of about 3% per cent. over 
1925. 

As in every previous year, there were a 
number of jewelers reporting for 1926 who 
could not separate their repairing from their 
merchandise receipts. This year there were 
75 such firms. Because it is difficult to make 
satisfactory expense comparisons when the 
repairing business is not separated, these 
statements were not used in the main part 
of the study, but were treated in a separate 
section. The main conclusions which I shall 
indicate, therefore, are based on the reports 
from the 211 firms who were able to sepa- 
rate their merchandise from their repairing 
figures. 

These 211 firms in 1926 made on the aver- 
age a net profit of slightly over three per 
cent. Their gross margin commonly was 
slightly under 41 per cent., and their total 
expense a little less than 38 per cent, 

The figures just mentioned may be visual- 
ized more easily by referring to this chart, 
which shows the division of the consumer’s 
dollar that the retail jeweler received in 
exchange for goods sold. The largest part 
of it, of course, went into the cost of the 
goods—59.1 per cent. In other words, for a 
retail sale. amounting to $10, the typical 
jeweler spent $5.91 for the goods sold. Of 


the remaining $4.09, $3.78 was consumed by 
the operating expenses, and $0.31 became 
true net profit over and above the return on 
investment. 

In reviewing the figures of the jewelry 
trade for the last few years, we find that 
since 1923 there has been but little change 
in the ratio of total expense to net sales. 
In 1923 it was approximately 3614 per cent., 





TOTAL INTEREST 
ACCORDING TO RATE OF STOCK-TURN 
211 Retail Jewelry Stores Reporting for 1926 
Net Sales = 100% 
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and in 1924 a little over 38 per cent. Last 
year it was 37% per cent., and this year it 
was just slightly more than that—37.8 per 
cent. 

Since 1923 there has, however, been a 
tendency toward increases in the ratio of 
gross margin to net sales. This year the 
typical figure was almost 41 per cent.—the 
highest it has ever been during the eight 
years we have studied the expenses in this 
trade. In part, of course, this may be ex- 
plained by the removal of the luxury tax, 
which probably was never passed on to the 
consiimner. 
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Pens « Pencils « Sets 





Sell Real Worth 
to Gift Buyers 







The trend of public buying today is unmistakably toward a 






greater measure of dealer responsibility in every sale. The 






consumer is coming to disregard the over-advertisement of 






things and to depend upon the local dealer for the selection 






of actual intrinsic values. You can sell a Conklin pen or 





pencil squarely upon the quality of materials, the character 






of workmanship, and satisfaction in ownership. It’s time 






you were getting in your Christmas Conklins. 







The Conklin Pen Company 
Toledo, Ohio 







Conklin Endura, the 
original pen with an 
unlimited guarantee, 

$5.00 to $8.00. 








Conklin 
“Three Fifty” 
Red, Blue, and Green 


at $3.50. 
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Storekeeping Department 











The typical net profit for 1926 was higher 
than it has been since 1920. In 1919 and 
1920 retail jewelers showed relatively high 
profits. In 1921 and 1922 they commonly 
suffered net losses. In 1923 a net profit 
again appeared. In 1924 the net profit was 
smaller than in 1923, but since 1924 there 
has been a steady upward trend in the ratio 
of net profit, beginning with a little over 
one per cent. in 1924, rising to a little over 
two per cent in 1925, and in 1926 to a little 
over three per cent. 

The casual observer probably would as- 
sume from these figures that the efficiency 
of the jewelry trade must have shown very 
considerable improvement during the last 
three or four years. The figures, indeed, 
offer support for this belief, and yet when 
the sustained prosperity of the last few years 
is recalled and it is remembered that jewelry 
sales in 1925 increased about seven per cent. 
over 1924, and in 1926 again increased by 
about three and one-half per cent. over 1925, 
one wonders if the increasing profits in these 
years have not been largely an aspect merely 
of increasing general prosperity. The aver- 
age stock-turn of the jewelry firms report- 
ing to the Bureau has shown no change in 
the last four years, but remains at the un- 
satisfactory low level of less than once a 
year. 

It is to be remembered, furthermore, that 
for the trade as a whole the higher profits 
for the last two years, and particularly for 
1926, have been occasioned for the most part 
by a higher gross margin; that is, a higher 
mark-up, rather than through the achieve- 
ment of any substantial economy in operat- 
ing expenses. 

So much for the general summary of ma- 
jor trends over the past few years. The Har- 
vard Bureau is primarily concerned with the 
individual operating expenses and in attempt- 
ing to analyze the relations that exist be- 
tween these expenses and other conditions, 
such as volume of sales, size of city, rate 
of stock-turn, and net profit or loss. 

I shall not attempt to discuss each ex- 
pense item, but rather to mention those which 
appear to be most significant and in which 
there appears to be the greatest room for 
improvement and economy. 

The first of these expenses is Total Sala- 
ries and Wages; it commonly forms by far 
the greatest part of the expenses of an aver- 
age retail jeweler—over 17 per cent. of the 
net sales in 1926. This is higher than in all 
but one trade which we have studied—that 
exception is the retail stationery trade, in 
which total salaries and wages in 1926 com- 
monly amounted to 18 per cent. of net sales. 

There can, of course, be no doubt that 
total salaries and wages must inevitably be 
higher in jewelry stores than in most other 
retail trades. For, in the first place, the 
jeweler is obliged to maintain a personal or- 
ganization throughout the entire year largely 
to accommodate the business of a single 
month—December—during which from one- 
third to one-fourth of the total annual sales 
in. jewelry stores ordinarily are made. The 
Jeweler, furthermore, must have a fairly 
high character of employe, for the goods 
sold require people of tact and intelligence 
to wait on customers. 
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In spite of these qualifications, however, 
we find in every year a considerable number 
of firms who, through efficient management, 
are able to effect real economies in total sala- 
ries and wages. The firms which earned 
the highest net profits in 1926 had very sub- 
stantially lower total salaries and wages in 
proportion to their net sales than did the 
firms which suffered losses and made only 
moderate profits, as may be seen from this 
chart. 

The first column in this chart represents 
the total salaries and wages of firms which 
suffered net losses in 1926. Their total sala- 
ries and wages amounted to over 20 per cent. 
of net sales—over half of their gross margin 
—51 per cent. of it, to be exact. The second 
column represents the total salaries and 
wages of firms which earned profits of less 
than five per cent. Their total salaries and 
wages amounted to approximately 16% per 
cent, of net sales—almost four per cent. less 
than the firms which sustained losses, and 
only 41 per cent. of the gross margin. The 
third column represents the firms which had 
net profits of five per cent. or over—their 
total salaries and wages amounted to only 
14% per cent. of net sales—almost six per 
cent. less than that of firms in the loss 
group, and only 34 per cent., or about one- 
third of their gross margin. The relation 
just mentioned between total salaries and 
wages and gross margin suggests an inter- 
esting relation, which we have found be- 
tween these items. In the study made of 
the 1925 figures, it was found that in most 
cases the firms whose total salaries and 
wages amounted to over one-half of their 
gross margin showed a net loss. In a similar 
test made for 1926, 38 firms were found 
whose total salaries and wages amounted to 
over half of their gross margin. Twenty- 
six of these 38 firms reported net losses. 
It can almost be accepted, therefore, as a 
rough rule of thumb that when a retail 
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times, also, sales may be increased without 
increasing the number of employes by im- 
proving the layout of the store, the display 
of merchandise, and by providing a selection 
of merchandise which is really adapted to 
the type of customers whose patronage the 
store seeks. 

The second expense which I wish to men- 
tion is advertising. Advertising was higher 
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in proportion to net sales in 1926 than in 
any previous year which the Bureau has 
studied—three and one-half per cent. of net 
sales. This also was higher than in any 
other trade we have studied except that com- 
prised by certain types of specialized depart- 
ment stores. 

The ratio for advertising in jewelry stores 
has shown a gradual but steady increase 








Per Cent of Per Cent of 
Net Sales Net Sales 
50 F: ) 





20 


19 


























r.) A) 
Firms with Firrs iVith Firms With Firms #ith Sirms With Firms With 
Net losses ‘jet Profits Net Profits Net Losses Net Profits Net Profits 
Under 5% 5% or over Under 5% 5% or over 
Cuart 4. 


jeweler’s total salaries and wages amount to 
over half of his gross margin, his chances 
for making a net profit are decidedly slim. 

How may a jeweler cut down his expense 
for salaries and wages? The Bureau has 
found that the successful jewelers do actual- 
ly cut down by keeping accurate records of 
sales per salesman, by training the sales- 
force to increase their sales through a study 
of the buying motives of the customers, and 
by eliminating unsuccessful salesmen. Many 


since 1921. It is probable that jewelers are 
finding it more and more necessary to resort 
to advertising to secure their share of the 
consumer’s dollar. Clearly, however, there 
is a danger in simply increasing the amount 
of advertising without carefully planning its 
purposes and studying its effects. Of 10 
firms who reported advertising expenses in 
1926 of over seven per cent. of net sales, 
seven showed net losses for the year. The 
firms with the highest net profits, moreover, 
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Kienzle Quality 


CHIME CLOCKS 


BEAUTIFUL FINISH 
SOFT MELODIOUS TONE 
UNEQUALLED VALUE 


GENZ, le 





The Kienzle Clock Co., Inc. 221 4th Ave., New York City 


Branch Office: Garland Bldg., 58 East Washington St., Chicago, II. 
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by Using Attractive, 
Built-Right Fixtures 


Make Your Display — SELL 
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F.C. JORGESON & 8. 
MANUFACTURERS 
WIGH GR ADE 


aa 4 JEWELERS EYXTURES 
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Case and Table No. 105 


in mahogany or walnut finish and glazed with part or all plate 
glass as desired. 


Write 


This and other types on hand for prompt shipment. 
for catalog. 


F.C. JORGESON & CO., 159-167 Ann St., CHICAGO, ILL. 
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Makers of JEWELERS’ FIXTURES for Over 40 Years 
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commonly spent the smallest amount in pro- 
portion to their net sales for advertising. 
In advertising, high quality and careful ap- 
peals to real buying motives are essential. 
Moreover, one of the real functions of ad- 
vertising in the jewelry trade should be to 
smooth out to some extent the seasonal fluc- 
tuation in sales by keeping customers aware 
of the constant opportunity for obtaining de- 
sirable articles in jewelry stores at other 
seasons than Christmas. 

One jeweler who conducted a small jewelry 
store in the middle west, in writing to us in 
connection with his excellent profit showing 
for 1926, said, in part: “I attribute our suc- 
cess to the study of your past bulletin, ex- 
perience in the business, location, and small 
but constant advertising 52 weeks in the year, 
not increasing same to any great extent even 
during the harvest season of the: jeweler in 
the month of December.” 

The third expense which I have in mind 
is that of total interest. As many of you 
know, the Bureau includes among the ex- 
penses interest on owned capital, as well as 
interest on borrowed capital. The reason 
for this is that the capital which a mer- 
chant has invested in his business is worth 
a reasonable return, just as though he lent 
that money to someone else, or put it into 
good securities. It is only fair, therefore, 
to charge the business with a reasonable 
amount for interest on the owner’s net in- 
vestment—net profit must be over and above 
the mere return on investment, for it is not 
‘necessary to be in business at all to obtain 
that. Total interest expense for jewelers in 
1925 was four and one-half per cent. of net 
sales. In other words, almost one-eighth of 
the total expense. This is higher than in 
eny other trade we have investigated. 
(There are no exceptions this time.) Why 
is it so high? Chiefly, we believe, because 
of the slow rate of stock-turn. Suppose, for 
instance, that a jeweler had sales of $100,000 
in 1926. If his gross margin was 40 per 
cent, that would mean that the goods sold 
during the year cost about $60,000. If it be 
assumed that he turned his stock less than 
once a year it means that he had an average 
inventory of over $60,000 (figured on a cost 
basis). If money is worth six per cent., this 
means that the interest on that $60,000 tied 
up in stock would amount to $3,600, or al- 
most four per cent. of the net sales of $100,- 
000. If this jeweler could cut his average 
inventory down to, say, $50,000, without in 
any way injuring his volume of sales, he 
would have saved approximately $600 in 
interest. 

Let us see what the figures actually show. 
We have a chart here which shows the total 
interest expense of three groups of firms. 
The first group consists of firms whose rates 
of stock-turn were comparatively low—less 
than 0.8 times a year. Their total interest, 
as you see, was extremely high—over six 
per cent. of net sales. The second group had 
a little better stock-turn—from 0.8 times to 
1.2 times a year. Their interest expense was 
only about four and one-half per cent. The 
third group consisted of firms with the high- 
est rates of stock-turn, namely, over 1.2 
times. Their total interest was the lowest 
of all—less than three per cent. of net sales. 
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The last’ expense comparison to which I 
wish to call your attention is that of total 
expense and gross margin, according to the 
rate of profit or loss. I suppose it is safe 
to say that every firm is interested in know- 
ing how high profits are made. Because 
such information is useful, the Bureau in re- 
cent years has followed the practice of 
grouping firms according to their profit or 
loss. By this method it is possible to see 
what in general was the cause of losses and 
what factors on the other hand resu!ted in 
high profits, 

This chart shows the total expense and 
gross margin for firms that had net losses, 
for firms which earned profits of less than 
five per cent of net sales, and for firms which 
earned profits of more than five per cent. 
The common total expense for each of these 
three groups is shown by the heavy columns 
at the left. The gross margin is repre- 
sented by the light-faced columns at the 
right. The first column on each side repre- 
sents the loss group, the second column the 
moderate profit group, and the third the high 
profit group. As may be seen, the firms with 
losses had total expense of 44 per cent. of 
net sales. For the middle group, total ex- 
pense was a little less than 37 per cent., and 
for the high profit group it was only about 
33 per cent.—in other words, 11 points lower 
than that for firms which suffered losses. 
The other side of the net profit picture, of 
course, is gross margin. From the columns 
at the right it will be seen that the gross 
margin for the high profit firms was some- 
what higher than that of the loss firms, but 
not a great deal. In fact the difference was 
only about two and one-half per cent. of net 
sales, whereas their total expenses, as just 
pointed out, was 11 points less, The chart 
shows clearly, therefore, that the difference 
between losses and high profits among 
jewelry stores in 1926 arose for the most part 
from the economy in operating expenses 
which the high profit firms were able to 
achieve rather than from the slightly higher 
gross margin which they commonly attained. 

If I had a similar chart of the total ex- 
pense for firms grouped according to their 
rates of stock-turn, you would see approxi- 
mately the same sort of relation—that is to 
say, the firms that had poor rates of stock- 
turn had high total expense, while on the 
other hand the firms which achieved a rela- 
tively high rate of stock-turn had low total 
expense. Year in and year out we find a 
perfectly clear tendency for the firms with 
high rates of stock-turn to have definitely 
lower expense rates for total salaries and 
wages, for rent, taxes, insurance, and for 
total interest. Not all of these economies 
occur, of course, the moment stock-turn is 
increased, nor are they all a direct results, 
for in many cases it is probable that a high 
rate of stock-turn simply is evidence of 
efficient management in general. Neverthe- 
less the importance of securing a higher 
average stock-turn in this trade is, we feel, 
so great that few jewelers can afford to 
neglect it. To quote for the conclusion of 
the 1926 study, “The maintenance of a 
proper balance between sales and stocks in 
each line of merchandise handled is essential, 
and it is a part of the merchandise task in 
retail jewelry stores, which has not yet re- 
ceived the attention its importance warrants. 
The alert jewelry store today is depart- 
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mentized. Its sales, stocks, and purchases 
are planned in advance by the partners. 
Purchases are governed strictly by sales ex- 
pectations. Stock record systems reveal fast 
as well as slow moving lines, and mark- 
downs are considered a lesser evil than stock 
stagnation.” 

In closing, I should like to read a para- 
graph from a very old book which sums up 
the matter of stock-turn very neatly and 
which shows also that stock-turn is not such 
a very new subject after all. Here is the 
quotation : 

“I know some tradesmen are very fond 
of seeing their shops well stocked, and their 
warehouses full of goods, but this is a snare 
to them, and brings them to’ buy in more 
goods than they want; but this is a great 
error, either in their judgment or their 
vanity. 

“Let no young tradesman value himself 
upon having a very great throng of goods 
in hand; having just a necessary supply to 
produce a choice of new and fashionable 
goods, nay, tho’ he be a mercer, for they 
are the most under the necessity of a large 
stock of goods; but I say, supposing even 
the mercer, to have a tolerable shew and 
choice of fashionable goods, that gives his 
shop a reputation, he derives no credit at all 
from a throng of old shop-keepers, as they 
call them, (viz.) out-of-fashion things: but 
in other trades ’tis much more a_ needful 
caution; a few goods, and a quick sale, is 
the beauty of a tradesman’s warehouse, or 
shop either; and ’tis his wisdom to keep 
himself in that posture that his payments 
may come in on his front, as fast as they go 
out in his rear; that he may be able to an- 
swer the demands of his merchants or deal- 
ers, and, if possible, let no man come twice 
for his money.”—Daniel Defoe, “The Com- 
plete English Tradesman,” London, 1726. 








Dealer Help Effective 





THE silver manufacturers are rendering 

remarkable dealer service, and every pro- 
gressive retailer should take advantage of 
this. Look over your trade paper regularly 
and write to the manufacturers asking them 
for their literature, describing their helps. 
Cabinets containing silver pieces of eight 
are popular, and jewelers are offered un- 
usual window displays and advertising facili- 
ties. Mats or electrotypes, whichever you 
wish, of attractive announcements may be 
obtained. The ads vary in size; some run 
about eight and a half inches single column, 
others about nine inches double column. 
Cuts‘of silverware are also obtainable for 
the asking. Window display material may 
be obtained in great profusion for your 
Fall and Winter business and the manufac- 
turer pays the cost. Many of the window 
display pieces are done in beautiful colors 
and show up most attractively. Surely there 
is plenty of selling co-operation available, 
and the enterprising ‘jeweler will go to it, 
realizing that co-operation means strength 
and success. 





Little Agnes, aged three, lisped at the 
dinner table, “Sugar, papa, pleath,” and all 
the family wondered why the father got 
red around the ears. 





—Colgate Banter. 
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6919 
Genuine Amethyst, 
fine dark luster, 
genuine seed 
pearls, 14 Kt. 
White Gold to re- 
tail— 


$30.00 


Exact Size 
Electres Free HEAVY SHANK 


14/12—6919—Can : : doubi 
alsc te kad in larger or smaller size a Belais caine 
stones including ruby, crystal, emerald, gold (also in green gold) 
onyx, cameo, and fine quality o 


BUFFALO JEWELRY MFG. CO. $24.50 List 


“The Mail Order House to the Jewelry Trade” Next size larger stone, $2.00 
$01 Washington St. Buffalo, N. Y. additional. 


6746— 


i> * of the Business Men that fail come from the ranks of the — Play Safe and 


Advertise. Write for our Free Cut 


ALL PRO FIT 2 DIAMONDS 4,'100 each 


NO STOCK TO CARRY 


Carry one initial ring as sample. 
Order on five days’ memo. when 
you have a sale in sight. Orders 
filled same day received. 

ALL EMBLEMS and INITIALS 
6517 on hand at all times $25.00 
in every size Retail 


Also in White Gold 
Display Emblem Cards for your win- 
dow in original colors free upon request. 


CAN ALSO BE HAD IN FREE m7 J all emblems and initials 


BLACK ONYX, TOPAZ th One or more Rings 
GARNET, SARDONYX WRITE FOR WHOLESALE PRICE, 





This <> Reg. Trade Mart 
@uarantees you gcouine diamonds 








The C. G. BRAXMAR CO. 


242 W. 55th St., New York City 


Fraternal Emblems 
Medals and Class Pins 
Fire and Police Badges 


Made to Order Goods our Specialty 


Forty-four years of satisfactory service to an increasing 
number of customers. 

Our facilities for manufacturing and designing are at 
your service. 


Write for Emblematic or Badge Catalog 


Direct from Mines in India, Ceylon and South America 


ZIRCON’S 


And other precious Stones 
Expert Diamond Cutting and Lapidary Works 


F. J. ESSIG and MENG CO. 


162 N. State St., Butler Bldg. 


45 Years in Chicago Chicago, Ill, 











HARRY HELLER,}Inc. 


Formerly with Heller & Atkins 
DESIGNERS and MAKERS of 


Fine Platinum and Gold Jewelry 
387 Washington St. BOSTON, MASS. 
“SERVICE”? Our Motto 








TRADE MARKS 
of the Jewelry and Kindred 
Trades 


Fourth Edition 


Illustrates the trade marks, registered and unregistered, 
used by manufacturers, wholesalers and importers in the 
jewelry and allied industries. 


Price $5.00 


Express Charges Paid 


JEWELERS PUBLISHING CORPORATION 
11 John Street, New York, N. Y. 





The Protection Ring Guard 


For thin rings get our num- 
ber 0. It is a new addition 
to our regular sizes. 


The Lion Safety Pin Clutch Co. 
Pat. Feb. 20,1917 20 W. 22nd St., New York p,: may 25, 1920 








Blood Pressure in Ocular Work 


By Eugene G. Wiseman. 267 pages, illustrated 
with 19 engravings. Price, $2.50. 


Jewelers Publishing Corporation 
11 John Street : : New York 














ELK TEETH 


Genuine, natural, unmounted, 
high class, including the small European Elk teeth 
PRECIOUS AND SEMI-PREOIOUS STONES, all first 
class, and all leading kinds for jewelry setting. 
Uncut gem material,— 


Large stock, right prices. 


Amethyst, Topaz, Garnet, etc. 
slices. Real Stone Necklaces in variety, cut faceted. 
Low priced. Lion and Tiger claws. Jobber to the 
trade. Sent on selection. Send for descriptive cata- 


log—free. My 48rd Year. 


L. W. STILWELL, Deadwood, S.D. 


all sizes, plain and 


PLATINUM MELTING 


Crucibles 
J. & H. BERGE 232282. Sts 


Semi-Precious in 








St.Louis Watchmaking School 


ESTABLISHED OVER THIRTY YEARS 





If you really knew how thoroughly we prepare 





you to fill a good position in a first class Jewelry 





The Buyers’ Directory 


Price $1.00 


Store, you would come to see us at once, 
learn the practical work as must be done in & 
first class Jewelry Store. 





Jewelers Publishing Corp., 11 John St., New York 


Write for our Catalog at once, 
St. Louis Watchmaking School, St. Louis, Ms | 
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Merchandise, Figures and Common 
Sense 











Address scheduled to be delivered today by B. Christianson, Secretary of the Wisconsin 
Retail Hardware Association, before the 22d Annual Convention of the American 
National Retail Jewelers Association, in Milwaukee, Wis. 














(Continued from issue of September 28) 


O know accurately the amount which 
must be taken out of every dollar of in- 
come to pay for the merchandise bought, 
is fundamental in the control of profits. 
This becomes a very simple matter for 
those businesses that have been operating 
for some time. The cost of goods sold is 
to be found in each year’s financial statement. 
Dividing the cost of the merchandise by 
the sales, shows in percentage form what 
part of every dollar brought into the store 
has been spent for merchandise. Take, for 
instance, a store the sales of which are 
$50,000 a year and with a cost of the mer- 
chandise sold of $35,000, dividing the $35,000 
by $50,000 shows that 70%, or 70 cents out 
of every dollar is being spent for merchan- 
dise. 

This leaves 30 cents out of every dollar 
taken in to be used for other outgo. Thus 
the income of the store has dwindled from 
$50,000 to $15,000, and greater caution be- 
comes necessary in properly distributing this 
amount over all items that enter into the 
conduct of the business. Then there must 
be some thought given to that very necessary 
element, Profit, which must have its share 
of your attention. 

To know a profit when you see it, is not 
as simple as it sounds. Many merchants 
in the retail business, including your own 
line, have no very well defined on this score. 
They have not set a profit to aim at. They 
rather trust to luck and accept with all the 
grace possible, such plumbs or lemons as 
fate sees fit to hand out to them. 

Back to the 30 cents that is left out of 
each dollar of that $50,000 income. Is it 
unreasonable that the merchant should want 
to save 10 cents out of that 30 for himself? 
Surely he is entitled to seven or eight cents 
out of it for the use of his capital invested, 
and a little profit as well. Then there should 
be 2 or 3 cents thrown in as an engineer’s 
“factor of safety.” 


This means then, that the major problem 
is the 20 cents that are left, and which must 
be made to cover all the costs of conducting 
the business. Not a penny can be spent 
beyond this amount out of every dollar taken 
in, if these ten cents are to remain intact, 
as the excess of Income over Outgo. A 
iew minutes ago I quoted one of the most 
successful business men in the country as 
saying “A business only continues as its 
Income exceeds its Outgo.” 

But what of the 40% overhead that is 
attributed to the jewelry business by most 
authorities? How can 40% be paid out if 
only 30 cents are available? Remember we 
paid out 70 cents out of each dollar for the 
merchandise bought. This left a 30 cents 
Margin to cover both expenses and profit. 

If your cost of doing business is in the 
neighborhood of 40 cents out of each dollar, 


and you want a profit which also includes 
interest on your investment of 10 cents, then 
in reversing our calculations we find that 
you have only 50 cents out of each dollar 
left, to pay for what goods you buy. 

To make this amount sufficient, a markup 
of 100% on the cost or better still, 6634 on 
the selling price is necessary. This does 
not check very closely with our recent con- 
versation with several jewelers who gave 
me their makeup figures as varying from 
20% to 50% on the cost of the merchandise. 

This seems to indicate that a margin that 
is hopelessly small is common among the 
retail jewelers of this country. 

A simple method of proving this up. may 


- be found in this way. On every inveice as 


your merchandise is being marked up, set 
down the selling price that you are expect- 
ing to get, opposite the item on the invoice. 
Then extend the totals of each of these 
figures, multiplying the selling price of each 
by the number bought. Then add them to- 
gether. This will give you just what you 
will receive for the entire lot when sold. 
Taking away from it the cost of the goods 
will show you the markup that you have set 
on this particular merchandise and this figure 
when divided by the selling price will show 
you whether this amounts to 30, 40 or 50% 
on the selling price (not on the cost, mind 
you). 

Then knowing your business as you must, 
you will be able to compute whether such 
an amount will pay all the expenses of your 
business with something like 10% left over 
for yourself. And if not, a remedy must 
be and can be found. 


Take and buy 12 alarm clocks of any 
kind you wish. Put them on your shelves. 
For convenience of our illustration we will 
set the cost at $1.00 per clock, and because 
of competition you are forced to sell them 
at $1.50 each. So far there is no profit 
realized in the transaction. The clocks 
must be sold to reap any gain in this mer- 
chandising venture. ‘Profits Come From 
Sales” is your slogan, so you set about to 
sell these clocks. 

Your invoice shows a cost of $12.00 on 
these clocks, and so 8 of the clocks must 
be sold at $1.50 each before $12.00 are real- 
ized, or enough to pay this invoice. So you 
take a little tag and label the first eight 
clocks in the row “Cost of Merchandise.” 

Again the expenses of the business must 
be met in handling and selling of these 
clocks. We are assuming for you a most 
reasonable rate of Cost of Doing Business 
and calling it 25% on your sales, or $4.50 
in this instance. ‘This represents the pro- 
ceeds of three more clocks sold. Again you 
label clocks Numbers 9, 10, and 11, with the 
word “Expense.” 

So far so good, only there hasn’t been 
any profit put away. There is ‘only one 
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clock to fall back upon. You cam sell it 
for $1.50 and no more. $@ you are limited’ 
to a net of about 8% as a return on your 
investment and a. profit for you as well, And 
then “Good” you say. But what if you fail 


to sell the twelfth, or “Profit” clock? What. 


if you have only sold 10 or 11 clocks and 
the demand has then fallen off? Thus you 
may make sales and not realize one cent of 
profit on them. The profit lies still—very 
still—on the shelves until it is converted 
into cash, 

To the average merchant, this may seem 
deeper than the proverbial “Chinese Puzzle.” 
Yet this very thing is taking place in your 
stores daily, only it is lost sight of in the 
maze of merchandising transactions as they 
happen. There is a constant overlapping of 
goods coming in and goods going out. The 
principle is there however, which is that of 
moving merchandise rapidly and completely 
with none of the “Profit Clocks” left on 
the shelves indefinitely. . 

In conclusion, we want to agaifi emphasize 
the need of building up a business to such 
sales volume that you are reasonably sure 
of: getting. First, reduce the sales figure 
to cost, and then divide this in two and this 
amount will give you an average stock 
limit for your entire store. Then you are 
sure of two turnovers a year. If you aspire 
to be a still better merchant, you will divide 
your sales at cost by three, and strive to 
hold your inventory down in each line until 
a three times or even a two and a half 
stockturn is the result. 

You remember what I said about carrying 
costs a while ago, and what it means to you 
whether the goods remain on the shelves 
for 6 months or 12. Only a difference of 
12 per cent which in itself is a mere profit. 
So turnover is worth striving for and can 
be obtained by the study of each individual 
line as I outlined in the early part of this 
discussion, 

Forcing a turnover by a lowering of your 
inventory is a whole lot easier than to try 
to bring your sales volume, OFTEN AT 
ANY COST, up to a figure which an arbi- 
trary inventory based upon poor buying 
judgment demands. 

The same rule applies to your expense. 
If you are selling about $35,000 a year, then 
plan your expense to fit it. Why conduct 
a $35,000 business with a $40,000 or $50,000 
sales volume expense? It can’t be done it 
you want to make money. 

Figures are available today that show 
what you can afford to spend for every 
dollar of sales made. Do not be too opti- 
mistic as to how much you can sell and 
hope for too large an increase from year 
to year. Rather work with what you have. 
Stores doing as low as 15,000 to 20,000 a 
year are making money and they are geared 
down to an expense and an inventory in 
proportion to the sales made. There is 
little excuse for you with the larger volume 
not making a profit when these little fellows 
are doing so well. 

Begin your business this coming year with 
a plan. Use the figures that you have to 
aid you. Set up others as your limits. Study 
your store by lines. Set each one upon a 
profitable basis, and by all means when you 
have approved of your own plan, then back 
up your judgment for a fair trial. 

(THE END) 
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October Advertising 


()CTOBER opportunities are here—first 
comes Hallowe’en, a night of fun and 
frolic, affording the jeweler an opportunity 
to sell little inexpensive prizes for the 
yarious Hallowe’en parties and in this way 
perhaps to procure some worthwhile new 
names for the mailing list. Let your adver- 
lising and window display by all means sug- 
gest Hallowe’en with its weird symbols of 
witches and wizardry. A little announce- 
ment which will prove stimulating is the 
following : 





‘Hallowe'en Time 
Is Fun Time” 


THE time when we duck for apples, 
listen to the prophesies of the 
witches and so on. A suitable prize 
for the successful contestants would 
be a jewelry trinket, something by 
which your friends will remember 
you all the more pleasantly. We have 
a line of up-to-date novelties in our 
Jewelry Department and in our Gift 
Section at prices to suit every purse. 
See for example what you can buy as 
low as $1.00. 

We shall be glad to give suggestions 
for the Hallowe’en party without any 
obligation whatever. Come in and see 
the numerous little trinkets which we 
have selected with especial care to 
increase your happiness. 

Name & Address here 











Golden October is the time when many 
weddings take place.. Many jewelers find it 
advisable to feature their wedding gift ad- 
yertising on one page and other specials on 
different pages. In this way the jeweler’s 
name is distributed throughout the paper. 
This type of advertising often proves effec- 
tive even when a small amount of space is 
uscd. A four inch single column advertise- 
ment has been used effectively. A suggestion 
fer October wedding advertising is offered 
ix the adjoining column. 


Make the Most Out of Dealer Helps 

‘fake the most of the manufacturers’ 
dealer helps now at your disposal. Many 
manufacturers are offering the retail jeweler 
nnusually helpful advertising and merchan- 
dising helps. The wise jeweler will always 
keep posted in regard to what manufacturers 
are doing in this way, remembering that any- 
thing that lessens sales resistance is com- 
mendable. Gifts for the engaged may also 


be featured this month. Costume jewelry 
always makes a desirable presentation and 
the jeweler will find some attractive pieces 
on the market. Get in touch with your 
source of supply without delay and find out 
what’s new and attractive. Learn what you 
can feature profitably in your territory and 





When Nature Dons 
Her Dress of Gold 


Many weddings take place in the 
glorious, golden month of October. It 
will pay you to drop in at your first 
opportunity to see our new collection 
of suitable wedding gifts. 


Chaste Silver Patterns 
For The Bride’s New Home 


which she will cherish for many years 
to come. We are selling our merchan- 
dise at a modest profit because we are 
selling a great deal and want to hold 
our old friends and make new friends. 
See also our beautiful collection of 


Engagement Rings— 
Fiery Diamonds 


chosen for their purity and quality and 
for their power to please. Money put 
into a good diamond is ready cash in 
time of need. See our suitable gifts 
for the bride and groom, the brides- 
maid and the best man. 


Name & Address here 











feature it conspicuously in your window and 
in your advertising. 
What to Feature 

This is the season when one can feature 
clocks and silver for the new home; strap 
watches for men and wrist watches for 
women, gift rings for the men, cigar cases 
and popular lighters, thin pocket watches 
for the full dress, bar pins, jade jewelry, 
pearls, carved wedding rings, dinner rings 
and many dainty little novelties, to unusual 
advantage. In your show window devote 
some space to October’s birth stone. Here- 
with submitted a little ad which may appeal 
to the bridge players. 


Thanksgiving Advertising 
Bear in mind the approach of Thanksgiv- 
ing. Thanksgiving is an occasion for fea- 
turing silver, carving sets and a variegated 
assortment of trinkets. During November the 
department stores conduct linen sales, silk 
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sales and knit goods sales and makes a 
strong drive on silver, carving sets, and 
dress goods. The jeweler is a specialty 
dealer and has the upper hand on the depart- 
ment store in the giving of service, and 
therefore the public would patronize the 
jeweler for many things which are sold by 
the department store if the jeweler will make 
clear enough the importance of the service 
which he renders over the service given by 
the department store. This is indeed no 
reflection on the department store manage. 
ment because it has always been difficult for 
department stores to render the service given 





Dainty Little Gifts 
for Bridge Players 


you niay want some suitable gift 

for the winner at your bridge 
party and you will want to secure 
something exclusive and appreciated 
by your friends. We have an exten- 
sive line of novelties that will suit 
one’s purpose without taxing one’s 
purse. You can buy suitable little 
prizes for as low as $——. Every 
article is neatly packed in a dainty 
box, bearing our name which has 
stood for reliability during the past 50 
years. 











by a specialty dealer. A large department 
store owner admitted this himself to the 
writer some time ago. 

Here is a circular letter advertising sil- 
ver. This letter was sent out sometime ago 
by a concern in New Haven: 


“My dear Mrs. L.: 

If you have any old pieces of solid 
silver which have come down to you 
from your mother or grandmother, you 
probably prize them very highly. They 
are valuable, aside from their associa- 
tions, for the old-fashioned silver is 
unsurpassed in style and quality. 

But not so much can be said for the 
plated ware of those days. During the 
last few years there has been a won- 
derful improvement in silver plating. 
We have an idea that most people do 
not realize that for a little money they 
can now have a really beautiful set of 
table silver, just as artistic in design 
and just as well engraved (for we have 
an expert engraver, who is as pains- 
taking with his work on plated ware as 
on sterling.) 

We are enclosing a few designs. 
Don’t they make you want to see the 
real things? Even if you think you 
have all the silverware which you really 
need, we feel sure you would be inter- 
ested to see what wonderful effects are 
obtainable now in plated table silver. 
If you don’t care to invest in an entire 
set just now, why not select the pattern 
you like best and then buy a few pieces 
at a time until the set is complete? 

It would be a genuine pleasure to us 
to show you our collection of plated 
silver. It is durable, artistic, and being 
more and more used by people of wealth 
and culture. Wouldn’t you like to own 
some? Cordially yours, 
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ALARM CLOCKS 


it9 
Wity don’t you make alarm clocks?” 


We suppose that question has been asked of Ingersoll salesmen 
by merchants hundreds of thousands of times. 


Their judgment said that there should be Ingersoll Alarm Clocks 
and that their customers were ready to buy them. 


For a long time now we have been working to develop a line of 
clocks worthy of the name Ingersoll so that our salesmen could 
answer that question by saying “Here they are!” 


And now they are ready. A complete line of 5 Alarm Clocks— 
in both plain and luminous dials—10 styles in all—every clock 
with a metal dial —handsome clocks— reliable 
clocks — priced from $1.50 to $4.50—ciocks 
with a ready-made market. 


See the two following pages for further details 








INGERSOLL WATCH Co., Inc. 


30 Irving Place 215 W. Randolph St. 290 First St. 
New York Chicago San Francisco 
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TYPE-S 


Height 51/is” Continuous Alarm 


TYPE-I 


Height 55%” Continuous Alarm Keystone List $2.78 Sells for $2.00 


Keystone List $2.12 Sells for $1.50 
7 TYPE-S RADIOLITE 


TYPE-T RADIOLITE Keystone List $3.84 Sells for $2.75 
Keystone List $3.12 Sells for $2.25 





i... alarm clocks are the result of Ingersoll methods applied 
in the alarm clock field—with all that the word “Ingersoll” means 


in value, dependability, and sales possibilities. 


Made in the same factories as Ingersoll watches, inspected and 
tested in the same thorough way, they are the kind of clocks a 
merchant of standing likes to sell. 


From a looks standpoint, too, they are the kind of clocks you will 
like to sell. From the basic design right on through to the 
metal dial, which is a feature of every Ingersoll alarm clock, 


+ 
» 





INGERSOLL WATCH Co., Inc. 


30-Irving Place 215 W. Randolph St. 290 First St. 
New York Chicago San Francisco 


5, 1927 
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TYPE-B 


Height 5%” Intermittent Alarm 
Keystone List $3.48 Sells for $2.50 


TYPE-B RADIOLITE 
Keystone List $4.86 Sells for $3.50 







Height 6” Intermittent Alarm 
Keystone List $4.52 Sells for $3.25 






TYPE-R 

RADIOLITE 

Keystone List 
$6.26 











they are up to date and handsome in ap- 
pearance. 


Each clock is packed in a distinctive con- 
tainer that is a window display in itself— 
as is the price tag attached to each clock. 





TYPE-R JR. 


Height 3!” Intermittent Alarm 
Keystone List $4.52 Sells for $3.25 


TYPE-R JR. RADIOLITE 
Keystone List $6.26 Sells for $4.50 






Ingersoll Alarm Clocks will be advertised 
as Ingersoll Watches are—in leading magazines including The 
Saturday Evening Post, in leading farm papers, etc., etc. 


Write to your Ingersoll jobber or direct for the details of Special 


Introductory Assortment. 





INGERSOLL WATCH Co., Inc. 


30 Irving Place 215 W. Randolph St. 290 First St. 
New York Chicago San Francisco 
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Here is a letter recently sent out by Bunde 


Upmeyer Co., Milmaukee, Wis.: 


The recent hot weather hardly in- 
spires thoughts of Christmas; but you 
will appreciate that the holiday season 
is fast approaching and with it the 
need for Christmas greetings. 

The new Personal Christmas Greet- 
ing Cards for this season have been as- 
sembled and, following the custom of 
past years, we are offering an advance 
showing of the complete line to our 
regular greeting card patrons—your in- 
spection at an early date is cordially in- 
vited. 

The many exclusive, new and varied 
designs in etchings, wood block prints, 
etc., the colorful cards of imported and 
finest domestic papers combined with 
suitable sentiments will please you, we 
are sure. 

Special designs with homes, children, 
heraldic emblems, etc. make attractive 
greetings that are distinctive. 

At this time you can avail yourself 
of the best choice and make your se- 
lection from complete stocks. These 
cards imprinted with your name are 
made especially to order and require 
considerable time for the production of 
the many orders entrusted to us. Avoid 
the last minute rush—let us make up 
your cards now and delivery can be 
made on any date prior to Christmas 
that you specify. 

If inconvenient to visit our store fill 
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30 cents on a $10.00 sale for the credit accommodation. 


ines 


which all other countries suffered 
buy on credit and enjoy your 
busy, 


il 





Folks! This Is a Regular 
$10.00 W: 


in and mail the enclosed post card and 
samples will go forward at once. 
Very truly, 
BuNDE & UPMEYER Co., 
Stationery Dept. 
*x * x 

The Gabriel Jewelry recently ran four full 
pages of advertising in a local daily in com- 
memoration of the firm’s Twenty-fifth An- 
niversary. The first page showed half-tone 
insets of the founder, his partner and em- 
ployes. The Anniversary was celebrated by 
the featuring of certain articles as “specials.” 
The second page featured the installment 
division of the business. President Cool- 
idge’s views on installment buying were 
quoted on this page. The President, among 
other things, is quoted as having said at 
the Press convention that “installment buy- 
ing is not of sufficient magnitude to be a 
cause of worry when considered in com- 
parison with the Nation’s total income, which 
has been estimated at seventy billion dollars 
annually.” 

The credit extended by installment houses 
is said to be two billion dollars. On the 
third page specials were quoted at popular 
prices, including diamond rings at $25; dia- 
mond and sapphire dinner rings at $50; 
sterling silver candlesticks at $8.50. On the 
last page space was taken by co-operating 
manufacturers. Silver and other articles 
were also advertised on this page. 

Mr. Gabriel in a recent communication 
explaining his method of advertising said— 
“In reply to your letter we cannot give you 
a better explanation regarding our going 
into the credit business than that written by 
me on the second page of our advertising 








Jonty 
to own it some day. The same with using silver, chinaware, or jewelry 
rease our volume of business that we could continue to mark our goods at actual cash selling pnice and only add 


WE INVITE YOUR ACCOUNT [ited 
The Greatest Sensation In Our History—Sale Begins TODAY reece 


Only a Limited Number---Just 


MAKE USE OF OUR CLUB PLAN DIGNIFIED CREDIT 
A Small Payment Down, the Balance In Eight Monthly Payments 


‘After 22 years in the cash business we changed our policy to one of credit. We became convinced that a ma- 
people are honest. That the people prefer enjoying a good watch or a nice diamond, instead of 


We also realized that this plan would so 


And---if a customer pays in full within 90 days she, or he, may 
deduct this small charge. 


While bankers, credit men and government officials at first entertained doubts as to the practical application of 
the Credit Plan, most of them now are convinced of its legitimate Coolidge 
could see no reason to voice objection to it, as quoted by Printer’s Ink. Alll virtually admit that it was the new 
credit plan that kept the American factory smoke stacks emitting smoke and solved the unemployment crisis from 


usefulness. Even President 





sy . . ; Happy 
purchase while paying for it. 
people employed and benefit defo } ) ANNIVERSARY SPECIAL SALE 
il dltks of indiastey. 
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section. This explains the matter correctly, 
I may add that we are satisfied with having 
made that change and we are successful with 
our credit plan. The wagon which we ad- 
vertised recently was used as an account 
opener. We had sold one-hundred of these 
in a previous sale last Fall. In this recent 
sale we disposed of three-hundred wagons, 
The first one-hundred were sold in one hour 
and forty-five minutes after opening the sale 
and taking orders for deliveries in three 
weeks for two-hundred more. In looking 
over these 300 sales, we find that 233 of 
them or almost eighty per cent are new ac- 
counts, showing that our aim of getting 
new accounts was fully successful with a 
line of merchandise which does not stoop 
down to any price-cutting in our own line. 
It is clear that it costs $4 or over per new 
name that you put on your books no mat- 
ter what advertising you use, so accordingly 
these 233 names are worth to us $1,000. 
Some of these new accounts although 
opened less than two weeks ago have al- 
ready become repeaters in purchases. While 
the profit on the wagons was not enormous 
from a merchandise standpoint multiplied 
by 300 for that day it paid considerably for 
our advertising.” 

Mr. Gabriel has for several years been 
a close student of merchandising and ad- 
vertising. He knows in a minute the income 
and outgo in every department by his accu- 
rate system of records. 

It would be well for jewelers to do a cer- 
tain amount of co-operative advertising fea- 
turing Thanksgiving gifts and urging, at the 
same time, the early purchase of Christmas 
gifts. 
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An Advertising Campaign for This Fall 


Suggestions Galore for the Enterprising Jeweler 





Written Expressly for The Jewelers’ Circular 

















(Continued from issue cf September 21) 


mgt the months preceding Christmas 
the jeweler should feature largely the re- 
mounting of old jewelry for gifts. It should 
be pointed out that such work requires time 
for making designs, executing the work, and 
so forth, and it should be emphasized that 
this will mean the happy solution of a vexing 
Christmas problem. Some ads along this 
line should do the trick. 


You Have A Joy-Fairy 
In Your Jewel Case 


Do you know that, safely tucked away 
in your Jewel Box or Safety Deposit 
Vault You Have a Joy-Fairy Waiting 
Anxiously to Make Someone’s Eyes 
Sparkle on Christmas Morn? 

That Old LaValliere, Sunburst, 
Breast-Pin or Outworn Ring Can Be 
Transformed Into a Ravishing Christ- 
mas Gift For Someone You Love— 
This Christmas! 

The Jewels Are as Beautiful as Ever— 
All They Need Is Resetting. Let Us 
Help This Joy-Fairy Make Someone 
Happy for You This Christmas! We 
Will Be Her Instrument in Trans- 
forming Your Forgotten and Seldom- 
worn Jewelry Into Pieces a Queen 
Might Happily Wear! 


There is no Gift Like Jewelry 


And then something like this: 


Put Santa To Work For You— 
NOW! 

With the Jewels in Your Out-of- 

style Jewelry We can Create Rings 

and Pins of Ravishing Beauty for 

Gifts This Christmas! 

Nothing Brings the Thrill on Christ- 

mas Morning That Jewelry Brings! 


Or, turning to silver—why not something 
like this? 


Plan Her Christmas Surprise — 
NOW! 


Why wait for that dreaded last- 
minute period of Choosing Christmas 
Gifts? 

You can find out—right now—what 
Pieces of Silver she Most wants. 
Then select them here—let us engrave 
them and lay them away for you. 
You may pay for them as you 
Choose—but You have the happiness 
of knowing all through November 
and December How her heart will be 
Gladdened Christmas morning ! 


DO IT NOW 


Other ads should be based on the jeweler’s 
character of Gift Counsellor. Write ads 





that really bear out this slogan. Give the 
public some real counsel in your copy. Prove 
by this copy that you should be the public’s 
gift counsel. If a watch will last longer 
and give more service and pride of owner- 
ship than a set of golf-clubs, for instance, 
say so in a way that will not rile your 
athletic goods dealer. But, above all, give 
the public some REASON why you should 
be its gift counsellor! Suggest that the 
qwublic come into your store, tell you how 
much they have budgeted for gifts and let 
you tell them and show them just what you 
can do for them—not for a greater amount 
of money, but for exactly that budget. 

As a further incentive to going after 
Christmas business well in advance of the 
season is the fact the people are prone to 
buy better and more expensive articles if 
they know they are going to have more time 
to pay for them. If a person has con- 
tracted for a diamond ring he will save con- 
sistently to make his payments on it, be- 
cause he has obligated himself to you. But 
if he is saying in his own mind: “I believe 
I’ll save up some money and buy her a 
diamond ring for Christmas,” he rarely ever 
does it, for he has not obligated himself 
to any one for a fixed amount, and just 
naturally does not set it aside. By getting 
him to make his purchase now, he will have 
paid in more cash on it by Christmas than 
ever he would- have saved voluntarily for a 
first down payment. And besides, when he 
has made his jewelry selection he is yours— 
his payments won’t go to the phonograph or 
the automobile man. 

Better memorandum selections of mer- 
chandise can be obtained now than later on, 
when requests for them are numerous and 
the time is short. On this account, the 
jeweler should study his list of good Christ- 
mas customers and send out a nice letter 
personally inviting them in to inspect his 
merchandise. Some such letter as this should 
be effective: 


Dear Madam: 

Christmas gift choosing is always a 
trial. 

To make it somewhat easier for 
some of our customers we have 
assembled a most varied selection of 
appropriate things—many of them im- 
ported or freshly introduced in eastern 
centers. 

We want to invite you, personally, 
to come in now, when there is no 
rush, to look over them at your 
leisure. Perhaps they might suggest 
some excellent gift idea to you. At 
any rate, there is no obligation, what- 
ever, to you. Some of these articles 
must go back to the manufacturer by 
(such and such a date) and we trust 
you will be able to come in before 
that time. Yours truly, etc. 


We all know the difficulty and expense 
necessary to educate the public into doing 
anything differently, or to change its buying 
habits. For that reason I would not advise 
any jeweler to spend a large amount to try 
to influence the public to this unusually 
early shopping, but I believe some of it 
each year will bring results—and the game 
is so worth going after that it is worth 
experimenting with. Don’t vitiate your 
whole Fall campaign by it, however. 

As said above, hammer away on diamonds 
incessantly—you can never go wrong, and 
inject the Christmas note into all such ads 
appearing in the Fall. A suggestion: 


The Gift of The Ages 


Diamonds—the most precious of 
gems—the Gift that Kings have been 
proud to bestow—await your choosing 
here. 

Whether it be a Misses’ Ring at 
$12.50 or a gorgeous Emerald-cut 


CUT | 


diamond that will attest your highest 
love or friendship, you may be sure 


cuT | 


of superb quality, style and fair price 
here. 





N Co. Diamond 
Will Solve a Troublesome Christmas 
Problem For You 


Use a series of such advertisements. Begin 
merchandising your stock so as to give some 
life to your diamond department. Good 
diamond jewelry specials, such as bracelets, 
pins or rings, draw favorable attention to 
your store and are always appealing—every- 
one wants a diamond. Having good 
specials is largely a matter of having a good 
diamond buyer. Make it special by cutting 
down some of your regular mark-up, if you 
cannot make a favorable purchase. 

Look carefully to the packaging of your 
merchandise for Christmas. Many persons 
now buy the container, not the merchandise. 
And neat gift boxes mean more in a jewelry 
store and especially at Christmas than at 
any other time. 

Christmas comes but once a year—pity 
tis, "tis true—so make the best of it. Don’t 
wait for it to come down on you in one 
fell swoop—go out and meet it with open 
arms. 

[THE END] 
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V.T.F. MI-EMPS 


The new, specially constructed crystal 
with the built-in hand room and 
the finest fitting edge ever put on a watch 
crystal. 





Thousands of grosses sold since their 
introduction last June, factory keep- 
ing pace with the demand, ory 2 
salers’ stocks complete; your orders 
can be filled at once, no waiting. 





The most practical watch glass ever 
made and the greatest value. 





Mi-Emp cut in half and ground to a flat surface. 











Price $6 : 7 5 per Gross 


This is a reproduction of a photograph enlarged 3-1/3 times of a 


The Wrist Watch Crystal Without Equal 


Made to perfectly fit over four hundred 
and fifty popular American made wrist 
watch cases (two hundred and fifty 
additional sizes will be ready for de- 
livery shortly). New catalog describing 


entire assortment now in preparation. 


Your wholesaler will supply you loose 
quantities or in cabinet combinations. 





Per Dozen 
Rectangular, Oval, Tonneau and other regular shapes - - - - $1.00 
Fancy Shapes and Extra Large Sizes - - - - - - = 1.50 


Hammel, Riglander & Company 


Exclusive Wholesale Distributors 
NEW YORK U. S. A. 
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Written Expressly for The Jewelers’ Circular by Lester B, Pratt 











AvutTuor’s Note—Realizing that there is a scar- 
city of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill, and delicate precision instruments of every 
description come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of 
accurate timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘“watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are “‘old 
stuff” to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from Technical Issue of September 7) 


QuEstion.—How shall we proceed to make 
the hollow spindle for our wheel and pinion 
cutting attachment? 

ANsweEr.—Onr first step will be to select a 
suitable piece of steel for this purpose. As 
a spindle of this type should be hardened, we 
shall require tool steel, and Stub’s steel rod 
will answer our requirements quite well. 
The diameter of the rod should be five- 
eights of an inch. The proper method to 
follow in making the spindle is to chuck 
the steel rod in a large screw-cutting lathe, 
as there will be some thread cutting to be 
done, and this should be done at the same 
setting that the turning is done in order to 
imsure concentricity of threads and body. 
As the finished length of the spindle will be 
one and three-quarter inches, we shall allow 
about two inches of the rod to protrude 
from the chuck. This will allow ample 
stock for the threading, turning and cutting 
off. The rod should be centered as ac- 
curately as possible in the chuck, as we do 


not remove very much stock from the head 
of the spindle. 

Assuming that the rod is properly cen- 
tered, our first step will be to drill a 9/32 
hole through the rod to a depth of two 
inches. Then, with a suitable boring tool, 
we may bore out this hole to .300. This 
hole is to take our regular lathe chucks, and 
this particular dimension of .300 was made 
to take the writer’s chucks. However, as 
thucks for various lathes differ in the body 
diameter, this measurement will have to be 
determined from the chucks that are to be 
used with this spindle. 

Our next stop will be to bore out to a 
depth of three-quarters of an inch by .370 
in diameter, which is to take the draw-in 
spindle. The end of the rod should be faced 
off true. With the inside boring completed, 
we may place the tail-stock center in the 
end of the rod and proceed to turn the out- 
side true and also do the threading. The 
outside diameter should be turned to .460 and 
to a length of one and one-half inches. 

Referring to Fig. 127, it will be observed 
that the head of the spindle, which is shown 
at B, is apparently the same diameter as the 
spindle bearing. However, the head of the 
spindle must clear the spindle bearing by a 
safe margin, so we may turn the head diam- 
eter to .615, which will give us ample 
clearance. The angle of the head may also 
be turned to 45° to coincide with the angle 
of the spindle bearing. This angle need 
be simply approximate, as we ‘shall grind it 
accurately after the spindle is hardened. 

Our next step will be to thread the end 
of the spindle (40 threads per inch) to a 
length of about three-eighths of an inch. 
This thread is to take the split adjusting 
nut, shown at G. Care should be observed 
to have a full, clean thread on both spindle 
and nut. The spindle may now be cut off 
square at the end and to exact length of one 
and three-quarter inches. As the angle of 
the head of our chucks is 20°, we must 
recess the throat of the spindle to this angle. 
We may do this by chucking the spindle and 






centering as accurately as possible. It is 
not essential that this angle is perfect, as 
we shall grind it accurately and to the 
proper angle when the spindle is running in 
its own bearings. 


QuestTion.—How shall we proceed te 


make the split adjusting nut? 

ANsweER.—The split adjusting nut, which 
is shown at G, in Fig. 127 of the last in- 
stallment, may be made of the same stock 
from which we made the hollow spindle. 
The Stub’s steel rod may be centered ac- 
curately in the chuck, faced off true on the 
end, bored out and threaded to fit the 
threaded end of the spindle. Very close 
fitting is required in this case; then the 
nut should be cut off square and to a length 
of .175. This nut should be split, which 
may be done quite accurately by using a 
small circular saw, .025 in thickness, held 
in the arbor chuck of our small lathe. If 
we rest the nut on a flat table rest in the 
T-rest, we may do a very neat job. 


QueEsTion.—How shall we proceed te 
mare the loose bearing for the hollow 
spindle ? 

AnsWER.—The loose bearing at E, Fig. 127 
(Sept. 7), may be made from the Stub’s 
steel rod. The rod should be accurately cen- 
tered in the large chuck, then the outside 
turned true and the end faced off. Then the 
rod should be drilled and bored to .455 in- 
side diameter to a length of .500. As the 
outside diameter of our hollow spindle was 
made to .460, this will allow us .005 for har- 
dening, grinding and lapping to an exact fit. 
One end of the loose bearing should be 
turned to an angle of 45° to coincide with 
the angle of the bearing. 


Question.—How ‘shall we proceed to 
make the pulley for the spindle? 

ANSWER.—The pulley, which is shown at 
F, in Fig. 127, may be made of hard rubber, 
although black fiber will make an excellent 
pulley. We prefer hard rubber, as it seems 
to carry a belt to better advantage. Either 
of these materials is rather difficult to turn 
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Comes complete all set up as shown and ready to begin work at once! 

Every machine on being completed is carefully tested for a half day or more 
under a strain much greater than it will ever be called upon to endure in 
actual service. It is then ready for you—it is shipped out all ready to begin 
work as soon as you receive it—it only being necessary to eonnect the electric 
wires to the motor. 

You can’t do polishing work efficiently or well with dust flying in your face 
—even a little dust, a very little, daily breathed constantly into your lungs 
is bound to affect the most robust in after years because it sticks there and 
accumulates day in and day out. 

Your present walls and ceiling if you have been polishing without a dust col- 
lector for any length of time will show you what your lungs will be like soon. 

So delay no longer! Act today! 


DON’T BREATHE 


POLISHING DUST 


Without a dust collector you must 
breathe the dust! 
Dust being very light will naturally 
float in the air and no matter how 
careful you may be you can’t help 
but breathe itinto your lungs when 
polishing—You must breathe the 
air, and the dust is there laden 
with sharp irritating metallic par- 
ticles from the metal article you 
polish. Needless to say this irri- 
tates the lungs and nasal passages, 
causing sickness sooner or later. 
Avoid it by using one of these con- 
venient, inexpensive dust collectors. 


USE 
LEIMAN 
BROS. 
PATENTED 


Costs only a few cents a day for 
electricity! 

You only pay for electricity accord- 
ing to how much you use the ma- 
chine. The heavier you press on 
the buff the more current will be 
used, but heavy pressing means a 
shorter run, so it equalizes the ex- 
pense for current which even for 
the heaviest service rarely if ever 
exceeds a few cents daily. 


Thousands in use in all sections! 
Cleanliness of shop and person is no 
respector of location and se we find 
these dust collectors in as wide use 
in the West as in the East, in the 
South as well as the North, because 
they do as they promise—keep the 
shop clean, protect the operator’s 
health, pay back their own cost and 
ereate an income for the owner 
where no income exists now. Surely 
reasons enough for the purchase of 
one of these highly valuable and 
surely necessary outfits. 


Free 
Catalog 


LEIMAN BROS. 


Pays for itself in the gold it saves! 
This irritating metallic dust has no 
business in your lungs—let this 
machine breathe it into the lungs 
provided for it. The strong air 
suction or current of air at each of 
the dust hoods draws this dust into 
the cloth bags underneath the ma- 
chine where it is easily recovered, 
sent to the refiner, me!ted down 
and returned to you to pay the cost 
of your outlay first and an income 
to you ever after. 


POLISHING 
DUST COLLECTOR 


Strongly built to last a lifetime! 
These machines are very heavily 
built not only for the purpose of 
lasting a lifetime but also to elimi- 
nate vibration, sound, etc., so that 
they may be used anywhere with- 
out disturbing customers or other 
workmen or neighbors. 


The largest factories find them 
long-lasting and so do the small 
shops and stores—and lasting many 
years they give the same smooth 
service every one of these years. 


Conveniently arranged for quick 
work! 

No matter how little or much work 
you have to polish it should be done 
quickly and well—stores as well as 
workshops use these machines—they 
are so convenient, fitting into out- 
of-the-way corners, yet keeping all 
other corners of the premises free 
from dust and dirt that formerly 
were dusty and dirty. 


23 Walker St. 
New York 


Makers of good machinery for 35 years 











do it. 


cost to the student. 
Department. 


Department at once. 


HOROLOGY HALL 


This entire building devoted exclusively to 
Watchwork, Jewelry and Engraving. 





Write today for our latest catalogue. 


Prepare Yourself to Deliver More Goods 


increase in size of check in your pay envelope will be proportionate. 
in Watchwork, Jewelrywork, and Engraving at Bradley Polytechnic Institute will 
It does not take long to do this and the expense is not great. 
practical course planned to give you the most in the shortest possible time. The 
demand upon this shop for workmen has always been much greater than was 
possible to supply. At Bradley all large tools, such as lathe with complement of 
chucks, countershaft, vise and foot-wheel, are furnished absolutely free without 
No special school credits required to enter the Horological 
The work is given by individual instruction; therefore you can enter 
at any time you might wish. All small tools that you might need you can purchase 
from your regular Jobber, and if you already have these tools, or part of them, it 
will save you just that much. Strain a point to become a student in the Horological 


Thoroughly equip yourself in knowledge and experience and the resulting 


A course 


It 1:2 


A postal card with your name and address will get it. 


Address BRADLEY HOROLOGICAL, Dept. “C,” Peoria, Illinois. 














SPECIAL NOTE — ‘‘ Sal-Hyde” is 
the only material giving the 
correct perfect white Platinum 
color and wear to White Gold; 
also to Yellow, Bright and Green Gold, 
or other metals; correct results under 
all conditions and temperature and is 
Non-Tarnishable. 


One bottle sufficient for 1800 to 2000 
Rings and other work in like proportion. 








eae ne ene 









— 
Tee W. Gacen E.aecrac Co. 


182 B’dway, N. Y. 








Manufactured by 


The W. Green Electric Co., 182 Broadway, New York 





SAL-HYBE 3 


TRADE WARK REGISTERED U.G& PATENT OFFICE, 


CONCENTRATED ELECTRO-PLATING SALTS 


For Platinum, Gold, Silver, Nickel, Bronze and 
Copper Plating, Stripping, Etc. 


One or Six dozen Rings can be plated 





at one time in 15 to 25 seconds. 
Ready for 
solved in hot water. 


All ingredients of pure materials and 
chemicals for plating bath, combined in 
Nothing 


one salt, free from impurities. 
else necessary. 


No guess work, best results always 
and immediately obtained and guaran- 


teed. 


Write for Bulletin E 95 and E 97. 


Used by thousands of the leading retail and manu- 
facturing jewelers, and silversmiths, Laboratories, Etc. 


immediate use when dis- 


RSAL- HYDE } 


ELECTRO-PLATING SALTS Mul 
For Dynamo, Dynamotor or Battery 











Makers of Po'ishing Motors, Dust Collectors, Plating Dynamos and Motor Generators. 
“SAL-HYDE” ELECTRO PLATING SALTS and General Plating Equipment. 

















October 5, 1927 


with steel tools, but they can be handled to 
better advantage in the large lathe. 

The pulley is two inches in diameter by 
three-eighths of an inch in thickness, with 
a 60° belt groove and a hole bored in the 
center to take the loose bearn.g, with a 
drive fit. If we bore the hole .005 smaller 
than the bearing, we may force the bearing 
into the hole and will have a tight fit that 
will not work loose. 

The bearing and pulley may be readily as- 
sembled, if we select a piece of wood with a 
five-eighths hole through it. We place the 
wood and the pulley together and then place 
the bearing lightly in position in the pulley, 
with a piece of brass against the bearing 
to avoid marring it. Then we place these 
parts between the jaws of a heavy vise 
and we may readily force the bearing 
into the pulley. Of course, the bearing must 
be hardened and ground before inserting in 
the pulley. 

Question.—What further work is re- 
quired on the parts previous to a 
them? 

AnswEr.—The loose bearing, E, will re- 
quire a small key to engage the slot in the 
chuck. To make the key, we may select a 
piece of Stub’s steel about .075 in diameter 
and grip it in the wire chuck. The end of 
the wire may be threaded with the regular 
double-notched Swiss screw plate. Then the 
end of the wire may be turned down until 
it is a loose fit in the slot of the chuck. 
Next, we drill a hile in the loose bearing 
and tap it to take the screw key we have 
just made. The screw key should be a very 
tight fit in the loose bearing. We do not 
insert the key until the bearing has been 
hardened, ground and lapped. 

Question.—What parts of the attachment 
require hardening? 

ANSWER—We shall harden the spindle 
bearing, H, the loose. bearing, E, the adjust- 
ing nut, G, and the locking screw, I. 

Question.—How shall be proceed to har- 
den the above parts? 

ANswer.—The parts may be most suitably 
heated by placing them in a clean crucible in 
a small melting furnace. Means must be 
provided for handling the parts quickly when 
hot and without risk of distortion. A piece 
of iron wire may be passed through the loose 
bearing and also the spindle bearing and 
looped loosely over the end. The other 
parts may be handled likewise. For a 
quenching fluid, we shall require some cot- 
ton-seed oil; a pint cup is ample. 

The parts should be heated to a full, 
cherry red, then plunged quickly into the 
oil. In the case of the spindle bearing, it 
should be plunged into the oil lengthwise to 
avoid distortion as much as possible. In 
fact, any piece of steel in which the length 
exceeds the diameter should be plunged 
lengthwise into the quenching fluid. 

Assuming that all of the parts have been 
properly hardened in the above manner, we 
may scratch brush them to remove the scale 
as much as possible. Then we may brighten 
them sufficiently to observe the color while 
tempering. All of the parts should be drawn 
to a dark straw color, with the exception of 
the adjusting nut and the taper locking 
screw; these parts should be drawn to a 
full blue color. 

Grinding and lapping of the above parts 
will be considered in our next. 

(To be continued) 
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Watchmakers Certified by the 
Horological Institute of America 

















JUNIOR WATCHMAKER GRADE 
The following are the names and employers of candidates granted the certificate 


of JUNIOR aie sees by the Horological Institute of America, Sept. 12, | 


1927. 

Candidate Employer Address 
i eee Pere EPS ee er Elgin, Ill 
Se a er: eee ee ere St. Paul, Minn 
, Oe MO eee ae Sas ches xa Atlanta, Ga. 
ee eee ce, OEE aay Peoria, Ill. 
R. D. Edgeworth............ John T. Wise & Son........ Orangeburg, S. C. 
Geo. J. Eickhoff............. oe ee caneg lf TEE EEE: Elgin, Ill. 
eee James Allan & Co........... Charleston, S. C. 
SNES PE 565-404 seeds cas Prouty’s Jewelry Co......... Napa, Calif. 
Robert Mi; Gray............: I Sie Gn ka as bnew ane Elgin, I1l. 
John M. Greer...... 04%... Student ...........0. cmt... Peoria, Ill. 
Wes a PE ss BM oes er eter Covington, Va. 
ee ee ee -...Los Angeles, Calif. 
2 AE rae a CE Ey Elgin, Il. 
F. L. Leverett......; Re ose SO eee Salina, Kansas 
Milton F. Manby............ Hamilton Watch Co......... Lancaster, Pa. 
Robert W. Miller........... ers Elgin, II. ‘ 
L. P. Moma... ... AF... ce. Cm Galen &@ Ca.........4 Fall River, Mass. 
Jos. H. Oschida.........%. Student ...............0005. Elgin, Ill. : 
ae rrr Ee hia ecard id enlace minal Lowell, Mass. 
Walter E. Schuette......... i a a cwreden Peoria, IIl. : 
ee oo wes B. COR... 02 New Bedford, Mass. 
F. H. Shaughnessy.......... MIO os in as « Sacer woes Spokane, Wash. 
By Me IS ok sce cdeccvaes Ch eee nie ere dw 6 one Elgin, IIl. 
Se rr Bie, WIS hicie caccaaencn Crosby, N. D. 
eee ee Ee ee Tacoma, Wash. 
er i ee ke Sadie ae el , Elgin, Til. 
ae eee pt ey rere . Bedford, Iowa 
Thos. M. Whyte............ WN hn Site os cag tie Elgin, Til 
Edgar C. Wilburn........... A. Thoma & Sons.......... Piqua, Ohio 
RS Sree ata xarvctcentewens Orangeburg, S. C. 


CERTIFIED WATCHMAKER GRADE 
The following are the names and employers of candidates granted the certificate of 
CERTIFIED WATCHMAKER by the Horological Institute of America on Sept. 12, 


1927. 

Candidate Employer Address 
ro Ok errr J. Carroll Carpenter......... Moberly, Mo. 
Louis Hamilton............. Selle Jewelry Co............ St. Louis, Mo. 
David B. Mitter............. oS eee Tampa, Fla. 
Chauncey O. Snow.......... The Jewel Shoppe........... London, Ohio 





What the H. I. A. Is Doing 





LANCASTER, Pa., Sept. 9, 1927. 
Editor THE JEWELERS’ CIRCULAR: 
Dear Sir: 

I have read very carefully Mr. J. W. B. 
Junsch’s communication entitled, “The Man 
at the Bench” in your Aug. 3 issue. 

As a fellow-member of the Horological 
Institute of America, I feel like applauding 
what Mr. Junsch says about the inspiration 
we should obtain from the fact that so many 
great scientists have found absolute delight 
in working at problems in horology. 

Early in the era of modern science in the 
seventeenth century—-and down the decades 
until our own time—beginning with Galileo, 
and now with such names as Chamberlain, 
Dunn, James and others, who, eminent in 
engineering fields and concerned with vast 
and important work, yet have turned to 
horology for the pure pleasure of it—that 
should indeed make watchmakers think. The 
watchmaker who sees merely bread and but- 
ter in his work may well ask himself this: 
“Why do men who could choose whatever 


they want out of the world to entertain 
themselves with, choose to study horology 
and to work with timepieces—just the work 
I hate and which I do only to keep from 
starving?” 

I will answer this watchmaker’s question by 
saying: “The busy successful man who is an 
amateur of horology, finds fascinating pleas- 
ure in the work because he studies it; there- 
fore he sees the wonders and the beauties of 
it. You, on the contrary, perhaps started to 
use horology as a money-maker before you 
learned enough about it to begin to see its 
fascinations; you stopped studying, and so 
lost interest in it.” 

Certainly, study requires persistence and 
energy. But the reward is the pleasure that 
those busy captains of industry who are 
amateur watchmakers, find in it—and by en- 
thusiastic study a workman can gain much 
pleasure, and profit, for the enrichment of 
his whole life. 

“What is wrong with the watchmaking 
trade?” I say—“nothing; the trouble is in 
many cases with the watchmakers; some of 
them don’t know their work well enough; 
these grumble because they aren’t given 
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higher pay; but they want the pay before 
they deliver the goods. First, better work— 
then, better pay, is the reasonable idea.” 

True it is that some employers do not 
show appreciation of good work. But these 
are really few, and one does well to change 
positions rather than continue in distasteful 
surroundings—there are many, many places 
open and seeking good watchmakers, whose 
work will be appreciated. 

Sincerely yours, 


(Signed) Joun J. Bowman. 





Turret Clocks and Chimes 





(From The Chicago Tribune) 


THE tower of a church or public build- 
ing never seems quite to fulfil its pur- 
pose, however beautiful it may be archi- 
tecturally, unless it carries a clock and 
chimes. The benefit and convenience derived 
from a reliable public clock are a matter 
of common experience. 

Any clock which by reason of its dial 
being’ exposed to public view is necessarily 
taken as the standard time regulator in ‘the 
particular district in which it is situated 
should obviously be thoroughly serviceable 
and quite reliable, for while a good clock is 
a public boon, a faulty one is without doubt 
a general nuisance, and its inaccuracies may 
easily lead to serious results. 

The introduction of machinery into the 
clockmaking industry added to the accuracy 
of clockwork, and at the same time con- 
siderably reduced the cost of production; 
but probably in no industry does the neces- 
sity of human skill and clever workman- 
ship remain so essential, in spite of 
mechanical invasion, as it does in that of 
clockmaking. The only real safeguard 
that a buyer without a thorough technical 
knowledge has in purchasing timepieces of 
any description is the reputation of the 
clockmaker established by previous works 
of the same kind. It has been truly stated 
that while mere clocksellers abound, trust- 
worthy clockmakers are comparatively few 
in number. This is perhaps especially the 
case with regard to the manufacture of 
turret clocks. 

A well-known expert has pointed out that 
it is a great mistake in any way to regard 
a turret clock merely as a house clock upon 
an enlarged scale, differing chiefly from 
the latter in size and weight. The neces- 
sary increase in the strength of the 
machinery requires greater weight of 
materials in proper ratio, and the increased 
weight consequently means additional fric- 
tion. Such highly technical matters as 
these require the utmost care and ability 
both in design and construction. 

The same eminent authority on clocks 
offers sound advice to architects and 
builders as to the proper method of con- 
structing turret clock chambers, especially 
having regard to- atmospheric variations. 
Heat and cold, wind and dampness are 
each likely to, in some degree, affect the 
public timekeeper. 

“It is not wise,” he writes. “to build 
a tower without careful consideration for 
the tenant which is to occupy it, or having 
regard merely to architectural notions of 
external proportion, for usually it hap- 
pens that when clock and bells occur as an 
afterthought there is often some difficulty 
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and extra expense in planning the room 
for them. Plenty of length and breadth 
to allow of the proper fall of the clock- 
weights, and the swing of the pendulum 
save much in the cost of fixing, and are 
necessary to secure good time-keeping with 
the least trouble for it is obvious that 
where numerous bevelled wheels with rod- 
work are employed for the purpose of 
moving the hands over the dial,-if the 
probabilities of unvarying accuracy are 
not lessened, the cost must be much in- 
creased. Works which have to be placed 
at some distance from the dials must be 
more powerful than if they could be put 
in their proper place, and a little fore- 
thought in the architect will save much 
money both in the original price of the 
machinery of a clock and its subsequent 
repair. Then, again, there is always the 
questions for and against the illumination 
of dials to be considered, and of course 
with this is unavoidably mixed up not only 
the arrangements as regards space for the 
proper working of the  time-keeping, 
striking, and lighting ;machinery, but the 
vexed question of ventilation above re- 
ferred to—some horologers asserting that 
chambers as nearly airtight as smay be 
should be devised, and others that there 
ought to be a draught through the clock- 
room. There are in fact so many opinions, 
more or less excellent, according to the cir- 
cumstances of each case, that there is no 
laying down any arbitrary and unvarying 
rule—much must be left to the discretion 
of the turret clock manufacturers—upon 
whom it is necessary also to rely for the 
essentials of a good clock, viz., the sound- 
ness of the materials, the quality of the 
workmanship, and the scientific accuracy 
with which the instrument his been planned 
and put together.” 

One of the most vital parts of a turret 
clock is the wheel-work. The wheels are 
either made of iron, gunmetal, or hard brass. 

Iron wheels are much less costly than 
those of gunmetal or brass, but, however 
well the former may sometimes wear, they 
are more liable to oxidize and decay, with 
the result that after a few years of opera- 
tion it has frequently been found necessary 
to substitute for them wheels of a superior 
metal. 

High-grade clocks are usually made with 
wheels of the best gunmetal. The teeth 
are cut by steam power with an improved 
cutting engine; and at the same moment 
that the teeth are cut they are finished 
by the engine without the aid of the file, 
sand-paper, or other polishing materials, 
so that the most minute differences cannot 
possibly occur, their accuracy being se- 
cured even to the thousandth part of an 
inch. In the old times this work was done 
by a man turning a flywheel, but that 
method necessarily occasioned an wuneven- 
ness of cut which had afterwards to be 
removed by filing and hand polishing, 
Wheels thus made could not of course have 
that precision of movement which is 
essential in a public clock, and which can 
only be obtained by a perfect mechanical 
fit of the teeth of the wheels, such true 
mechanical fitting being only secured by 
truly accurate cutting machines. Hand 
cutting varies with each artisan, and there- 
fore cannot be equally trustworthy. In 


199 


cheap clocks iron is frequently used instead 
of steel, both in the pinions and arbors, and 
cast-iron takes the place of gunmetal or 
hard brass in the wheels and bosses—the 
result usually being that the clock gets into 
disrepute through its requiring to be 
repaired so frequently, and more money is 
expended upon such repairs than would 
have sufficed for the purchase of a thor- 
oughly perfect time-keeper. 

During recent years there has been a 
great revival of public taste for chimes in 
connection with turret clocks. 

Chiming clocks: were, of course, very 
popular in earlier days, and their return 
to favour is probably largely due to modern 
inventions which have greatly improved 
the systems of operation, and also the mu- 
sical effects obtainable. 

The old fashioned carillon consisted chiefly 
of a large wooden barrel, provided, like 
that of an ordinary musical box, with pins. 
These pins pulled the hammers that struck 
upon the bells, and the time was regulated 
by a rope coiled around one end of the 
barrel driving two or three wheels con- 
nected with a flywheel. More recent in- 
ventions have. improved upon these con- 
ditions. The barrel is sometimes of cast- 
iron instead of .wood, with steel or brass 
pins fixed in it to lift the hammers, and a 
very heavy weight is necessary to give the 
motive power. Instead of the ordinary 
method of raising the hammers and letting 
them fall by means of the pins on a chime 
‘arrel, the hammers are immediately after 
use returned to their places in striking 
position ready to be liberated by the pins 
on the chime barrel, and upon being so 
liberated are prepared to strike again. THe 
tunes to be played upon these bells will, of 
course, be such as are adapted to the par- 
ticular number of bells in each case, and 
the cost of the entire chimes depends upon 
the number and sizes of the bells so used— 
varying with the circumstances—the size 
and capacity of the tower, and the difficul- 
ties to be overcome in providing accommo- 
dation for the necessary bells, weights. 
chime barrel, etc. In each instance. as 
with turret clocks, the cost of the whole 
works depends to a great extent upon the 
cost of fixing the machinery. The tones of 
the bells have to be carefully provided for, 
as also the best positions in which they can 
be heard at a distance. With fourteen bells 
of different sizes almost any tune can be 
played. 

The writer recently visited the factory of 
J. W. Benson, Ltd. to see and hear a 
combined clock and carillon with set of 
bells, previous to the same being packed for 
despatch to San Francisco. 

It was particularly noticed that Messrs. 
Benson had prepared to accompany the 
machinery, a most carefully detailed set of 
working drawings upon which the various 
members were plainly marked with num- 
bers to correspond to those placed on the 
actual parts, so that when the apparatus 
reached its destination no difficulty would 
be experienced in erecting it, even with un- 
skilled labour. 

The Carillon plays “Home, Sweet Home” 
automatically once or more each day, and 
is so arranged that the tune may be re- 
peated or stopped at will from the hall of 
the building. 
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[Answers are also solicited from our readers to the questions published on this page.] 
No attention paid to communications unless accompanied by full name and address of the writer. 


Question No. 4136.— Overlaying wed- 
ding rings.—' Please advise me if there is 
a more economical and satisfactory way of 
over-laying platinum on red gold wedding 
rings where platinum shells cannot be ob- 
tained? The method I use is as follows:— 

I first take the wedding ring and trim the 
sides to the width desired, then I roll out a 
thin piece of platinwm and form a flat ring 
out of same and weld it together. Then I 
place my wedding ring inside of the plati- 
num band and I flush a little solder around 
it, then I hammer the metal over the sides 
of my ring. After this is done I run in 
through the heat in order to let the solder 
run to the sides; after this is done I round 
it up on a ring stretcher, then polish and 
carve it up. It does not take very long to 
do a very satisfactory job in this manner. 
I have been working at the bench for the 
past 17 years and I am told there is a more 
economical way in saving platinum. To my 
judgment the method I use ts about the only 
thing the jeweler can do in an overlay job. 
Of course I realize it depends on how thick 
you put your platinum on. If there is a 
better way and a more economical way of 
doing a job of this kind, would you please 
advise me as a man can never know too 
much.—B. T. 


ANSWER.—Your method for overlaying 
wedding rings is excellent in a shop where 
only a small amount of this work is done 
and the only improvement which we could 
add to your method would be to squeeze the 
flat band down over your wedding-ring 
blank with a ring die of suitable shape. 

A proper method to follow in squeezing 
the flat band down is to use a rather wide 
oval ring die first; run this around the flat 
band until you have it all to conform to the 
die; then take a narrower oval ring die and 


proceed in like manner until the ring con-. 


forms to this second die. Follow this up 
with a die that is the proper width for your 
finished ring. The next step will be to 
place the ring between two flat blanks and 
Squeeze it down very tight in a vise. This 
will flatten the ring and bring it down to 
uniform width. Then you can place the 
ring in a bezel chuck and turn out the rag- 
ged inside edges; following this with a 
burnisher in order to burnish the platinum 
metal down smooth over the gold ring 
which you are overlaying. We do not be- 
lieve you can improve on this plan where 
ony a smafi number of jobs are handled. 


Question No. 4137.—Initial rings and 
white gold formulae—No. 1. We notice 
m some jewelers’ catalogues that special 
monogram rings, not ordinary signet rings 
engraved, but a sort of block monogram 


embossed like; either cast or die struck. 
Evidently there must be some quick way of 
doing this, since the price is cheap as an 
ordinary stock ring; will you please tell us 
some quick method for doing this type of 
work which will be practical on single 
jobs? 

No. 2. Sometimes we see white gold, 
even of 14K quality which holds its bril- 
liancy fairly well, and malleable as yellow 
gold, will stand hammering, stretching and 
bending like yellow gold; whereas most 
white gold is extremely hard to work be- 
cause of being so hard and brittle. We ex- 
pect the most brilliant and beautiful gold to 
be more or less brittle, but will you please 
give us some formule to make a more 
malleable white gold even if the quality is 
not quite so good? For both 14K and 18K 
is desired—C. A. C. 


ANSWER.—No. 1. The monograms which 
you have noticed on special monogram rings 
are die struck letters and are made in such 
quantities that the price can be very low. 
You cannot cast such letters to any advan- 
tage and neither can you compete with a 
die struck article for price. The only way 
that you could put up such monograms at 
a price would be simply to install a drop 
press and make all the different dies that 
you will require when making such goods. 

No. 2. Now in regard to white gold, 
which you mentioned, there are a great 
many different formule for white gold and 
it is a peculiar fact that in making of 
white gold the same formule will not al- 
ways produce a perfect white gold; as a 
matter of fact there is no perfect white gold. 

Your best method to follow in making up 
white gold is to buy regular white gold al- 
loys from the refiners as these alloys are 
made up in large lots and there is always 
a better chance of producing a malleable 
metal when it is made up in quantities. 
Ninety per cent of the white golds that are 
on the market today contain gold, nickel and 
zinc and sometimes slight additions of cop- 
per and manganese. It is a real job for 
a metallurgical chemist to produce a white 
gold that is fairly malleable. It can never 
compete with your yellow gold in this re- 
spect. 


Question No. 4138— Does heat dis- 
color a diamond?—JVe have a customer 
who had a diamond ring soldered on the 
shank, who says the diamond was a per- 
fectly white stone, which is now slightly 
brown. He insists that we turned it brown 
in soldering the shank. There was no heat 
applied directly to the diamond and the 
stone was perfectly clean before we started 
soldering and is perfectly clean now. There 
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is no dirt burned on it, m fact, there was 
no heat applied to the stone; we would like 
your opinion on this matter to convince our 
customer it cannot be done. They will take 
your word in regard to turning a diamond 
brown while they will not take ours.— 
A. fF. H. 

ANSWER.—The proper method to follow 
in soldering rings where heat must be ap- 
plied close to the diamond, is, to first, clean 
the diamond thoroughly and remove all sur- 
face dirt that could possibly be burned on 
the stone while soldering. Then apply a 
coating of boracic acid to the surface of the 
diamond and also the entire ring. The 
boracic acid excludes oxygen and therefore 
prevents oxidation of the metallic part of 
the ring as well as protecting the surface 
of the diamond. The ring may now be 
soldered wherever required. As a matter 
of fact, it is a matter of daily practice to 
solder on new tips in this manner and of 
course in such cases, the heat is applied di- 
rectly to the surface of the diamond. When 
the ring is thoroughly cooled, it may be 
boiled out in the regular pickle, which is 
made up by adding one part sulphuric acid 
to ten parts of water. If you follow the 
above method, there is very slight risk of 
ever injuring a diamond. While the writer 
follows the above method, please let it be 
thoroughly understood that this applies only 
to small stones, not exceeding quarter-carat 
sizes. When soldering is required close to a 
diamond of fine quality, that is much above 
quarter-carat size, we invariably remove the 
stone, although this is quite unnecessary in 
sizing jobs as there is no need of heating a 
stone in the slightest manner, in such cases. 

Regarding the real information which you 
desire, if the stone was clean when you 
started on the job, there is not the slightest 
chance that the heat changed the color of 
the stone and this applies with or without 
the protection of the boracic acid. A speck 
of dirt might have been left under a prong 
and would produce a slight color that would 
reflect through the stone. This could read- 
ily be determined by removing the stone 
from the setting and examining carefully. 

If the diamond was heated to a red heat 
and without the protection of the boracic 
acid, the diamond would probably be burned 
slightly on the surface. A burned diamond 
will appear cloudy white, inclined to light 
gray. The injury in this case is simply on 
the surface and may be readiiy repolished 
by any diamond polisher. 

You can burn a diamond as above when 
unprotected, but you cannot change the 
color under any conditions as applied to sol- 
dering. 








George: What a smooth gear shift you 
have on your car. 
Georgette: Hey, will you take your hand 


off my knee? 
—N. Y. Medley. 
Although a street car has its faults, it 
can do something that a man can’t do. It 
can go home straight, no matter how full 
it 4s: 


—Miunk. 





Women are steadier drivers than men, 
say scientists. But a woman can use both 
hands for driving. 


—Minn. Ski-U-Mah. 
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ANNOUNCEMENT is made of the merger of — 


Art Watch Case Co. 
Becker-Heckman Co. 


established watch case repair houses, both located in the 
Heyworth Building at 29 East Madison Street, icago. 
The new company, which is capitalized for $10,000, 
occupies greatly enlarged quarters on the 8th floor of 
the Heyworth Building. Its mechanics are all experi- 
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Chromoplating Popular in Germany 





From the Brass World 




















peep asain made considerable 
strides in Germany during the past year. 
It is now commercially employed for plating 
a great variety of articles—tableware, house- 
hold goods and appliances for industry. It 
has decidedly moved out of the infant stages 
and has become a factor to be counted with 
by industry in general. The latter evinces 
great interest in the process. The German 
chromoplating plants are positively over- 
whelmed with suggestions out of almost 
every line of industry, accompanied by sam- 
ples for testing purposes, .Of the latest 
development may be mentioned the coating 
of printing plates for rotary presses and the 
plating of die-cast tableware. As far as 
can be seen the methods now in use do not 
meet all the requirements and there are still 
a number of intricacies to be mastered, but 
it is being hoped that more universal use 
will in the course of time overcome all dif- 
ficulties still existing. 

The greatest impediment in this direction, 
until the present time, was the patent situa- 
tion. Numerous patents have been applied 
for and some have indeed been granted. 
Although the opinion that those patents, as 
far as they concern the principle of chromo- 
plating, are not based on firm ground; that 
the antecedent§ of chromoplating exclude a 
broad protectiof? of the process as such, the 
situation was sufficiently confused to prevent 
many scientists and business concerns, in- 
terested in the process, to enter into pursuits 
of their own. Beside the company which 
holds the Liebreich patent, the only German 
master patent on the process, solely the 
Langbein-Pfannhauser works, a firm special- 
izing in electroplating equipment and the 
chrome industry, Max Wommer ventured 
upon the ground. 

The former had but indifferent success, 
while the latter firm established within one 
. year nearly 30 plants in Germany and neigh- 
boring countries, and did so far most of the 
Pioneer work in spreading the use of com- 
mercial chromoplating in Germany. The 
two firms mentioned were presumably en- 
croaching upon the broad claims of the Lieb- 
reich patent, which forced the owners of the 
latter eventually to take action. They pro- 
ceeded at first against the Langbein-Pfann- 
hauser Works, whereupon Mr. Wommer, 
seeing that litigation turned in favor of the 
Liebreich concern, hastened ‘to come to an 
understanding with the latter. For a time 
the Liebreich concern held the whip hand 
and it looked as if they would succeed in 
establishing a chromium plating monopoly in 
Europe, having obtained patents in all Euro- 
Pean countries, part of which were sold or 
licensed to local firms, the British patent 
f. i. to Vickers. This triumph was, how- 
ever, short lived. Something almost dra- 
matic happened recently. Two powerful 
firms appeared on the scene, claiming a 
right of way for their chromium process, 
which they had silently developed. The 
names of these two firms, Siemens & Halske 


A. G. and Fried. Krupp, carried such weight 
that the Liebreich patentees did not attempt 
to offer serious resistance. The struggle 
that followed was short and the result was 
that the Liebreich patent broke down. The 
five firms mentioned have now entered into 
an understanding which aims at excluding 
competition amongst themselves and to 
create something of a monopoly for them, 
but such efforts are doomed to failure as at 
least the Wommer process, which is farthest 
advanced, is long past the stage in which 
it could possibly be guarded as a trade 
secret. Too many people, who cannot be 
forced to silence, being conversant with it, 
make such a monopoly impossible of suc- 
cess. The field of chromium plating is now 
practically open in Germany and it is more 
than likely that this fact «will be an added 
impetus for its development. Already it is 
heard that new progress has been made with 
plating steel, cast iron and aluminum. 
Samples seen of such products show a great 
adhesive power of the chromium coating and 
a perfectly rustproof surface 





Precipitation of Gold and Silver from 
Cyanide Solution on Charcoal 





A STUDY designed to develop improve- 

ment in the cyanidation of gold and 
silver ores by means of precipitation of 
these precious metals from cyanide solution 
on charcoal has been made by the Rare and 
Precious Metals Experiment Station of the 
U. S. Bureau of Mines, at Reno, Nevada. 
The study was intended primarily to investi- 
gate the possibilities in practice and 
secondarily to investigate the mechanism of 
the precipitation itself. 

Charcoal is a strange and interesting sub- 
stance. The fact that charcoal has the power 
to abstract gold and silver from cyanide solu- 
tions to the extent of 7 per cent. of its 
weight in gold and 3 per cent. of its weight 
in silver without showing the slightest change 
in appearance, even under the microscope, 
clothes it with a mystery that has long 
interested metallurgists. Even now, with the 
mass of data made available by various in- 
vestigators, much remains to be learned. At 
present, charcoal absorption is being studied 
by many persons, and their investigations 
may eventually lead to its application to 
purposes not yet dreamed of. 

During the investigation made by the 
Bureau of Mines many ramifications were 
revealed, in following any one of which a 
lifetime could be spent. Charcoal, the chief 
factor, is subject to myriad variations due 
to differences in raw materials, preliminary 
treatment, and methods of charring. Added 
to the variations possible in the charcoal 
itself are those possible in solutions and in 
methods of precipitation. The results ob- 
tained in this investigation are summarized 
as follows: 

The mechanism of the precipitation in- 
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volves adsorption accompanied by a chemical 
change. 

Precipitation of silver on charcoal from 
cyanide solution follows the same laws as 
precipitation of gold, although it is slower; 
charcoal has less capacity for silver than 
gold. 

The limit of charcoal precipitation from 
cyanide seems to be about 2,000 ounces of 
gold and about 1,000 ounces of silver per ton 
of charcoal. 

Little difference exists among charcoals 
prepared from different woods. 

The most important point in the making 
of charcoal is the heat treatment, either 
during the making or subsequent thereto. 
To quench charcoa! does not improve it. 

Pulverization finer than 200 mesh does not 
appreciably add to the efficiency of charcoal. 

Few substances in the solution appre- 
ciably affect precipitation. 

The adsorbed gold or silver salt; is soluble 
to some degree in boiling water, and is espe- 
cially soluble in hot cyanide, 

There is a possibility of so changing the 
adsobred gold or silver salt on charcoal that 
the charcoal may be used for fyrther pre- 
cipitation. 

Charcoal will precipitate gold or silver 
from a cyanide ore pulp; the charcoal can 
then be separated from the pulp by flotation. 

Further details of this investigation are 
given in Bureau of Mines Technical Paper 
378, “Precipitation of Gold and Silver from 
Cyanide Solution in Charcoal,” copies of 
which may be obtained from the Superin- 
tendent of Documents, Government Printing 
Office, Washington, D. C. 





Mystery Clock 





OND Street’s latest novelty is a mys- 

terious clock of crystal, priced at £800. 
The mystery lies in the fact that, though 
the crystal is transparent, there is no visible 
sign of any mechanism, and no one except 
the maker knows how it goes. The hands, 
which are of platinum and diamonds, re- 
volving on a thin metal pinion, are behind 
the face of the clock, embedded in the 
heart cf the crystal block which is five 
inches in diameter. There is no apparent 
connection between the hands and the frame- 
work. The secret of the mechanism will 
be revealed only to the purchaser. Even 
the managing director of the firm does not 
know the secret. Although rich enamel, 
gold and jewels are used to decorate the 
framework, it is the craftsmanship that 
accounts for its high price—From the 
Westminster Gazette. 





“What is a pessimist?” 
“A man who won’t milk a cow because 


- he is afraid the milk’s already sour.” 


—Carnegie Puppet. 





Joe Flea: Where is Charlie Flea this 
afternoon? : 

Ambrose Flea: He just went off on a 
bat. 


—M. I. T. Voo Doo. 





“You can always pick a college man out 
of any crowd.” 
“Yes, too bad they are so untidy.” 
—Notre Dame Juggler. 
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ORDER BY NUMBERS 
See ad on apposite page 
STANDARD UNBREAKABLE 
WATCH CRYSTALS, Inc. 
71 Nassay Street, New York, N. Y 
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Vaivenlalile Fancy Watch Crystals : 




















Display Card of 50 numbers—$5.00 
Dozen—$1.25 


71 NASSAU STREET 


made in 56 numbers which will take care of any Fancy Shape Crystal job. 


Note These Features 


The crystals are flexible—highly transpar- 
ent—with a hard glossy surface. Will not 
shrink, expand or lose color. 
STRAIGHT, with a fine finish, enabling 
crystals to hold securely in bezels. Where 
slight filing is necessary the edge allows 
crystal to keep its original shape. 


Shape of Crystals Assures Free Movement 
of the Hands of the Watch 


Ask for catalogue and Free Sample 
STANDARD 
Unbreakable Watch Crystals, Inc. 







See ad on opposite page 


Cabinet Assortment 
1 Gross, $15; 2 Gross, $29 








Edges are 


WW CH CO Ney 
QWwou 2 





NEW YORK CITY 

















Combination 
Watchmaker’s 
and Polishing 

Motor. 


Will Run on 110 
Volts A. C. 
or D. C. 





Fidelity 
Tapered Frame 
Polishing Motor 

Illustrated. 
Polishing Motors 
from $20 to $60 


FIDELITY 
ELECTRIC CO. 


Lancaster, Pa, 





A New 24-Page Booklet--- 


For people who handle platinum, gold, palla- 
dium, silver and iridium. 

Telling about the Hoke Instructions in refin- 
ing and separating the precious metals. 


You need this booklet. It tells how jewelers 
have saved and made money—increased profits 
—astonished themselves with their savings. 


This booklet 
Sam W. Hoke Mer, is free; ask 


Jewelers’ Technical Advice Co. 


22 Albany St, New York City /0” *f and i 


Co-operating with Hoke, Inc. 1s yours. 




















Files, Jewelers’ Tools and Supplies 


Telephone Cortlandt 5222 
AGENTS 


“anes [heal] FILES 


AMERICAN-SWISS FILE & TOOL CO.’S 
AMERICAN GAS FURNACE CO.’S 


Gas Furnaces for Melting, Annealing, Enamel- 
ing, Hardening, Assaying, Etc. Positive Pres- 
Sand Blast sure Blowers. 


Anchor Tool & Supply Co., Inc. 














Formerly Tool and Supply Dept. of 
E. P. REICHHELM CO., Inc. 
24 JOHN ST. $2 NEW YORK 





Foot Blowers 


Supplying air for blow- 
pipe work. 
Genuine Buffalo Dental 
Foot Blowers, Fletcher 
pattern, are widely im- 
itated at lower prices. 
No imitators use the 
same quality of boards, 
selected sheepskin bellows, 
or Up-River Para Rub- 
ber disks. 
Quality goods last longer. 
Send for Catalog B-J 


Buffalo Dental iniatieteiee Co. 
Box 979. BUFFALO, N. Y. 








THE BUYERS’ DIRECTORY 
Price $1.00 


Jewelers Publishing Corp., 11 John St., New York 




















Automatically prevents tamish-O 


Stop. SAVES 


THE TARNISH 
WARES CARES 


WOOLWORTH CHEMICAL CO., Lititz, Pa. 


SAVES 

















206 


THE JEWELERS’ CIRCULAR 





October 5, 1927 



































FIVE YEARS’ 
ADVERTISING 


at a minimum of cost 


E/\ARKS 


opme JEWELRY ano 
++» KINDRED TRADES -°: 








Published Every Five Years for Over a Quarter of a Century 


The Standard Work on trade —_s in its field and pub-: 


lished by the Jewelers Publishing Corp., is needed by every 
retail jeweler in the country. 


The Fifth Edition 


is now in course of preparation and affords an unprece- 
dented opportunity for excellent advertising at a minimum 
of cost. | 


Manufacturers and others, who are interested in this indis- 
pensable aid to retailers will be supplied with further infor- 
mation upon application. 


The Trade Mark Book is one of the many forms of Service 
rendered the Jewelry Trade by the 


Jewelers Publishing Corporation 
11 John Street New York 
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[Patents Granted by the United States and 
the Registered Trade Marks] 





UNITED STATES PATENTS 








Issue of Sept. 20, 1927 


1,642,780. VANITY CASE. Lessinc L. Kote 
and EucENEe LoeFFLer, Milwaukee, Wis. Filed 
Oct. 27, 1925. Serial 65,184. 12 Claims. 

The combination of a vanity case having a per- 
forated top, a perforated plate slidably mounted be- 





neath the top, and adapted to force powder through 
the perforations in the top, a cover member 
hingedly mounted on the case, and means pivotally 
ccnnecting the perforated slidable plate to the cover 
member. 


1,642,836. CLASP FOR HAND-BAGS AND 
LIKE RECEPTACLES. Dezso Batazs, San 
Francisco, Cal. Filed May 24, 1926. Serial 
111,125. 2 Claims. 

In a device of the class described, the combina- 
tion with a hand-bag having hinged frame members, 
of frictional engaging means borne by one of said 
frame members, a resilient metallic clasp member 
consisting of a U-shaped stamping having one sec- 
tion thereof adapted for hinged attachment to the 
lower edge of the frame member opposite the mem- 





ber to be clasped and adaptable for swinging move- 
ment in a plane at right angles to that of said 
frame members, the free section of said clasp being 
adapted to engage said frictional engaging means 
carried by the frame member opposite that to 
which said clasp is hinged, and a flexible tab at- 
tached by its upper edge secured to that frame 
member intended for clasping by said clasp and 
adapted for releasing said U-shaped stamping from 
its clamping position. 


1,642,962. VANITY BOX. Anker S. LyYHNE, 
Bridgeport, Conn. Filed Dec. 10, 1924. Se- 
rial 754,986. 10 Claims. 

In a vanity box, hinged ecver and bedy sections, 


ae “4 





Zils 26 








sy 
& 


and an insert for one of said sections comprising 
@ cupped powder container provided with a laterally 
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projecting flange about its upper periphery, and a 
cover for closing the same having a depression to 
fit tightly into the top of the cupped member and 
having a laterally extending flange to rest on the 
flange of the cupped member, the center portion of 
the cover being flexible and resilient and provided 
with openings for passage of powder. 

1,643,083. STRAP BUCKLE. Lawrence F. 
Otten, Fort Thomas, Ky., assignor to The 
Wadsworth Watch Case Co., Dayton, Ky. 
Filed April 7, 1927. Serial 181,792. 4 Claims. 

A strap buckle of the character described com- 
prising a frame having laterally projecting side 





walls, a strap, a cam lever, a removable pin carried 

by said walls and adapted to have one end of said 

strap and cam lever pivoted thereto, and a cam car- 
ried by said lever for wedging or binding the free 
end of said strap within said frame. 

1,643,101. WATCHMAKER’S DESK OR CAB- 
INET. ArtHur S. THompson, Ontario, Cal. 
Filed March 17, 1926. Serial 95,238, .1 
Claim. 

A drawer for use in a watchmaker’s cabinet, com- 
prising a rectangnlar frame, the said frame being 

provided with transverse and longitudinal guides, a 





plate provided with depressed cups mounted in said 
transverse guides, the said plate being of less width 
than the internal width of said frame, an apron 
tray of less length than the internal length of said 
frame and mounted in said longitudinal guide above 
said plate, whereby the said tray may be slid over 
said plate. 

1,643,278. VANITY CASE AND THE LIKE. 
Frank M. WojciecHowsk1, North Attleboro, 
Mass., assignor to Marathon Co., Attleboro, 
Mass. Filed Jan. 29, 1927. Serial 164,460. 
6 Claims. 

In a case, a side-forming plate having a depressed’ 








panel receiving part, a panel in the depressed part, 
and a central ornament superimposed on the panel 
and secured thereto. 


Reissue Sept. 20, 1927 


16,741. JEWELRY COMPONENT. 
A. FatrsroTHer, Providence, R. I. 


FREDERIC 
Filed Aug. 


4, 1927. Serial 210,686. Original 1,566,845, 
dated Dec. 22, 1925. Serial 637,075. Filed 
May 7, 1923. 5 Claims. 


As an improved article of manufacture, a jewelry 
component made from a metal adapted to the jew- 
elry are, comprising a pliable end portion substan- 


J 
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tially circular in cross-section and an ornamenta? 
body portion comparatively rigid and having a 
plurality of faces of greater cross-sectional area 
than the end portion, the latter being freely bend- 
able in all directions to cooperate in conjunction 
with the body portion to make various articles of 
jewelry. 
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DESIGNS 


73,482. BROOCH OR SIMILAR ARTICLE. 





AtsBERT Brop, New York. Filed June 6, 1927. 
Serial 22,350. Term of patent 314 years. 


73,483. BROOCH OR SIMILAR ARTICLE. 





ALBERT Brop, New York. Filed June 6, 1927. 
Serial 22,351. Term of patent 3% years. 
73,484. BROOCH OR SIMILAR ARTICLE. 
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ALBERT Brop, New York. Filed June 6, 1927. 
Serial 22,352. Term of patent 3%4 years, 
73.485. BROOCH OR SIMILAR ARTICLE. 





ALBERT Brop, New York. Filed June 10, 1927. 
Serial 22,381. Term of patent 3% years, 


73,486. BROOCH OR SIMILAR ARTICLE. 





ALBERT Brop, New York. Filed June 10, 1927. 
Serial 22,382. Term of patent 3% years. 


73,487. BROOCH OR SIMILAR ARTICLE. 





ALBERT Brop, New York. Filed June 10, 1927. 
Serial 22,383. Term of patent 3% years. 
73,491. BROOCH OR SIMILAR ARTICLE. 





ALBERT Brop, New York. Filed June 24, 1927. 
Serial 22,544. Term of patent 3% years. 


73,492. BROOCH OR SIMILAR ARTICLE. 





ABErT Brop, New York. Filed June 24, 1927. 
Serial 22,545. Term of patent 3% years. 


Trade-Marks Granted Issue of Sept. 20, 1927 


232,916. SILVER POLISH. Kzein & Son, 
Montgomery, Ala. 
Filed May 18, 1927. Serial 249,181. 
July 12, 1927. Class 4. 


Published 








The McAfee Jewelry Co. has opened a 
store in Albany Theatre Arcade at Albany, 
Ga. James Summerlin is in charge of the 
store. 
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